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Top Cars 


New-car registrations for nine 
months, plus 23 states for 


1956 Pos. 
1,042,102— 2 
1,241,365— 1 

384,890— 4 
Buick 440,609— 3 
Olds. 359,177— 5 
Pontiac 289,797— 6 
Mercury 224,390— 7 
Dodge 174,571— 8 
Cadillac 112,348— 9 
Chrysler 88,401—10 
DeSoto 80,688—11 
Rambler 56,413—13 
Stude. 63,484—12 
Lincoln 34,071—14 
Imperial 7,468—18 
Edsel 
Met. 
Nash 
Packard 
Hudson 


Make 
Ford 
Chev. 
Plym. 


5,269—19 
20,832—16 
25,859—15 

9,304—17 

Cont! 1,282—20 
Misc. 68,564 
Total All Makes 
4,731,362 4,731,884 
Further details on Page 138. 
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Dealers Hopeful of Strong 1958 \| 
Despite Slow New-Model Start 


By Robert M. Lienert 
Associate Editor 


its way out of present difficulties] 


and turn out all right over the long 


HE outlook for 1958 new-car| Pull. 


sales is better than results on 
the new models so far would seem 
to indicate, according to dealers 
across the country. 

Surveyed by Automotive News, 
a majority of dealers said frankly 
that sales of ’58s have failed to 
match ex pectations and that 

profits are often thin. 

Price resistance has been wide- 
spread and obstinate, and discount- 
ing—even in the “hot” lines—is 
common. 

= > = 

HE dealers, however, cite a 

number of reasons for believ- 


ing that the 1958 market will work 


Car Production to Remain 
t High Level This Week 


By Martin L. Whitmyer 
Staff Writer 
ING a shutdown of Plym- 

@uth assembly operations in 

woit due to a strike at the 

iston’s engine plant, U.S. car 

ut should soar to a new high 

the year this week. Thanks- 
} img last week dropped industry- 
“Wide assemblies to an estimated 
121,687 units. 

Adding impetus to the industry 
"quest for a new high for 1957 is 
|Feturn to full production of 

Ford division’s Louisville assem- 
| bly plant, continued near-record 
ae at Chevrolet and in- 


a 
= 


troduction of the new Rambler 
American to the assembly lines 
today (Dec. 2). Also returning to 
operation today is DeSoto, down 
all last week to permit balancing 
(Continued on Page 157, Col, 3) 


Dealers are drawing encourage- 
ment from the fact that the ’58 
models have met with enthusi- 
astic public response. Showroom 
traffic in almost every line has 
been exceptionally heavy. 
“At least,” said one dealer, 
public is not apathetic.” 
Consumers may not be apathetic 
about the cars, but they have been 
reluctant about buying. Some deal- 
ers say that profits have suffered 
because deals have been sliced thin 
in an effort to get the ball rolling. 


® > * 


S THE market settles down, 
they feel, business will improve 

in both volume and gross profit. 

Dealers attribute the reluctance 
to buy to a growing uncertainty 
over the economic situation. This 
has been aggravated in many 
cities by layoffs in local plants 
or by agricultural setbacks. 

When the public becomes con- 
vinced that a major recession is 
not at hand, they will be back to 
buy, most dealers believe. 

A good number of the current 
crop of prospects, with money in 
the bank and with paidup tradeins, 


“the 





are confused over the economic 
outlook and have put off buying a 
new car, many dealers say. 

Part of the solution lies, dealers 
believe, in a renewed emphasis on 
selling product instead of price. 

“It’s easy for a prospect to say 
‘no’ on price,” one dealer said, “but 
he can’t dispute comfort, con- 
venience and style.” 


* > * 


OTTEST cars so far, when com- 

pared with ‘'57 performances, 
have been Chevrolet and Lincoln. 
In the second flight are Rambler, 
Ford, Buick, Oldsmobile and 
Cadillac. 

Most Pontiac and Mercury deal- 
ers report that business could be 
better. 

Dealers in the Chrysler Corp. 
lines find ’58s getting off to a 
slow start. Many, however, still 

have ‘57s to dispose of. These 
dealers believe their cars’ appeal - 
will grow after the first impact 
of competitive cars is dulled. 

“Disappointing” is the word used 
by many Edsel dealers to describe 
sales. 

Studebaker apparently has been 
moving well, with some dealers 
reporting a shortage of hardtops. A 





| Congress Eyed for Relief on 


By Maynard M. Gordon 


News Editor 
EEKERS of a solution to the 


gress, it was learned last week. 
With auto manufacturers stand- 
ing firm against voluntary pay- 


problems of cross-selling and| ments of area sales bonuses, some 
territory security now are looking}; NADA policy-makers indicated 


hopefully in the direction of Con- 


they were reconsidering the possi- 


Cross-Selling. 


bility of new Congressional hear- 
ings on the cross-selling and 
bootlegging situation. 
Out of such hearings, it was 
hoped, might result either a new 
(Continued on Page 6, Col. 2) 


city-by-city condensation of the 
dealer survey senows: 


Buffalo 

HE movement of ’58 models has 
failed to match expectations in 
Buffalo, according to the majority 
of dealers. A few said they wére 
pleased, however, and one described 

orders as “beyond expectations.” 
The consensus is that consumers, 
while showing definite interest, also 

(Continued on Page 8, Col. 1) 


Trust Chief Hails 
Rambler Duals 
With Big Three 


By William Uliman 
Washington Correspondent 
ASHINGTON.—Victor R. Han- 
sen, the Justice Department’s 
antitrust chief, blasted territory 
security and hailed the dualling of 
Rambler with Big Three makes in 
an address before the convention of 
the National Independent Automo- 
bile Dealers Assn. here last week. 
He told the convention the aim 
of the territory plans appears 
mainly to be “security from com- 
petition.” 

“Thus their purpose is at odds 
with the philosophy of the antitrust 
laws,” he said. 

“This is true whether these ar- 
rangements are described as ‘terri- 
tory security’ or ‘service responsi- 
bility bonuses’ so long as their 
purpose or effect is to eliminate 

(Continued on Page 4, Col. 1) 
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Highlights of Automotive News Selling Guide for ‘58 


The new-model story in four colors starts on Page 69. 
= 
Engineering advances offer sales ammunition. Page 16. 


How makers are promoting the new models. Page 26. 


Picture roundup of the import cars. Page 90. 


Features of the gew truck models start on Page 52. 
How dealers sell the tire changeover. Page 121. 
Aluminum fedtyres. Page 62. Stainless steel. Page 34. 


Specifications, Phige 88; Prices, Page 68; Options, Page 32. 
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The Man Behind the Wheel .. . 





Sales Testing the New Models 


Eprror’s Nore: This is the first 
in a new series of articles which 
will report factual results of road 
testing new models. The goal is 
to develop sales ideas that may 
be put to use by dealers and 
salesmen. Articles will be written 
with the idea that dealers, sales 
managers and salesmen may 
want to show them to their pros- 
pects, since the material origi- 
nates from an impartial source. 
The car below was tested for 
1,500 miles over seven days. 

2 + * 
By L. H. Houck 
Traveling Correspondent 

HE Edsel is a car that should 

be road-tested. Every salesman 
will do well to urge even the casual 

looker to get behind the wheel. 

We have all driven cars with 
lazy front ends, but here is one 
that has life—the Edsel seems to 
know where you’re going. With 
the surge of power from the new 
engine, it is equal to all occa- 
sions and yet the wheel rests 
lightly in your hands, Driving 
is almost effortless, yet with a 

e . er 
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Long Needed— 


“| like this," said Serviceman Perrey 
pointing to the heavy rubber faced 
bumper gvord. “That's certainly a new 
idea and something that has been needed 
for a long time.” 


Colo. Law Hits 
Trucks, Imports 


DENVER.—Robert A. Theobald, 
State revenue director, has warned 
that at least 50,000 Colorado trucks 
and some foreign cars will have to 
install directional turn signals after 
Jan. 1. 

He said a law passed by the 1947 
Legislature requires electrical turn 
signals on vehicles when the body 
extends more than 24 inches from 
the steering post to the outermost 
point on the driver’s side. 

The law requires that all autos 
manufactured after Jan. 1 must 
have electrical directional signals. 
Theobald said the law does not 
apply to cars not already equipped 
with turn signals. 





confidence - inspiring feeling of 
control. 
So the first objective of the re- 


Car Tested: 
EDSEL 


Here are the vital statistics 
of the car tested by Automotive 
News: A two-door hardtop Edsel 
Pacer. It had the E-400 engine, 
400 Ib. ft. torque, 4.05 bore and 
3.50 stroke, compression ratio 
10.5-to-1, 303 h.p. four-barrel 
carburetor, automatic transmis- 
sion with push-button controls. 

Accessories installed on the 
test model included 
everything in the line except the 
dash-button trunk lock, by which 
the trunk key can be used on 
a push button on the dash to 
open the trunk lid from the front 
seat. 

The car had air conditioning, 
heater and defroster operated 
from one serrated rim dial. 
Other options included tachom- 
eter, electric windows, power 
steering, power brakes, electric 
seat adjustment, Edsel push- 
button lubricator, optional warn- 
ing lights on dash such as fuel 
level warning, oil level warning, 
parking brake signal, excess 
speed warning, door open warn- 
ing, dual exhausts, padded in- 
strument panel and sun visors, 
glove compartment light, engine 
and trunk compartment light, 
hooded outside rear view mirror, 
front and rear rubber bumper 
guard pads, appliqued wheel 
covers, non-glare inside rear 
view mirror, station seeking 
radio with electric antenna and 
front and rear seat speakers, 
electric-wind clock and wind- 
shield washer. 
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tail salesman should be to over-|' 


come objections and get that pros- 
pect behind the wheel. 
* a +” 
yy you go the Edsel 
attracts attention. At one place 
in the almost 1,500 miles we drove 
this Edsel two-door hardtop Pacer, 
some kids across the street from 
a service station, shouted: “Hey, 
look! An Edsel!” 


You’ve got plenty of elegant 
background to sell along with it. 
It’s the first all-new American 
car built since Ford introduced 
the Mercury in 1938. It is smart 
with rakish lines, without being 
radical. 


If I were selling this car from 
the retail floor, I just wouldn’t 
overlcok anybody. It has some- 
thing that will appeal to every 
type of buyer. 

* + . 
If Driving Tires You 
Fr’, DRIVING on long trips or in 
dense city traffic tires you, then 
the Edsel is the car for you. Show 
it to this customer and let him 
know the ease first hand. 


Why is this so? Much of it has 
been engineered into the car from 
the first plan on the drawing 
boards. Much of it comes from re- 
duced motion. You can control the 
automatic transmission by easy, 
power-operated pushbuttons in the 
hub of the steering wheel. The 
novice will get accustomed to them 
in five minutes, no matter what car 
he is driving, because they’re as 
handy as a pocket in a shirt and a 
lot closer. 

Much of it comes from a new era 
in panoramic vision. You can see 
more and this inspires a feeling of 
safety and security. 

The man who fights traffic to 
work and back twice a day needs 
to learn how much an Edsel can 

(Continued on Page 158, Col. 1) 


55,000 Sales Set as Goal... 





Renault Sees 58 Jump 


By Ed Brown 
Staff Correspondent 
NEW YORK.— Advertising ex- 
penditures of $400,000 up to mid- 
November have been credited by 
Renault of France for a sales in- 
crease from a little more than 
2,000 units in 1956 to over 22,000 in 
the first 11 months of 1957 and an 
anticipated total 1957 sale of 30,000 
units. 


The figures were announced by 
Bernard Vernier-Palliez, executive 
vice-president, and Pierre Vignal, 
general export director of Renault. 

Vernier-Palliez said Renault 
anticipates a sale of 55,000 cars 
in the U.S. in 1958. Asked if this 
would materially close the gap 
on the Volkswagen lead in the 
foreign-car field, he said he could 
not anticipate what VW planned 
for 1958 but that he felt it would 
help to reduce the lead to some 


degree. 
Vernier-Palliez, here to meet 
with key executives of Renault’s 


Business Barometer 


Auto Production—138,367 cars, 
trucks im week vs. 184,987 the year 
before. 

Store Sales—Down 
5 percent from the year before. 

Freight Loadings — 647,298 cars 
in week, down 116,600 cars from the 
year before. 

Gasoline’ Stocks — 182,178,000 
barrels, up 1,373,000 barrels in week. 

Jobless Claims—301,500 in week 
vs. 217,500 the year before. 

New-Car Registrations—4,731,- 
362 in 1957 to date vs. 4,731,884 the 
year before. 

New-Truck Registrations —689,- 
626 in 1957 to date vs, 716,716 the 
year before. 

Oil Stocks — 282,086,000 barrels, 
down 2,209,000 barrels in week. 

Soft Coal Output—?9,125,000 tons 


estimated in week vs. 10,327,000 tons 
the year before. 

Steel Output—73.6 percent of 
estimated capacity vs. 76 percent the 
week before. , 

Used-Car Prices — $751 
vember vs. $795 in October. 

Wholesale Prices—117.8 percent 
of 1947-49 index, unchanged from the 
week before. 

ae 


Common Stocks 


Nov. Nov. 
26 20 
6% 6% 
66% 68% 
41% 42% 
35, 35% 
3% 3% 


Average 30.68 31.40 


in No- 


1957 


Am. Motors 
Chrysler 
Ford 

GM 

S-P 





factory branch, said a successor to 
Robert Lamaison will be an- 
nounced from Paris within a few 
days. 

Lamaison and his wife, Nicole, 
were aboard an airliner that 
crashed into the Pacific Nov. 8 
and are presumed dead. 


Reviewing further Renault ac- 
complishments in this country in 
1957, Vernier-Palliez said there now 
are 15 distributors and more than 
400 dealers covering the U.S. 


He denied that Renault is ne- 
gotiating with any domestic 
manufacturer to undertake dis- 
tribution and marketing of the 
Renault through an established 
dealer body. 

Present production at Renault is 
1,010 Dauphines a day, he said. 
However, a $30 million expansion 
program will enable the factory to 
increase shipments to the U.S., he 
added. The new factory is sched- 
uled to be completed in November, 
1959 and will produce engines and 
gear boxes in quantity, he said. 

Vernier-Palliez said plans call for 
complete automation, using ma- 
chinery mostly of Renault’s own 
design and manufacture, similar to 
the engine plant at Béillancourt. 

In order to break the shipping 
bottleneck, he added, Renault has 
joined in formation of a shipping 
company, Compagnie d’Affrete- 
ment et de Transports (C.A.T.). 
Six ships have been chartered 
and refitted to handle more than 
1,000 cars on each voyage. The 
first has docked in Los Angeles, 
the second in Houston, he said, 
and a third is due here in Janu- 


ary. 

Additional ships will be chartered 
when it is considered necessary, 
he added. The six chartered ships 
are in addition to regular shipping 
space the firm already is using. 

A processing center has been set 
up in Port Newark, N. J., according 
to Vernier-Palliez. Cars are pre- 
pared upon arrival for delivery to 
distributors and dealers. 





Studebaker Introduces President Hardtop— 











This rear view of the 1958 Studebaker President two-door hardtop shows the 
lowered roof line and the sweep of the rear, canted fins, The car is equipped wih 


14-inch wheels and comes in matching exterior and interior colors. 


The Presiden 


and a two-door hardtop in the Commander series start appearing in dealer show. 
rooms today ~~ - —— headiamps are standard a on _— models. 


Studebaker Hardtops Bow; 
Hawk Styling Is Featured 


SOUTH BEND.—Studebaker| 


dealers today (Dec. 2) began re- 
ceiving two-door hardtops in the 
Commander and President series. 
Both are styled after the popular 
Hawk models and, according to the 
company, “combine the Hawks’ 
sleek, low profile and fin treatment 
with big-car massiveness.” 

They are Studebaker’s only 
hardtops except for the Golden 
Hawk, most-expensive model in 
the line. Dealers feel that being 
able to offer lower-priced models 
in this popular body style will 


Dealer Councils 
To Meet with 
AMC Executives 


DETROIT.—The semiannual 
meeting of the Nash and Hudson 
Dealer Advisory Boards will be held 
here Dec. 5-6 at the Statler Hotel. 

Discussions will be devoted to 
engineering, styling, parts and serv- 
ice, advertising and merchandising, 
distribution and franchises. 

Board members who will attend 
the two-day sessions are: 

Don Schulstad, Tampa, Fla.; Dale 
K. Strimple, Williamsville, N. Y.; 
W. A. Stutzel, Rockford, Ill; W. A. 
Grawemeyer, Indianapolis; Philip 
Snyder, Cleveland; P. K. Williams, 
Austin, Tex.; J. Harry Williams, 





Denver; L. Barnett, Topeka, Kans.., | 
and H. Floyd Brown, San Bernar-| 


dino, Calif. 

J. H. King, Nashville, Tenn.; L. 
P. Hartung, Milwaukee; Francis 
Peterson, Detroit Lakes, Minn.; 
Stanley A. Stonier, Scranton, Pa.; 
D. L. Mierley, Altoona, Pa.; Charles 
W. Wentworth, Portland, Ore.; G. 
D. Ashcom, Berkeley, Calif., and 
W. H. Eyles, Arlington, Va. 

Gordon Nichols, St. Petersburg, 
Fla.; Clarence Zarren, Belmont, 
Mass.; W. G. Herpich, Rochester, 
N. Y.; A. C. Taylor, Kewanee, IIL; 
A. W. Schwoerer, Zanesville, O.; G. 
W. McCarter, Houston, Tex.; Victor 
Hebert jr., Denver, and Bill Her- 
mann, Detroit. 

E. G. Price, San Bernardino, 
Calif.; Charlie G. Morris, Tuscum- 
bia, Ala.; Don Rohn, Milwaukee; 
L. J. Hencir, Minneapolis; Jos. C. 
Bednar, Bridgeport, Conn., and Ed- 
ward Wein, Sharon, Pa. 


Extra Copies 
Of Show Issue... 


Extra copies of today’s Auto 
Show Issue are available, while 
they last, at 75 cents each. 


If you need extra copies of 


this issue for your salesmen and 
department heads, please send 
money with order to: 
Automotive News 
Department A 
2666 Penobscot Bldg. 
Detroit 26, Mich. 





place them in a stronger com- 
petitive position. 

Prices were not available at press 
time last week, but the figures are 
expected to be about $2,425 for the 
Commander and $2,675 for the 
President, including Federal tax 
and dealer delivery-and-handling 
charges. 


Both are V-8s. The President has 
a 289-cubic-inch engine that is 
rated at 225 horsepower, and the 
Commander draws 180 horsepower 
from a 259.2-cubic-inch unit. Each 
engine has a compression ratio of 
8.3 to 1. 

Four-barrel carburetion & 
standard on the President. A 
power kit with a four-barrel cam 
buretor raises Commander horse, 
power to 195. 

The cars are mounted on a 1164 
inch wheelbase and are 202 inc 
long, 57 inches high and 76 inc 
wide. They have 14-inch wheels and 
dual headlights. 


Studebaker says its new on® 
piece driveshaft helps to account 
for the lowness of the cars. 

The hardtops have self-centering, 
self-energizing hydraulic brakes 
with finned brake drums. The 
finned drums reportedly double the 
cooling surface. Power brakes are 
optional as are power steering and 
automatic transmission. 

High fashion and safety pro- 
vide the interior theme of the 
new models, Studebaker said. In- 
teriors feature “Shantung-styled” 
vinyl trims which give the vigyl 
a grained-like, raised, woven ef- 
fect of tweed. 

A new safety feature is the dovr- 
panel styling. The panels are heav- 
ily padded beneath the trim, and 
metal moldings have been replaced 
by an accent design of raised vinyl 


High Court Kills 
Indiana Charge 


Of CIT Monopoly 


INDIANAPOLIS. — The Indian# 
Supreme Court unanimously ruled 
that Universal CIT Credit Corp. was 
not guilty of monopolistic practices 
in the financing of automobile pur 
chases. 

“The man who makes a better 
mouse trap may get all the mouse- 
trap business and his competitors 
compelled to go into other busi- 
nesses, but the law has never con- 
demned that,” wrote Judge James 
A. Emmert. 


Emmert added that the State! 


“cannot urge all to compete and 
then penalize those who do success- 
fully compete under fair rules of 
competition.” 

The State Department of Finan- 
cial Institutions, acting on the com- 
plaint of a number of small finance 
companies, had limited the amount 
of the pramium Universal was al- 
lowed to pay when it purchased 
retail installment sales contracts. 

Marion County Circuit Court 
voided the State order and the Su- 
preme Court affirmed the ruling of 
the lower court. 
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MAN who has talked with thou-| 
sands of dealers and salesmen | 
across the country in the last 35) 
years has this observation about | 
the upcoming year: 

“The dealers have had it. This 
is going to be the big year in 


auto salesmanship, or it is going | these drives. 


to be a big bust.” 


We're referring to Bob Thomp- Up Sales Ladder 


son, the trainer of auto salesmen, 


who passed through Detroit the| 


other day. Thompson's own career 
is a heartening sign to those who 
became discouraged about their 
sales future. 

> = * 


A Challange 
IHHOSE who have been stunned 


by his personality might be in-| 


terested to know that he wasn’t 
born that way. The first time he 
was on a speaking program he 
stumbled all over the place and 
finally retreated in disorder. Today 
he has to have a hall to hold his 
speaking trophies. 

One of his secrets: When he’s 
home at Valley Heart Drive in 


Burbank, Calif., he gets up at | 


6 am., trudges across the aqua- 
duct bridge into Griffith Park 
and blasts the hills with his voice. 
Whenever he gets up a new pres- 
entation, Thompson does this 
every morning for a month. How 
much time do you spend on your 
sales presentation? 


Try blasting down a few moun- | 


tains with it every day for a period 
and see how your confidence grows. 
> > > 


Gets Up Swinging 


oe WAR II hetnedl 


Thompson's business into a 
cocked hat, so he applied for a job 


at Lockheed Aircraft. The person- | 


nel folks gave him a series cf psy- 
chological tests which indicated 
Thompson was fit to be little more 
than a common laborer. 

Everytime someone knocks 
Thompson down, he comes up 
swinging like a windmill. So, nat- 
urally, Thompson began a study 
of psychological tests and soon de- 
veloped his cwn. Bob doesn’t just 
study what he wants to know; he 
memorizes it. 

Put as much study and as 
much preparation into your busi- 
ness as Thompson does and you'll 
find that people have difficulty 
in saying “no” to you. 

Incidentally, Thompson suggests 
that dealers and sales managers 
can help build top-flight sales 
teams by giving more personal at- 
tention to the problems of their 
men. Thompson says worry holds 
back salesmen, and nearly all wor- 
ries can be traced to love, health 
or money. Often these can be 
cleared up just by bringing them 
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into the open and discussing them 
with an interested cutside person. 

Thompson also would have you 
keep in mind the three principal 
drives of man — self-preservation, 
sex and the drive for recognition. 
Relate your programs for men to 


? > * 





























































tp of his 35 years of training 
salesmen, Thompson has dis- 
| tilled suggestions that may move a 
| $5,000-a-year salesman into the 
| $25,000-a-year bracket. 

| He starts this way: 

“Every salesman is not only 
| one but two—the salesman he 
| is and the salesman he’d like to 
| Try some of these to be the sales- 
man you would like to be: 

1. Planning—intelligent planning 
|—is the key to major sales accom- 
| plishment. 

(a) Immediate planning. 

(b) Short-range planning. 

(c) Long-range planning. 

Mediocre salesmen lose 40 to 60 
percent of their time for lack of 
| planning. Plan an hour each day 
| to make the rest of the hours pay. 
| 2. Build up a system confaining 
25 ways to find prospects. Don’t 
be satisfied with just a few tools 
| in your sales bag. 
| 3. Classify your contacts this 
way: 

(a) Prospects 

(b) Suspects 

(c) Expects 

4. Keep books on customers. Top- 
flight salesmen keep files on every 
car they ever sold—the name of the 





his family, his hobbies, his inter- 
ests, the car he bought, etc. 

5. Accent simplicity. One of the 
sales greats tells his sales story 
to his ten-year-old son to make 
sure it is understandable. 

6. Human reactions. Some like a 
fast sell, others get lost, want it 
slow. Gear your presentation to 
the speed of his mental reception. 

7. Sales to women. Sell the wife 
and you sell the husband. She has 
a voice in the selecticn of 80 per- 
cent of your sales, so aim your 
sales presentation at her. 

8 Keep a full bag of closing 
techniques. The difference be- 
tween the $5,000-a-year salesman 
and the $25,000-a-year sales ex- 
pert is that one has one technique 
for closing a sale and the other 
uses 25 closing methods. 

9. For the hall of sales fame: 

(a) Qualify the buyer. 

(b) Sell cn the first interview. 
(80 percent of the top salesman’s 
sales are closed on the first inter- 
view.) . 

(c) The chiseler—don’t let him 
brainwash you— hang on and sell 
him. 

(d) Assistant salesmanship. Use 
the users. Ask each buyer to sug- 
gest five prospects—and then work 
this gold mine. 

(e) Take the assumptive. Be con- 
fident. Assume the prospect will 
buy and transmit the assumptive 
into the prospect’s mind. 

(f) Showmanship. The top sales- 
man uses dramatic techniques. 
Hold your prospect as a top actor 
holds his audience. 

(g) Ask seven times for the 
order. Asking is closing. The 
average salesman doesn’t ask. 
The top salesman is always ask- 
ing for the order. 

(h) Special inducement. Do it 
now. Give some reason for action. 

(i) Remember the Joneses. Peo- 
ple like to be remembered. Follow 
them and you'll never go wrong. 

(j) Work. There’s millions in auto 
selling for the salesmen who will 
work. Remember that so many con- 
tacts a day result in so many dem- 
onstrations result in so many sales. 

(k) The yo manager. Follow 
through—once a week for 30 weeks 
if necessary to get a policy estab- 
lished. 





customer, all facts obtainable about | 


AUTOMOTIVE NEWS, DECEMBER 2, 1957 


King Motor Co. 
eS 


A Prize Winner— 


A highway sign advertising the King 
Motor Co., Sioux Falls, S. D., has been 
awarded first place (worth $300) in the 
automotive division of the fifth annual 
highway display competition sponsored 
by Minnesota Mining and Mfg. Co., St. 
Paul. The competition was open to all 
highway signs surfaced with ‘Scotchlite” 
brand reflective sheeting. Second place 
($150) in the national competition was 
awarded to Stigall Motor Co. (Oldsmobile), 
Wharton, Tex.; third place ($100) to Day- 
Neal Ford Co., Enid, Oklo. 


Honorable | 


Miami Top December Event .. . 


3 Shows This Month— 
Then Big °58 Splurge 


By John E. Walsh 
Staff Writer 

HE auto-show season, chugging 

along at a moderate pace since 
mid-November, will get into full 
swing after the holidays—starting 
with the Upper Midwest show in 
Minneapolis (Jan. 3-11) and closing 
with New York’s International 
Auto Show (Apr. 5-13). 

Only three shows remain be- 
fore the Christmas lull. The Troy 
(N.Y.) exposition onens today 
(Dec. 2) at the State Armory; 
the Miami show will get under 
way Dec. 14 at the Dinner Key 
Auditorium, and the Logansport 
(Ind.) show will open Dec. 5 for 
four days at the National Guard 
Armory. 

The Chicago show, one of the 
nation’s largest and most colorful, 
will open in the International 
Amphitheatre Jan. 4 for nine days. 

+ * + c 
\ ye Los Angeles Motor Car 
Dealers Assn. announced that 


mention went to Rudy Fick Ford, North| 173,771 attended the show which 


Kansas City, Mo. 


Northern Calif. 


| closed Nov. 24, a drop of 5 percent 


YAMs Set 


First Annual Meeting 


SAN FRANCISCO.— The Young 
| Automotive Managers of Northern 
| California, an organization com- 
| prising younger executives of new- 
car and truck dealers, will hold its 
first annual meeting at the Fair- 
mont Hotel in San Francisco Fri- 
|day (Dec. 6). 

John Roth jr. Merced, local 
|chairman and national vice-presi- 
dent, will preside. The group has 
about 100 members. 

Featured luncheon speaker will 
be James W. Gavagan, manager of 
automobile and truck promotion 
for Saturday Evening Post. He 
formerly was a Buick official. 

Other speakers will include Han- 
ford A. Crockard, NADA director 
for Northern California, and Arthur 


Ouster of Dealer 
Defended by GM 
In $400,000 Suit 


DALLAS. — General Motors has 
defended its right to cancel the sell- 
ing agreement of a dealer whose 


The corporation petitioned Fed- 
eral District Court here to dismiss 
the $400,000 damage suit filed by 
Woodard Motor Co., a former Chev- 
rolet dealer in Greenville, Tex. 

Woodard’s franchise was termi- 





which retains a Buick franchise in 
Greenville, said it was waiting for 
completion of a new highway be- 
fore starting construction of a new 
building for the Chevrolet business. 

GM denied Woodard’s charge that 
the corporation had 
the selling agreement and had “re- 
fused to perform any of the condi- 
tions therein on its part.” 


The dealer, GM said, conceded a} 
its facilities were} 
“wholly inadequate and unsatisfac- | 


year ago that 


tory.” The corporation said it was 


“amply justified in terminating the | 
agreement” and denied that it acted | 


“oppressively or with malice.” 

Possibility that the 1956 good- 
faith law may be raised as an issue 
in the cancellation suit has been 
suggested by William P. Fonville, 
of Dallas, attorney for Woodward. 
GM’s counsel in the case is Ira M. 
Butler, of Fort Worth. 


Alabama Dealers Slate 


Convention for April 


MONTGOMERY, Ala.—The Auto- 
mobile Dealers Assn. of Alabama, 
Inc., has set its 1958 convention for 
Apr. 27-29 at Biloxi, Miss. 

Executive vice-president Frank R. 
Broadway said the convention was 
changed from fall to spring to avoid 
conflict with new-car showings and 
to encourage greater attendance. 





facilities were deemed “inadequate.” | 


H. Kenny, president of the North- 
ern California Motor Car Dealers 
Assn. 


NADA Seminar 
To Wind Up Year 
On Ad Problems 


CHICAGO. — NADA’s final 1957 
seminar, “How to Get More from 
Your Advertising Dollar,” will be 
held Dec. 4-5 at the Palmer House 
here. 

J. M. Klock, director of media 
and research for Allman Advertis- 
ing Agency, Detroit, will speak on 
“Advertising as a Pathway to 
Sales.” He will discuss various 
media and the best way to pur- 
chase them. 


Chairman of the seminar will be 
Robert D. Stewart, a Buick dealer 
in Arlington, Va. He will discuss 
how ethical dealers can compete 
in an age of razzle-dazzle. 

Direct-mail advertising will be 
discussed by Norman S. Carroll, 
business manager of Amvets Na- 
tional Service Foundation. 





under last year’s total of 184,000. 

A spokesman for the group 
noted that the show missed the 
Thanksgiving holiday this year. 
“That was our big day in 1956,” 
he said, “it was a ‘sellout’ all day 
long.” 

The first show sponsored by the 
Philadelphia Automobile Trade 
Assn. since 1949 was so successful 
that it will be staged annually, ac- 
cording to Raymond Scott, PATA 
president. 

The Philadelphia attendance was 
put at “slightly more than 100,000.” 


* * * 


EAVY turnouts also were re- 

ported at shows in St. Paul, 
Boston, San Francisco, San Mateo, 
Calif.; Portland, Ore.; Decatur, IIL, 
and Sioux City, Ia. The Boston and 
San Francisco show will run 
through Sunday (Dec. 8). 


Salt Lake City revived its show 
after a 28-year lapse and expo- 
sitions were held for the first 
time in Carlsbad, N.M., and 
Decatur. 

A spot check of visitors to the 
Philadelphia show indicated that 
35 percent are planning to buy a 
1958 auto, the PATA reported. 

However, prices continue to be 
the chief factor in selling. Dealers 
said the visitors’ most oft-repeated 
question was: “How much will the 
payments be?” 

Scott, an Oldsmobile-Cadillac 
dealer, said the dealer survey in- 
dicated the holiday season would 
“be fairly busy” as a result of con- 
tacts established at the show. 

r * 7 

= popularity of foreign 

cars was reflected in crowds at 
import exhibits in both Philadel- 
Phia and Los Angeles. Older 
couples showed most interest in the 
economy cars at the coast exposi- 
tion, while visitors of all ages 
jammed the Philadelphia exhibits. 

Scott said the public response 
has caused many Philadelphia 
dealers to reverse their attitudes 
on the value of an auto show. 
During show arrangements, he 
continued, many were reluctant 

to participate and some flatly 
refused. 

Nineteen domestic exhibits (16 
auto and three truck) and 10 
foreign-car displays are scheduled 
at the Detroit show im the Detroit 
Artillery Armory (Jan. 18-26). 

Boyce Tope, show manager, said 
the attendance is expected to ex- 
ceed last year’s 129,022, which was 
50 percent better than the 1956 
turnout. There will be no stage 
show. 


nated in October. The: dealership, | 


Utility Buys 25 Trucks _| __ The Pittsburgh show will be held 


BRADENTON, Fla. — Florida) Jan. 18-25 in Hunt Armory under 
Power & Light Co. has taken deliv-| sponsorship of the Pittsbu rgh 


|ery of the largest truck fleet pur-| Automobile Dealers Assn. Officials 


chase every made by the company. | said ail floor space has been sold to 
Dealer Bill Rossman, of Manatee| PADA members and that no out- 
Motors, Inc., concluded the sale of| side groups or individuals will par- 


“repudiated” | 








25 Dodge “700” cab and chassis 
units to be used, after installation 
of special equipment, for erection 
and maintenance of power lines. 


On the House . . 





Wemhoft 


ticipate. 
Exhibits have been scheduled by 
15 domestic auto and truck firms 
(Continued on Page 4, Col. 3) 


Is this a preview of 1958 state legislative pros- 
pects? New York State is holding a series of public 
hearings on installment sales and bait advertising, 
and veteran cbservers believe this indicates several 
states may take action next year to further tighten 

‘ auto time sales and contrel phony bargain claims 
in advertising... 
the nation’s first Ford dealer (1903), on his 89th 
birthday last week... 

Dealer association bulletins are hailing Ford’s 
quick action in cancelling a dealer for bootlegging 

a 1958 Ford. . 
was recently elected to Congress from Pennsylvania . . 


A doff of the hat to Billy Hughson, 


. Jack LaFore, Chevrolet dealer, 
. Gov. 


Rosellini has appointed Henry Backstrom, Ford dealer, to Wash- 
ington State’s legislature . . . Philadelphia dealers will hold annual 


dinner Dec. 10. ... 


North Carolina association held a banquet to honor area chairman 
in recent membership drive; John Allen captured top honors, silver 
chafing dish . . . Gene Bryson heads Utah association’s entertainment 


committee . 


. . Comprising Milwaukee group’s nominating committee 


are Ed Wehe, Murel Humphrey, Art Farrow, Wally Rank and Al 


Shallock. 


—Pere WeMuorr, Editor, 
Automotive News 
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Hails Rambler-Big 3 Duals... 





Hansen Re 


iterates 


Free-Market View 


(Continued 


A went on record as vowing 


to oppose, in every way possbile, 
restrictions in the legitimate distri- 
bution of automobiles. These re- 
strictions were said to include 
so-called territory-security and 
antibootleg legislation offered in the 
past or planned for the future. 

In praising dualling, Hansen 
called it a development likely to 
promote competition on the fac- 
tory level throughout the industry 
and help dealers to use their 
facilities more intensively. 

Thus, he said, it can increase 
dealer profits without raising con- 
sumer prices. 

He specifically cited the decision 
of many Big Three dealers to take 
on Rambler in response to Ameri- 
can Motors’ efforts to increase its 
retail outlets. | 


> 
Ir THE past, he said, smaller 
makers have been “severely 
handicapped” by lack of access to 
the market made up of dealers 
franchised by the major producers. 

Hansen warned that the Gov- 
ernment would take a dim view of 

factory “retaliation” against deal- 
ers who take on additional fran- 
chises. 

Hansen said General Motors’ new 
policy of appointing new dealers 
beyond replacement needs must be 
implemented with “considerable 
self-restraint.” Otherwise, he said, 
a new period of strained factory- 
dealer relations may result. 

He said fair implementation calls 
for careful scrutiny of the location 
of new dealerships and the effect 
such appointments may have on 
the existing dealers’ business invest- 
ment. Discrimination in appoint- 
ments for the purpose of hurting 
dealers who have taken on a second 
franchise should also be avoided, 
he said. 


> > . 

pean the three-day convention 

that attracted independent 
used-car dealers from every section 
of the country, C. E. Pitts, Mont- 
gomery, Ala., was elected 1958 presi- 
dent of NIADA. Retiring President 
Irv Rubin, Cleveland, became chair- 
man of the board. 


Leuis Geller, Akron, third vice- 
president; Ab Pearson, Everett, 
Wash., secretary, and Sam Good- 
man, Detroit, treasurer. 

Val T. Jones, NIADA executive 


vice - president, said independent} 


dealers have no quarrel with fran- 


chised dealers or the factories but) 


do condemn territory security and 
other plans that could restrict the 
circulation of automobiles for sale. 
He said restrictions on the avail- 
ability of cars would be a “tourni- 
quet” on the life blood of the 
used-car trade with the used-car 
dealer suffering a “slow, inevitable, 
paralyzing death.” - i 


NTITRUSTER. Sieneen, in an- 

other section of his speech, 
restated the Justice Department’s 
position that bootlegging is legal 
and that concerted action to hinder 
it would be frowned on by the 
Government. 

“Whether individual dealers 
choose to see in this manner is, 
of course, up to them insofar as 
the antitrust laws are concerned,” 
he said. 

He said that in the past, factory- 


More ’58 Models Cross 
Wholesale Block 


DETROIT.—Wholesale auction 
reports last week included an- 
other representative sampling of 
1958 models. 

Thirty Chevrolets brought an 
average price of $2,610; 25 Fords, 
$2,565; 10 Plymouths, $2,540; two 
Ramblers, $1,890; 10 Mercurys, 
$3,085; eight Edsels, $2,600; four 
Pontiacs, $2,750; four Oldsmobiles, 
$3,420; three Buicks, $2,840; one 
mo $3,090, and three Cadillacs, 











: 


from Page 1) 


competition among dealers by pro- 
hibiting out-of-territory sales.” 
> 2 > 


supplied the “economic incentives” 
to widespread wholesaling or boot- 
legging. 

Many used-car dealers, he con- 
| tinued, 
these economic facts of life to 
deliver to the consumer virtually 
new cars at lower prices than might 
otherwise be available.” 

* > a 


why the form of competition 
represented by bootlegging is not 
entitled to its “test in the market- 
place”—so long as it doesn’t involve 
misrepresentation of the mileage or 
condition of the automobile for sale. 
“Certainly,” he warned, “con- 
certed activity by any group of 
automobile dealers, acting either 





alone or in conjunction with auto-| -— 


3 Shows Set This Month— 
Then Comes Big Splurge 


(Continued from Page 3) 


mobile manufacturers, to refuse to 
sell to any other group of automo- 
bile dealers or to any individual 


automobile dealer will come under | 
close scrutiny in the antitrust divi- | 


sion.” 

Similarly, he said, proposed 
provisions to be included in fran- 
chise contracts must not have the 
purpose or effect of ——ns 
new-car dealers from selling to 
whomever they please. 

Hansen told the NIADA delegates 
that the Department is keeping a 
close watch on auto industry prac- 
tices which may violate antitrust 
laws. It is doing this, he said, in 
compliance with President Eisen- 
hower’s 1956 directive to review 
|industry conditions which created 
the demand by dealers for Federal 
legislation and to determine 
whether these conditions still exist. 

The directive was issued when 
the President, somewhat reluctantly, 
signed the “good-faith” bill into 
law. The legislation was supported 
by NADA. 

. > > 

LAN 8S. JEFFREY, administra- 

tive secretary of the American 
Finance Conference, outlined to the 
convention the public relations 
problems facing dealers in restoring 
public trust in their business. 

Because a minority of dealers fail 
in the basic qualities of good mer- 
chandising, he said, “the customer 
has changed his buying habits al- 
most entirely; having lost faith in 
a few, he has become a shopper. 
| He has acquired a great passion to 


|passion was created by dealers 
| themselves.” 

“The fabulous offers of high dis- 
counting and giveaways made by 
| the retail auto trade have edu- 
| eated the average car buyer to 
| believe that there is no end to 
| what he can get for nothing,” he 

continued. 

“And his intelligence has been 
alerted to the fact that if so much 
can be given away, then indeed the 
| retail automobile industry is operat- 
ing on a fabulous margin of profit. 

- - >. 
NCREDIBLE accounts of dis- 
courtesy on the part of sales 
rsonnel, all-too-frequent reports 
of extra and packed costs and 
charges and unscrupulous ads of 
fictitious downpayments and 
monthly charges that don’t exist, 
have brought automobile retailing 
tons of unfavorable publicity. 
“Worse,” Jeffrey went on, “an 
honest dealer can’t make an hon- 
est, straightforward offer without 
causing his customer to wonder 
where the hidden gimmick is. 

“The wheel and deal boys have 
been taking the industry down the 
primrose path fast.” 

Jeffrey lauded NIADA’s promo- 
tion of the use of a legitimate 
used-car warranty plan, saying such 
a step can “go a long way” toward 
improving public confidence in the 
used-car merchant. He also sug- 
gested development of a standard 
physical appearance for a used-car 
lot. 








* * * 


USED-CAR lot that presents 

a picture of stability in its 
operation, rather than the here- 
today-a n d-gone-tomorrow impres- 
sion resulting from no permanent 

(Continued on Page 157, Col. 1) 


imposed delivery charges and fac- 
tory pressure to accept quotas of 
new cars beyond dealers’ needs have 


“have taken advantage of 


ANSEN said he saw no reason| 4 


AMC Starts Work on Rambler American— 


With no break in its production schedule, American Motors now is working on an 
extensive plant tooling and rearrangement program to prepare for production of its 
new 100-inch-wheelbase Rambler American. Final production begins today (Dec. 2). 
Construction of American underbodies now is underway, the first time that AMC has 
| produced its own underbodies. 





|Offers Something 





get something for nothing. But this | 


and many foreign-car makers, 
PADA official said. 
> > 
A MODEL of the Navy’s three- 
stage, satellite-launching 
rocket, the Vanguard, received its 
first public showing at the Boston 
show in the Commcnwealth Ar- 
mory. 

J. Gordon MacKinnon, execu- 
tive director, said the show was 
dedicated “to the men of science 
who have developed our satellite 
program.” 

A model satellite showed how it 
sends radio signals back to track- 
ing stations, which were shown in 
photographs. In another display, the 
satellite's path around the earth 
was depicted by a globe around 
which an illuminated sphere 
rotated. 

The Navy and Smithsonian As- 
trophysical Observatory cooperated 
in staging the display, MacKinnon 
said. 


a 





* 


N MICHIGAN CITY, Ind., 10 deal- 

ers joined in a three-day show 
(Nov. 21-23). They were: 

Al Larson Buick, Inc.; P. W. Way 
Motor Co. (Cadillac-Pontiac); En- 
yeart Chevrolet, Inc.; Mertl Motors, 
Inc. (Chrysler-Plymouth); Lucht- 
man Bros., Inc. (Dodge-Plymouth) ; 

Joe Dry (Rambler-Packard-Willys) ; 
J. L. Freeland Motor Co. (Oldsmo- 
bile); Frick Motor Co. (DeSoto- 
| Plymouth) ; Lester L. Jones Motor 
Sales (Studebaker-Scotsman) and 
R. D. Austin Motor Sales, Inc. 
(Rambler-Ambassador). 

Among the attractions at the 
Portland show were Jayne Mans- 
field’s $35,000 mink-trimmed Con- 
tinental, two record-holding spe- 
cial racers—the Wynn Friction- 
Proofing Streamliner and Mal 
Hooper Streamliner—and a dis- 
play by the Historical Automo- 
bile Club of Oregon. 

The entertainment was provided 
by Spike Jones and his band. 

In Florence, Ore., the Lions Club 
sponsored an auto show, with pro- 
ceeds going to its sight-conservation 
service fund. 

The St. Louis Automotive Assn., 
Inc., estimated a turnout of 100,000 
at its show, which closed Sunday 
(Dec, 1). More than 175 American 
and foreign cars and two experi- 
mental models were exhibited. 

One of the experimental cars was 
the British-built X-179. which re- 
sembled a rocket with a single, 
bubble-top cockpit for the driver. 
The other was the Ford FX Atmos, 
built to operate on radar-equipped 
highways of the future. 

* 


ALESMEN at the Los Angeles 

show commended by a “shop- 
ping” committee for their alertness, 
politeness, knowledge of product 
and attention to customer wishes, 
were announced by Charles H. El- 
mendorf, show manager. They are: 

Roy F. Kenney (Earle C. An- 
thony, Inc.—Borgward division); J. 
C. Bolder (Ben Barclay Motors— 








Ford); Frederick C. Sutton (Frank 
H. Afton Co.—Studebaker-Packard) ; 
Donald J. Benner (Cadillac Motor 
Car division), Noel Kirk (Henry S. 
Perrin—imported cars). 

Bob Orr (Paul A. Ziegler, Inc.— 
Dodge-Plymouth); Robert A. An- 
derson (Holmes Tuttle Edsel); Joe 
Horino (Tupman Motors—Lincoln- 
Mercury); Roy Raab (K. F. Hellyer 
—Buick Co.); Jerry Topper (Peter 
Satori of California, Inc.—imported 
cars). 

Robert Flores (J. V. Baldwin Mo- 
tor Co.—Chevrolet); LeRoy Johnson 
(Marshall & Clampett—DeSoto- 
Plymouth); Bill Crayton (Brand 
Motors—Ford); Bill Herrold sr. 
(Angelus Motors — Chrysler- 
Plymouth) and Survie Johnson 
(Chieftain Pontiac). 

Each salesman was awarded $25. 

When is the best time to hold an 
auto show? Los Angeles dealers are 
divided. 

Some argue that a show in early 
November allows people to see all 
the new models under one roof 
immediately after public presen- 
tation, They call it a sales stimu- 
lant. 

Others contend that the early 
show checks the flow of traffic to 
showrooms, where most sales are 
made. Showrooms usually are busy 
at this time, but traffic was off 85 
percent during the current show, 
dealers reported. 

All proceeds from the 1958 
Motorama held in the Trenton 
(N. J.) Armory Nov. 17-20 will go 
to Delaware Valley Rehabilitation 
Center, Inc., for development of a 
rehabilitation center. 

Carl Lischer, executive director 
of the show, estimated attendance 
at 25,000. Dealers in the Trenton 
area sponsored the show. 





Tickets Go on Sale— 


Two “high-pressure” 


salesmen, Jimmy 
Boyd, left, a member of the Houston 
Variety Boys Club, and Edwin Summers, 
right, representative of Houston's Little 
League, sell the first tickets for the fourth 
annual Houston National Automobile Show 
to Mayor Oscar Holcombe. The show will 
open Jan. 25 and run through Feb. 2 at 
Sam Houston Coliseum. Proceeds from 
the show will go to the Variety Club and 
to the Little League program. 


*|C. E. Briggs, sales vice-president, 





NADA Conventios 






For the Gals, Too 


WASHINGTON. — Numeroug 
events, including a fashion show, 
boat cruises and entertainment by 
two of television’s top performers, 
have been planned for women at- 
tending the 41st annual NADA con. 
vention Jan. 11-15, at Miami Beach, 

The first feature will be a Sunday 
evening musicale starring Tennes- 
see Ernie Ford, who will appear 
through the courtesy of Ford Motor 
Co. The musicale will take place at 
the Miami Beach Auditorium Jan, 
12. 

Five boat cruises will enable 
dealers’ wives to see much of 
Miami's historic beauty. The first 
cruise will leave on the morning of 
Jan. 13. 

The cruises, which will begin at 
a downtown Miami Beach dock, 
will take in such spots as Indian 
Creek, Paradise Bay, the site of 
many beautiful homes; full views 
of Miami Beach and Miami proper; 
LaGorce Island, where many motion 
pictures are made; Biscayne Bay, 
Flamingo Waterways and Surprise 
Lake. 

“Fashions Hit the Deck” 
theme for the fashion show on the 
afternoon of Jan. 13 at the Fon- 
tainebleau Hotel. Open-house events 
have been planned for the evening 
of Jan 13 by various automotive 
manufacturers, equipment manu- 
facturers, finance and insurance 
companies. 

The annual NADA Convention 
Ball at the Fontainebleau will mark 
Tuesday evening’s activities. 

The 1958 NADA Review, on the 
final day of the convention at the 
Miami Beach Auditorium, will fea- 
ture Lawrence Welk. 


Ex-Dealer Wins 
$35,750 Judgment 


Against Hudson 


SAN FRANCISCO.—John Milton, 
a former dealer, has won a $35,750 
judgment from Hudson after an 
eight-year breach-of-contract court 
battle. 

The California Supreme Court 
has denied a Hudson petition for 
a hearing, following verdicts in 
Milton’s favor by both Superior 
Court and District Court of Appeal. 

Milton was a Hudson dealer in 
Oakland from 1938 through 1948 
He claimed representatives of ithe 
manufacturer “entered into a plan- 
ned agreement to restrain trade 
and prevent competition in the 
retail sales of new Hudson auto- 
mobiles, parts and accessories” in 
1949 and refused to renew his 
franchise. 

The Alameda County Superior 
Court returned a $50,000 judgment 
in Milton’s favor, but the amount 
was cut to $35,750 by the Appeals 
Court. However, interest and court 
costs make the total about $45,000. 

Milton is now an English Ford 
dealer in Oakland. 


Chrysler Pushes 
Windsor Sales 


DETROIT.—Chrysler division ex- 
ecutives are holding a series of 22 
sales, advertising and merchandis- 
ing meetings to lay plans for fur- 
ther market penetration with the 
1958 Chrysler Windsor. 

Chrysler field sales executives, 
dealers and salesmen met with 
Division President E. C. Quinn and 
Imperial Sales Manager E. L. 
Joseph on Nov. 25 in Detroit; Nov. 
29 in Chicago and will meet Dec. 4 
in Washington and Dec. 6 in New 
York City. 

Identical meetings were held by 

























































































is the 


and Keith Matzinger, sales promo- 
tion manager, on Nov. 25 in St 
Louis, Nov. 26 in Cincinnati and 
Nov. 27 in Pittsburgh. They will 
hold meetings today (Dec. 2) in 
Los Angeles, Dec. 3 in San Fran- 
cisco, Dec. 4 in Portland, Dec. 9 
in Syracuse, Dec. 10 in Boston and 
Dec. 11 in Philadelphia. 

Burton R. Durkee, director of 
advertising and sales promotion, 
held a meeting Nov. 25 in Minnea- 
polis and will hold meetings today 
(Dec. 2) in Kansas City, Dec. 3 in 
Denver, Dec. 4 in Houston, Dec. 5 
in Memphis, Dec. 9 in Miami, Dec. 
11 in Atlanta and Dec. 12 in 
Charlctte. 
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“were free to concentrate on 


sales and Se rvice” says CuirrorD O. GLEDHILL, 


Courtesy Motors, Inc., Salt Lake City 
















“‘Our sales are not restricted to a certain area, so we need a 
finance set-up that can handle customers efficiently no 
matter where they live or where they move—in state or 
out. The nationwide offices of CommerctAL Crepit do a 
thorough job of handling all our financing needs. We’re 
free to concentrate on sales and service. We shopped 
around before selecting ComMmMerciAL Crepit PLAN four 
years ago and found it’s the best for both the dealer and 
his customer. No matter what phase of their operation 
you pick, whether wholesale financing, the finance reserve, 
or complete dealer control of financing, COMMERCIAL 


CrepIr is tops.” 
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Commercial Credit dealers 
are successful dealers 










Write or call our nearest office for complete 
information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it today? 









A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . .. offices in principal 
cities of the United States and Canada. 
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A Dealer-Salesman ‘Spectacular’ . . 





Plymouth Retailers Meet Via TV 


By John K. Teahen Jr. 
Staff Writer 


— than 28,000 Plymouth deal- 
ers and salesmen have re- 
ceived the word on the 1958 sales 
picture from a multimillion-dollar 
array of talent, representing the 
factory and the entertainment 
world. 

The message was delivered via 
a 90-minute television spectacu- 
lar, a closed-circuit presentation 
which was beamed to 41 cities. 

Plymouth added a leaf to the tele- 
vision sales meeting format. These 
conferences are gaining in popu- 
larity with large companies that 
wish to corral their far-flung mar- 
keting groups for a simultaneous 
sales pitch, 

There was plenty of sales ammu- 
nition in the Plymouth show, but it 
was neatly intertwined with enter- 
tainment and it held the viewer's 
interest throughout. 

. 7 > 
7. script writers accomplished 
this by calling upon the tele- 
vision luminaries who sell Plym- 
ouths each week in the nation’s liv- 
ing rooms. 

They included Bob Hope, Law- 
rence Welk and his orchestra, an- 
nouncer Lou Crosby, William Lun- 
digan and Mary Costa and the 
headliners of the “Date with the 
Angels” show. 

Hope is a newcomer to the 
Plymouth television corps. He 
was introduced by Jack Minor, 
company sales vice-president, as 
“the greenest Plymouth salesman 
in the country.” 

Naturally, the dealers and sales- 
men heard from a goodly comple- 
ment of factory officials. In addi- 
tion to Minor, they were Byron J. 
Nichols, general manager of Chrys- 
ler Corp.’s group marketing opera- 
tion; W. Heartsill Wilson, Minor’s 
assistant, and Louis T. Hagopian, 
Plymouth advertising chief. 

- > + 


At THE outset, Minor emphasized 
that the telecast was not a 

dealer meeting. He called it a “per- 
son-to-person sales conference” and 
said it was aimed directly at the 
salesman. 

“We want you to take a fresh 
look at your job and your oppor- 
tunities,” he said. 

Minor spent considerable time 
—— Plymouth’s new price 


et has narrowed the price 
gap between itself and its two chief 
rivals, and Minor declared: “The 
most significant fact of the 1958 

automotive story is that Plymouth 
will compete pricewise with Ford 
and Chevrolet.” 

This is an excellent opportunity 
for conquest sales, he said, adding: 
“You don’t sell a line of cars, you 
sell a car. And you sell it against 
your competition across the street.” 

. > o 

of his strongest selling 
points was that Plymouth now 
has the industry’s lowest-priced 
two-door hardtop. It’s a Savoy six- 
cylinder model which is tagged at 
$2,328.50, including Federal tax and 

dealer handling. 

Ford’s lowest-priced hardtop is 
the Fairlane six at $2,364.12. Chev- 
rolet does not offer a hardtop in its 
middle series. 

Speaking of sixes, Minor urged: 
“Don’t overlook the six-cylinder 
market. One million of them will 
be sold in 1958 — let’s get our 
share.” 

This was reminiscent of Ford 





Utah Dealers Warned 


On Sales-Tax Evasion 


SALT LAKE CITY. — H. C. 
Shoemaker, chairman ef the Utah 
State Tax Commission, warned 
auto dealers that he will bring 
perjury suits against dealers who 
“flout”. the state’s sales-tax law. 

A 1957 amendment to the sales- 
tax laws rules that motor vehicles 
bought in Utah by nonresidents 
for use out of state are not 
subject to state sales taxes. Under 
the regulation, however, he said, 
dealers are not charging sales 
taxes on cars that do not come 
under that regulation. 





division’s model-introduction meet- 
ing in October. At that time Ford 
retailers were exhorted to “stress 
six appeal.” 

= * * 


INOR drew cheers when he an- 
nounced that a four-door, two- 
seat Deluxe station wagon was be- 
ing added to the Plymouth line, giv- 
ing the company seven wagon 
selections. 
The new model fills the only gap 
in Plymouth’s wagon setup and 





Regional Sessions 
Held by Dealers 


In Tennessee 


NASHVILLE. — The Tennessee 
Automotive Assn. reported that 
three fall regional meetings proved 
“highly successful” despite the flu, 
bad weather and new-car showings. 

“The Business of Business Is 
Profit” was the theme of sessions 
at Johnson City and Knoxville. 

A reception and social hour pre- 
ceding the dinner at Johnson City 
was sponsored by the Manufactur- 
ers Acceptance Corp. Home Fi- 
nance Co., Universal CIT Credit 
Corp., GMAC-MIC, and the John- 
son City Automobile Trade Assn. 
Range Auto Parts Co. of Johnson 
City provided cigars and cigarets. 

The social hour at Knoxville was 
sponsored by Universal CIT Credit 
Corp., Bank of Knoxville, Manu- 
facturers Acceptance Corp., Com- 
mercial Credit Corp., Home Finance 
Co., GMAC-MIC, Tennessee Valley 
Finance Co., Volunteer Finance & 
Loan Co., Central Finance Co., 
Blount National Bank and Bank 
of Maryville. 

Harry Molyneux, vice-president 
of the Knoxville Region, was in the 
hospital and did not attend. 


Sponsors of the cocktail hour and 
reception at Chattanooga were 
Interstate Finance Co., Auto Credit 
Co., Manufacturers Acceptance 
Corp., GMAC-MIC, Universal CIT 
Credit Corp., Commercial Credit 
Co., Scuthern Acceptance Corp., 
Associates Discount Corp., Pioneer 
Bank and the Chattanooga Dis- 
count Corp. 


gives dealers a unit to compete 
with Ford’s four-door Ranch Wagon 
and Chevrolet’s four-door Yeoman. 


He told the dealers and sales- 
men that they could expect a 
heavy advertising and merchan- 
dising campaign built around sta- 
tion wagons, 


In the same vein, Hagopian prom- 
ised the most aggressive overall 
advertising campaign in ®lymouth 
history. “And it will be retail ad- 
vertising,” he emphasized. 


Hagopian also detailed Plym- 
outh’s “Money Ahead” contest 
which began last week. Top prize 
in the event is $500 a month for 
life. Eighteen new cars and 450 
other prizes also will be awarded. 

* & > 

O SUCH sales conference would 

be complete without a few 
roundhouse swings at the opposi- 
tion. These came in a quiz-show 
presentation as announcer Crosby 
queried Plymouth “salesman” Wil- 
son and “salesmen” for two rival 
makes about the features of their 
cars. 


No one was especially sur- 
prised when Plymouth was de- 
clared tops in all categories. 


Later, Wilson switched from quiz 
panelist to his more-familiar role 
of sales executive. He told his audi- 
ence; “There’s a limit to the 
automatic success of Ford and 
Chevrolet—and the limit is you, the 
Plymouth salesman. 


“Make sure your perspective is 
correct before you leave this meet- 
ing,” he continued, “Be sure you 
like the place where you work; be 
sold on Plymouth, and know that 
your car is competitive in every 


way.” 
A SAVOY hardtop, top door prize 
at the conference, was won by 
Raymond Sherrill Joyner, of W. R. 
Deans (DeSoto- Plymouth), Nash- 
ville, N. C. A name was drawn in 
each of the 41 cities on the circuit, 
and Songstress Alice Lon selected 
the winning locality. 

Comedian Hope closed the show 
and sent the dealers and sales- 
men home chuckling over an 
amusing, though certainly a long- 
range, prediction. 

“Give us time, fellows,” 
clared. “We'll even have Dinah 
Shore driving a Plymouth.” 


. > * 
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Know Your Grilles?— 





— 





Here is a Reynolds Metals collection of 1958 model grilles made of aluminum. How 


many can you identify? 
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Small Business Dip Seen 
As Inflation Spiral Ends 


WASHINGTON.— The battle 
against inflation has been won and 
the business pace has slackened 
somewhat for a “readjustment” 
period. 

That was the consensus of com- 
ments last week by Federal offi- 
cials and a number of economists. 
Nearly all agreed that the down- 
turn would not be a severe one. 


Secretary of Labor James P. 
Mitchell said that he thought that 
the “persistent rise” in prices had 
been halted. 

Officials of the Federal Reserve 
System, including Board Chairman 
William McC. Martin jr., said that 
the discount rate had been lowered 
by Federal Reserve Banks because 
business 
downward, rather than toward any 
inflationary rise. 


(The discount rate is the interest 


indicators are pointing | 





charged by Federal Reserve Banks 
to private banks for loans.) 


Comments on the end of the in- 
flation danger were tempered by 
warnings that the danger could 
rise again should the economy 
begin another too-rapid expan- 
sion. 


Secretary of the Treasury Robert 
B. Anderson said “we all realize” 
that the economy “is going through 
a period of readjustment.” Charles 
N. Shepardson, member of the Fed- 
eral Reserve Board, said, “It seems 
clear that the boom has lost much 
of its momentum.” 


Dr. Marcus Nadler, consulting 
economist to the Hanover Bank in 
New York, put it this way: “It is 
becoming more and more evident 
that the national economy is in a 
state of transition, that the boom 
is over and the inflationary forces 
are on the decline.” 


Cross-Selling Foes Weigh Appeal for Congressional Study 


(Continued from Page 1) 


law exempting dealer agreements 
from the antitrust laws or, at the 
very least, a softening of the Justice 
Department position against terri- 
tory security. 

The Authorized Dealer Survival 
Assn., dormant since the Justice 
Department vetoed its proposed 
bonus plan in October, also is sur- 
veying the situation from the Con- 
gressional viewpoint. ADSA Chair- 
man Mead Norton and Senator 
Mike Monroney, Oklahoma Demo- 
crat who authored a territory- 
security bill last year, are close 
friends. 


FTER General Motors President 

H. H. Curtice contended last 
summer that a new law would be 
needed to sanction territory secu- 
rity, both NADA and ADSA contin- 
ued their territory-security drives 
until the latest Department of Jus- 
tice pronouncement. 


Chrysler President L. L. Colbert 
joined Curtice in expressing 
reservations about a service- 
responsibility plan, but Ford and 
American Motors shied away from 
criticism of any sort, and trade 
rumors arose that a test plan of 
territory security might be in the 
making. 

But such notions were deftly 
squelched in October by the state- 
ment of an assistant U.S. Attor- 
ney General, Victor R. Hansen. 


The Department of Justice, Han- 
sen told NADA directors, still is 
opposed to territory security on the 
ground it is a violation of antitrust 
laws. 

A special consulting committee, 
headed by NADA President Fred- 
erick M. Sutter and including 


Norton as a member, was then 
appointed to map a new “action 
program.” Sutter’s illness, new- 
model debuts and NADA staff re- 
alignments have kept the committee 
from scheduling a meeting. 
. . > 

S SOME NADA directors see it, 

however, the national associa- 
tion may be compelled once again 
to turn to Congress if it really 
wants to obtain a go-ahead on ter- 
ritory security, since the voluntary 
factory-dealer approach has not 
borne fruit. 

ADSA also is believed to be 
swinging toward the legislative 
solution. It campaigned unsuccess- 
fully for addition of a territory 
sales bonus to 1958-model pricing 
agreements. The Oklahoma- 
headquartered association is ex- 
pected to reveal its future inten- 
tions next week. 

The appeal to Congress is held 
out as the last resort for territory 
security no matter what the U.S. 
Supreme Court does with the 

Webster-Packard case. 

Counsel for Webster Motor Car 
Co., in a rehearing petition to the 
high court, have argued that terri- 
tory security would become bona 
fide if the court continues to uphold 
the Packard position in the anti- 
trust lawsuit. 

The new Webster petition de- 
clares that the Supreme Court’s 
pro-Packard action contradicts the 
Justice Department’s opposition to 
territory security. 

* * - 


AUTHOUGH the Webster petition 
presents persuasive arguments 
to non-legal dealer minds, NADA 
attorneys are inclined to feel that 


the issues in the case are distinctly 
separate from territory-security 
considerations. 

At any rate, the Supreme Court 
already has spurned the Webster 
appeal once. That it should reverse 
itself and grant a rehearing is 
thought highly unlikely. 

Factory aloofness and Justice 
Department opposition are but 
two of the reasons for the reluct- 
ance on the part of NADA to 
embark upon a new Congres- 
sional foray. Other factors are as 
follows: 


1. A sizable contingent of NADA 
members remains dead set against 
territory security and, if anything, 
this faction’s resistance has been 
stiffened by the sluggish reception 
of 58 models. 

2. NADA succeeded admirably in 
focusing national attention on 
dealer problems just two years ago. 
Another bid for “relief” could ex- 
pose dealers to a “crybaby” indict- 
ment. 

3. Possibly the most curious and 
frustrating deterrent of all— the 
good-faith law. 

a 7 ” 

Qores uncertainty exists about the 

current division of dealer opin- 
ion on territory security. The Mon- 
roney subcommittee questionnaire 
showed early last year a slight 
dealer majority for restoring terri- 
tory security — 8,693 to 7,766, with 





No Auction 


Because of Thanksgiving and a 
Wednesday press deadline for 
Automotive News, no Detroit 
auction is published this week. 
The Detroit auction will be re- 
sumed next week. 





2,165 respondents not answering this 
question. 

State association managers, who 
echo dealer thinking, agree for the 
most part that sentiment in favor 
of territory security has risen since 
1955-56 and now may be well above 
60 percent. 

Nonetheless, as NADA has real- 
ized, a negative bloc of one-third 
of the membership is not to be 
ignored. That was stressed by 
Senator Charles E. Potter, Michi- 
gan Republican, when he dis- 
closed he would sponsor a bill 
exempting dealer agreements 
from antitrust laws if the dealer 
body swung solidly behind such a 
measure. 

The good-faith law lets a dealer 
sue a factory for damages, if the 
latter fails to act in good faith in 
performing or complying with any 
of the terms or provisions of the 
franchise. 

Would an attempt to install a 
service-bonus program violate this 

good-faith provision, dealers have 
asked, if nine dealers in a trading 
area accepted the program and 
the tenth turned it down? 

A decision on a Congressional 
drive must be made soon. Congress 
reconvenes a week before the 
NADA convention in Miami next 
month, and the press of other legis- 
lation is so great that a territory- 
security bill would stand little 
chance if it is introduced late in 
the session. 

The pre-convention meeting of 
the NADA Executive committee 
will take place next Monday in 
Washington. Sutter has recovered 
from a recent operation and is ex- 
pected to preside at the meeting. 
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Despite Slow °58 Start... 


AUTOMOTIVE NEWS, DECEMBER 2, 1957 





Dealers Sight Upturn 
In Sales, Profits 


(Continued from Page 1) 


exhibit a general hesitancy to buy. | profits will increase 30 percent cver 


These reasons are cited as possible 
expectations: 

1. Cleanup bargains make 1958 
prices look steep. 

2. The falling used-car market 
hurts tradein deals. 

3. There have been numerous lay- 
offs in Buffalo plants and reduced 
take-home pay in others. 

4. Many prospects with ample 
cash to buy are concerned about 
the economic future and their jobs 
in 1958. 

Dealers anticipate 1958 new car- 
business will be on a par with 
1957, although profits may be 
down a bit. They hope to offset 
lower profits by internal econo- 
mies and better housekeeping. 

Some dealers, however, think 1958 
profits may be better because of less 
unit volume. These dealers are par- 
ing overhead and planning to con- 
centrate on making each deal more 
productive. 

A dealer in a medium-price line 
reported considerable price resist- 
ance. He believes 1958 may be 
“rough,” and is looking for a “very 
competitive” market and thin profit 
margins.—(George E. Toles.) 

. * * 


New Orleans 
ALERS in New Orleans are 
happy with their new models 
and report that sales, as a whole, 
are excellent. 

Several Chevrolet dealers re- 
ported they are selling practically 
everything they receive and have 
a large number cf orders on hand. 

Two Ford dealers said sales of 
the new models are running 
ahead of last year’s introduction 
period. They reported stocks un- 
balanced, however. 

Buick, Oldsmobile and Pontiac 
dealers were optimistic over the '58 
outlock. A Buick dealer said busi- 
ness was up 20 percent Over a year 
ago. Two Oldsmobile dealers re- 
ported the best opening-day sales 
in years. 

Chrysler, DeSoto, Dodge and 
Plymouth dealers are optimistic 
over the '58 outlook, but report that 
they still have some '57s to move. 
A few said that introduction of the 
"58s had helped boost their profits 
on '57s. 

Edsel sales have been disappoint- 
ing in New Orleans, The only Edsel 
dealer in town reportedly is re- 
linquishing his franchise. 

From a profit standpoint, most 
dealers were satisfied, although one 
dealer in the low-price field said 
“most of our competition is coming 
from dealers handling the same 
line we do.”—(Gcrdon Hebert.) 


New York 


pa in New York reported 
that public reaction to the new 
models is good and that floor traf- 
fic is heavy, but that actual sales 
have been slow. 

“You can’t even get a guy to 
argue price with you,” said one 
retailer. 

Business was good in the first 
week or 10 days; then the situa- 
tion turned sticky. Gross profits 

$600 a deal were re- 
first. few days by 


li 
Fg 
F 


toboggan. 
Some sharpshcoters had their 
prices low right from the start, but 
the volume they turned was dis- 
appointing and they found they 
did not steal march on anybody. 

In spite of the present situation, 
most dealers feel that, in the long 
run, 1958 will turn out all right.— 
(Ed Brown.) 


> * -. 
Birmingham, Ala. 
THE whole, it seems that 


new-car retailers in Birming- 
ham, Ala., are in a favorable posi- 


Both Ford and Chevrolet dealers 
said they are behind on deliveries. 
A dealer in the medium-price field 
said he anticipates his business and 


last year.—(Stuart Riddle.) 
*” * * 


Providence 


| Dp in the Providence area 

reported a good outlook for 
1958 on the basis of floor traffic, 
public interest and sales. 

New models drew a larger turn- 
out than last year and dealers re- 
ported a slight upturn in sales over 
the same period of last year. 


Volume dealers reported “mar- 
ginal” profit, while smaller 
dealers said it is too early to 
judge profit. 

General Motors dealers reported 
a “healthy response” to new 
mcdels. They said they felt that 
interest generated by the initial 
showings will help business over 
the next several months.—(Thomas 
L. Forbes.) 


* * ” 


St. Louis 


HE market situation in St. 

Louis is spotty, with most 
dealers saying that it is too early 
to tell how the new models will 
shape up. 


As last year, high-priced and 


low-priced cars are getting most} 


cf the attention, although actual 
sales in all price classes are slower 
than had been expected. 

Dealers showing medium- 
priced cars report good public re- 
ception, but less-than-brisk sales. 

There are still a considerable 
number of ‘57s to be cleaned up in 
most lines. Naturally, the anxiety 
on the part cf dealers to get out 
from under ‘57 models does not 
help the sale of '58s. The cleanup 
is expected to last through mid- 
December.—(Sam X. Hurst.) 

> > . 
Philadelphia 
EALERS in the Philadelphia 
area are only “fairly optimis- 
tic” about sales prospects for ‘58 
models. 

While action has not been too 
brisk so far, dealers feel that there 
is sufficiently high consumer inter- 
est to herald an improved year 
ahead. 

Chevrolet and Oldsmobile dealers 
reported brisk sales on ‘58s, but 
they added that buyers are fighting 
for every dollar and insisting upon 
deals at least as good as those 
made fcr 1957 models. 

Ford dealers said sales are 
better than they were a year ago, 
with the percentage of sales per 
showroom visitor up sharply. 
While profits per sale are up 
slightly, dealers do not consider 
them ample. 


Sales cf Chrysler, Plymouth, 


Dodge, DeSoto and Rambler appear 
to be off to a slow start, with the 
outlook uncertain. Rambler dealers 
said they are losing some sales be- 
cause their cars are priced too 
close to Big Three models. 

Buick dealers said new mcdels 





are moving at a fair pace, but that 
no rush has developed. Profits, 
however, are up over 1957. Buick 
dealers were reluctant to make any 
predictions about 1958. 

Mercury and Lincoln dealers re- 
ported good business, adding that 
profits on Lincoln are vastly im- 
prcved over a year ago. 

The outlook is uncertain for Im- 
perial and Cadillac, although there 
are indications that Cadillac may 
be “hot” this year.—(Allen Som- 


mers.) 
o . 


Los Angeles 


A MIXTURE of confusion, apathy 
and a few bright spots clouds 
the picture of 1958-model sales in 
the Los Angeles area. 


There are plenty of lookers but 
few buyers, although prospects 
seem to have plenty of money for 
downpayments or adequate trading 
equities in their used cars. The 
lookers just aren’t springing for 
shiny paint and improvements like 
they did for some models announced 
for 1957. 

Dealer after dealer, trying to 
sew up a sale, finds the customer 
walking out to “think it over.” 
Chrysler Corp. dealers are all in 
the same boat: “A face-lifted car 
at a higher price.” How well their 
cars will go is the question no one 
is prepared to answer. 

When the Chrysler lines were 
announced, the people came, looked 
and left. Visitors to the auto show 
reportedly commented that the 
clean-lined Chrysler-built cars were 
still the best looking cars made. 
Sales, however, have been slow to 
build. 

Max Barish (Max Barish 
Chrysler-Imperial) said, “My re- 
action is that the other makers 
haven't a single thing as spectacu- 
lar as our ‘57s. People are waiting 
to think over the new '58 cars and | 
the chrome trimming, before de-| 
ciding what to buy.” 

Another dealer said the public) 
reaction was good, but the cars are 
not selling. He believed there were 
too many '57s left to be dumped at 
prices that make the new models 
a questionable buy. All used cars 
are hard to move right now, which 
doesn’t help the picture for left- 
overs. 
o > « 

STIMATES of sales for 1958 are 

on the conservative side with 
caution being the watchword. Most 
dealers believe sales will hold about 
even. 

In general, gross retention by 
Chrysler Corp. dealers follows the 
same pattern no matter whether 
they are exclusive Dodge or Plym- 
outh, or dual in the other available 
combinations. . 

The '57 car was hot merchan- 
dise and people were ready to 
buy without too much worry 
about a “deal.” The 58 seems not 
quite so hot whey compared to 

the offerings of other makers. 
As a result, profits are trimmed, 
trades a little longer and terms 
better to close every possible '58 
deal. 

A few Chrysler product dealers 
have dropped the price pack and 
are quoting factory suggested list, 
with D & H added. Others are going 
the full route with list prices per- 
mitting maximum discounts to the 
shopper who buys on price. 

The Ford picture is spotty. Floor 








British-Built Family Car— 


Popular in Britain, but rarely seen in the U.S. is the Wolseley 6/90, produced by 
Wolseley Motors, Lid. The 6/90 saloon has a 97-horsepower, six-cylinder engine and 
a 113%-inch wheelbase. The car weighs 2,900 pounds. 
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traffic has been gocd, with much 
interest, but buyers have been 
scarce in most salesrooms. 

Business for the 58 models is ex- 
pected to total about the same as 
‘57s with most men sure that 
plenty of hard work will be re- 
quired just to make this nominal 
goal. Most general managers are 
shooting fcr fewer deals with better 
profits, watching the trades and 
pitching service facilities. 

Profits in sales appear to be hold- 
ing firm, as grosses have held 
steady and improved slightly, but 
in some areas the Ford picture was 
pretty poor in November. 


x * * 


| Edsel picture is clearing. 
Dealers have found sales to be 
slow, with lookers still interested in 
what the “E” is like. But most 
buyers in the Los Angeles market 
are waiting to appraise the rest of 
Detroit's offspring before jumping 
to Edsel. 

Gross retention by Edsel dealers 


|}seems to depend on their location. 


Downtown locations fighting compe- 
tition in the medium price class have 
to squeeze the last nickle to close 
their deals. Out-of-town locations 
have done better, and have pene- 
trated their market area while 
retaining a black-ink gross. 
Lincoln- dealers seem 
to have their problems in unique 
proportions. Most are back- 


In the showrooms Lincoln shop- 
pers were impressed and are check- 
booking cars out the door. Happy 
dealers mention an increasing num- 
ber of Cadillac and Imperial trades; 
unhappy dealers (the same ones) 
are unable to unload the big-ticket 
trades cn a local used-car market, 
presently in sad shape. 


Shoppers approve of changes 
made in the '58 Mercurys, but lack 
of equity in trades plus a price in- 
crease in the Mercury is claimed by 
one dealer to be slowing sales to a 
walk, 

As to the picture for 1958, Reg 
Fudge jr. (Red Fudge Lincoln- 
Mercury) said, “I don’t think it will 
be as good. It’s a rough year ahead 
for working people. The used-car 
market is cff to the point where 
too many of them have minus equi- 
ties in their cars. As a result, lots 
of floor action, but we can’t close.” 

One Lincoln-Mercury manager 
has issued strict orders to hold 
inventory down to the flooring 
limits by cutting cff all orders the 
moment stocks rise above his maxi- 
mum. 

* * : 

LTHOUGH Lincoln dealers are 

voicing pride at a shortage of 

cars, seriousness of the shortage is 
open to doubt. 

It has been reported. that about 
four months ago the Lincoln 
Dealers Assn. met to plan ways 
and means of improving their 
position. Among the plans re- 
ported to have been adopted was 


wait for his car, even though it 
may be available in the ware- 
house. 

Such tactics are not unknown in 
the high-price lines and the local 
Lincoln dealers’ adoption of the 
snob sales approach may account 
for the reported “shortage.” 

Among Chevrolet dealers, one 
retailer said, “All we need is more 
cars.” But he was the exception. 
Around the city is many a dealer 
who isn’t mcving units like he ex- 
pected. Customers seem happy with 
the major changes to the line, but 


are following the local pattern of 

looking and walking out. 
Dealers, however, seem to be 

sure they will have a good year. 


One general manager was quick 
to point out that the real profit 
picture in ’58 is in the hands of ihe 
manufacturer. He emphasized the 
importance of balancing supply to 
demand and spoke a prayer for 
reasonable selling of automobiles at 
a profit rather than selling units 
for a trophy. 

This was brought up again by 
another dealer who moved 400 units 
in the months January, February 
and March of 1956. When business 
slowed, the factory cut back and 
the deal moved only 200 a month 
for the next three months. But 
made more money on half as many 
cars. 

None of the Chevrolet dealers is 
letting any deal walk out the door, 
even if the car is a brand-new 
package. 

* * * 
a traffic has been good 
for most Pontiac deals, with 
one dealer claiming the best floor 
traffic since 1955 cars were an- 
nounced. 

Sales have been slow, but a grad- 
ual increase in dollar activity has 
Pontiac dealers murmuring happily 
about a model year “as good cr 
better than 1955.” 

Profits have remained about the 
same as the ’57s, with most local 
shops using factory suggested 
prices. The price leader (Chief- 
tain), has little gross in it but the 
car pulls shoppers who can be 
switched to more satisfactory 
transportation. 

Buick’s men on the firing line are 
elated with the ‘58 offering and 
claim their showroom tourists think 
it’s the greatest car even seen. But 
sales are a different story: More 
lookers than buyers. 

Ted Wesson (Wesson Buick) said, 
“We've gone back to the factory 
suggested pricing systems, and al- 
though it seems to have proved 
nothing cne way or the other, I 
understand about a half dozen 
other Buick dealers are pricing 
their cars the same way.” 

As far as business for the ‘58 
model year is concerned, Buick 
dealers are firmly convinced it'll 
“be the best since 1955” and “we'll 
sell more ‘58s than the ‘56 and '57s 
combined.” But most agree that the 
legion of 1955 car owners with 
paid-up trading material has yet to 
materialize. 

“Getting cars on the road is our 
cbjective right now,” said Howard 
Pore, of Phil Hall Buick, Holly- 
wood. Other dealers were less 
frank, but most acknowledged that 
profits per unit were slim. They 
felt that deals should get better 
when the Los Angeles market set- 
tles down. 

“Our sales people are hot,” said 
one Oldsmobile dealer. 

“Terrific public approval, in fact 
the best I've seen since 1950,” said 
another. Some Oldsm-bile dealers 
are moving cars—or, as they said, 
“pushing” them—out the door. 
Trades are a bit longer than when 
the ‘57s were announced, reducing 
the house gross. 

> = - 
v= Cadillac picture is as usual, 
buried under stories of “not 
enough cars” and “you'll have to 
wait three weeks (or three mcnths) 
for delivery.” 

Sales manager for one dealership 
insisted that the 58s were creating 
a volume of orders like the old 
days when Cadillac couldn’t build 
them fast enough. 

On the other hand, it has been 
reported that interest in Cadillac 
at the Los Angeles Auto Show was 
slight. and that most dealers are 
capable of making.prempt delivery. 

Discounting the luxury line has 
not begun yet, but is expected to 
begin in 60 to 90 days when the 
impact of Imperial, Lincoln and 
the highly competitive Buick 
Limited hits buyers of GM’s high- 
priced line. 

The independents are having 4 
field day. Public reaction to Ram- 
bler, Packard Hawk and Stude- 
baker lines has been exceptional, 
with nearly every one of the local 
outlets expecting more business 
than last year. 

Henry Mitch, Mitch Motors 
(Studebaker-Packard, Mercedes 
Benz), said, “Interest has been high, 
but for the present there are more 
lookers than buyers. However, I 
expect the ’58 model year to be @ 

(Continued on Page 154, Col, 3) 
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Ex LY TA BRINGS LIVING-ROOM LUXURY TO THE HANDSON ; 
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There’s a dramatic new beauty to everything that distinguishes this 1958 Oldsmobile Ninety-Eight Holiday Sedan. Of special importance and 
interest to your customers is the living-room luxury—at no extra cost—of the interior upholstered with an exclusive Trilok design. For this remark- 
able new material is not only rich and beautiful, but-exceptionally comfortable. Made with unusual deep-dimensional textures, Trilok’s woven-in 
channels give a soft, cushiony comfort at all times, and allow air to circulate for a cool ride, even on the hottest day. 





: 
Pe —_— a 


OLDSMOBILE DEALER: MAKE THE MOST OF THIS EXCLUSIVE NEW LUXURY WITH EVERY PROSPECT 


United States Rubber 


Rockefeller Center, New York 20, N.Y. 
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Business ‘Getter’ for Service Department— 


Fred Mowrey of Antioch Motors, Inc. (DeSoto-Plymouth), Antioch, Calif., claims to 
have solved the problem of “picking up" business for his service department with 
this Watson Towboy car retriever, mounted on one of his pickup trucks. According 
to Mowrey, the equipment enabled him to retriever several overhaul jobs that it 
would otherwise have missed. It was also used to bring in wrecks from nearby high- 
ways and “secondary tows” from other garages and insurance companies which 
resulted in new-car sales. The Towboy, manufactured by H. S. Watson Co., Emeryville, 
Calif., is hand winch operated, with a two-ton lifting capacity. 
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How Nation's Salesmen Meet... 





Practical Problems of Selling 


NOTHER salesman tells how 
he played a hunch and made 
a sale. Here is his story: 

You never know whether to 
play it straight or take it as a 
gag, but this time I decided to 
play it straight—and I sold a car. 


| 


new car. Would you please show 
us what you have to offer?” 


I looked at the doctor for a 
trace of a grin, found nothing but 
a serious expression. Just at the 
moment when I had decided to 
ignore the precocious youngster 
and talk car to his dad, I had a 


I am satisfied that if I had taken 


i ight. 
it for a joke I | hunch to play it straig 


Sales would have lost the ROM then on I ignored the 
Case sale. I wonder doctor. I showed the boy, with 
, ‘ what you would | his father tagging along, the sev- 
Histories have done if a doc- | eral cars we had on the floor and 


tor of casual ac- 
quaintance came into the show | 
room with his eight-year-old son, 
and enacted this little drama? 
“How do you do, sir. I am 
George Jones jr., and this is my 
father, Dr. Jones,” said the 
eight-year-old seriously. | 
I acknowledged the introduc- 
tions and shook hands with both 
of them. The youngster said: 
“We're interested in buying a 


was surprised at the boy’s knowl- 
edge of cars and accessories. 

He discussed power brakes 
and steering with me intelli- 
gently. He finally settled down 
| on a model which had every- 
thing he wanted, even to the 

color. 

He asked his father if he liked 
it and the doctor, who had said 
hardly a word up to that point, 
agreed that it seemed all right. 
Then the youngster asked if they 








“NO MORE DRAINING AND FILLING 


new cars are all set when ethylene glycol antifreeze is installed at the factory” 


“As far as I’m concerned, factory-installed glycol antifreeze 
means one less make-ready item for us, and one more bene- 
fit for our customers. 

“We don’t have to take the time and trouble to drain and 
backflush the cooling system and install the antifreeze our- 
selves, so our profit is pure profit. And every car is fully 
protected at the factory, regardless of the temperature. 


“Of course, our customers like to know their antifreeze is 
factory recommended and factory approved. Ethylene 


THE DOW CHEMICAL COMPANY, MIDLAND, MICHIGAN 


glycol is the kind of antifreeze they want—gives them a feel- 
ing of confidence all winter long. And they know it’s best 
for their cars because it’s engineering-approved. 

“Quality service like this brings customers back time and 
time again—for service, parts and accessories, and another 
new car!” 

The Dow Chemical Company formulates ethylene glycol 


antifreeze to meet the specifications of individual automo- 
bile manufacturers. 











could have a demonstration ride. 
Again I almost put my foot in 


my mouth by offering to take 


them for a ride in my demon- 
strator. I stifled the impulse, how- 
ever, and told the boy that I'd 
have one of the mechanics drive 
the car off the showroom floor 
and check the gas. The boy 
wanted to know if it had been 
serviced before it was put on dis- 
play and I showed him, accord- 
ing to my stock card, that it had 


The boy picked the route and I 
did the driving, after offering the 
privilege to the boy’s father. We 
went downtown through heavy 
traffic and the boy watched the 
action of the automatic trans- 
mission and the brakes and then 
he directed us to a route which 
consisted partly of rough pave- 
ment and after a short time of 
this said he was ready to go back 
to the office. 

* * * 

PARKED the car and we went 

in. At this point I hardly 
knew what to do next. When we 
got inside the boy asked his 
father again how he liked it. The 
father said it seemed to be all 
right. 

I had the luck to keep my 
mouth shut as we had already 
discussed the price and no trade 
was mentioned. The father then 
said to his son: 

“Do you like it?” 

“Yes,” the son replied. “I think 
it is just about what we want.” 

“Then what do you think we 
ought to do about it?” the father 
asked. 

“I think you ought to write him 
a check,” the son replied. 

The father wrote the check, the 
car was briefly checked again and 
they drove it home. 

Now when this car comes in for 
service, this eight-year-old always 
comes with it and gives his serv- 
ice request to the service man- 
ager and discusses with him any 
troubles they want corrected. 

Neither the doctor or his son 
has ever made me any explana- 
tion. 

As for me, I'm keeping still. I 
think I'll sell this boy another car 
two years from now when he’s 10. 


Army Tests Lead 
To New Sealant 


For Transmission 


PLAINFIELD, N. J. — At the 
Mack truck plant here where com- 
ponents for the Army’s prime 
movers are constructed, Army in- 
spectors give the parts a going- 
over that make a recruit’s basic 
training seem gentle by comparison. 

Fiercest of the tests is one de- 
signed to tell whether these prime 
movers can operate under the worst 
combat conditions—driving under 
water and still going strong when 
they reach dry land, 

This test requires that transmis- 
sions be totally immersed in water. 
A hose is then attached which sub- 
jects them to air pressure of five 
pounds per square inch and im- 
mediately indicates any leaks in 
the housings. 

After trying various sealants to 
find one that could keep water from 
getting into the transmission unit, 
Mack settled on Permatex Super 
“300.” It is used now on all prime- 
mover transmissions and carrier 
housings. The sealant, which resists 
synthetic and diester lubricants, 
does not blow out when subjected 
to air pressure. 

Because of results obtained with 
its Army work, Mack now uses 
the sealant on all types of trucks. 


Longer Trucks Allowed 


On Some Oregon Roads 

PORTLAND, Ore—A law has 
been passed in Oregon that in- 
creases the maximum length of 
truck combirrations from 50 to 60 
feet on certain highways, 

These highways are the Pacific 
Highway, the Sherman Highway 
the Dalles-California Highway from 
its junction with the Sherman 
Highway to Oregon-California bor- 
der, the Willamette Highway, part 
of the Columbia River Highway and 
part of the Old Oregon Trail, 
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THE MID-CENTURY TRIUMPH IN AUTOMOTIVE FABRICS 





THIS REMARKABLE NEW UPHOLSTERY WITH ITS UNUSUAL TEXTURES AND 


EXCLUSIVE AIR-COOLED COMFORT BRINGS LIVING-ROOM LUXURY TO THE BOLD, NEW 1958 


FON T IAC 


Never before has the interior of a car been as luxurious, as dramatically beautiful as this new Trilok-upholstered Pontiac. This handsome pattern, 
designed and woven specifically for the bold, new '58 Pontiac Star Chief Catalina, gives your customers living-room luxury—a great plus at no 
extra cost. The rich deep-dimensional textures of Trilok give it a unique kind of soft, cushiony comfort. And because of its woven-in channels, 
Trilok allows air to circulate, assuring coolness even in hottest weather and comfort all year ‘round. 


PONTIAC DEALER: MAKE THE MOST OF THIS EXCLUSIVE NEW LUXURY WITH EVERY PROSPECT 


3 United States Rubber 


Rockefeller Center, NewYork 20, N.Y. 














(Established in 1925) 


Member Published Every Monday by Member 
- SLOCUM PUBLISHING COMPANY, INC. @ 
— DETROIT 26, MICH. 


Cable Address—AUTNEW, Detroit 
2666 Penobscot Bidg. Telephone WOodward 3-0495 


New York Washington Chicago Los Angeles 
51 E. 42nd St. 912 Colorado Bidg. 360 N. Michigan Ave. 1800 W. 6th St. 
Murray Hill 7-687! National 8-4303 State 2-6273 Dunkirk 3-0303 


Publisher—George M. Slocum (1889-1949). 
Chairman of the Board—Mrs. George M. Slocum. 
Editor & General Manager—Pete Wemhoff. Editorial Director—Robert M. Finlay. 
Service & Truck Editor—J. C. Weed; News Editor—Maynard M, Gordon. 
Associate Editor—Robert M. Lienert; aie Editor—Joseph M. Callahan. 
Washington Bureau Chief—William Ullman. 


Editorial Associates—Martin L. Whitmyer, Frank Gawronski, John K, Teahen jr., 
Kenneth C, Kelley jr., John E. Walsh, Agnes Stewart, Dolores Augustine. 
Business and Advertising Manager—Richard L. Webber. 

Advertising: New York—Edward Kruspak, Advertising Director, Ray Billingham and Howard 
—— ir; ag Goldstein, Manager, and William Gallagher; Angeles— 
obert H. Deibler; Michigan-Ohio—William R. Maas and Roy Holihan. 

Promotion & Research Director—Jared W. Finney, Advertising Production—Caro!l LeVeque, 
Manager; Beverly McLaughlin, Assistant. 

Office Manager—Eleanore Whalen; Circulation Dept. Manager—Lucy Matney. 

Classi Advertising Dept. Manager—Eileen Parsons; Mechanical 
Superintendent—Samuel Pinkis. 





RESIDENT CORRESPONDENTS: Akron —Joe Kuebler; Albuquerque—John D. McKee; 
Atlanta—E. C. Bash; Atlantic City—F. W. Schwarz; Austin, Tex.—J. R. Hornaday; Baltimore 
— Kate Savage; Birmingham, Ala.— Stuart Riddle; Boston — Guy Livingston; Buffalo — 
G. E. Toles; Chicago—Wm. M. McCarty; Cincinnati—Frank Kappel; Cleveland—Sanford 
Markey; Columbus—Bert Strang; Dallas—C. K. Cates; Denver—ira Alexander; Des Moines— 
F. W. Lazell; Harrisburg—George Shelley; Houston—Ruby Fenoglio; Indianapolis—C. L. 
Kern; Jefferson City—L. H. Houck; Little Rock—Inez McDuff; Los Angeles—Slim Barnard, 
William Carroll; Louisville—A. W. Williams; Lowell, Mass.—Charies Sampas; Madison— 
John Wyngaard; Manchester, N. H.—Guy Langley; Marthaville, La—£. £. Gentry; 
Miami—G. S. Connell; Minneapolis—Donald Lyons; Montgomery, Ala.—William Lynn; New 
Jersey—Bethune Jones; New Orleans—Gordon Hebert: New York City—Ed Brown; Oakland, 
Calif.—Steve Still: Oklahoma City—M. L. Risen; Omaha—A. R. Oleson: Pawtucket, R. 1.— 
T. L. Forbes; Philadelphia—Allen Sommers; Phoenix—Sheldon A. Engel: Pittsburgh—L. M. 
Leffingwell; Portland, Ore.—E. W. Peterson; Providence—Ruth M. Eddy; Rochester, N. Y. 
—William Hackman: Salem, Ore.—F. K. Haskell; Salt Lake City—M. S. Harmer; San 
Antonio—J. H. Reed: San Francisco—Leon Pinkson: Seattle—Martin Trepp: South Bend— 
L. E. Dunkin; Spartanburg, $. C.—L. D. Bray; Springfield, 111—C. C. Hall; St. Louis—Sam 
X. Hurst; Tacoma—Robert E. Sconce; Utica, N. Y.—Calvert L. Asher; Wamego, Kans.—G. M. 
Hunholtz. 

FOREIGN CORRESPONDENTS: European Correspondent—George |. Glaser; Brussels, Bel- 


gium—John W. Ashton; Lethbridge, Alberta—G. A. Yackulic; London, Eng.—F. C. Livingstone; 
Mexico City—Douglas Grahame: Milan, Italy—Antonio Giordano; Montreal—Jules Larochelle; 





Ottawa—M. L. Schwartz: Paris—Henry Altimus; Sydney, Australia—H. Bowden Fletcher; 
Tokyo—Stuart Griffin; Toronto—James Montagnes; Vancouver, B. C.—F. H. Fullerton. 
Subscription: United States and Canada, one year $8, two years $/4. 
All other countries one year $12, two years $20. No Free List. 


Copyright, 1957, Slocum Publishing Co., Inc. All Rights Reserved. 





Entered as second-class matter Post Office, Detroit, under Act of March 3, 1879. 
Member of Audit Bureau of Circulations and the Associated Business Publications. 
Advertising Rate: See Standard Rate and Data, or write for rate card. 
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11. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

1 2. Every dollar of ine and oil taxes, collected by states and federal 
governments, appl to the building and maintenance of highways; 

1 3. Guard the precepts of individual freedom, which made the U. S. A. 
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Capsule Comment 


More auto shows, with more elaborate settings and 
greater ballyhoo, are being planned to start off the 1958- 
model selling season, an AUTOMOTIVE NEWS survey finds. 


The better to sell with. 


The used-car market, after following its own course for 
several years, may be returning to its traditional role of 
bellwether of new-car retailing, dealers report. 

As used cars go, so go new cars? 
* * * 


Franchised dealers must modernize distribution tech- 
niques to meet the challenge of “cross-buying” by consum- 
ers, declares Ivan L. Wiles, GM’s executive vice-president in 
charge of dealer relations. 

Adequate parking for customers is one of the musts. 


New York State dealers have asked makers to refrain 
from selling new vehicles at below net dealer cost to the 
state. Also attack build-out bonuses as unfair to dealers and 
disruptive to the auto market. 

Two foods for thought. 
* . +. 


With the best balanced inventory in four years, franchised 
dealers entered the new-model season with about 460,000 
new cars on hand (including 200,000 ’57 models). 

Hats off to both makers and dealers for the smoothest 


cleanup in years. 
* = * 


Future Automotive Technicians of America clubs in the 
nation’s high schools are viewed as a vital means of easing 
the shortage of auto mechanics. 

Here’s an excellent chance for dealers to aid a worthy 
project; help organize such a group in your high schools. 








Coming 
Events 


Dealer Conventions 


Dec. 4—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Dec. 5-7—Montana Auto Dealers Assn., 
Helena, Mont. 

Jan. 11-15—National Automobile Dealers 
Assn.. Roney Plaza Hotel, Miami Beach. 

Feb. 23-24—Louisiana Automobile Dealers 


Assn., Inc., Roosevelt Hotel, New 
Orleans. 
Apr. 10-1!—Illinois Automotive Trade 


Assn., Springfield, I'l, 

May 5-7 — Joint Convention, Washington 
State Automobile Dealers Assn. and 
the Motor Dealers Assn. of British 
Columbia, Empress Hotel, Victoria, B. C. 

May !1-13—Idaho Automobile Dealers 
Assn., Lewiston, Ida. 

May 11-14—36th annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C. 

May 12-13—Pennsylvania Automotive Assn., 
Hadden Halil Hotel, Atlantic City, N. J. 

June 8-9—Automobile Dealers Assn. of 
Indiana, Mirott Hotel, Indianapolis. 

Sept. 14-16—Michigan Automobile Dealers 
Assn., Pentlind Hotel, ‘Grand Rapids. 


Auto Shows 


Nov. 29-Dec. @—San Francisco Auto Show, 
Cow Palace, San Francisco. 

Nov. 30-Dec. 8—Boston Auto Show, Com- 
monwealth Armory, Boston. 

Dec. 2-7—Troy Auto Show, New York State 
Armory, Troy, N. Y. 

Dec. 1419 — Miami Automobile Show, 
Dinner Key Auditorium, Miami. 

Jan. 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis, 

Jan. 411—Buffalo Auto Show, 
Avenue Armory, Buffalo. 

Jan. 412 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 


Masten 


Jan. 11-19—National Capital Area Auto 
Show, D. C. National Guard Armory, 
Washington. 

Jan. 17-24—San Antonio Auto Show, Bexar 
County Coliseum, San Antonio. 

Jan. 17-25 — Indianapolis Automobile 
Show, Manufacturers Bidg., State Fair 
Grounds, Indianapolis. 

Jan. 18-25—Pittsburgh Automobile Show, 
Hunt National Guard Armory, Pitts- 
burgh, Pa. 

Jan. 48:26—Cincinnati Auto Show, North 


and South Wings, Music Hall, Cincin- 


nati. 

Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

Jan. 22-25—Huntington Automobile Show, 
Memorial Field House, Huntington, W. 


Va. 

Jan. 23-28—Tampa Auto Show, Fort Hes- 
terly Armory, Tampa. 

Jan. 25-Feb. 2—Houston Automobile Show, 
Houston. 

Feb. 1-6—Toledo Auto Show, Civic Audi- 
torium, Toledo. 

Feb. 1-6 — Rochester Automobile Show, 
+ Memorial Exhibit Hall, Rochester, 


Ve 

Feb. 1-9 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 

Feb. 8-I16—Milwaukee Auto Show, Mil- 
waukee. 

Feb. 10-1S—Denver Automobile Show, 
Denver Coliseum, Denver. 

Feb. 15-24—Columbus Automobile Show, 
Franklin County Veterans Memorial 
ie Columbus, O. 

i. 6-22—Syracuse Auto Show, Syracuse, 


lo a 

Feb. 19-23—Autorama, State Armory, 
Hartford, Conn. 

Feb. 21-23—Cheyenne Auto Show, Frontier 
Pavilion, Cheyenne. 

March 1-9—Kanses City Auto Show, Mu- 
nicipal Auditorium, Kansas City, Mo. 
Apr. 5-13—International Auto Show, New 
York Coliseum, New York. 

* * * 


General 


Dec. 1-S—Annual manufacturer-distributor 
conference, Automotive Warehouse-Dis- 
tributors Assn., Inc., Muehlebach Hotel, 
Kansas City. 

Dec. 8-ii—American Institute of Chemi- 
cal Engineers, Annual Meeting, Conrad 
Hilton Hotel, Chicago. 

Dec. 10—Annual Dinner, Philadelphia Au- 
tomobile Trade Assn. Philadelphia. 
Jan. 6-10—37th Annual Meeting, Highway 
Research Board, Sheraton-Park Hotel, 

Washington. 

Jan. 13-17—Annual Meeting, Society of 
Automotive Engineers, Sheraton-Cadillac 
and Statler Hotels, Detroit. 

Feb. 3-6—3ist Annual National Automo- 
tive Accessories Manufacturers’ Expo- 
sition, Navy Pier, Chicago. 

Feb. 20-23—Pacific Automotive Show, Pan 
Pacific Auditorium, Los Angeles. 

Apr. 23-25—!958 Spring Booth Conference 
of Automotive Wholesalers and Manu- 
facturers Representatives, Bon Air Hotel, 
Augusta, Ga. 

May 1-8—American Society of Tool En- 
ineers, 26th Annual Meeting and Tool 
how, Convention Center, Philadelphia. 

May I1-l4—Annual Convention, Automo- 
tive Engine Rebuilders Assn., Sheraton- 
Park Hotel, Washington, D. C 


30 Years Ago... 


The Big Stories 


The long-awaited Ford model “A” made its debut this week in 
1927. The car was described as “a most distinct advance over the old 
model “T’. In outward appearance and in interior roominess and com- 
fort they are a revelation.” The new cars were said to be “so com- 


pletely different that no part of the present model ‘A’ is interchange- 
able with the old model.” Offered in six body types, the car was built 
inch wheelbase, with a four-cylinder four-point suspended 
engine delivering 40 b.h.p. at 2,000 r.p.m. The car also featured four- 


103% 
wheel brakes. 


Prices for the new Ford ranged from $385 for the Roadster to $570 


for the Fordor sedan. 


Studebaker announced that disc wheels will be offered on its Com- 


mander and Dictator models. 








Automotive Cartoon 
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“| like to see that expression on their faces when they 
come in." 





—— Letterbox 


‘Respected and Hailed .. . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 










job that is dependent on the auto- 
mobile business, 

In 1954, over 32 billions of dollars 
were spent on autos and automotive 
products. Over 3,700,000 people were 
employed in this industry and total 
payrolls were almost 14 billions of 
dollars. Over 10.3 millions of people 
are employed in business dependent 
on the auto business. 


So, it is easy to see the tremen- 
dous impact the sale of cars has on 
our economy. No wonder they say, 
“As autos go—so goes the nation.” 


For many years now the auto 
dealer and the auto salesman has 
been painted pretty black by a lot 
of self appointed “auto-purchasing 
experts” like Mr. Maisel (who in 
hell is that man Maisel?). 


Actually the auto dealer and the 
auto salesman are very important 
cogs in our economy. They should 
be respected and hailed as knights 
in shining armor. Without their 
aggressive drive this economy could 
come to a dead stop. 

Now let’s consider Mr. Maisel’s 
charges. He says that dealers 
“pack prices” in order to give 
discounts without actually reduc- 
ing their legitimate profit. What 
is a legitimate profit? Approxi- 
mately 30 percent of auto dealers 
have operated at a loss for the 
last two years. The entire indus- 
try nets a profit of approximately 
one percent on sales. Does any 
other retail business operate on 
this small profit? 


I admit we are in a trading busi- 
ness and over 85 percent of all new 
cars are sold with a trade. We have 
to be good traders to survive. We 
would be very happy to set a mark 
up of, say, 10 percent on our cars 
and get this on every deal. How- 
ever, the public would not be best 
served in this manner, so we trade 
to the best of our ability. 

If anything may be said about 
our profits, it should be truly stated 
that automobile dealers are accept- 
ing too small a profit to keep their 
businesses stable and .. . our sys- 
tem of distributing cars is in jeop- 
ardy for this very reason. Any 

(Continued on Page 104, Col. 3) 


Dealer Answers Writer 


Re: “The Art of Buying a New 
Car” by Albert Q. Maisel in Read- 
ers’ Digest: I am more than mildly 
surprised to see Readers’ Digest re- 
sort to the “tar brush” method of 
reporting. 

First, let me say that I believe in 
public exposure of any corrupt 
practice in commerce, politics, or 
any other facet of our lives. Let the 
chips fall where they may. 

However, I feel that a person, 
agency or publication making an 
exposure has a definite responsi- 
bility to avoid blanket indictments, 
generalizations, implications, insin- 
uations or inferences that will ma- 
terially damage the public reputa- 
tion of an entire segment of our 
society to expose the wrong doings 
of a small percentage of that seg- 
ment. 

According to the Census Bureau 
in 1954 there were over 41,000 
passenger-car dealers in the U. S., 
employing over 623,000 people. 
According to common sense they 
are not all crooks. They are ac- 
tually your neighbors, and good 
neighbors. 

One of every six businesses in the 
U. S. is automotive in nature and 
one of each seven workers holds a 


—From the files of Automotive News. 
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Here is the epitome of masterful design, of lavishness and luxury—on the inside as well as the outside! For this Lincoln Premier is upholstered 
with Trilok, a remarkable new fabric of unusual richness and beauty. Trilok is distinguished by its unique, deep-dimensional textures. These woven- 
in channels impart a wonderful cushiony comfort, and allow air to circulate freely for a cool ride even in warmest weather. All the “plus” luxury 
of this custom-designed upholstery comes to your customers at no extra cost. 


LINCOLN DEALER: MAKE THE MOST OF THIS EXCLUSIVE NEW LUXURY WITH EVERY PROSPECT 


Is) United States Rubber 


Rockefeller Center, New York 20, N.Y. 








IN. ST DE ye O UR CAR, this engineering masterpiece combines 
with a powerful built-in transistor audio system, antenna, and big, full-range 
speaker for the finest in car radio performance. 


Delco now brings you the only car radio that’s portable . . . a 
car radio that plays anywhere—inside your car or out of it. It’s 
one of Delco Radio’s most exciting developments in a long string 
of electronic “firsts.” While locked in the instrument panel, this 
versatile radio operates off the car’s electrical system, uses the 
car’s built-in audio system, speaker and antenna for the finest 


tone possible in car radios. When you slip it out of the instrument 
panel, it’s a self-contained unit with its own speaker, antenna, 
carrying handle, and batteries. 

This rugged, dual-purpose radio is equipped with tiny tran- 
sistors that take up less space, use 90°; less power, and last 
for years and years! It plays without warmup or mechanical 


as advertised 
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OUT: ST. DE Yt OUR CAR, you have an all-transistor portable 


radio complete with its own speaker, antenna and batteries. It goes 


where you go, plays where you play. 


noises. And, in the car, it provides greater tonal range, volume 
and clarity than the most expensive vacuum tube sets. 

The Delco portable car radio is moderately priced and avail- 
able on the 1958 Oldsmobile and Pontiac. Ask your new car 
dealer today about the only car radio that goes where you go— 
plays where you play. 





| Saturday Evening Post 


DELCO RADIO 


—_—_——— 


Division of General Motors 
Kokomo, Indiana 
WORLD LEADER IN AUTO RADIO FORWARD FROM FIETY 
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Sales Material in Engineering Advancements. . . 





Drastic Changes Under Hood 


Joseph M. Callahan 
Engineering Editor 


‘(HE engineering progress made 


on the 1958 models is rated | 
remarkable. 
The average person, examining | 


a new car from the styling stand-| 
point, will either enthusiastically | 
say “This is really something” or | 
cynically comment “They didn’t do} 
a thing this year.” 

But a careful look under the 
hood and hodies of most ’58s 
should convince almost anyone 
that the new models are drasti- 
cally changed. 


Many factory officials feel that a| 
substantial number of cars could 
be sold strictly on the basis of the 
improved performance, comfort and 
safety that has been engineered 
into the new models. 


+ * * 
ALTHOUGH the industry has 
officially withdrawn from the 


horsepower race, the new and im- 
proved engines on the ’58 models 


|are probably the most significant| with most of the 


engineering changes of the year. 
Noteworthy are the new power 
plants introduced by Ford, Chev- 


| rolet, Mercury and the Chrysler 


| lines showing 
|new or improved suspension sys- 
|tems. Air suspension was _ intro- 
|duced on all GM and Ford cars. 
|Coil springs became standard 
|equipment on most of these cars 


AUTOMOTIVE NEWS, DECEMBER 2, 1957 


| 
| 





Corp. cars. Most of the other auto) because the coils are interchange- | 


makers have improved the 
formance of their engines. 

While some might conclude 
that the manufacturers are act- 
ing counter to their official pro- 


per- 


nouncements, these new and im- | 


proved engines more accurately 
represent an attempt to provide 
more power for the larger cars 
and the added power options 
which the public seems to want. 


Safety features were given con- 
siderable attention by the engineers 
this year. Among these features are 
better brakes on several cars, im- 
proved door latches, devices which 
indicate if the doors are locked and 


speed-warning and controlling| year have led to larger radiators| 


mechanisms. 


This year might go down in 
history as the “suspension” year, 


|able with the “air bags.” Last year 
the Cadillac Brougham was the 
only car with air suspension. 

| Ed * * 





N STUDYING the ’58 engineering | 
advances, one is struck by the} 


| chain-reactions of certain improve- 
| ments. 

| For instance, four headlights be- 
|}came standard or optional equip- 
ment on most cars in 1958 





| generators were needed on several 


| lines. The generators, in turn, often | 


led to the use of new 
regulators. 
Likewise, the bigger engines this 


voltage 


and gas tanks. 
An example of how sensitive 


the factories are to the public | who is paying $3,000-$5,000 for a} 


Consequently, more productive} 


The Old and the New— 


Oldsmobile’s 1957 valve spring with 
| damper, left, is contrasted wiih the im- 
proved 1958 valve spring, right. The 1957 
valve spring is a straight spring with 


the damper inside. The damper squeezes | 


against the sides of the spring to prevent 
surging. The semi-conical design of the 
top of the 1958 spring gives every coil 
a different frequency and this prevents 
surging. The single coil, eliminating the 
damper, also minimizes valve spring 
noise. 
| . £8 
pulse is the way they have turned 
| to features that promise economy. 
There are those who sneer at the 
idea of providing a mile or two 
more to the gallon for a person 





‘O-F makes tt clear on network TV: 


FOR GOOD LOOKING, 
LOOK THROUGH SAFETY PLATE! 


Oo 


SAFETY GLASS 


Ordinary safety glass (made of win- 
dow glass) puts a wiggle in the things 
you watch and tires your eyes. 








But only cars with Body by Fisher 
use it for every window of every car 


as standard 
cost! 











RDINARY 
he a i 


Ar 
Make sure the 
equipment, at no extra 


Safety PLATE Glass keeps the 
wiggle out of what you watch and 
makes riding more comfortable. 


are etched on every window of the 





a 


Because it gives the 


FOR GOOD 


driver better 


vision, Safety PLATE Giass is re- 
quired—by law—in windshields. 


LOOKING 


LOOK THROUGH 


be Y 


La 


ete 


NAME OF CAR 


letters P-L-A-T-E 
you sell.) 





Libbey-Owens‘Ford is selling car buyers the advantages of 
all-around clear vision with Safety PLATE Glass. Messages 
like the one capsuled above tell the story to millions during 
telecasts of NCAA College Football Games, over more than 
170 NBC stations. More millions see and hear about the superi- 
ority of Safety PLATE on the popular Perry Mason Show, 
shown over more than 100 CBS stations. It pays to point to 
the word PLATE on the windows of cars you sell. 


mn | 


SAFETY! 


ro-T-n 


\-~/-2 


For GOOD LOOKING, 
Safety PLATE in (name of the car 


— 


look through 


NCAA FOOTBALL GAMES, Saturday Afternoons 
THE PERRY MASON SHOW, Saturday Evenings 


‘O; PLATE 


LIBBEY-OWENS- FORD a Great Name in Glass TOLEDO 3, OHIO 


new car. But car buyers are that 
paradoxical. 

Among these money-saving fea- 
tures are Oldsmobile’s Econ-O-Way 
| carburetor, the Econo-Choke on 
|most of the Chrysler Corp. cars, 
the newly-designed Cadillac cam- 
|shaft and the variable-speed fan 
ie the Rambler and Mercury. 


> * * 


‘Ford Cites Economy 
iT! salient engineering features 
of each ‘58 make follows: 
| Ford divisicn has introduced two 
| new engines, with displacements of 
| 332 inches and 352 inches. The 332- 
inch engine develops 240 horse- 
| power with a two-barrel carburetor 
and 265 horsepower with a four- 
| barrel carburetor, The larger en- 
|gine produces 300 horsepower. 


These engines feature larger, 
{cooler running valves, new carbure- 
| tion and exhaust porting and direct 

flow intake fcr peak performance 
at all engine speeds. Each engine 
is electronically mass balanced 
|while running at operating speed 
and temperature under its own 
power. 

As part of a new power train, 
Ford has come out with Cruise-O- 
Matic, an automatic transmission 
that reportedly combines instan- 
taneous “solid” response with 
nearly imperceptible up-shifting. 
The division says that this power 
train combines overdrive economy 
and automatic transmission con- 
venience for the first time in the 
industry. 

When combined with Cruise-O- 
Matic drive, these new engines are 
said to provide up to 15 percent 
more fuel economy and 19 percent 


more performance. 
> > = 


Features of Engines 


HE Ford engines have the fol- 

lowing new features: 

1. Machined, wedge-type com- 
bustion chambers, replacing the 
usual cast surface. The smoother 
surface reportedly gives closer con- 
trol of the combustion chamber 
areas and reduces carbon build-up 
and hot spots. 

2. New carburetors designed to 
provide more economy, perform- 
ance and dependability. 

3. A keystone-shaped intake 


(Continued on Page 41, Col, 1) 


U.S. Seen Buying 
50% More Goods, 
Services by 1965 


BOSTON.-—A 50 percent increase 
in personal consumption of goods 
and services by 1965 was forecast 
by Philip M. Talbott, president of 
the U. S. Chamber of Commerce, if 
America’s gross national product 
(total goods and services) reaches 
a predicted $600 billion by that date. 

To meet this tremendous market- 
ing challenge, Talbott said, many 
more kinds of stores will be needed, 
lincluding types now unknown, 
|while mass-sales techniques will 
become even more “the watchword 
of the day.” 
| He stressed that even though to- 
day’s market seems to be “almost 
|insatiable,” distributors must look 
ahead to a time when marketing 
|} techniques will overshadow pro- 
duction, where emphasis lay in the 
| past. 

Talbott addressed the 29th annual 
Boston Conference on Distribution. 
As a clue to future marketing 
techniques, Talbott cited the vol- 
}ume selling methods introduced by 
supermarkets which he said now 
|have spread in some measure to 
department stores. 


Midget Auto for Children 


Has 4-Cylinder Gas Engine 


GREENSBORO, N. C.—The 
Hackey, a midget auto for chil- 
dren, is being turned out by a 
Greensboro manufacturer, who has 
a backlog of 300 Christmas orders 
after only eight months produc- 
tion. 

The car has a four-cylinder, 2%- 
horsepower gasoline engine, is six 
feet long and three feet wide. It 
sells for about $250. 





Mesias Oliva Honored 


SOMERVILLE, Mass.—Albert J. 
Oliva, president of Russell Burnett, 
Inc. (Ford), was honored ata 
testimonial dinner upon his com- 
pletion of 20 years as head of the 
dealership. 








Don’t Miss the Special 


16-Page Color Section featuring 
pe Wioelils 


see it Sunday, December 8th 
in these newspapers: 


x The New York Times 

x The Chicago Tribune 

x The Los Angeles Examiner 

x The San Francisco Examiner 


x The Seattle Post-Intelligencer 


Dealers who are interested in a franchise with more profit per car will especially want to study this section 














In Philadelphia, buying begins at home 





The Bulletin goes home...delivers more copies to more families 


every seven days in Greater Philadelphia than any other newspaper 


To buy cars and keep them running, the motor-minded 
families of the 14-county Greater Philadelphia market spend 
$1,252.573,000 every year. Start your sale in the home through 
the advertising columns of Philadelphia’s home newspaper—The 
Evening and Sunday Bulletin. And in this newspaper you can 
give your sales message the exciting appearance made possible by 


R.O.P. spot and full COLOR—seven days a week! 


The Bulletin exerts a powerful influence on the buying 
Philadelphians like The Bulletin. They 


buy it, read it, trust it and respond to the advertising in it. The 


habits of its readers. 


Bulletin is Philadelphia’s home newspaper. 


New York * Chicago. 
* Atlanta * Los Angeles 


Advertising Offices: Philadelphia + 
Representatives: Sawyer Ferguson Walker Co., Detroit 


San Francisco * Seattle. Florida Resorts: The Leonard Company, Miami Beach. 


In Philadelphia nearly everybody reads The Bulletin 
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Planning for tomorrow - Producing for today! 


For a third of a century Bendix Products Division has 
demonstrated time after time its ability to, not only 
meet current production demands, but to actually 
anticipate future automotive requirements. 

For example, Bendix* Power Braking and Power Steering 
are today two of the industry’s most popular new car 
features because Bendix started planning them years ago. 
Likewise, new products now being developed at Bendix 


e 
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Bendix Power Brakes Bendix Power Steering 





Products Division may well be expected to make auto- 
motive headlines on future new car models. 


That this Bendix program of constant progress will 
continue is a certainty because looking ahead plays 


such a very important part of the job at Bendix. 
*REG. U. 5. PAT. OFF. 


BENDIX civision SOUTH BEND moana 


Export Sales: Bendix International Division, 205 East 42nd Street, New York 17, N. Y. 





BRAKES e POWER STEERING e POWER BRAKING e CONSTANT VELOCITY UNIVERSAL JOINTS e HYDRAULIC REMOTE CONTROLS 
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Sales Conditions in Various Areas .. . 


Auto Market Reports 


St. Paul 


Chevrolet led in new-car registra- 
tions in Ramsey County (St. Paul), 
Minn., during October with 286 cars, 
according to the St. Paul Legal 
Ledger, business newspaper. 

Total registrations were 1,034, 
compared with 1,096 in September. 

Trailing Chevrolet were Ford, 

255; Plymouth, 94; Buick, 73; 

Oldsmobile, 70; Pontiac, 41; De- 

Soto, 29; Dodge, 29; Chrysler, 25; 

Cadillac, 21; Mercury, 20; Volks- 

wagen, 16; Edsel, 15; Rambler, 15; 

Studebaker, 15; DKW, 9; Borg- 

ward, 4; Lincoln, 4; Imperial, 3; 

MG, 2; Volvo, 2; Austin, 1; Isetta, 

1; Lloyd, 1; Nash, 1; Packard, 1, 

and Simca, 1. ‘ 

Total new-truck registrations 
were 79, compared with 83 a month 
earlier. By makes, they were: Ford, 
24; International, 20; Chevrolet, 12; 
Dodge, 5; GMC, 5; Mack, 4; White, 
4; Willys, 3; Divco, 1, and Ken- 
worth, 1—(Donald M, Lyons.) 


Toledo 

Dealers in Toledo and Lucas 
County sold 1,628 new cars and & 
new trucks during October, com-| 
pared with 1,404 new cars and 125 
new trucks in the corresponding 
month of 1956. 

In the first 10 months, new-car| 
registrations totalled 17,848 in 1957 | 
and 17,302 in 1956. The new-truck 
count was 1,312 this year and 1,613 
last year. 

By makes, new-car registrations 
in October were: Chevrolet, 404; 
Ford, 401; Plymouth, 142; Dodge, 

114; Pontiac, 103; Oldsmobile, 90; | 
Buick, 77; Mercury, 68; Chrysler, | 
43; DeSoto, 32; Cadillac, 29; Edsel, 
24; Studebaker, 24; Rambler, 23; | 
Volkswagen, 21; Imperial, 10; Lin- 
coln, 6; Willys, 3; Hudson, 1; | 
Nash, 1, and miscellaneous, 12. 

New-truck registrations were: | 
Ford, 35; Chevrolet, 11; Interna-| 
tional, 11; GMC, 6; Divco, 4; Volks-| 
wagen, 4; Willys, 4; White, 3; 
Dodge, 2; Reo, 2, and miscellane-| 


ous, 2. 
> > > | 


Salt Lake City | 


A total of 812 new cars and 182 
new trucks were registered in Salt 
Lake County (Salt Lake City) = 


WE HAD 
TO TAKE 
3 PAGES 
TO TELL 
YOU THE 


BIG 
EDSEL 
NEWS 


SEE 
PAGES 
28-29 

AND 105 


ing October, compared with 838 new 
cars and 106 new trucks in the 
previous month. 

By makes, new-car registrations 
were: Ford, 239; Chevrolet, 146; 
Plymouth, 79; Oldsmobile, 62; 
Dodge, 39; Mercury, 35; DeSoto, 29; 
Pontiac, 25; Buick, 20; Cadillac, 14; 
Chrysler, 11; Edsel, 11; Lincoln, 8; 
Studebaker, 8; Rambler, 7; Imperial, 
2; Hudson, 1, and miscellaneous, 76. 

New-truck registrations by makes 


Canada Reports Decline | 


Of 99 Dealers in 5 Months 

TORONTO.—There were 99 fewer 
auto dealers in Canada in October 
than in June, according to figures 
released by the Canadian Automo- 
bile Chamber of Commerce, Inc. 

Ten-month total showed there 
were 4,916 dealers in January and 
4,861 in October. The peak month 
was June, when a total of 4,960 
were reported. There was a drop 
of 57 dealers from September to 
October. 


were: Ford, 69; Chevrolet, 47; Inter- 
national, 21; GMC, 15; Dodge, 11; 
Willys, 7; Mack, 2; FWD, 1; Stude- 
baker, 1; White, 1, and miscellan- 
eous, 7.—(W. F. Smiley.) 


* *® * 


Dallas 


A decline in new-car sales pulled 
the October total for Dallas to 3,265 
after September chalked up 4,301 
sales. 

New-truck sales dropped 
drastically, from 496 to 487. 


By make, October new-car reg- 


less 


istrations were: Ford, 909; Chev- | 


rolet, 854; Plymouth, 353; Oldsmo- 
bile, 260; Pontiac, 188; Buick, 147; 
DeSoto, 121; Dodge, 85; Cadillac, 
79; Mercury, 75; Chrysler, 30; 

Renault, 30; Edsel, 21; Stude- 
baker, 21; Nash-Rambler, 17; Im- 
perial, 12; Volkswagen, 12; Eng- 
lish Ford, 7; Hillman, 7; MG, 5; 
Willys, 5; Lincoln, 5; Packard, 4; 
Porsche, 4; Jaguar, 3; Mercedes- 
Benz, 3; Austin, 2; Morris, 2; 


Borgward, 1; Simca, 1; Triumph, 
1, and Volvo, 1. 

Truck registrations were: Ford, 
195; Chevrolet, 170; International, 
57; GMC, 18; White, 14; Volks- 


wagen, 12; Dodge, 10; Mack, 5; Reo, | 


1; Willys, 1, and miscellaneous, 4.— 
(Ruby Fenoglio.) 


+ 


a 
Billings, Mont. 

Dealers in Yellowstone County 
(Billings), Mont., sold 290 new cars 
in October, compared with 270 in 
the previous month. 

By makes, registrations were: 
Ford, 63; Chevrolet, 59; Buick, 29; 
Plymouth, 24; Oldsmobile, 20; 
Mercury, 14; Edsel, 13; Dodge, 11; 
Pontiac, 11; Volkswagen, 8; Cad- 
illac, 7; Studebaker, 6; Rambler, 
5; Sicma, 4; Chrysler, 3; DeSoto, 
3; English Ford, 2; Imperial, 2; 
Austin, 1; Hillman, 1; Lincoln, 1; 
Mercedes - Benz, 1; MG, 1, and 
Willys, 1. 

Truck registrations totalled 66, 
compared with 64 a month earlier. 
By makes, they were: Chevrolet, 
17; International, 15; Ford, 14; 
GMC, 7; Mack, 3; Willys, 3; Volks- 
wagen, 2; White, 2; Dodge, 1; Ken- 
worth, 1, and Studebaker, 1. 


* * * 
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Vancouver, Wash. 
October’s new-car registrations in 
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Clark County (Vancouver), Wash., 
totalled 144, compared with 147 in 
October, 1956. 

Registrations by makes were: 
Ford, 41; Chevrolet, 27; Volks- 
| wagen, 16; Plymouth, 15; Dodge, 
11; Pontiac, 9; Buick, 8; Mercury, 
5; Rambler, 5; Oldsmobile, 3; 
Chrysler, 2, and DeSoto, 2. 

Dealers are optimistic on the out- 
look for 1958 sales on account of 
numerous diversified industries, 
which contribute to heavy, steady 
payrolls.—(F. K. Haskell.) 


* * = 


Richmond, Va. 


| Automobile sales in Richmond, 
| Va., during October made an im- 
| pressive showing, according to a 
|report by the Richmond Chamber 
| of Commerce. 
| The 1,226 new cars sold during 
| October was the highest total since 
June and compared with 1,114 in 
October, 1956. There were 3,043 used 
cars sold in October, the best total 
since July and 223 more than in 
October, 1956. 
Despite the good October show- 
| ing, there were fewer new cars 
sold in the first 10 months of this 
year than in the corresponding 
(Continued on Page 19, Col. 1) 
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Markets 


(Continued from Page 18) 


1956 period. The 12,681 total for 
this year is 144 behind last year. 


However, total sales of both new 
and used cars were ahead for the 
ten-month period because of an in- 
crease in the sale of used cars. The 
total for 1957 to date was 41,588, 
against 40,977 in the same period of 
1956.—(George E. Toles.) 

* + 


Denver 


Sales of new cars and trucks con- 
tinue to increase in Denver. In 
October, local dealers sold 1,537 new 
cars, compared with 1,453 in Sep- 
tember and 1,227 in October a year 
ago. 

New-truck sales totalled 222 in 
October, compared with 214 in Sep- 
tember and 205 in the year-ago 
month. 

In the first ten months of this 
year, Denver dealers sold 16,050 
new cars, compared with 15,594 in 
the corresponding period of last 
year. Some 1,953 new trucks were 
sold in the 1957 period, fewer than 





the 2,107 sold in the 1956 period. 


October new-car sales by makes 
were: Ford, 383; Chevrolet, 375; 
Plymouth, 112; Pontiac, 102; Mer- 
cury, 79; Oldsmobile, 76; Buick, 57; 
Dodge, 50; Edsel, 46; Cadillac, 35; 
Chrysler, 26; Rambler, 24; Lincoln, 
24; Studebaker, 14; Imperial, 12; 
Hillman, 12; Volkswagen, 11; MG, 
10; Checker, 9; Borgward, 8; Re- 
nault, 8; Porsche, 5; Simca, 5; 
Triumph, 4; Austin-Healey, 3; Eng- 
lish Ford, 3; Sunbeam, 3; Volvo, 3; 
Metropolitan, 2; Nash, 2; Isetta, 2; 
Morris, 2; Hudson, 1; Citroen, 1; 
DKW, 1; Lioyd, 1, and Packard, 1. 

Truck registrations were: Ford, 
73; Chevrolet, 56; Dodge, 29; Inter- 
national, 23; GMC, 11; Willys, 10; 
Studebaker, 3; Autocar, 1; Goliath, 
1; Kenworth, 1; Volkswagen, 1, and 
miscellaneous, 13.—(Ira Alexander.) 

* * * 


Cleveland 


A slight upbeat in automotive in- 
terest was reflected in sales in the 
Cleveland area, apparently resulting 


from a combination of new-model 
introductions and good weather. 

New-unit sales totalled 1,311, up 
about 200 over the previous week, 
and 40 over the corresponding year- 
ago figure. 

Used-car sales remained about 
par for the season, with 1,469 
units being sold, virtually the 
same number as in the previous 
week and in the corresponding 
week of 1956. 

In commercial sales, 82 new and 
48 used were well under year-ago 
figures. 

Commenting on the general trend, 
the Federal Reserve Bank of Cleve- 
land said: 

“Automobile sales have been 
somewhat slow thus far in the 
fourth quarter, judged by the sales 
pattern of previous years. The 
month of October usually shows an 
increase from the September level, 
but this year sales of 5,608 new 
autos in October dipped 10 percent 
from the previous month and were 
off three percent from the year-ago 
month.”—(Sanford Markey.) 

+. 


* * 


Baltimore 
There were 2,402 new cars regis- 
tered in Baltimore during October, 
compared with 2,386 in September. 
By makes, the count was: Chevro- 
let, 631; Ford, 625; Plymouth, 312; 


NEW DELCO-REMY 
HOT GAS BYPASS VALVE ON ALL AIR- 
CONDITIONED GM CARS FOR 1958 


To provide controlled, freeze-free operation in an automotive 
air-conditioning system, Delco-Remy has developed a special 
hot gas bypass valve. Simple in design, rugged in construction, 
this mechanical unit produces more even temperature control 
through its continuous regulating action. 


Operated by the temperature control lever in the driver’s com- 
partment, the valve meters hot gas from the compressor directly 
to the evaporator, bypassing the condenser and providing con- 
tinuous control of evaporator pressure and temperature. 


The new Delco-Remy hot gas bypass valve is used on all 1958 
General Motors cars equipped with air conditioning. It is 
another advanced example of Delco-Remy leadership ‘‘Wherever 
Wheels Turn or Propellers Spin.” 


DELCO-REMY - 
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“IT just got the bill for those 
dishes, balloons, key chains and 
play pools. From now on, we'll 
advertise ‘no gadgets, gimmicks 
or gizmos to induce the prospec- 


,”? 


tive customer. 





Oldsmobile, 167; Dodge, 153; Pon- 
tiac, 111; Chrysler, 79; Buick, 69; 
Cadillac, 66; Mercury, 55; Edsel, 26; 
Nash, 19; DeSoto, 15; Studebaker, 
14; Lincoln, 6; Hudson, 2; Packard, 
1, and miscellaneous, 51. 
New-truck registrations for the 


INDIANA 
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month amounted to 246, compared 
with 201 in September. Truck regis- 
trations by makes were: Ford, 79; 
Chevrolet, 75; Dodge, 28; Interna- 
tional, 26; GMC, 10; Mack, 9; 
Willys, 5; White, 4; Brockway, 2; 
Diamond T, 1; Reo, 1, and miscel- 
laneous, 6.—(Kate Savage.) 
aa + * 


Cincinnati 


Motor vehicle sales in Hamilton 
County (Cincinnati), O., during the 
week ended Nov. 14 totalled 1,489 
units, an increase of 108 registra- 
tions over sales in the previous 
week, but 76 units less than in the 
year-ago week. 


A total of 591 new cars and 59 
new trucks were registered, com- 
pared with 587 new cars and 42 
new trucks in the previous week. 

A total of 785 used cars and 54 
used trucks were retailed, com- 
pared with 721 used cars and 31 
used trucks in the week ended 
Nov. 7. 


Repossessions receded from the 
previous week’s record high of 110 
to 64, but were 29 units greater 
than in the like week of 1956.— 
(Frank Kappel.) 


Columbus, O. 


The first 15 days of November 
saw new-car registrations fall off 
sharply in Franklin County (Colum- 
bus), O. 

The total was 867, compared with 
1,011 in the first half of October and 
999 in the last half of October. 

New-truck registrations amounted 
to 92 in the first half of November, 
compared with 74 in the first half 
of the previous month and 104 in 
the closing period of October. 

New-car registrations by makes 
in the first half of November 
were: Ford, 241; Chevrolet, 238; 
Oldsmobile, 68; Plymouth, 66; 
Dodge, 58; Buick, 42; Pontiac, 42; 
Mercury, 22; Edsel, 20; Cadillac, 

$ , 12; DeSoto, 10; 
Volkswagen, 9; Studebaker, 7; 
Rambler, 5; Lincoln, 3; MG, 3; 
Imperial, 2; Isetta, 2; Jaguar, 1; 
Lioyd, 1; Metropolitan, 1; Morris, 

1, and Triumph, 1. 

New-truck registrations were: 
Ford, 27; Chevrolet, 26; Interna- 
tional, 14; Dodge, 12; GMC, 4; Reo, 
4; Divco, 3; Volkswagen, 1, and 
Willys, 1—(Bert Strang.) 


Ray-Bradford Opens 
Ray - Bradford Lincoln - Mercury, 
Inc., has opened at 714 Meridian 
St., Huntsville, Ala. Doug Ray is 
president. 
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(So don’t miss auto sales by skipping ANYTHING!) 


Nothing like a new feature to stimulate salesmen—and put a gleam in the 
prospect’s eye. 

But don’t let that kid you into passing lightly over the tried-and-true 
features. They’re the ones that have already sparked multimillions of 
sales—and are destined to spark multimillions more. 


One of those features is AIRFOAM—greatest name in cushioning. 


To the little lady, left cold by your torque-talk, AIRFOAM means the lap 
of lavish luxury. ° 


To the man-in-her-life, undented by your “deal,” AIRFOAM means the 
comfort of his favorite easy chair. 


They’ll nod their heads in agreement when you tell how AIRFOAM doesn’t 
sag, snag or break down—how it keeps drivers relaxed and passengers 
coolly comfortable—how it protects upholstery, keeps cars looking newer, 
worth more, right up to trade-in time. 


And when you get prospects nodding in agreement, YOU know what to 
do next! 


So sell AIRFOAM.comfort against the best your competitor can offer. Sell 
AIRFOAM comfort against the “dizzy-deal” operator. Sell the AIRFOAM 
comfort that has proved itself the finishing touch atop the finest rides 
on any road! 

Sell AIRFOAM, every time—and don’t be surprised if you start selling more 
automobiles! Goodyear, Engineered Products Dept., Akron 16, Ohio. 


Trade-in, 
Bonus 
For You! 


In addition to helping you sell cars now, AIRFOAM 
How? By retaining its shape and protecting uphol- 
stery so cars come back to you in more salable — 
AT BETTER PRICES—than by selling Mi no 4 


rt * 
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worm GQOODSVYEAR 


THE WORLD'S FINEST, MOST MODERN CUSHIONING 


Airfoam—T.M. The Goodyear Tire & Rubber Company, Akron, Ohie 
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No Boost in Vehicle Sale 


To Farmer Seen in 58 


By William Ullman 

Washington Correspondent 
oe U. S. farmer has changed his buying habits a lot 
since 1941, but he still spends about the same proportion 
of his income for family transportation as he did 16 years 
ago. This was one of hundreds of findings presented at the 


Department of Agriculture’s recent three-day outlook 


ference, an annual roundup 
of farm statistics and pre- 
dictions for the coming year. 
Conference spokesmen said the 
average farm family now spends 
about $376 a year for family trans- 
portation—mainly automotive—out 
of an average annual income of 
$2,759. (About the same share of 
farm income goes for clothing.) 
Though it is hard to imagine any 


farm family without a car, at the| 





r 





con- 


end of 1955 only 87 percent had a 
car or truck which they used for 
family travel. Seventy-four percent 
of the families had a car and 13 
percent reported owning a truck 
only. 

Farmers without cars, the depart- 
ment reported, are usually over 65 
and earn less than $2,000 a year. By 


year, practically all have cars. 





is that nobody foresees much 
change in the number of dollars 
farmers will spend for cars and 
trucks in 1958. Farmers spend more 
for motor vehicles when their total 
income rises, and the Agriculture 
Department 
doesn’t think it 
will go up next 
year. 

Spokes- 
men predicted 
farmers will get 
about the same 
average prices 
in 1958 that they 
got this year. 
While farm out- 
put will be high 
next year — and 
may set a new record ... the 

Agriculture Department said in- 
creased production expenses may 
offset any rise in gross farm in- 
come. Net income will be about 
the same as this year. 

Results of a 1955 farm transpor- 
tation survey discussed at the con- 
ference revealed that nearly half 
the U.S. farmers owning cars had 
a model five years old or older. Only 


William Ullman 


farmers buy more cars than usual 
in 1958, it will be because car sales- 
men do an unusually thorough 
selling job. 


* * * 


Ford Funds Finance Study 


HANKS to a Ford Foundation 

grant of $500,000, a private group 
will embark on the first full-scale 
inquiry into U.S. monetary and 
credit policies since 1908. 

The grant has been made to 
the Committee for Economic De- 
velopment, a private organization 
of educators and businessmen. 
CED will select a “nonpolitical” 
commission to carry out the 
three-year study, picking mem- 
bers from the ranks of business, 
labor, agriculture and education. 
CED trustees announced that the 
commission will be free to work out 
its own lines of investigation, as 
long as it comes up with the facts 


Stucki Opens S-P Deal 


Midway Auto Service, Inc., 10009 
St. Clair Ave. N. E., Cleveland, has 
held its grand opening as a Stude- 








13 percent were driving current| baker-Packard dealership. The 
the time farmers make $5,000 4! models. 


For dealers, the conference re- 


| dealership is headed by Joseph A. 
Stucki, who has operated a garage 


Most significant fact for dealers| ports add up to one conclusion: If! at the location for five years. 
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In 1957... 
96,500,000 MESSAGES 


Pete Penn will help build acceptance for your 
brand of Pennsylvania Motor Oil with 96,500,000 
advertising messages appearing regularly in these 


leading national magazines. 


MAKE MORE OIL PROFITS WITH A BRAND OF 


PENNSYLVANIA 


MOTOR OIL 


Pete Penn helps you 


MAKE MORE OIL SALES 
WITH PENNSYLVANIA 


MOTOR OIL 


Here are three benefits you can 


recommend to oil-change 


customers 


if they refill with your brand 


7. Better oil mileage 


P i X of Pennsylvania Motor Oil: 


2. Smoother engine performance 


3, Less engine wear 
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about the nation’s public and pri- 
vate monetary system. 

In 1908, the Aldrich committe 
in Congress made a similar three- 
year study. Their findings led ‘to 
the creation later of the Federal 


Reserve System. 
= * = 


Small-Business Loans Hit 


HE Committee for Economic 

Development got in the news 
again recently when its president, 
Alfred C. Neal, testified before the 
House Small Business Committee. 
Neal said the “financing available 
| to small and medium-size business 
| is not adequate for its fundamental 
| needs,” and he repeated CED’s pro- 
posal for special banks around the 
country to make small business 
loans. 

He pointed out that commer- 
cial banks usually aren’t set up 
to share investment risks with 
borrowers. Small-business needs 
someplace to get long-term and 
equity capital, he insisted. 

Neal suggested that special 

banks be chartered under the Fed- 
eral Reserve System and operated 
under special banking rules. Pri- 
vate capital, he added, should be 
used in the banks as much as pos- 
sible. 
A second plea for special banks 
|}came from Joseph D. Noonan, ex- 
|ecutive secretary of the Smaller 
Business Assn. of New England, 
Ine. 

“Excluding a very few excep- 
tional cases,” testified Noonan, 
“small businesses have no means of 
raising equity capital cr even of 
achieving long-term loans.” 
| Both Neal and Noonan called for 
|review and reform of the nation’s 
tax structure. Noonan called tax 
relief for small business “absolutely 
| necessary.” 


How Good Roads Help 


—- engaged in grass-roots 
efforts to speed the highway 
|program in their communities 
|might take a tip from the Ameri- 
can Road Builders Assn. 

In a recent address, ARBA's 
executive vice-president, Maj. 
Gen. Louis W. Prentiss, stated 
flatly that thruways will mean 
| half-a-billion dollars in savings to 
| motorists each year. Truckers, he 


added, will save three-quarters 

of a billion annually. 

Prentiss said one trucking firm 
| operating on the New York Thru- 
| way reported the following bene- 
fits after two years of operation: 
No accidents or scratches; lighter, 
more economical tractors, and in- 
creased payloads. 

The firm now recaps 75 percent 
of its tires, against 25 percent on 
previous roads. It is true, the gen- 
eral said, that the trucker paid 
out $48,000 in tolls, but his in- 
|surance premiums were reduced 
$48,500 during the same period. 

* * > 


Ideas on U. S. Spending 


T ISN'T clear whether Congress 
really hoped to learn anything 

when it called hearings on how the 
Government should spend its 
money. An economic subcommittee, 
|headed by Rep. Wilbur Mills, Ar- 
kansas Democrat, has heard ad- 
vice from a number of witnesses— 
and they all have different ideas. 

Stanley H. Ruttenberg, AFL- 
CIO research director, thought 
the Government could save a lot 
of money by making the Depart- 
ment of Defense more efficient, 
overhauling the veterans’ pro- 
gram, and “changing its high 
interest policy.” 

A Harvard economist, James H. 
Duesenberry, called for lower farm 
subsidies, while a Johns Hopkins 
professor, Evsey D. Domar, 
thought there were few places 
where the Government could lower 
spending. In fact, said Dr. Domar, 
Federal spending should be much 
higher in two fields—education and 
research. 

The most sweeping changes were 
suggested by George G. Hagedorn, 
associate research director of the 
National Association of Manufac- 
turers, 

If Congress wanted to, he said, it 
could reduce spending for school 
aid, highway planning, vocational 
education, veterans hospital con- 
struction, urban planning and farm 
experimentation and research. 

“In a sense,” he testified, “all 
Government spending has a nega- 
tive impact, since it is a with- 
drawal of manpower and other 
productive resources which might 
otherwise be used in expanding the 
economy.” 
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Rambler Leads All American Cars 
In 1958's Number One Sales Appeal... 
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This is the Year for 


RAMBLER 


We Have The Product... 
We Have The Market... 
YOU Have The Opportunity! 





p---------------- 


MAIL THIS COUPON TODAY! 


Director of Dealer Development 

American Motors Corporation 

Detroit 32, Michigan 

Gentlemen: Will you please provide me with more complete information 


about the Rambler franchise. | understand that | am under no obligation 
and my inquiry will be held in the strictest confidence. 


NAME 
ADDRESS 


CITY. 
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How They're Pushing Sales .. . 








Dealer Ad 


Detroit °58s Good, But... 


ETROIT’S 1958 autos are good 

but South Bend’s are better, 
Freeman-Spicer (Studebaker- 
Packard-Mercedes), South Bend, 
said in an ad in the South Bend 
Tribune. 

The three-column ad said: Con- 
gratulations Detroit! Your 1958 
model cars are out... and they 
look beautiful .. . but we think 
. . . South Bend’s done even bet- 
ee 

After a “fresh, hard look at the 
’58 Studebakers and Packards,” the 
ad continues, “you'll agree that our 
local South Bend ‘pride of work- 
manship’ has produced a better- 
made product.” 

> + * 


Antique Leads Way 
EDFORD AUTO CO., Bedford, 


Ind., is displaying a 1901 
curved-dash Oldsmobile. 


Maurice Zollman, operator of 





Ideas 


Bedford, bought the antique for 
$10 in 1933 from a livery-stable 
owner. He restored the car at an 
estimated cost of $1,000, rebuild- 
ing the one-cylinder engine, and 
repainting and reupholstering the 
car. 
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the remaining letters four feet 
high. 

On the left side of the boards 
is a clock 16 feet in diameter 
with neon numerals and neon 
illuminated hands. Across the 
upper right hand corner of the 
board a three-dimensional cut- 
out of the Dodge, 14 by 23 feet 
and made of plywood, is mounted 
in front of the board itself. The 
total cost of the two boards for 
the first year is $17,000. 


* * > 


Advertisements of the day boasted Lions Go for Buicks 


that the 1901 Oldsmobile would 
travel 20 miles an hour. Although P ‘ ia festival in Philadel 
th: ld ori 1 f bout ennsyivania festivi n el- 
2 a ae eS - phia’s Convention Hall were sup-|New Humber Hawk Estate Car— 
plied by Berry Bros. Buick. 


$650, Zollman said he has bee 
offered $5,000 for his. 


* * * 


Big Footage Aboard 

-~ MINNEAPOLIS, the Dodge 

Dealers Advertising Fund Group 
is using a portion of its funds to 
purchase two special boards for 
Dodge—one in downtown Min- 
neapolis and one in St. Paul. The 
boards consist of individual neon 
letters for the word Dodge, with 
the letter “D” eight feet high and 
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1 Automatic gear shift parts 
2 Power steering pump rotor 
3 Dip sticks 

4 Valve guides 

5 Valve stems 

6 Distributor gear 

7 Valve tappets 

8 Cylinder liners 


* * + 


Dealers Combine Showing 


Lf ger wee of six neighboring 
Southern California towns— 
Monrovia, Arcadia, Alhambra, 
Temple City, San Gabriel and 
Pasadena—combined to give 
residents of their area their first 
opportunity to view and compare 
the new models. 

At El Rancho Shopping Center, 
Arcadia, a two-day public show- 
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WELVE Buicks offered as prizes 
at the annual Lions Club of 


9 Pistons 





A 


New for 1958 is this station wagon built in England by Humber, one of the oldest 
companies in the British motor industry. The Humber wagon has four-cylinder engine 
which turns out 75 horsepower. Built on a 105-inch wheelbase, the Humber weighs 


3,346 pounds. 
ing of 17 American makes was 
held. 


Dealers from Monrovia who 
took part in the exhibit were: 
Becherer Buick; Poer Chrysler- 
Imperial; Wright DeSoto-Plym- 
outh; Lee’s Edsel; Nelson Nash- 
Rambler; Clifford T. Nutt, 


19 20 





10 Piston rings 
11 Rocker arm 
Parts treated with wear-resistant 12 Camshaft 
Parco Lubrite: 13 Rocker arm shaft 


Fan pulleys 

Camshaft eccentric 

Ball joint suspension housing 
Oil pump cover 

Oil pump drive gear 
Rearaxle pinion and ring gear 
20 Differential pin 

21 Wheel bearing races 


The automotive industry shows how to 
save money by using Parco Lubrite 


Wearing surfaces—the vital parts that move 
or roll or slide against each other—can cost the 
manufacturer far more than their original 


price. 


If one of them fails prematurely in use, 
because of improper break-in, there’s the cost 
of replacement, the field service charge, and 
the customer’s ill-will to be reckoned with. 

To promote smooth, safe initial operation, 
to prevent galling, scoring and welding, and to 
lengthen subsequent life, friction parts should 
be treated with Parco Lubrite. 

This nonmetallic, oil-holding coating elimi- 
nates metal-to-metal contact during wearing- 





PARKE 


BONDERITE BONDERITE and BONDERLUBE PARCO COMPOUND 
corrosion resistant resistant 


<ids in ond fermen 
paint bese of metals 


in, keeps a film of lubricant between bearing 
surfaces, provides priceless protection for frac- 


tions of pennies. 


Automobile manufacturers have cut field 
service costs by the use of Parco Lubrite. How 
about your product? Let the Parker technical 
representative investigate for savings! 


DETAILED TECHNICAL INFORMATION 


Technical bulletin, with 


photomicrographs and data, on Parco 


Lubrite wear-resistant coatings. 
Send for it. It’s free. 


rust 


*Bonderite, Bonderlube, Parco, Parco Lubrite, Parker Pre-Namel—Reg. U.S. Pat. Off. 


Ponkigeietiien tampdure 
wear resistant uty maintenance 
cwtense paints since 1883 





RUST PROOF COMPANY 
2164 E. MILWAUKEE, DETROIT 11, MICHIGAN 


TROPICAL 


Studebaker-Packard, and Longpre 
Pontiac. 

From Alhambra came Bewley 
Allen Cadillac and Potter Chev- 
rolet; from Temple City, Robus- 
telli Dodge; from San Gabriel, 
San Gabriel Valley Lincoln- 
Mercury; from Pasadena, Foot- 
hills Lincoln-Mercury; from Ar- 
cadia, Bates Chevrolet, Santa 
Anita Ford, and Henderson Olds- 
mobile. 


* * * * 


Santa Rides an Edsel 


OY PRINCE MOTORS, INC., 
provided an Edsel convertible 
to bring Santa Claus down Elm St. 
in Manchester, N. H., for his an- 
nual visit to Leavitt’s, the largest 
department store in New Hamp- 
shire. 
” cg * 
First for °58 
ERS-McCAIN OLDSMOBILE- 
CADILLAC, INC., Third and 
Broadway, Logansport, Ind., photo- 
graphed car and customer when it 
delivered its first 1958 Oldsmobile. 
The picture was used later in 
advertising and promoticn. 


Dealers Advised 
To Halt Needless 
Budget Expenses 


NEW YORK. — A reasonable 
budget is the key to keeping ex- 
penses in line and making a profit, 
Bankers Commercial Corp., dealer 
financing firm, has advised dealers. 

The firm emphasized that the 
budget must be reasonable and 
free of “any picayune restrictions 
that might interfere with produc- 
tive action.” 

“Keep expenses down but don’t 
int the quetiede gon mao Se See 
purpose put your business-getting 
program in a straitjacket,” the 

company said. 

The comments on expenses were 
opened with an admission that the 
automobile business is inclined to 
be wasteful with expenses hard to 
control. 

Bankers said the first step in ex- 
pense control is getting each de- 
partment head to join in setting 
up the part of the budget for his 
department. The budget is based 
‘on past experience and present 
judgment. 

Month to month expenses are 





then: compared with the amounts - 


budgeted for the month and de- 
partments “should be called on to 
account for overages.” 

Bankers reminded dealers that 
sales o cannot work 
“entirely by the rule.” They must 
adjust to situations as they arise, 
being willing to take immediate 
action where required and stay- 
ing on the lookout for needless 
expense before it gets out of 
hand. 


Bankers offered two other tips on 
staying within the budget. Careful 
checking is needed to prevent waste 
in  “hard-to-keep-track-of items’— 
‘paint, soap, electric current.and the 
like. 

A perpetual inventory (checking 
a few different items each day) 
will uncover and discourage any 
stealing which can ruin the parts 
and accessories department budget. 

Bankers said that a profit-shar- 
ing plan is the best way to make 
all employes expense conscious. 
Even with profit-sharing, the com- 
pany said a budget is the key to 
guarding expenses. 











ao Pas 


1S 


ooo 0 


wm aRmist 


ei aoe 


wtitefe weet Ras “WS 





IN DELAWARE VALLEY, U.S.A. 


NEW YORK 
ROBERT T. DEVLIN, JR. 
342 Madison Ave. 
Murray Hill 2-5838 


Who drives what ? 


EVERYBODY’S GOING PLACES in Delaware Valley, U.S.A.... 
1,034,000 families own cars. And among these, 149,000 own 
more than one! What are they driving? Just about everything. It’s 
significant that 583,000 of these cars were bought new... and 
408,000 are less than 3 years old. 


These and many other facts about people, incomes, and buying 
habits are covered in “The Families of the Delaware Valley”’—a 
108-page study made for The Inquirer by Alderson & Sessions. 


In addition to vital sales facts, you'll see how The Daily Inquirer 
reaches the richest part of this market. On cars, for instance: 
Although 7O% of the families own cars, an even greater number 
of Inquirer families own cars. Like the full story? Write or phone 
for your copy of this survey, today. 


— Che Philadelphia Prgquirer 


Now in its 24th consecutive year of total advertising leadership 





CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 
EDWARD J. LYNCH RICHARD |. KRUG FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
20 N. Wacker Drive Penobscot Bidg. 155 Montgomery St. : 3460 Wilshire Boulevard 

Andover 3-6270 Woodward 5-7260 Garfield 1-7946 ‘ Dunkirk 5-3557 
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How Makers Will Promote ’58s 


By Martin L, Whitmyer 
Staff Writer 

UTO manufacturers and their 

advertising agencies are work- 
ing overtime in an effort to come 
up with promotional campaigns 
they hope will give the industry 
one of its biggest sales years in 
history. 

In all cases agency representa- 
tives are working closely with 
car makers and in some cases 
are even going into the field to 
“pitch” for their client. 

In a survey of factories, it ap- 
pears that newspapers will get the 
heaviest play in 1958, but tele- 
vision is running a close second. 
Also in for their share of the bud- 
gets are magazines, trade papers, 
billboards, newspaper supplements 
and radio. Direct mail also will 
play a big role in promotion plans 
for 58. 

The discontinuance of coopera- 
tive advertising doesn’t appear to 
have any great effect on the local 
advertising scene. In just about 
every case, factcries are pouring 
about the same amount of money 
into the daily and weekly news- 
paper field as they did under the 
coop program. 

A roundup of factory adver- 
tising plans is presented here to 
give dealers an insight on what 
to expect on the national scene 
this year. 

The reports are as follows: 

o > > 
Buick 
— by an extensive an- 
nouncement campaign, Buick 
has set out on an advertising cam- 
paign that it hopes will help return 
it to the No. 3 spot in car sales. 

Newspapers, while continuing to 
get a major por- 
tion of the adver- 
tising dollar, will 
share the burden 
of the 1958 sales 
effort with maga- 
zines, Sunday 
newspaper 
supplements, ra- 
dio and television. 

Although maga- 
zine expenditures 
were up 50 per- 
cent during the 
announcement period, the budget as 
a whole is expected to be on par 
with 1957, according to G. D. 
Wilson, Buick merchandising di- 
rector. 

In addition, Buick has proc- 
essed and distributed an extensive 
sales promotion campaign to its 
dealer o m, Wilson said. 

Features that will be talked 
about in its sales promotion activi- 
ties throughout the year are its 
styling, new Dynastar grille, new 
Flightpitch Dynafiow transmission, 
Air-Poise suspension, aluminum 
brake drums and the B-1200 engine. 


Cadillac 

CsereLac’s 1957 advertising 

campaign will revolve around a 
“Motordom’s Masterpiece” t he me, 
with special emphasis on styling, 
engineering advances and crafts- 
manship in the luxury-car line, 
according to W. 
T. LaRue, mer- 
chandising man- 





Following a 
campaign of spot 
radio and outdoor 
posters during 
the announcement 
period, Cadillac 
has swung into 
the use of selected 
national maga- 
zines and news- 
paper advertisements. 

Although the “Motordom’s 
Masterpiece” slogan will get 
heavy play in the early part of 
the sales campaign, it is con- 


W. T. LaRue 


Special features that will be 
promoted throughout the year are 
the car’s new air-suspension sys- 
tem, safety plate glass in all win- 
dows and general engineering and 
styling leadership, LaRue said. 

Cadillac also will continue to 
reach over 1,000,000 high-priced- 





grcup prospects through use of its 
direct mail program, Newspapers, 
however, will get top billing, with 
magazines second, LaRue said. The 
budget as a whole, however, is 
comparable with ’57, he said. 

* + * 


Chevrolet 


schedule, which includes the 
“Dinah Shore Chevy Show” and the 
“Pat Boone Chevy Showroom,” 


Ultrasonic Test Devices 


Announced by Branson 


STAMFORD, Conn, — Branson 
Instruments, Inc., is introducing 
ultrasonic test equipment to which 
| automatic detection and recording 
devices may be attached, according 
to Peter K, Bloch, vice-president. 

Bloch said the devices will spot 
thickness changes in metals and 
plastics as small ag 5/100 of one 
percent, and can be connected to 
ring an alarm, flash a signal light 
or activate compensating controls 
of various sorts. 





i - by a heavy television | | 








Chevrolet’s ad campaign for 1958 
is concentrating 
on preselling pros- 
pective cus- 
tomers on the 
various features 
of the line. 

Principal em- 
phasis this year, 
according to Wil- 
liam G. Power, is 
being put on styl- 
ing, performance, 
comfort and lux- 

W. G, Power ury. Its slogan is 
“All New, Almost Too New to be 
True.” 

With a larger ad budget to work 
with this year, Chevrolet is ex- 
pected to use more newspaper, 
magazine, radio, trade paper, road 
sign and vocational advertising 
than it did in 1957. 


Chrysler-Imperial 


SS division will promote 
its Chrysler and Imperial cars 
with the largest advertising- 


wi 


DELCO SUPER 11 IMPROVED WITH HTD MEANS 
MORE BUSINESS FOR YOU BECAUSE IT 


e Surpasses S.A.E. and government specifications for heavy-duty 


hydraulic brake fluid! 


e Won't boil away or lose effectiveness when brakes get hot! 

e Flows smoothly and easily in coldest weather! 

e ls original equipment on 1958 General Motors cars! 

e ls compatible with all brake systems’ rubber and metal parts! 


e Is chemically inert, physically stable! 


e ls packaged in containers holding from one pint to 54 gallons! 

e ls available everywhere through the United Motors System and 
General Motors car and truck dealers! 

MORE SAFE STOPS FOR CUSTOMERS, MORE SALES FOR YOU! 





DELCO LINED BRAKE SHOES 
Made and assembled to original 
equipment specifications. 





FORWARO FAOM. FIFTY 


condition. 








MASTER CYLINDER REPAIR KIT 
All parts needed to put master 
cylinder in normal operating 





merchandising budget in history in 
1958, according to Burton R. 
Durkee, director of advertising and 
sales promotion. 

“This year, 
we’re concentrat- 
ing Chrysler and 
Imperial media 
buying in major 
mass media in 
this order: for 
} Chrysler, news- 

// paper and Sunday 
supplements, tele- 
a 4d vision, direct mail 
a and spot radio. 
B. R. Durkee More than half of 
the Chrysler line budget will appear 
in newspapers, while nearly 40 per- 
| cent of the Imperial budget will be 
| devoted to newspapers,” Durkee 
| said. 

Durkee credits good advertis- 
ing, merchandising and promotion 
plans with a large share in 
Imperial’s growth and said the 
division expects to keep the heat 
on the Imperial program by in- 
vesting more advertising- 
merchandising dollars in 1958. 





Magazines also have earned a 
budget increase in 1958, Durkee 
said. Both Chrysler and Imperial 





th... 


condition. 








WHEEL CYLINDER REPAIR KIT 
All parts necessary to put wheel 
cylinder in normal operating 


lists have been broadened and both 
have been “beefed up for fre- 
quency.” For the first time Chrys- 
ler will sustain a continuing series 
of spreads in Life magazine, he 
said. 
* * ? 

ee will play an im- 

portant role with the division’s 
participation in the “Climax” show 
every month, and direct mail and 
spot radio will both come in for 
their share of the budget, Durkee 
said. 

While these promotions will be 
national in scope, each promotion 
will be localized for every dealer’s 
market, complete with newspaper 
advertising, special store material 
and retail work plans, Durkee said. 


“For Imperial, we'll have such 
special prestige promotions as 
Imperial golf shows at selected 
locations. A key social event on 
the West Coast recently was our 
Imperial ball, and another is 
scheduled in New York in Jan- 
uary. 

Durkee said that for Chrysler 
dealers, very little has changed 
since cooperative advertising was 
replaced almost a year ago. Total 
coverage of Chrysler and Imperial 
dealers’ marketing areas is the 

(Continued on Page 27, Col. 1) 
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MORAINE POWER BRAKES 
Complete units and service kits 
for General Motors vehicles. 


Moraine Products 


Division of General Motors, Dayton, Ohio 
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How Auto Makers 
Will Promote ’58s 


(Continued from Page 26) 


same, but scheduled to provide 
more efficient coverage. 
oe * + 


=== 1958 announcement 
4 advertising was carried in 2,900 
daily, Sunday and weekly papers 
throughout the U.S., and “our 
followup advertising this winter 
and spring is scheduled in the top 
family coverage newspapers in the 


nation. Some 300 papers will carry | 


Imperial advertising into practically 
every Imperial dealer’s marketing 
area, he said. 


voting major emphasis to the 
Windsor story, the styling story 
with the “Bold New Look of 
Success” theme is featured. 
Other features that will be em- 
phasized are Torsion-Aire Ride 
dual headlights, improved push- 
button driving, Constant Control 
pcewer steering and the Auto Pilot. 
aa * = 


DeSoto 


ESOTO’s 1958 advertising cam- 
paign is based on the theme of 


Chrysler will retain its “Mighty 1958 DeSoto—Exciting Look and 


Chrysler” title, plus “Glamour Car 
of The Forward Look,” while Im- 
perial’s slogan is “The Triumphant 
Imperial.” Chrysler also will place 





Curry Selling Simca 
B. F. Curry, president of Curry 


major emphasis on the new| Chevrolet Co., Scarsdale, N. Y., has| 
Windsor line, which is now in the| announced he will sell Simca auto- 


“lower-priced field.” 
While Chrysler division is de- 


mobiles under the name of Curry | 
Motor Co., 72 Central Ave. 





WI 


LOOK AT THE SALE-MAKERS 
MORAINE GIVES YOU 


e A complete engine bearing line, with a bearing for every car, bus 
and truck replacement job! 

e Quality that stands up through miles and miles of operation! 

e A name known and respected! 

e Solid dependability that brings customers back! 


e A convenient source of supply—readily available through the 
United Motors System and General Motors car and truck dealers! 


A GROWING MARKET THAT KEEPS YOUR PROFITS GROWING! 


. a 


MORAINE-400 BEARINGS 


Toughest automotive engine 
béarings ever made! 


Cy 


FORWARO FROM FIFTY 


MORAINE BI-METAL BEARINGS 
Precision-built to original equip- 
ment specifications. 











M-100 BEARINGS 


Excellent fatigue resistance and 
longer life expectancy. 


Feel of the Future,” according to 
James L. Wichert, director of 
advertising. 

Although it again will be heavy 
in television with 
the Groucho Marx 
Show, “You Bet 
Your Life,” news- 
papers will get 
the largest share 
cf DeSoto’s adver- 
tising budget. 
Also down for a 
share of the bud- 
get are maga- 
zines, radio, 
theatre, outdoor 
and other mis- 


J. L. Wichert 
’| cellaneous facilities. 


Styling and value will take a top 
spot in DeSoto advertising along 
with other engineering features 
such as Torsion-Aire Ride, dual 
headlights, 
driving, and Constant-Control 
power steering. 

+ * + 


Dodge 


| Ppevens expanded advertising| 


program for 1958 will be ex- 
| ceptionally strong in television, but | 
will utilize newspapers, magazines 
|and other media to the fullest} 





improved pushbutton | 


degree, according to Wendell D. 
Moore, director of 
advertising and 
merchandising. 
“Even though 
cooperative ad- 
vertising is not 
longer in effect,” 
Moore said, “we 
will try to main- 
tain a definite re- 
lationship between 
dealer perform- 
ance and adver- 
tising expendi- 





W. D. Moore 
tures. 
“We will continue to use dealers’ 


local media and will 
dealers’ signatures below our ad 
wherever practical. 
use of local media, we will bring 
national promotions to the local 
dealer level as in the past,” he said. 

The phrase, “Swept-Wing 58 by 
Dodge, So Advanced It Leaves 
the Rest Behind,” will be carried 
threughout the year in the divi- 
| sion’s advertising copy. 

The advance styling theme will 
receive “prominent” attention, as 


’ 





| will such features as “Sweep View’ 
windshield, torsion-aire ride, 
constant-control power steering, 














MORAINE GAS FILTERS 


Glass-bowl and pancake all-metal 
types assure dirt-free, lint-free 


fuel under all operating conditions. 


Moraine Products . 


Division of General Motors, Dayton, Ohio 


include the} ~ 


Through the} 











and the pushbutton Torque-Flite 
transmission. Horsepower will be 
played down in ’58. 


* * * 


Edsel 


HIS newest division of Ford 
Motor Co. probably has the 
toughest advertising job of any 
auto maker because it still has to 
make pecple aware of the new car. 
As a result, the division was not 
ready to give out 
detailed informa- 
tion on any solid 
advertising pro- 
gram for 1958. 
Eldon E. Fox, 
manager of the 
advertising de- 
partment, did say, 
however, that 
Edsel’s slogan 
for ’58 will be 
changed. Just 
what features of 


E, ‘E. Fox 
the new car will get the biggest 
play has not been decided. 


Newspapers will get the largest 
percentage of the division adver- 


tising budget, probably about 40 
percent of the advertising dollar. 
“Special promotion plans must 
necessarily be held within our 
own organization for the present,” 
Fox said. 
* * + 


Ford 


ALTHOUGH the division’s 1958 

budget has not been finalized, 
Ford dealers can expect to get more 
advertising support in 1958 than 


| they did in 1957, according to John 


R. Bowers, 
ager. 

The fact that 
cooperative ad- 
vertising is out 
doesn’t affect the 
amount of money 
spent for local 
advertising, 
Bowers said. In 
addition, the local 
Ford dealers Ad- 
vertising Fund 
committee is set 
up to handle any J. 
special situations. 

Television and newspapers will 
again get the biggest share of the 
budget, but other media also will 
be used extensively, Bowers said. 

The slogans “Nothing Newer in 
the World—the ‘58 Ford” and 
“Proved and Approved Around the 
World” will be used extensively in 
division advertising, which will 
concentrate cn styling, engineering, 
a new transmission, new economy 
due to the transmission, air sus- 
pension and its price advantage 
over competitors. 

The new four-seat Thunderbird, 
which is expected to be introduced 
in February, Ford’s station wagon 
leadership, and Ford’s “round-the- 
world” trip also will get special 
emphasis throughout the year. 


Lincoln-Continental 


[_ Cee, which was strong in all 
media last year, has given up 
the “Ed Sullivan” television show 
and will concentrate its promotions 
in daily newspapers in the “major 
luxury car markets” and maga- 
zines this year, 
according to 
Robert R. Nadal, 
Lincoln-Continen- 
tal marketing 
manager. Conti- 
nental likewise 
will use news- 
papers and maga- 
zines for its ad- 
vertising. 
Dollar-wise, 
ye however, both 
R. R. Nadal budgets will be 
about the same size as last year. 
A sample of Lincoln’s play in 
newspapers and magazines was 
evidenced with the introduction of 
the 1958 lines. The division’s an- 
nouncement ads appeared in 1,200 
daily newspapers and six mass- 
circulation magazines— Sports 
Ilustrated, New Yorker, Life, Time, 
Newsweek and U. 8. News & World 
Report. 

The division also plans to use 
newspapers for high-frequency 
ads of 400 to 900 lines throughout 
the year, Nadal said. 

Lincoln ads will be centered 
(Continued on Page 142, Col. 1) 
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In the medium-priced field 





Another advantage only Edsel Dealers have 


CENTRAL REGION: 

Cleveland District Mgr., George F. Walters 
N.B.C. Building, Cleveland 14, Ohio 

TOwer 1-0800 


Columbus District Mgr., John H. Scharnhorst 
Beacon Building, 50 West Gay St., Columbus 15, 
Ohio, CApital 8-5251 
Detroit District Mgr., Hariey F. Riley 

2500 East Maple Road, Birmingham, Mich. 
JOrdan 6-9830 

District Mgr., Hiller A. Pries 
414 Guaranty Bldg., 20 N. Meridian St., 

Indianapolis, Indiana, MElrose 5-5421 


EASTERN REGION: 
Beston District Mgr., Maicoim R. Fuller 
P.O. Box 27, Needham Heights 94, 
Massachusetts, NEedham 3-5705 
New York District Mgr., Patrick A. Brescia 
158 Linwood Plaza, Fort Lee, New Jersey 
WIndsor 4-5500 


Philadelphia District Mgr., William J. Magarity 
Parkade Building, 519 Federal St., Camden 2, 
New Jersey, EMerson 5-5258 


Syracuse District Mgr., C. F. Sylvester 
The Romax Bldg., 731 James St., Syracuse, 
New York, GRanite 4-7551 


Washington District Mgr., Emerson Planck 


Insurance Bldg., 2116 Wilson Blivd., Arlington, 
Virginia, JAckson 4+2400 


* MIDWEST REGION: 


Chicago District Mgr., D. Edward Manning 
1900 Esquire Bldg., 65 East South Water St., 
Chicago 1, Illinois, ANdover 3-7788 


Des Moines District Mgr., Louis A. Wehde 
300 Fleming Bldg., Sixth and Walnut, 
Des Moines, Iowa, ATlantic 8-2165 


Kansas City District Mgr., Eliwood S. Gross 
4141 Broadway, Kansas City, Missouri 
VAlentine 1-605] 


St. Lowis District Mgr., A. E. Jacobsen 
Meramec Bldg., 111 S. Meramec Ave., 
Clayton 5, Missouri, PArkview 7-4777 


Twin Cities District Mgr., Chet W. Johnson 
3033 Excelsior Blvd., Minneapolis, Minnesota 
WAlnut 7-8421 


SOUTHERN REGION: 


Atianta District Mgr., Roy A. Blount 

1330 West Peachtree St., N. W., Atlanta 9, 
Georgia, TRinity 5-8721 
Dallas District Mgr., Robert J. Sanford 


1120 Mercantile Securities Building, Dallas |, 
Texas, Riverside 1-3171 


Houston District Mgr., George O. Simmons 
211 Melrose Building, Houston, Texas 
CApital 8-7571 


Jacksonville District Mgr., J. D. Flynn 
915 Prudential Building, Jacksonville, Florida 
EXbrook 8-158] 


Memphis District Mgr., William W. Sugg 
1200 Edway Building, 147 Jefferson Ave., 
Memphis, Tennessee, JAckson 5-5601 


New Orieans District Mgr., Claiborne H. Weigand 
330 1.B.M. Building, 2640 Canal Street, 
New Orleans, Louisiana, RAymond 9041 


WESTERN REGION: 


Denver District Mgr., Harry M. Pritchard 
Detroit Building, 2727 E. Second Ave.., 
Denver 6, Colorado, DUdley 8-4171 


Los Angeles District Mgr., Paul W. Pursiley 
291 So. La Cienega Blivd., Beverly Hills, 
California, OLympia 2-2444 


San Francisco District Mgr., Wallace E. Boyer 
209 World Trade Center, San Francisco 11, 
California, YUkon 6-5403 


Seattie District Mgr., Richard J. Siewers ‘ 
521 Second Ave., West, Seattle 99, Washington 
MUrdock 7920 








THE ONE THATS REALLY NEW 


al, 
g ne 


S THE LOWEST PRICED, TOO 


Based on actual comparison of suggested retail delivered 
prices of the Edsel Ranger and similarly equipped cars in the 
medium-price field. Car for car, price for price, the entire 
Edsel line is more than competitive. 






ADD THIS PRICE ADVANTAGE TO THESE FACTS: 2. Edsel Dealers have more to sell—and more room 


{ to sell it in. Edsel dealer points l — 
1. The Edsel car itself has all these exclusive and p ; points are planned 
located so as to give every dealer plenty of 


competitive sales features: Teletouch Drive that 
; elbowroom. 
puts the shift buttons where they belong—in the 
; Find out for yourself why so many of the 
center of the steering wheel. 303 horsepower in , ne 
; best dealers in the business are switching to 
the Ranger and Pacer series; 345 horsepower in . : 
; ie ; Edsel. Get in touch with your nearest Edsel 
, the Corsair and Citation series—more usable ra 
oe District Office. 
power at no extra cost. Self-adjusting brakes. 
Single dial heating and ventilating control. 


a 


Contour seats. Aircraft-design instrument 
panel. Only Edsel has all these exclusive sales 
features—and more. 


EDSEL DIVISION 


FORD MOTOR COMPANY 
P.O. BOX 637, DEARBORN, MICHIGAN 








TURNINGS 


by 
Joseph M. Callahan 


Engineering Editor 


How New Models Affect Small Engineering Firms 


Fyrom tener they work for no auto maker, there is a 
small band of Detroit engineers and technicians who 
wait with baited breath every year for the introduction of 
new car models. 


These are the 1,000 to 1,200 men who work for the fou 
major service engineering sian falas 
fi . : . ] f lier fi - 

s in Detroit which an- oe deg smaller firms doing simi 
nually do about $14 million Discussing the service engineer- 
worth of product engineering for| ing industry, Arthur L. Bradley, 
the auto makers and their suppliers.| president of Aero-Detroit, said, 

These engineering firms are Aero- 


“Although there are many com- 
Detroit, Inc.; Creative Industries of| panies doing tooling engineering, 
Detroit; Wettlaufer Industries, and 


we are unusual in that we are 
Paramount Engineering. There are| involved in the design of the end 








product, usually the body or the 
chassis. 

“We're not stylists and we’re not 
merely detailers. We’re designers. 
We start where the stylists leave 
off—with an artistic drawing of the 
product. Our end product is a com- 
plete set of detailed drawings.” 


Bradley said that all the auto 
makers, and some of the automo- 
tive suppliers, have been his cus- 
tomers at one time or another. He 
added that about 10-15 percent of 
his work-load is military work, al- 
though the life blood of the com- 
pany is the work it does for the 
auto makers. 

= * + 


E SAID that the car manufac- 

urers patronize the independent 
engineering firms primarily be- 
cause: 

1. The average automobile en- 
gineering budget is only sufficient 
to cover a specific number of 
models, bodies and components. 

When the chief engineer gets 
more work than his staff and his 
budget are capable of, he falls back 
on the outside firms, giving them 
the overflow. This is much cheaper 
than temporarily acquiring more 
men, space and everything else. 

2. The smaller engineering or- 
ganizations often can handle cer- 
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tain jobs much cheaper, and some- 
times faster, than the larger factory 
organizations. 

“We have a lower burden-rate 
(overhead),” explained Bradley. 
“We don’t have to carry all the 
overhead that the big organizations 
carry. We have less building and 
management to pay for. 

“Our overhead amounts to about 
30 percent of our costs while some 
of those big organizations have 
overhead amounting to 50 percent 


of their costs.” 
* * * 


Problems of Staffing 


ANOTHER thing, he continued, 

the auto makers have to carry 
a staff that is adequate for their 
peak work period, but we are able 
to level off our peak loads by get- 
ting work from several companies 
and by keeping the men busy with 
special-body work and with truck 
work. 

In handling the product engi- 
neering job for one of the manu- 
facturers, Bradley said that his 
product engineers get the stylists’ 
drawings from the client and de- 
sign the actual structure of the 
product, making a complete de- 
sign for every element in the body 
or chassis. 

Generally, these detailed designs 








“‘We’re not hoping for the best 


-we’re building for it!’’ 
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In just one Zone alone, here are 
three typical truck dealers making big 


in their GMC futures 


Leonard Begley—30 years a GMC dealer—has 


a new, 70,000-square-foot 


headquarters right in the heart of Omaha. 


Montgomery GMC in Springfield, Mo., has a 
new, ultramodern truck center complete to 
special Diesel injector reconditioning rooms. 


Kinsey Truck has just taken over one of the 
choicest spots in Lincoln. 


These three GMC men are only doing what’s 
being done by many others the country over. 
For healthy profits are being made in the sale 
of GMC trucks today. And—in case after case 
—alert dealers are expanding their facilities 
and organizations to handle even more profit- 


And those prospects couldn’t be brighter. For 
with the great new 1958 GMC’s—engineered 
to put a new face on trucking profits—our 
dealers are now ready to take advantage of 
the ever-expanding truck market. 


More than ever before, they have the trucks 
for every segment of that market. More than 
ever before, it’s great to be a GMC dealer! 


GMC TRUCK & COACH 
A General Motors Division 


THE BETTER YOU KNOW GMC—THE BETTER THE TRUCK BUSINESS LOOKS 








then go to the “model shop” where 
a full-size metal prototype is built 
by hand, working with mahogany 
die models and assembly fixtures. 

The mockup then goes to the 
graphic illustration department 
where drawings and manuals are 
prepared for internal use only in 
the client’s plant. These drawings 
show how every item fits in the 
body. 

Bradley said that in years gone 
by his men would often deliver the 
full-size prototype to the clients, 
but that today the factories usually 
prefer the drawings because they 
often want as many as 100 proto- 
types and these are built by other 
firms. 

Factories now use the additional 
prototypes for many purposes, in- 
cluding sales, advertising and more 
extensive road testing. 

* +. * 

RADLEY now employs about 300 

persons, including 180 product 
designers, 60 men in the model shop 

and 55 men in the graphic illustra- 
tion department. 

“We have a key group of 25 
men who are stockholders in the 
company,” he said, “and we have 
almost zero turnover among these 
men. Our other men are specially 
picked from the industry and they 
are paid higher than average 
wages. We’re on an overtime basis 
about three-quarters of the time. 

“We get paid in two ways by our 
clients. We charge a flat price if 
the work is properly defined. But 
generally its ‘time-and-material’ 
with a ceiling price, because prod- 
uct design is subject to many 
changes. Almost always, the final 
price is below the agreed-upon ceil- 
ing price.” 

About 90 percent of Aero-Detroit's 
work is done in its own plant. The 
other 10 percent is done in the cli- 
ents’ plants, either because certain 
information is only available there 
or for reasons of secrecy in the case 
of defense work. 

Bradley commented that his firm 
often will get all the models in one 
line to design, and that the com- 
pany is capable of handling two or 
three lines simultaneously. His staff 
currently is working on '60 and ’61 
models now. 


After many years as an engineer 
for Ford Motor Co., Hudson and 
Fisher Body and as an independent 
engineer, Bradley and Harvey An- 
schuetz founded Aero-Detroit five 
years ago. Anschuetz is now the 
vice-president. 

= > > 


Business Has Changed 


‘T THE past several years,” 
Bradley explained, “the charac- 
ter of the business has changed in 
two basic ways. Before, you didn’t 
have to be concerned about security 
and you weren’t too concerned 
about schedules. 

“Now a schedule is laid out for 
six months on some jobs and the 
time is computed to the day when 
each part must be released.” 

Discussing the security situa- 
tion, he said no one sees the work 
that is being done for a client 
except those men who are in- 
volved in the work. 

Each company’s job is done in a 
separate room, he continued, and 
it’s done by separate people under 
close security. Only working per- 
sonnel are permitted in each room 
and there is a seven-day, 24-hour 
guard at the plant. 

Bradley said, “Because of the vast 
increase in the number of models 
and their increasing complexity, the 
consulting engineering service busi- 
ness increased steadily until a peak 
was reached in 1955. 

“In the past two ‘years, the de- 
mand for this type of work has 
lessened and a number of firms 
have failed. This year we'll do about 
$3.5 million worth of business. The 
other three major firms are about 
the same size.” 

Commenting again on the secrecy 
demanded by the auto makers, 
Bradley stated, “We've been cleared 
to do secret work by the Govern- 
ment, but we find that the security 
restrictions demanded by the U. S. 
are not as tight as those set up by 
the auto manufacturers.” 


Management Topic 

CLEVELAND.—“Management by 
Exception” will be the theme of 
the second annual conference of 
the administrative applications divi- 
sion of the American Society for 
Quality Control, to be held here 
Feb. 7-8. 
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Get on the Profit Side of the Picture 


with THE CAR WARRANTY PLAN 


When you sell used cars, you need the profit-boosting CAR 
WARRANTY PLAN. Don’t be on the losing side while your compe- 
tition runs off with the cream of the business in your area. 

Since the introduction of this Plan just two months ago, over 
3,000 dealers from all parts of the country have signed franchise 
agreements with THE CAR WARRANTY CORPORATION, and many 
are already cashing in on this nationwide business building service. 

Under CAR WARRANTY’s Inspection and Full Year Guarantee 
these profit-minded dealers are retailing more used cars—at far 
better prices—than they ever found possible before. 


The Car Warranty Corporation 


A C.1.T. SUBSIDIARY 
650 MADISON AVENUE - NEW YORK 22, N. Y. 





Not yet available in certain states; 
check with your Universal C.I.T.. representative 


es) 


Don’t be the last one in your community to discover this new 
source of sales and profit. Establish yourself now as a dependable 
source of good used cars: 


Offer the Car Warranty Plan 


The Car Warranty Plan is available to all dealers selling used cars 

. . . regardless of their instalment financing arrangements. 
If interested fill in and mail the coupon below to The Car 

Warranty Corporation, 650 Madison Avenue, New York 22, N. Y. — 


The Car Warranty Corporation, Dept. 122 
650 Madison Avenue, New York 22, N. Y. 

I’m interested in the Car Warranty Plan. 
Please furnish complete details—without obligation. 






NAME 


COMPANY. 








ne eee ee 
bo sili telltale teats tice tates teatep wine come 





32 









Power Equipment Continues Climb... 


(Industry Breakdown) 


Pet. Pt. 


No. of Change 

. Units Units Total Between 
Equipment: “on Output, on Output, 57-56 
°67 Models '57 Models '56 Models °56 Models Models 


No. of Pet. of Pet. of 


Total 





Automatic 
Trans. 
Power 
Steering 
Power 
Brakes 
Power 
Seats 
Power 
Windows 
Power 
Antennas 
8-Cylinder 
Engines 
6-Cylinder 
Engines 


4,915,468 | 79.14 | 4,726,866 | 75.08 | +4.06 | 





2,215,203 | 35.67 | 1,715,784 | 27.25 | +8.42 
1,727,165 | 27.80 | 1,528,071 | 24.27 | +3.53 | 


418,193 | 6.73 | 417,692 | 6.63 +0.10 





| | | 
480,059 | 7.72 | 309,798 4.92 | +2.80 | 





5,125,430 | 82.52 | 5,097,983 80.98 | +1.54 | 





1,085,428 | 17.48 | 1,197,647 | 19.02 | —1.54 | 





| 
469,866 | 7.56 | 412,448 | 6.55 | +1.01 | 
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Pet. Pt. 
Change 
Over 7 
Years, 
°50-"57 
+54.29 
+35.30* 
+27.01** 
+ 6.34 
+ 7.02 
+ 7.06*** 
+39.31 


—39.31 


*Percentage-point change for power steering dates from 1951, the first year it was 


offered. 
**Percentage-point change for power brakes dates from 1952, the first 
offered. 


year it was 


***Percentage-point change for power antennas dates from 1952, the first year the 


electrically-operated type was offered. 


Low-Priced Lines 


Pet. Pt. 
Pet. of Change 


Pet. of Pet. of Pet. of 

Industry Olass Industry Class 
Output, Output, Output, Output, 

"S7 Model 57 Model °56 Model °56 Model 


Between 

"57 & 66 

Industry 
Output 


44.91 | 69.20 | 36.07 | 60.55 





12.78 | 19.70 | 6.95 | 11.66 +5.83 





6.57 | 10.12 3.59 +2.98 


0.68 | 1.05 | 0.39 | 0.66 | +0.29 
a8 | 0.45 | 0.76 


Che! 


73.55 | 41.31 | 69.33 | 


0.75 +0.30 
+0.24 


ls 
Ls 
0.24 | @ 
| $6.2 


47.73 


17.17 | 26.45 | 18.26 | 30.67 | —1.09 


| 

| . 
| 6.02 | . 

| 

| 


| —4.22 


Low-priced lines include Chevrolet, Ford, Plymouth, Rambler and Studebaker. 


Medium-Priced Lines 


Pet. Pt. 
Change 


Between 

"57 & 56 

Industry 
Output 


Pet. of 
Industry 


Output, 
"66 Model 


Pet. of 
Class 


Pet. of 
Class 


Pet. of 
. Industry 
Equipment: ‘output. 


itpu' Output, Output, 
"S7 Model °57 Model ‘66 Model 


Automatic 
Trans. 
Power 
Steering 
Power 

B 


30.62 96.16 —4.93 





19.28 | 61.21 +2.44 





17.62 | 55.98 +0.39 





Pet. Pt. 
Change 


Between 
"67 &°S6 
Class 
Output 


+ 1.10 
+15.65 


+ 9.36 





Power 
Seats 


3.57 | 11.35 —0.22 





+ 1.10 








Windows 3.81 | 12.12 +0.51 


+ 3.21 





Power 
Antennas 


8-Cylinder 
Engines 


12.33 +1.58 


31.18 | 99.02 —5.63 


+ 6.14 


+ 1.07 








6-Cylinder 
Engines 0.31 0.98 


Medium-priced lines include Buick, Chrysler, 
Nash, Oldsmobile, Pontiac and Packard. 


High-Priced Lines 


Pet. of Pet. of Pet. of Pet. of 
Industry Class Industry Class 
Output, Output, Output, Output, 
"S57 Model °57 Model °56 Model ’56 Model 


| 
Power p | 
| 205 | —o-s 


Change 


Between 

"57 & 56 

Industry 
Output 


Equipment: 


3.61 100.00 100.00 +0.15 


3.61 100.00 100.00 +0.15 


3.61 100.00 | 3.45 | 99.63 +0.16 


68.67 | 2.45 | +0.03 | 


3.00 | 83.08 280 | 80.90 +020 | 


| | 

| | 

| | 

2.48 | 70.85 | 

| | 

3.61 | 100.00 | 2.63 | 76.00 | +0.98 | 
| ae 


3.61 | 100.00 | 3.46 | 100.00 ton 


High-priced lines include Cadillac, Continental, Imperial and Lincoln. 


— 1.07 


DeSoto, Dodge, Hudson, Mercury, 


— 2.18 
+ 2.18 
+24.00 








Options Hit Peak | guuaaaaaaaaaa 


New-Car Option Story—'57 vs. ‘56 |/As 57 Purchasers 


Go Power-Mad 


Upward Trend Noted 
In Every Price 
Class During Year 


By Martin L. Whitmyer 
Staff Writer 

SS America may be on 

the verge of demanding better 
gasoline mileage and greater econ- 
omy of operation in new autos, but 
it doesn’t appear that it is ready 
or willing to give up many of the 
built-in luxuries to obtain them. 

The industry as a whole in- 
stalled more automatic transmis- 
sions, high-powered V-8 engines 
and power equipment in 1957 than 

in any year in history. 

Across the board the trend was 
the same—more accessories to make 
driving easier and faster for both 
the city and turnpike motorist. 

* > + 


UTOMATIC transmissions were 

up in every price range and 
4.06 percentage points over the 
entire industry; power steering was 
up 8.42 points; power brakes, 3.53 
points; power seats, 0.10 points; 
power windows, 1.01 points, and 
power antennas, 2.80 points. 

And the V-8 engines gained 1.54 
percentage points in its suprem- 
acy over the six-cylinder power 
plant. 

The V-8 was installed in 82.52 
percent of the 6,210,858 cars rolled 
|off the assembly lines during the 
1957 model run, as compared with 
| 80.98 percent of the 6,295,563 cars 
| built during 1956. 


In contrast, the six-cylinder en- 
| gine, whose use has declined rap- 
idly since the introduction of the 
more compact, higher powered V-8 
| in both the low and medium priced 
|lines, declined from 19.02 percent 
| in 1956 to 17.48 percent last year. 
> > > 


N THE low-price field, which 
| includes Chevrolet, Ford, Plym- 
outh, Rambler and Studebaker, in- 
stallation of the V-8s rose from 
| 69.33 percent in 1956 to 73.55 per- 
|ecent in 1957, for a gain of 4.22 
percentage points. 

The six-cylinder engine drop- 
| ped from 30.67 percent in 1956 
to 26.45 percent in 1957 in the 
low-price class. 

With Dodge the only maker in 
the medium-price field still pro- 
|ducing the six-cylinder engine, in- 
| stallation of the V-8 in that class 
rose from 97.95 percent in 1956 to 
99.02 percent last year. 

In the medium-price class, there- 
fore, installations of sixes dropped 
from 2.05 percent in 1956 to 0.98 
Percent in 1957. 

There was no change within the 
| high- -price class, since the V-8 ap- 
peared in all cars in that price 
range in both 1956 and 1957. 

> . > 





ARS in the low-price field with 
V-8 engines accounted for 47.73 
percent of all automobiles produced 
in 1957, compared with 41.31 per- 
cent a year earlier. 

In the medium-price field, de- 
clines in total output at Buick, 
Hudson, Nash, Oldsmobile, Pon- 
tiac and Packard resulted in 
medium-price V-8s dropping to 
31.18 percent of all cars, com- 
pared with 36.21 percent in 1956. 
High-price-class V-8s accounted 

for 3.61 percent of overall produc- 
tion, compared with 3.46 percent in 
1956. 





Low-price sixes were good for 
18.26 percent of 1956 production 
and 17.17 percent of 1957 produc- 
tion. Medium-priced sixes accounted 
for 0.76 percent of total 1956 pro- 
duction and 0.31 percent of total 
cars built in 1957. 

. t . 
piconet gain of any power 
option last year was scored by 
power steering, which appeared on 
2,215,203 cars assembled in 1957, or 
35.67 percent of total factory output. 

A year earlier, power steering 
was installed on 1,715,784 cars, or 
27.25 percent of total assemblies. 

Biggest gain was in the me- 
dium-price field, where power 
steering appeared on 61.21 per- 
cent of 1957 models in that class, 


(Continued on Page 150, Col. 3) 
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Dealers for the cars advertised nationally in FAMILY 
WEEKLY have proved that showroom inquiries and sales re- 
spond best when their own local ads run in the newspaper of 
which FAMILY WEEKLY is a part. 


When the manufacturer’s big, colorful, prestige-building 
story in FaMILy WEEKLY tells “WHAT IT IS”. . . you can 
complete the merchandising plan by telling the same readers, 
virtually everybody in town, “HERE’S WHERE TO SEE 
IT, DRIVE IT, BUY IT!” 


{ FAMILY WEEKLY is expertly edited to basic family interests, 
your assurance of responsive readership by all those who in- 
fluence the family’s major buying decisions. Today, that’s 
likely to be mother, dad, and the kids. 


In your city, only the local newspaper . . . and FAMILY 
WEEKLY .. . reaches everybody! Combined, they are your 
sure one-two punch for automobile sales. 


em eel oe Cae Ce eae a ak es 


The 166 markets covered in depth by the 4,287,741 circulation 
of the FAMILY WEEKLY newspapers comprise a prosperous, 
merchandisable ‘‘Supercity of Sales” where 7,354,800 passenger 
car registrations represent 15.3% of the United States total. 


Coatomsble Daelor , 


National Advertising in 


—W FAMILY WEEKLY /- 


makes your local newspaper 
more effective than ever as 
your basic advertising 
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FAMILY WEEKLY 


is the Sunday supplement of 
these 166 influential newspapers 


ALABAMA: Anniston Stor « Dothan Eagle « Florence- 
Sheffield-Tuscumbia-Muscle Shoals Times & Tri-Cities Daily 
© Gadsden Times « Huntsville Times ¢ Tuscalooso-Northport 
News. ARIZONA: Yumo Sun. ARKANSAS: Comden News 
© El Dorado News « Hot Springs Sentinel Record « 
Magnolia Banner-News Pine Bluff Commercial. 
CALIFORNIA: Bakersfield Californion « Eureka Humboldt 
Standard Times « Monterey Peninsula Herald « Sacra- 
mento Union « Sonta Ano Register « Santa Borbara News 
Press @ Santa Rosa Press-Democrot Vallejo Times-Herald. 
COLORADO: Colorado Springs Gazette-Telegraph 
Grand Junction Sentinel « Pueblo Star-Journal & Chieftain. 
CONNECTICUT: New Hoven Register. FLORIDA: 
Daytona Beach News Journal « Fort Lauderdale Sunday 
News & Sentinel « Fort Myers News-Press « Gainesville 
Sun & Alochue County News © Jocksonville Journal « 
Sentinel « Panamo City News Herald « 
Pensacola News-Journal « Sarasota Herald-Tribune « 
Tallahassee Democrat « Tampa Times « West Palm Beach 
Palm Beach Post-Times. GEORGIA: Albany Herald « 
Rome News Tribune. IDAHO: Boise Statesman « Idaho 
Falls Post-Register « Lewiston Tribune © Pocatello Idaho 
State Journal. ILLINOIS: -Normal Pantagraph « 
Champaign-Urbana News-Gazette « Danville Commercial 
News ¢ Kankakee Sunday Journal « Lo Salle-Peru- 
Oglesby News-Tribune « Quincy Herald-Whig « 
Springfield Sunday Journal Register. INDIANA: 
Anderson Herald « Huntington Herald Press « Kokomo 
Tribune ¢ Logansport Press ¢ Marion Chronicle Tribune 
Muncie Star « New Albany Ledger & Tribune « 
Vincennes Sun-Commercicl. 1OWA: Council 
Bluffs Nonpareil « Davenport Democrat & Times « 
Dubuque Telegraph-Herald « Sioux City Sunday Journal 
* Waterloo Courier. KENTUCKY: Ashland independent 
* Bowling Green Park City News « Owensboro Messenger 
& inquirer « Paducah Sun-Democrat. LOUISIANA: 
Bogalusa Sunday News « Lafayette Sunday Advertiser 
Lake Charles American Press. MARYLAND: Cumberland 
Sunday Times. MASSACHUSETTS: Lowell Sun. 
MICHIGAN: Grand Rapids Herald. MINNESOTA: Albert 
Lea Tribune. MISSISSIPPI: Biloxi-Gulfport Herald 
© Greenville Delta Democrat-Times ¢ Meridian Star « 
Tupelo Journal « Vicksburg Post Herald. MISSOURI: 
Jefferson City Capital News Post-Tribune ¢ Springfield 
News & Ledger. NEVADA: Las Vegas Review-Journal « 






Reno State Journal. NEW HAMPSHIRE: Manchester 
Sunday News. NEW JERSEY: Asbury Pork Press « New 
Brunswick Sunday Times Trenton Times-Advertiser. 
NEW MEXICO: Hobbs News & Sun « Roswell Record « 
Santo Fe New Mexican. NEW YORK: Elmiro Sunday 
Telegram « Niagoro Folls Gazette © Poughkeepsie 
New Yorker « Utica Observer- 


Sunda 
News Journal « Zonesville Secs teeek OKLAHOMA: 
Altus Times-Democrat « 
Duncon Bonner ¢ Enid News ¢ Lawton 


Register-Guord « Kilamoth 
Falls Herald & News ¢ Medford Mail Tribune « Salem 
Oregon Statesman. PENNSYLVANIA: Altoona Mirror « 
Lancaster Sundoy News ¢ Wilkes-Barre Sunday ae 
SOUTH CAROLINA: Anderson 

Florence News « g Herald eek 

SOUTH DAKOTA: Huron Huronite & 

* Rapid City Journol. TENNESSEE: Jackson Sun « 
Kingsport Times News. TEXAS: Abilene Reporter News « 
Austin American Stotesman « Big Spring Herald « 
Brownsville Herald ¢ Denison Herald « Denton Record- 
Chronicle « Galveston News ¢ Greenville Herald « 
Harlingen Stor « Kilgore News Herold « Loredo Times 

© Lufkin News ¢ Marshall News-Messenger « McAllen 
Monitor « Midland Reporter-Telegram « Paris News 

© Port Arthur News @ Son Angelo Standard Times « 
Snyder News « Texorkono Gozette © Tyler 
Courier-Times-Telegraph « Victoria Advocate « 

Waco Tribune-Herald « Wichita Falls Times. 

UTAH: Logan Herald-Journal « Ogden Standard-Examiner 
© Provo Herald. VERMONT: Burlington News. VIRGINIA: 
Danville ‘ « Lynchburg News « Suffolk News- 
Herald. WASHINGTON: Pasco, Kennewick, Richland 
Tri-City Herald « Walla Walla Union Bulletin ¢ Wenatchee 
World « WEST VIRGINIA: Beckley Sunday Register « 
Bluefield Telegraph ¢ Fairmont Times West Virginian « 
Parkersburg News. WISCONSIN: Racine Bulletin. 
WYOMING: Casper Tribune Herald & Stor « Cheyenne 
Wyoming State Tribune. 
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New Items Made of It... 


Use of Stainless Steel 
On ’58s Reported Up 


DETROIT.—An increase in the 
. use of stainless steel on 1958 autos 
has been reported by the steel in- 
dustry. 

One producer, Allegheny Lud- 
lum Steel Corp., said there are a 
number of new stainless steel 
items on the ’58 cars or items not 
previously made of this material. 

Among the new items, said Alle- 
gheny, are the Plymouth and Dodge 
sealed-beam headlamp rim, Lincoln 
and Continental top radiator tank 
and baffles, Thunderbird surge 
tanks, Cadillac parking-light door 
retainer and the Dodge grille and 
gravel shields. 

Richard E. Paret, of the Commit- 
tee of Stainless Steel Producers, 
American Iron & Steel Institute, 
wider body moldings on the new 
cars will boost use of the material 
considerably. 

In addition, he said, “standard” 
applications of stainless will con- 
tinue unchanged: Window and 
windshield moldings, wheel discs 
and covers and smaller body mold- 
ings. 

Paret said that through 
multiple-roll forming, a new proc- 
ess, it is possible to laminate 
stainless over other types of steel. 

“This permits the obvious econ- 

omy of using thinner gauges of 
stainless steel to increase the yield, 
and the number of parts derived 
from a pound of stainless,” he 
added. 

He said the new process cuts the 
finished cost per part, permitting 
wider use of the material. 

But not all stainless steel is 
used on trim, Allegheny pointed 
out. Some is used in the engine 
or other areas “where high 
strength and corrosion-resistant 
material is needed.” 

Among the new uses of stainless 
announced recently by Allegheny is 


Nine-Month Sales 
By Car Dealers 
Put at $24 Billion 


WASHINGTON.—Sales cf auto 
dealers followed the pattern of all 
retail sales in September by show- 
ing a decline from August but an 
increase of over the September, 
1956, figure, according to the Cen- 
sus Bureau. 

However, dealers’ sales went up 
three times faster than the overall 
total when compared with the 
year-earlier figure. Dealers’ dollar 
sales as well as those of all retail 
outlets were higher in the first 
nine months of this year than they 
were in 1956. 

For the first nine months, the 
sales of franchised car dealers were 
estimated at $24,386,000,000, an 8- 
percent increase over the $22,605,- 
000,000 in the like period of last 


Franchised car dealers’ sales in 
September were estimated at §$2,- 
514,000,000 down 7 percent from the 
$2,717,000,000 for August but 16 
percent above the $2,174,000,000 for 
the preceding September. 

Total retail sales were put at 
$16,373,000,000 for September, down 
6 percent from the $17,490,000,000 
for August and up 5 percent from 
the $15,583,000,000 for September 
last year. 


Dealers’ Sons Get 
Chevrolet Diploma 


DETROIT.—The largest graduat- 
ing class in the 19-year history of 
the Dealers’ Sons’ School 
received diplomas this month at 
the General Motors Technical 
Center. 


The group of 57 brought to 1,871 
the number who have taken 


Mosko Sells Goliaths 
Aaron Mosko Co., 3232 S. Broad- 
way, Englewood, Colo., has been 
appointed Denver area Guting for 
the German-built Goliath. 


an oil-ring assembly for pistons, re- 
search on which was started by 
Sealed Power: Corp., Muskegon, 
Mich. 

Allegheny said experts believe the 
new development will give today’s 
auto owners better oil economy, 
better engine protection and longer 
engine life. 

In accelerated lab fatigue tests, 
said Allegheny, the stainless steel 
assemblies have shown they can 
go for more than 450,000 miles 
without breaking. 

Another new development, the 

firm said, is stainless steel radiator 
parts, which the new Lincoln and 
Continental are using. 
‘ Other parts for 1958 cars, now 
being made of stainless, include 
heat-control valves and shafts, car- 
buretor needle valve, power-brake 
assembly and exhaust valve, Alle- 
gheny said. 

When a tough metal is required, 








said Allegheny, stainless steel gets 
call. 


impact of parking-lot bumps, 
stone and road gravel usually are 
made of stainless steel, the firm 
said, and so are body moldings 
used to prevent paint from chip- 
ping on doors and fenders. 

Allegheny also said the wide use 
of highly corrosive agents on roads 
in the winter also has created a 
big demand for stainless steel parts 

of auto trim subjected to road 
splashing. 

Paret said his committee has 
introduced a “silent salesman” for 
dealers, a label calling attention to 
the extensive use of stainless steel 
on the ’58 autos. 

Paret said the label is placed 
on the car in places where this 
message applies: “This part is 
stainless steel.” The labels are 
easy to remove and will not mar 
the car’s finish, he added. 

He said an experimental label kit 
has been distributed to 1,000 dealers 
throughout the nation, a cross sec- 

tion of the retailing industry, to 
determine how to handle future 
distribution of the labels. 

Paret said the label idea was con- 
ceived after interviews with dealers 
revealed that salesmen could not 
correctly identify many trim ele- 


SELLING SLANTS 


New Oil-Ring Unit— 


The new stainless-steel oil-ring assem- 
bly is shown as it would be placed on 
@ piston. The expander-spacer was devel- 
oped by Sealed Power Corp., Muskegon, 
Mich. 


ments made of stainless steel, and 
consequently were unable to use 
such parts as sales features in talk- 
ing with prospective customers. 





Emery Air F reighi 
Widens Service 
On Parts Orders 


DETROIT.—In order to expedit- 
an increase in its automotive traf- 
fic, ‘Emery Air Freight Corp. is 
inaugurating a special service pro- 
gram for the automotive industry. 


This service will include vendor 
names and parts numbers on ail 
shipments from an automotive sup- 
plier to an assembly plant or parts 
depot or to any interassembly 
plant. This additional information 
will be carried on all regular alerts 
or prealerts over the system’s 
nationwide teletype network. 

Each of the Emery offices 
throughout the country will have a 
special automotive serviceman 
whose responsibility will be to sup- 
ply each automotive assembly 
plant with the name of the vendor 
and the parts numbers in advance 
of actual delivery. 

He will also set up and follow- 
through on air procurement service 
orders placed by these assembly 
plants. 


More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 


AC announces new flexible gasoline line 
assortment with merchandising rac 


AC 


FLEXIBLE GASOLINE LINES : 
a 


FM-33 
Merchandiser Assortment 


Assortment covers: 


CADILLAC * CHEVROLET ¢ BUICK 
OLDSMOBILE ¢ PONTIAC 


practically all other American cars 


your cost... °15°2,,. 


Your profit 
on sales of lines... 





Watch Walt Disney Studios’ ZORRO every week on ABC-TV 


and 


+102 





Another fine assist for you from AC... the 
FM-33 Merchandiser Assortment which covers 
the bulk of the market and includes a handy, 
handsome wall rack for line storage. 


, The sturdy, steel rack, finished in attractive, 


for other lines. 


CALL YOUR REGULAR 


high-luster AC colors, provides easy-access 
storage for the 21 AC Gasoline Lines included 
in the assortment, plus additional storage slots 


SUPPLIER 





Ac $e THE ELECTRONICS DIVISION OF GENERAL MOTORS 
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SAAB Doubles Shipment Quota— 


When the first Swedish-built SAAB was placed on the U. S. market last December, | dealership, was advertising for a| 
the number of imports was set at 200 cars a month. This quota was maintained until | salesman. So Meyer decided to give | 
now when it has been increased to 400 cars per vessel. The first arrival of the 400-car |the business a whirl. 
shipment at Hingham, Mass., is shown above. SAAB also announced that it plans 





Salesman Tells of His Switch... 


Cars ‘Insure’ His Future 


SAN ANTONIO. — (UTPS) — 
Richard Meyer, salesman for 
Rieger Motors, San Antonio, began 
his business career as an insurance 
salesman. 

He worked his way up to man- 
ager of the local branch, with four 
men under him. His salary was 
more than $5,000 a year. He might 
have had this job indefinitely. 

“But,” he says, “it got to the 

point where I had not only to do 
my own work, but much of the 
work the four salesmen ought to 


| have done. It got to be just too 


much of a good thing, even with 
a@ pretty good salary return.” 

So he quit, took a two-month 
vacation, and looked around. 

S. J. Rieger, who had recently 
purchased the old Poe Plymouth 





selling insurance, and I figured 
that the principles would remain 
the same. And Rieger preferred 
to have someone with selling ex- 
perience in another field rather 
than no experience at all.” 

It took Meyer 30 days to sell his 
first car. 

“But,” he says, “I refused to be 


| live on for a couple of months. And 
|I figured that by the end of that 
period I would know enough about 
the automobile business to make 
more sales.” 

That was one year ago. Today 
Meyer averages two sales a week. 

“What I like about the auto- 
mobile business,” he says, “is that 
every sale is different. 

“Every customer is different. 





He said he didn’t know a thing} Every sale is on a somewhat differ- 


- tc increase production of the SAAB 93 from the present level of 12,000 units per | about selling automobiles. 
year to 24,000. 





“But I had learned a bit about 


ent basis. It is a challenge to your 
‘sales intelligence’ — if any — as 





AC presents the new eight-pack 
Spark plug display cabinet at only 4° 





ORDER YOURS 





NOW FROM YOUR 


parent plastic 


Spark Plugs. 


flash design. 


(a total of 


Ask your AC 


SUPPLIER 





Here’s just what you need for 
spectacular display of the new 
AC Eight-Packs. This hand- 
some, ruggedly built, heavy- 
gauge steel cabinet, with trans- 


door, holds 36 


Eight-Packs—a total of 288 AC 


Easy to check stock 


The attractive heavy transparent 
plastic door makes quick stock 
checking easy. Packages are 
always neat, clean—and there 
when authorized personnel 
need them. The door is piano- 
hinged at bottom, strongly over- 
laps the steel cabinet sides, and 
has hasp equipment for pad- 
locking. Door is decorated with 
colorful embossed plug and 


Holds 36 Eight-Packs 


288 plugs) 


This cabinet fits easily on shelf 
or counter, has generous capac- 
ity, includes clip-slot under 
top for AC Spark Plug Applica- 
tions Chart, sent with cabinet. 


It’s a selling display piece, too. 
On the top, as shown, is a fold- 
up steel message plate identify- 
ing and selling the product. 


Supplier about 


this low-cost cabinet. 


discouraged. I still had enough to| 





to how you are going to get the 
signature on that dotted line.” 

How does it resemble insurance 
selling? 

“For one thing,” says Meyer, 
“you find and contact customers in 
much the same way. 

“A friend or customer will tell 
you about a prospect; you make 
contact over the telephone; you 
drive out to demonstrate your 
car — just as you had to present 
your case as an insurance sales- 
man, I use the same formula to 
present my case. 

“Like insurance, Meyer says, you 
must get out and hustle if you 

want to sell cars. 

“I have found that men will 
sometimes fool you,” says Meyer. 
“They come in and make you be- 
lieve they intend to buy a car 
when, actually, they have no such 
intention, 

“But a woman will give you the 
lowdown on the deal. 

“And, when you are demon- 
strating a car, she will tell you 
how much they can afford to pay 
down and what terms they want 
— where a man will often be 

evasive on the question of his 
rating and ability to pay. 

“I strike while the iron is hot. 
I try to close a sale within 24 
hours after the car has been 

demonstrated. 


“But I don’t quit then if a sale 
has not been completed. In the in- 
surance business, a salesman does 
not get far if he takes the first ‘No’ 
for an answer. And the same holds 
true in the automobile business.” 


GM Dealers Get 
Revised Advice 


On Auto Career 


DETROIT.—To help its more 
than 18,000 dealers recruit young 
people for jobs in automotive me- 
chanics and sales, General Motors 
has made available revised career 
program materials for use at High 
School Career Day programs. 


“General Motors recognizes the 
problems its dealers face in pro- 
curing qualified personnel to sell 
and service their vehicles,” said 
William F. Hufstader, distribution 
staff vice-president, “and, through 
these presentation materials for 
use at high schools, is assisting its 
dealers to make young people 
aware of all the career opportuni- 
ties in the retail automotive busi- 
ness.” 

The career program contains the 
following materials: 

A full color poster, headlined 
“Have You Looked Here for a Good 
Job?,” is supplied for display on 
high school bulletin boards and 
guidance counselors’ offices. The 
illustration shows a cutaway 
dealership building and headlights 
the departments where job oppor- 
tunities exist. 

“Go places—In the Retail Auto- 
motive Business” is the title of the 
new 12%-minute 16 mm. sound color 
motion picture which traces the 
rise of four successful men in the 
retail auto business: A dealer, a 
dealership general manager, a serv- 
ice manager and a sales manager. 
It shows typical jobs these men 
held as they advanced and in- 
creased their responsibilities. 

“Career Opportunities in the Re- 
tail Automotive Business,” a 36- 
page student handout booklet, de- 
scribes starting jobs and future 
possibilities for specialization and 
advancement in all departments of 
a retail automotive dealership. 

A counselor’s guide, “The Retail 
Automobile Business,” is available 
for dealers to give to high school 
guidance counselors to assist them 
in working with young people who 
may be interested in entering the 
field. 


Platforming Unit OK’d 
For Phillips Refinery 


WOODS CROSS, Utah.—Procon 
Inc. has been awarded a contract 
covering the engineering and con- 
struction of a 3,700 B/SD UOQP 
Platforming unit at the refinery of 
Phillips Petroleum Co. here. Con- 
struction is expected to begin in 
the fall, with completion scheduled 
for next spring. 

Phillips officials said the Plat- 
forming unit will substantially in- 
crease its supply of high octane 
motor fuel. 
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500 Rubber Parts Add Comfort... 


For a Smoother Ride 


AKRON.— The rubber industry 
feels it can take credit for most of 
the riding comfort in the new autos. 

A survey of engineers, accord- 
ing to Goodyear Tire & Rubber 
Co., showed that the number of 
rubber parts in the average car 
has jumped from 150 to more 
than 500 since 1920. 

One of the newest developments 
in riding comfort is rubber air 
springs. 

The springs, standard or optional 


Vagge Starting 
A New Career 
As Nashua Mayor 


NASHUA, N. H. — (UTPS) — No 
political development in this area 
in years has caused as much sur- 
prise and comment as the election 
of Mario J. Vagge, automobile 
dealer, as mayor of New Hamp- 
shire’s second largest city. He is 
the first Democrat Mayor in 14 
years. 

Vagege, an Italian immigrant, 
started his career as a car washer. 
Born in Genoa, Vagge came to the 
U.S. with his family when he was 
two years old. At the age of 14, he 
was washing cars and at 22 he had 
his cwn repair garage. 

Studying nights, he was gradu- 
ated from Boston University in 
1930. Nineteen years ago he started 
his own new-car dealership and 
used-car lot. In 1954 he received the 
“Man of the Year” award from the 
Chamber of Commerce. 


Earlier Vagge suffered two fi- 
nancial setbacks. Fire destroyed his 
small windshield- wiper manufac- 
turing business and a dine-and- 
dance establishment went bank- 
rupt. 

The mayor-elect is a past presi- 
dent of the Nashua Chamber of 
Commerce, founder and president 
of the Nashua Little League and 
past president of the New England 
Baseball League. He also is promi- 
nent in the Nashua Lions Club, 
Nashua Jamboree Association, 
Knights of Columbus, Elks, United 
Commercial Travelers and Young 
Men’s Business Club. 


Jaguar Unveils 
Its °58 Models 
In U.S. Market 


NEW YORK.—Four models of 
the Jaguar line for 1958 have been 
introduced in dealers’ showrooms 
across the U.S. 

They are the 3.4 sports sedan, 
Mark VIII sedan and two XK-150 
models—a sports convertible and a 
sports hardtop coupe. 

The XK-150 models and the 3.4 
are equipped with four-wheel disc 
brakes, developed by Jaguar for use 
in racing. 

Automatic transmissions or man- 
ual transmissions with overdrive 
are offered on the 34 and Mark 
VIII. The 3.4 and the XK models 
are powered by the XK racing 

e 


The XK models have been re- 
styled and offer increased passenger 
space in a cockpit which is four 
inches wider. Jaguar said all four 
models have increased seating and 
luggage space. 

The Mark VIII, a bid for the 
luxury car market, has such fea- 
tures as four ashtrays as standard 
equipment plus flush-folding walnut 
occasional] tables. 


Du Pont Plans to Expand 


Sales Service Laboratory 
WILMINGTON, Del. — Du Pont’s 
polychemicals department expects 
to start construction soon on an 
expansion of its sales service 
laboratory at Chestnut Run near 
here to provide additional space for 
the development of plastics proc- 
essing and design techniques. 
According to D. B. Hanson, 
laboratory director, the expansion 
is needed to carry on development 
work with new products introduced 
—_ the laboratory was opened in 





on many 1958 models, are being 
turned out in volume here by Good- 
year after years of planning. 

A new production department 
was set up to make the dozen or 
more different sizes and types of 
rubber parts for the new suspen- 
sion systems. 

Goodyear said it has spent mil- 
lions in designing air springs and 

installing new manufacturing and 
testing equipment. 

Complex design problems were 
overcome with complicated testing 
equipment which simulates the 
stresses, strains and bounces a car 
encounters over all types of roads, 
the firm said. 

A large technical staff coordinates 
design and development work with 
automotive manufacturers, Goo d- 
year said, and the progress is rapid. 

Practically all 1958 cars are 
equipped with larger tires that 
can be operated at lower pres- 
sures for a softer, more comfort- 
able ride, Goodyear said in noting 








They Take Bumps Out of Riding— 


Here are some of the types and sizes of air springs made by Goodyear Tire & 
Rubber Co. for 1958 autos. Air springs will be available on many new lines. 


station-wagon lines. Four tires are 
used, with no spare. The “tire 
within a tire’ permits a motorist to 
drive for at least 100 miles after a 


the trend to a “fatter” cross- 


section, 

All 1958 cars, except Buick and 
Cadillac, will have 14-inch tires. 
These two lines will use tires with | puncture or blowout, Goodyear said. 
15-inch bead diameters. Increased use of foam padding 

Goodyear said its Captive-Air tires | for seats, crash pads and interior 








U.S. Alters Setup 
Of Business, 
Defense Agency 


WASHINGTON. — Establishment 
of a new industry division, two new 
staff offices and consolidation of 
other divisions and functions have 
been announced by the Business 
and Defense Services Administra- 
tion, U. S. Department of Com- 
merce. 

Under a modification program, 
the automotive division and the 
shipbuilding, railroad, ordnance and 
aircraft division have been com- 
bined to form the automotive and 
transportation division. 

The general industrial equipment 
division and the general compo- 
nents division have been merged 
as the general industrial equipment 
and components division. 

Offices of industrial mobilization 
and construction statistics have 
been set up, and the offices of in- 
dustrial defense and fiscal policy 
have been abolished. 

The printing and publications 
branch of the forest products divi- 
sion has been given independent 


have been specified for three|trim also is reported by Goodyear. | division status. 


AC) SELLING 


SLANTS 





The unique 


AC 
AIR 


CLEANER 


TESTER 


(MODEL M) 
Dealer Price 


$3995 
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NOW you can test and sell 


new AC Air Cleaner Elements 
with the flip of a switch! 


The paper air cleaner market potential is growing 
daily by leaps and bounds. More than 40% of all 
1957 cars are so equipped and many of these paper 
air cleaners already need replacement. 


The new Model M, AC Air Cleaner Tester is your 
answer. With the flip of a switch, you can demon- 
strate to the customer how clogged air 
cleaners reduce air passage efficiency and 
increase operating costs. 


Another important point: this new tester 
is completely portable; use it anywhere 
... Service area... pump island ... or in 
the lube bay. 


y! 








@lements—an average profit of $1.70 per element _ 

_  sold—lets you recover the $39.95 cost of this equip- 
ment in a hurry! In fact, it pays for itself many times 
over, making sales on its own, by giving a buyer 
visual proof of need. Order yours at once from your 










SPECIFICATIONS—AC Air Cleaner, Model M—29” high, 
base, 232” in diameter. Plugs into any conventional 





110-volt AC outlet. AC supplier. 

No air compressor required. Rugged metal construction 

with easy-to-read, calibrated scale. Shows whether ele- 

ment is clean, partially clogged or needs immediate 
replacement. ? 
Shipping weight 26-Ibs. 


ORDER TODAY FROM YOUR SUPPLIER 
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Butyl Parts for Pontiac— 


A Pontiac is turned out with the wide array of butyl rubber parts. Detroit's Enjay 


AUTOMOTIVE NEWS, DECEMBER 2, 1957 





Co. reports that use of the synthetic is on the upswing in the auto industry. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 


automotive industry, every week throughout the year. 


Enjay Reports wes 


Butyl Rubber Gains Ground 


DETROIT.—The use of butyl rub- 
ber is increasing steadily as auto 
makers strive to improve the ap- 
pearance and riding comfort of 
their cars. This increased use of 
butyl is contributing to new-car 
developments at no increased con- 
sumer cost, And the 1958 models 
are using more butyl than ever 
before. 

That is the report of Enjay Co., 
Inc., butyl firm here. 

Butyl features outstanding re- 
sistance to weathering and ozone, 
tearing and flexing, abrasion, heat, 
sunlight and moisture, Enjay said. 

How does the new-car buyer 
profit? How can it be used to sell 
new cars? Enjay lists the following 
applications of the synthetic and 
its sales features on 1958 models. 

WeatHerinc — Since cars are 
made to be used outdoors, all the 
rubber parts should be able to 
stand the elements, Auto makers 
are now widely using butyl for its 





especially important with parts 
that are readily visible since they 
influence repeat sales as well as 
tradein values. 

Butyl windshield and rear win- 
dow weatherstrips give longer new 
car appearance and performance 
in the 1958 cars. A few of the many 
other butyl parts being used be- 
cause of their weather resistance 
include antenna pads and grom- 
mets, mirror gaskets, gear shift 
lever gaskets and many bushings, 
air defroster bellows and conver- 
tible tops. 

Shock absorption — Butyl rub- 
ber absorbs vibration, noise and 
shock, thereby increasing riding 
comfort. Butyl parts that are 
being used to smooth out the 
ride include axle and body bum- 
pers that serve as auxiliary 
springs, steering column and ride 
stabilizer grommets and anti- 
squeak shims. 

A new use of butyl in 1958 is in 


resistance to weathering. This is|the center bearing insulator for 
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Two big reasons why... 


Profit-minded dealers everywhere 
now sell AC Filler Caps 


1. THE AC PRESSURE CAP AND COOLING SYSTEM TESTER 


Faulty cooling systems and “tired” pressure caps that can’t 
hold their rated pressures often contribute to poor engine 
performance. Unfortunately, many times, your brand of 
gasoline might get the blame. 
That’s one reason why AC developed this low cost tester . . . 
to help you locate and quickly correct cooling-system 





= 


FM-19 Tester 


2. THE AC CABINET 
MERCHANDISER ASSORTMENT 


Just what the doctor ordered for the average 
service station .. . a husky, all-steel cabinet 
in handsome AC red and blue colors, to keep 
your cap stocks organized and available. 
Plus . . . an assortment of 57 fast moving, 
high quality AC Radiator Pressure and Gaso- 
line Caps, 17 types in all, that cover most of 
the market. 


Your cost for the complete deal— $31 33 


Your Profit on the sale of the caps— $1497 








troubles. Dealers say the AC Tester is one of the 


investments they’ve ever made. 
And here’s a seasonal tip. Now’s the smart time to buy your 
AC Tester, because the only sure way you can guarantee your 
customers’ all winter anti-freeze protection is to give every 
cooling system a complete check. 


FM-13 Merchandiser 
Assortment 


st $10 





Watch Walt Disney Studios’ ZORRO every week on ABC-TV 
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drive shafts to prevent whipping 
and vibration. Here, butyl does a 
superior job because of its high 
damping properties. 

Heat — Butyl rubber is resistant 
to high temperature and has been 
selected for a number of under-the- 
hood as well as exposed locations 
where this property is especially 
needed. Radiator and heater hoses, 
heater seals and gaskets are good 
examples, 


Butyl’s resistance to heat per- 
mits the use of impact bumpers 
which are installed before the 
primer oven baking. These high 
infrared oven temperatures would 
deteriorate other rubbers. 

Tear — Many car parts are ex- 
posed to strenuous flexing and 
must have high retention of tear 
strength after aging. Butyl’s tear 
resistance and other properties 
improve the performance of ac- 
celerator bellows, shims, dust 
shields, and other parts that are 
assembled by low-cost stitching 
and stapling. 

Asrasion —Some of the butyl 
products which have shown amaz- 
ing resistance to abrasion are 
brake and accelerator pedal pads, 
mount pads, bushings for hand- 
brake cables and gear-shift lever 
boots. 

Execrrica. — The electrical insu- 
lating properties of butyl mini- 
mizes hazards. Butyl is used for 
coil - to- distributor insulators, 
spark-plug nipples, wire grommets, 
wire harness brackets and door- 
handle insulators. 


One MG ‘Sells’ 
2 More to Dad, 
Friend of Owner 


SAN ANTONIO.—The adage — 
“Your best advertisement is a sat- 
isfied customer”—still holds good, it 
was demonstrated here for a sales- 
man of Smith Motor Imports. 


Here’s the story in his own 
wo ° 


A customer came in to buy a car 
for his son as a birthday present. 
He wanted something that would 
not be too expensive—to buy and 
operate. He bought an MG. 


Evidently, the first thing the 
young man did was to take his girl 
for a ride. A couple of days later, 
she came in and persuaded her 
father to buy her a MG to drive to 
school. She wouldn’t even look at 
another make. 


The sequel was even more inter- 
esting. Not long after this, the boy’s 
father came in again. “I never 
thought,” explained the father, a 
bit sheepishly, “that I would be in 
the market for a foreign car, but 
I am. I want another MG, and it’s 
for myself this time. 

“After I saw how that car stood 
up under the beating my son gave 
it—and checked on the gas bills— 
I knew that this was the car I 
weque for town use!” the father 
said. 


Smaller Cars 
Ride Sales Crest 


In Minneapolis 


MINNEAPOLIS.—Dealers selling 
Rambler and foreign cars appear 
to be riding the crest of a small-car 
popularity wave here. 

Len Haley, vice-president of Lake 
Street Nash, Inc., said that Ram- 
bler sales are up 55 percent over 
last year. Ramblers are moving at 
better than a car a day this month, 
he said. 

Orders for the German-made 
Volkswagen are 10 months behind, 
“and we don’t see any letup,” com- 
mented A. C. Trapp, vice-president 
of Archie D. Walker, Jr., Imported 
Motors. 

Edsel sales are “right on target,” 
according to Chet W. Johnson, 
Twin Cities district sales manager 
for Edsel. Edsel dealers, he said, 
are telling customers that 1957 mod- 
els bought in cleanup sales will de- 
preciate about $1,000 when the new 
models arrive. 






Milner Promotes Morrow 

Charles L Morrow, former public 
relations director of Milner Enter- 
prises, Inc., Little Rock, Ark., has 
been named special services vice- 
president. Milner Enterprises is the 
parent company of Dumas Milner 
Pontiac Co., Little Rock. 
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By Industry Executive... 


58 Leathers Called Better 





DETROIT.—Leather in 1958- 
model cars is an improved product, 
according to Robert C, Myers, ex- 
ecutive vice-president of the Up- 
holstery Leather Group. 


three Buick Limited models, three 
Continentals, Mercury Park Lane 
convertible, Packard Hawk and 
Pontiac Bonneville Custom sport 
coupe. 





New tannages, plus milling, 
creating unusual softness, have 
combined to provide what Myers 
called the most interesting ma- 
terials ever offered by the leather 
industry. 

Myers said nine additional models 
will be offering leather upholstery 
during the 1958 model run. He listed 


Leather upholstery is now avail- 
able on 41 models of a total of 10 
makes of cars, Myers said. 

“On the surface of your cowhide- 
upholstered automobile interior for 
1958,” Myers said, “You'll find a 
host of new-trend metallic colors 


shades to strong accent colors. The 





metallic influence started two years 
ago and is very much in evidence 
today as a styling favorite.” 

Myers explained that leather was 
often thought of as a fabric for 
convertibles until the hardtops 
came along. Now leather is used 
in combination with other fabrics 
on many types of cars. It is used 
on a total of 23 hardtop models, he 
said. 

He also pointed out the wide 
range of styling effects that can 
be gained with leather. He men- 
tioned these examples: 

Lincoln offers leathers in pastel 
shades with a dull finish. Buick and 
Cadillac utilize a heavy - grained 
effect. Pontiac is offering a soft, 
milled leather with a deep-grained 
effect in the Bonneville Custom 


ranging from the softest pastel/| convertible. 


In the Bonneville Custom sport 


coupe, full-leather upholstery is 
offered when bucket seats are 
specified, The “natural-leather look” 
is offered in a soft, milled leather 
with a tan finish in the Packard 
Hawk. 


Three Prestone Dealers 


Barred from Price Cuts 


NEW YORK.—National Carbon 
Co. has obtained temporary injunc- 
tions restraining three Connecticut 
retailers from selling Prestone 
antifreeze at less than fair-trade 
prices. 

The retailers are Barker's. Inc., 
Orange; King’s Mill Stores, Inc., 
Manchester, and Barker’s Super 
Market, Inc., Meriden. 


Mechanics’ 


Fast, versatile lift 


imcreases repair and service profits 


Actual case histories show that shop profits can be in- 
creased 50% or more when mechanics are equipped with 
this universal repair and service lift. 

Fast loading and easy to operate, it handles all makes 
and models of cars. Repairs can be made with less labor 


to automatic transmission, differential and drive shaft, 








front end assembly . . . 


any undercar part. 


Efficiency, versatility and dependability of the Rotary 


Mechanics’ Lift have been proved in thousands of auto 


dealer and repair shops throughout the country. It is a 


product of Rotary Lift Company, the original manufac- 


4 turer of hydraulic auto lifts . . . and still the leader. 








Maximum Accessibility—The Rotary Mechanics’ Lift 
was designed for shop work. There are no long rails or 
runways to get in the way. Both front and rear super- 
structures are designed to give wide-open undercar 
area. Wheels are free to rotate. Jacks can be raised 


independently to position car at any convenient angle. 


Write for more information. 


ROTARY LIFT COMPANY, Division of Dover Corporation 
Memphis 2, Tenn.—Madison, Ind.—Chatham, Ontario 


Other Rotary Lifts for mechanics use... 


Frame 
$ Pick-Up 
Lift 


Two-Plunger 
Frame Pick-Up 
Lift 


European Cars 
Get Bigger Share 
Of Canadian Sales 


MONTREAL.— The swing io 
European cars by Canadians—a‘- 
tributed to the cars’ low initial cost 
and lower operating cost—appears 
to be gaining momentum. 

In August, there were 4,531 Euro- 
pean cars sold in Canada, an in- 
crease of 96.3 percent over the 2,308 
sold in August, 1956. This follows an 
increase of 38.5 percent in July and 
a gain of 28 percent in June. 

Meanwhile, according to one 
source, sales of Canadian-built cars 
and U. S. imports fell 5,104 units 
(16 percent) in August to 26,817 
from 31,921 units a year ago. 

In July, there had been a drop of 
21.7 percent, in June sales had de- 
clined 26.6 percent. 

The result is that for the first 
eight months of 1957, sales of Euro- 
pean cars in Canada have amounted 
to 33,472 units, an increase of 35 
percent from the 24,787 units sold 
in the like period of 1956. 

Sales of Canadian and U. S. cars 
declined to 252,735 units, or 10.1 
percent below the 281,060 cars sold 
in the first eight months of 1956. 


Hufstader Sees 
Science as Bar 


To Robot Age 


DETROIT.—Scientific discoveries 
of the future will enhance the dig- 
nity and worth of the individual 
rather than relegate him to a 
robot’s seat in 
the bleachers, 
according to Dis- 
tribution Vice- 
President Wil- 
liam F. Hufstader 
of General Mo- 
tors. 

Contrary to 
fears that tech- 
nological advance 
is tending to cast 
us “from one 
mold ... where 
individuality is not permitted,” 
Hufstader said, “man as an indi- 
vidual is growing rather than les- 
sening in importance.” 

Hufstader, addressing the Detroit 
Roundtable cf the National Con- 
ference of Christians and Jews 
said, America has drawn for its 
greatness on this individuality. 

“A major tenet of our Judaic- 
Christian ethic is recognition of 
the dignity of the individual,” he 
said. “We insist on the importance 
of the individual. We insist that he 
enjoy certain basic rights. We re- 
spect his individuality. In cther 
words, we have an instinct for 
independence. 

“The community that suppresses, 
stifles and suffocates the instinct 
for independence, that seeks to 
mold its members into a single pat- 
tern of conformity has no need for 
the concept of brotherhood. Brother- 
hood has no significance in a 
society in which the individual 
counts for nothing and is not free 
to express his individuality—a so- 
ciety of slaves, of serfs, of coolies.” 


Edsel Dealership 
In Charlotte Folds 


CHARLOTTE, N.C.—Ford Motor 
Co., office in Atlanta has confirmed 
that Héath Motor Co., Edsel dealer 
here, is going out of business and 
that the Edsel division is seeking a 
new dealer in the city. 

Heath introduced the Edsel with 
other dealers throughout the coun- 
try on Sept. 4. Service on Edsels 
sold in Charlotte is being made 
available at Young Motor Co. 
(Ford) by George Hager, former 
service department manager for 
Heath. 


S-P Ad Campaign 
Uses 1,800 Newspapers 


SOUTH BEND.—Studebaker- 
Packard has launched an advertis- 
ing campaign on radio and in more 
than 1,800 newspapers, according to 
President Harold E. Churchill. 

Weekly papers will be used for 
the first time. 

Churchill said dealer and public 
reaction to S-P’s 1958 cars was en- 
thusiastic. He added, “We intend to 
keep this interest high by our ad- 
vertising.” 













W. F. Hafstader 
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FROM ANY ANGLE 


Siainlete— 


outshines therm all 

















Automotive designers who keep an eye on angies know the 
value of Sharon Stainless Steel. 
There are plenty of angles to the rakish appearance of a 
modern motor car and more of them are being accentuated 
with trim and accessory pieces of bright, ever new Sharon 
Stainless Steel. 


it has the rich, luxurious appearance that spelis quality. it defies 
flying stones, grit and everyday road abrasions; will not peel, 
flake, corrode or wear away. A damp cloth will restore its natural 
beauty in seconds. 
You will see much more of this enduring 
metal on cars, appliances, buildings — where 
ever beauty and long wear are essential. 























Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 


ECENTLY a higher court ren- 

dered an important decision to 
the effect that a publishing com- 
pany is liable in damages to an 
automobile dealer for failure to 
publish advertisements. 

For instance, in Morristown 
Lincoln-Mercury Co. vs. Roy N. 
Lotspeich Publishing Co., 298 S. 
W. (2d) 791, the 
higher court held 
that Morristown 
Lincoln - Mercury 
Co. could recover 
damages froma 
newspaper which 
failed to publish 
advertisements 
because a compe- 
titor had objected 
to having the ad- 
vertisements pub- 
lished. The higher 





L. T. Parker 
court said: 
“It is apparent that the ad was 


rejected by the defendant (news- 
paper) because of the protest of 
Thad Cheatham, the local dealer, 
(competitor). It appears to be the 
rule in this State, as generally 
elsewhere, that loss: of expected 
profits are recoverable as damages 
for breach of contract, provided 
they can be proved with reasonable 
certainty, and are nct in fact re- 
mote or speculative.” 

* * 


Must Pay Use Tax 


| Freel MONTH a higher court 
held that always a person who 
brings into a state an automobile 
purchased in another state must 
pay a use tax. 

For instance, in Turner v. State 
Treasurer, 142 N. E. (2d) 84, it was 
shown that one Turner purchased 
an automobile in Indiana and drove 
it into Illinois and used it here. 

The Use Tax Act in Illinois im- 
poses a tax “upon the privilege 
of using in this state tangible 
personal property.” In holding 
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that Turner must pay to the State 
of Illinois a use tax of 2% percent 
on the value of the automobile, 
the court said: 

‘Use taxes were developed to 
prevent evasion of the tax that 
applies when retail purchases are 
made within the state, and to pro- 
tect the retail local merchant 
against diversion of his business to 
out-of-state sellers. In our opinion 
the circut court properly sustained 
the validity of the statute.” 


* * * 


Insurance on Expired Policy 


eo to a late higher 
court decision, if a general 
agent of an insurance company 
promises an automobile owner that 
the insurance company will notify 
the owner before expiration of the 
policy, the insurance company re- 
mains liable if it fails to give the 
promised notification. 

For instance, in Universal Under- 
writers Lloyds, v. Sulik, 301 S. W. 
(2d) 690, it was disclosed that an 
automobile owner, named Sulik, in- 
sured her car against theft. At this 
time the insurance company’s gen- 
eral agent stated that the insur- 
ance company would give her prior 


notice of expiration of the insur-| 


ance policy. 


The insurance company failed | 








“We like our customers to be 
satisfied.” 





to do so and after the policy ex- 
pired Sulik’s automobile was 
stolen. 

In subsequent litigation, the 
higher court held that the insur- 
ance company must pay to Sulik 
the full value of her stolen auto- 
mobile, and said: 

“Where at the time theft in- 
surance policy on automobile was 
delivered to owner (Sulik) and 





Meeting the big change in cars with the big change in bearings: 


TIMKEN and The Moto-Mated Way 


source of supply. 


From the Moto-Mated Way comes a 
whole new breed of bearings—Timken® 
Moto-Mated bearings—in standardized 


New TIMKEN® Moto-Mated bearings 
save space, weight, money 


HERE’S a big change in cars. The auto 

industry spent close to $1 billion to 
make the new 1957 models faster, lower, 
safer. To meet the big change in cars, the 
Timken Company launched a whole new 
concept in bearing design, manufacture 
and supply in the world’s most advanced 
bearing factory. It’s the Moto-Mated Way 
—mated to your industry’s needs. 

The Moto-Mated Way anticipates your 
changing requirements. It puts advanced 
machines to work for you. Provides you 
with a better, more uniform product at 
lower cost. Offers you an almost unlimited 


sizes. They’re smaller, for more compact 
design. Lighter, to cut unsprung weight, 
improve the ride. Capacity-packed, to take 
the loads of today’s power cars. Made with 
a new high in uniform quality. And they 
cost less because they’re produced by the 
millions by methods never before seen in 
the bearing industry. 

This year the automotive industry is 
saving up to 16% on millions of front wheel 
bearings by adapting to the new sizes. As 
your use of Timken Moto-Mated bearings 
grows in new car applications, we can pass 
along our manufacturing savings to you. 

Write us for details on the Moto-Mated 
Way. The Timken Roller Bearing Com- 
pany, Canton 6, Ohio. Canadian plant: St. 
Thomas, Ont. Cable address: ‘““Timrosco”’. i 
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insurer’s agent stated that insur: 
would give her prior notice of i 
expiration and the insurer failed 
give her notice when policy e 
pired the insurer was liable und 
the policy for the loss which o: 
curred after expiration of tl 
policy.” 


oinwr+tewen 


+ * * 


State Law Held Invalid 


— higher courts consis 
ently hold that a state law 
invalid and unenforceable whici 
prevents automobile dealers fro: 
conducting their business or whic? 
delegates unreasonable legislative 
power. 

For illustration, in Ohio Motor 
Vehicle Licensing Board v. Mem- 
phis Auto Sales, 142 N. E. (2d) 
268, the higher court held void 
and invalid a state law which 
authorized the State Licensing 
Board to deny an application for 
an automobile dealer’s license by 
any person selling new motor 
vehicles at retail without author- 
ity of the manufacturer or dis- 
tributor of such automobile. 
Also, this court held invalid the 
board’s rule that a dealer “sells a 
new automobile” where the testi- 
mony shows that he has a state- 
ment from the manufacturer as 
to the origin of the car. The court 
said: 

“We hold, therefore, that sub- 
division (D) of Revised Code is in- 
valid because it constitutes an un- 
lawful prchibition upon the right 

of a person to follow a lawful 
industrial pursuit; it creates a 
monopoly by way of a special priv- 
ilege in favor of the persons en- 
franchised by the manufacturers of 
motor vehicles; and it is an unlaw- 
ful delegation of legislative power 
in favor cf private concerns and 
manufacturers of Motor vehicles. 
* > > 


Commission Avoids Usury 


A FEW weeks ago a higher court 
held that an automobile dealer 
may collect a commission from the 
seller of an automobile, without 
being guilty of usury in subsequent 
transacticns, But if under the same 
circumstances he collects a com- 
mission from the finance company, 
such dealer is guilty of usury. 


For illustration, in Altschul v. 
Martin Automobile Co., 301 S. W. 
(2d) 571, the testimony showed 
facts, as follows: Martin Auto- 
mobile Co. made arrangements to 
sell a used automobile owned by 
one Rose. First, Rose sold the auto- 
mobile to Martin who sold it to a 
man named Altschul. The condi- 
tional contract of sale signed by 
Altschul was assigned to General 
Motors Acceptance Corp. 

Rose paid Martin $100 for mak- 
ing the deal. Later Altschul 
became in default of his agreed 
payments and Martin sued Alt- 
shul to collect $428.49 due upon 
the conditional sales contract. 
Altschul contended that the con- 
tract was usurious, which relieved 
him from making further pay- 
ment. Altschul alleged that the 
$100 paid to Martin by Rose 
resulted in the contract being 
usurious. 

It is interesting to note that the 
higher court held that since Rose 
paid the $100 to Martin as a com- 
mission, the contract was not usu- 
rious. The court said: 


“It is of course true that if 
Martin received $100 merely for 
lending money to Altschul and 
Rose, the loan would be void for 
usury. If Martin acted as the agent 
of GMAC and not of Rose the ver- 
dict should be for the defendant 
(Altschul).” 


ee a) 


* * * 


Fla. Official Says Cities 


Can’t Enforce State Law 


TALLAHASSEE, Fla. — Attorney 
General Richard Ervin has ruled 
that municipalities cannot enforce 
a State law prohibiting the posting 
of gasoline prices other than those 
on the pump within 15 feet of road 
and street right of ways. 


Answering a query from R. E. 
Daughterty, assistant city attorney 
of Lakeland, Ervin said that a 
municipality could adopt the same 
law and then enforce it. 

In another opinion, Ervin told 
State Comptroller Roy Green that 
a licensed gasoline retailer is en- 
titled to gas tax refunds for 
evaporation and shrinkage even 
though he might be selling to a 
limited group such as taxicab 
drivers instead of to the public. 
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Assure 
non-slip customer confidence 
in you. and the cars you sell 


—DELIVER YOUR CARS FACTORY-EQUIPPED 
with the ORIGINAL NON-SLIP DIFFERENTIAL 


THAT 


STOPS DANGEROUS SLIP STOPS DANGEROUS SLIDE STOPS DANGEROUS SWERVE 


Non-Slip Differentials are offered in most 1958 cars Here's why: 
under several different names. But whatever they are Non-Slip Differentials end slipping, sliding and get- 
called in the car you sell, Non-Slip Differentials are the ting stuck in mud or sand if either rear wheel can 
most impressive car-selling and good-will building catch hold. 
demonstration devices you have had in a long, long 


Non-Slip Differentials end slipping on ice or wet 
time! 


hills and pavements if either wheel can catch hold. 
Non-Slip Differentials end dangerous swerve and 
unbalance resulting from “wild wheel” hop and spin 
on rough, bumpy roads. 


Non-Slip Differentials will make the cars you sell 
perform better in amy weather . . . will keep your car 
buyers from being dangerously ‘‘ditched,”’ im- 
mobilized or stalled under a wide variety of driving 
conditions. 


Non-Slip Differentials will keep your cars moving 
off the floor . . . will keep them moving on the highway 

. will keep your customers happy with you and the 
cars you sell them. 

Specify that your 1958 cars be delivered factory- 
equipped with the revolutionary Non-Slip Differential 
—for non-slip customer confidence in you. 


DANA 
DANA CORPORATION 


Spicer TOLEDO 1, OHIO 























(Continued from Page 16) 


manifold with direct flow patter 
and larger passages to assure a 
more even distribution of fuel-air 
mixture to the combustion cham- 
bers. The new manifold forms a 
structural interlocking bridge 
between the cylinder banks and 
adds greatly to the engine’s 
strength and quietness. 

4. Internal oil pump for quieter, 
trouble-free operation. 





5. New water pump with a 


greater delivery rate for improved 


cooling. The new design not only 
provides increased water flow but 


requires less power from the en- 
gine for its operation. 

6. Easy-to-reach full 
posable oil filter. 


flow dis- 


7. Precision molded crankshaft 


with increased journal overlap. 

8. Valve rotators and larger in- 
take and exhaust valves. 

9. Free flow exhaust manifolds. 
The new manifolds are positioned 
below self-cleaning turbo-action 
spark plugs. The new manifold 
placement allows rapid replace- 
ment of spark plugs. 

10. Improved accessibility and 
quicker servicing are provided by}, 
the front placement of distributor 
and coil as well as by the new | 
location of spark plugs and oil | 
filter. 

* > * 
Safety Devices Emphasized 

N 1958, Ford has introduced air 

suspension. It is an option on 

Fairlane 500s, Fairlanes and station 
wagons with V-8 engines and auto- 
matic transmissions. 

Basically, the air springs consist 
of air domes made of specially 
strengthened rubber reinforced with 
steel sleeves at each wheel. Air 
pressure inside the domes is sup- 
plied by a compressor and air 


storage tank. The pressure varies) 
with the weight of the Icad to keep | 
the car at a constant height and| 


to provide the best springing. 
Switches on the car’s doors op- 
erate valves to quickly readjust 
height and balance when pas- 
sengers enter or alight. Other 
valves make slower adjustments 
for luggage and other loads. 


Continuing to emphasize driving | 


safety, Ford has improved its deep- 


center steering wheel, shatter-proctf | 


rear view mirror and safety door 


lock, seat belts and the padded in-| 


strument panels and sun visors. 
> > . 

Chevrolet’s Advances 

(aevaciars principal '58 en- 


348-cubic-inch engine, a new 
X-frame and two new suspension 
systems. 


velops 250 horsepower at 4,400 
r.p.m. with a four-barrel carbure- 


The new Turbo-Thrust V-8 de-| 


r.p.m. with three two-barrel car- 
buretors. 

Designed primarily around a 
new combustion chamber, the new 
engine is unique in that the 
combustion chamber is entirely 
within the block instead of ex- 
tending into a domed indenta- 
tion in the head. 


The top face of each cylinder 
block is inclined at 16 degrees 
rather than machined perpendic- 
ular to the bore. Cast aluminum 
pistons are similarly angled with 
16-degree sloping surfaces. Thus, 
half the piston surface is closer to 
the head than the other, and the 
irregularity of the chamber creates 
extreme gas turbulence. 


Another advantage of the 
machined-in-block chamber is that 
it permits placement of inlet and 
larger exhaust valves for high 
volumetric efficiency. Valves open 
from the flat face with no walls to 
restrict the passage of vapors. 
Spark plugs are located near the 
center of the chamber. Flame 
travel is short and the occurrence 
of detonation is minimized. 

* > + 


X-Shaped Frame 


A NEW configuration of the ex- 
haust manifold also helps in 
engine breathing. Upon leaving the 
cylinder heads, gases are forced 
downward toward the exhaust 
pipes. Freedom from drastic bends 
in the pipes promotes low back 
pressures in the dual exhaust sys- 
tem, it is said. 


pump outlets at the outer jacks of 
the cylinder block. Outlets are 
positioned so that coolant may flow 
freely around each bore and then 
|into the cylinder head. 

The new X-shaped, wasp- 
waisted frame is said to be 30 
percent more rigid. It’s principal 
advantage is that it permits 
lowering the roof line up to 2% 
inches. The frame also reportedly 
increases leg room and luggage 
space without sacrifice in road 


Kokomo Recalls 
Birth of Haynes, 
His First Auto 


KOKOMO, Ind.—The birth of the 
auto industry in this city in 1894 
was recalled by the centennial of 
the birth of Elwood Haynes, whose 









gineering advances consist of|car was called the first practical 


American gasoline-driven vehicle. 


Haynes, who also invented stain- | 
took the plans for his| 


iless steel, 
horseless carriage to Edgar L. 
Apperson, machine shop operator, 


and tcgether they turned out the! 






tor and 280 horsepower at 4,800| Haynes-Apperson until 1902, when 
© > - 


the company split in two. The two 
passed from the auto scene in the 
|late "20s. Apperson now lives in 
| Phoenix. 


Uniform engine cooling is pro-| 
vided through the location of water | 


AUTOMOTIVE NEWS, DECEMBER 2, 1957 
Sales Material in Engineering Advancements... 


Drastic Changes Under Hood 


clearances. This design also lends 
itself to greater integration with 
the body design. 


Standard suspension in the ’58 
Chevrolet is coil springs at all four 
wheels which are said to cushion 
shocks far better than previous 
suspension systems. Long a front- 
end Chevrolet feature, they have 
now been installed at the rear 
wheels. 


As optional equipment, Chevrolet 
has introduced Level Air suspen- 
sion, employing for the first time 
rubber bellows at all four wheels. 
Through an inter-connected air 
supply and exhaust system with 

(Continued on Page 42, Col, 3) 





Premium Gas 
Soars in Favor, 


Survey Shows 


PHILADELPHIA.—T he trend 
toward favorable opinion about 
premium and high-test gasolines 
has soared in recent months, ac- 
cording to a survey conducted by 
Sindlinger & Co., Inc., Ridley Park 
(Pa.) analysts. 

Sindlinger’s survey of premium 
and high test for the month of 
August indicates that since May, 
there has been a 41.8 percent in- 
crease in favorable opinion. The 
number of unfavorable comments 
decreased by 2.1 percent from May 
to August. 


The greatest increase in favorable 
opinion was found in the West, up 





The increase in other sections was: 
East, 77.1 percent; Midwest, 13 per- 
|eent and South, 38.3 percent. The 
survey shows that 43.1 percent said 
| they had no opinion. 


81.3 percent over the May figure. | 
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COURTAULDS’ SUPER-COLOR-FAST COLORAY FIBER IS IN THE NEW 


CHRYSLER 


UEC ATT on Sleeper Cabs 


by AUTOMOTIVE INDUSTRIES 
FOR YOUR GMC, DODGE, FORD AND 
CHEVROLET TRUCK 





New in design and construction, these cabs accommodate 


a full size pullman-type berth directly behind the driver's 


seat. Controlled ventilation, broad windows and complete 


insulation from sound and outside temperature assure max- 


imum comfort. The cab construction is one integral unit of 






solid welded steel, sturdily supported by welded steel risers 
and roof bows. Interiors are completely lined throughout 
with finest materials for lasting durability and appearance. 





Chevrolet's New Engine— 


This lateral view discloses some of 
the engineering features of Chevrolet's 
new Turbo-Thrust V-8 engine. Note how 
the surface of the block is angled (16 
degrees) and the peak in the piston 
surfaces. The design creates turbulance at 
the time of combustion and consequently 
high volumetric efficiency. Spark plug 
mounting near the center of the com- 
bustion chamber so that flame travel will 
be unusually short is another feature. A 
relatively unshrovded position of the 
valves in the flat face of the head allows 
a free flow of gases through both sets 
of valves and contributes to engine 
“breathing.” 













The original Haynes car now is 
| in the Smithsonian Institution in 
| Washington. There still are 71 oper- 
|able Haynes and Apperson autos 
jin the U. S., according to Spencer 
Huffman, an authority on old-model 
ears and head of the centennial 
observance. 

The first Haynes had a two-cycle 
marine gasoline engine of less than 
one horsepower. It was chosen after 
electricity had been discarded as a 
power source because the lightest 
battery obtainable weighed over 
1,200 pounds. Steam was rejected 
as too hazardous. 

About 450 former Haynes em- 
ployes returned to Kokomo from 
seven states and 25 Indiana cities 
to launch the Haynes centennial. 





American Airlines Adds 


4th Coast-to-Coast Freighter 


NEW YORK.—American Airlines 
has added a fourth DC-6A Air- 
freighter to its overnight transcon- 
tinental cargo service. The new 
service increases American’s coast- 
to-coast airfreight lift by more than 
25,000 pounds. 

Schedule for the line’s fourth air- 
freighter calls for nightly departure 
from Newark (N. J.) Airport at 11 | 
p.m. After stops at Buffalo and Chi- 
cago, the plane will arrive at Los| 
Angeles at 10:30 a.m. | 





Automotive Industries cabs meet all 1.C.C. regulations. 















Roomy sleeping compartment has 
one piece inner spring mattress. 
The wide opening behind the 
driver's seat makes berth easy to 
enter or leave while truck is in 
motion. Roof grille, ventilator, 
two side and two rear windows 
and dome light are standard 
equipment. 








ANOTHER QUALITY PRODUCT 


A sturdily constructed arm rest 
with durable plastic finish. There 
is no sewing or stitching to rot, 
break or come loose due to wear. 
Color combinations blend with 
any interior and are available with 
or without chrome moulding. 





‘or Dodge, your 
lecal dealer. All four cab bodies ere Owendale, Michigan 











Duals for More Light— 


Dual headlights are standard equipment on all 1958 Chrysler Corp. cars. Each 
lamp in the dual system is designed to make maximum use of the reflector engineered 
for its particular purpose. The design and increased wattage in the system permits 


low-beam light to be cast as much as 75 feet further than in the single-light system | 


and provides extra fill-in light along the roadside. The high beam is in the inner 
lamp, left, and the low beam passing light and the fill-in light is in the outer lamp. | 





Wondering how new-car and truck production and sales are making out? AUTOMO- 


TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the | 


automotive industry, every week throughout the year. 





SHELLER 


MANUFACTURING 
CORPORATION 


* 


Plants 


CHICAGO, ILLINOIS 


KEOKUK, IOWA 
PORTLAND, INDIANA 
NORFOLK, VIRGINIA 
PENDLETON, INDIANA 
UNION CITY, INDIANA 


MONTPELIER, INDIANA 


Principal Offices 


CHICAGO, ILLINOIS, PORTLAND, INDIANA 


AND IN THE GENERAL MOTORS BLDG., 
DETROIT, MICH. 
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(Continued from Page 41) 
leveling valves, this system assures 
precisely the same resistance to 
shock regardless of car load. 

x * * 


Air Suspension Details 


ASICALLY, the suspension is 

engineered to capitalize on the 
well-known cushioning and damp- 
ing properties of air. However, the 
necessity for valving action and 
the need to keep pressures at a 
pre-set level requires a system of 
air lines. 

Level Air consists of an air 
cleaner with an alcohol receptacle 
(to prevent icing in cold weather), 
a compressor, a high pressure ac- 
cumulator, air line junction block, 
a bellows and reservoir at each 
wheel, leveling valves and air 
lines. 

A metered amount of air is 
taken from the atmosphere 
through the alcohol to the com- 
pressor and stored in the accumu- 
lator. A high pressure line leads 
from the accumulator to the 
junction block which serves as 


a manifold for feeder and ex- 

haust lines. 

Air lines from the block form a 
continuous circuit through the bell- 
shaped air spring housing, where 
valving controls interior pressures. 
Air is forced into the system only 
when the exhaust chamber lacks 
sufficient pressure. 

The ’58 Chevrolet also has 
forward-mounted steering linkage, 
which provides more responsive 
action and reduces road vibration 
to the steering wheel. This feature 
provides faster steering. All models 
have foot-operated parking brakes. 

Other new engineering features 
are a tube-on-center radiator, en- 
gine mountings, an improved 
clutch, a generator with a 20 per- 
cent greater capacity and a two- 
piece propeller shaft which allows 
the front section to assume a 
specified angularity with the trans- 


350-cubic inch Golden Command 
engine, new power steering, th: 
automatic Econo-Choke and th 
Sure-Grip differential. 

A total of six engines are avail 
able on the new Plymouth—th 
greatest range of power plants in 
the company’s history. 

Explaining this range of en- 
gines, John P. Mansfield, Plym- 
outh’s president, said: “Although 
Plymouth is still very much one 
of the low-price three, the market 
for our cars has expanded to 
owners who formerly bought 
much more expensive makes, We 
are providing the power plants 
which allow customers with 
varied requirements for perform- 
ance to select the engines which 
best suit their needs.” 


Available on all models, the 
Golden Commando engine delivers 


mission while the rear section is| 305 horsepower with a compression 
free to follow rear axle movements. | Tatio of 10 to 1. 


‘58 Plymouth Highlights 


y top engineering features of 
the 1958 Plymouth are the new t 


Producing: 


STEERING WHEELS 


MOLDED, EXTRUDED 
HARD AND SPONGE 
RUBBER AND 


VINYL PRODUCTS 


SHELLERTEX 
(POLYURETHANE) 


CHROME PLATED 
DIE CASTINGS 


METAL STAMPING AND 
SCREW MACHINE 
PRODUCTS 


CORK AND 
PLASTIC PRODUCTS 





A fuel injection version of this 
engine, with a horsepower rating 
of 315, is also offered. The fuel 
injection system electronically con- 
rols the amount of fuel fed into 
the engine. The fuel is supplied 
directly to the cylinders under 
constant pressure by the 
electronically-operated injector 


valves. 
° 7 * 


8-Barrel Carburetor 
gg tp luxury hardtop, the 
Fury, is equipped with the Dual 
Fury V-800 engine, which has a 318- 
cubic-inch displacement, 290 horse- 
power and a 9.25-1 compression 
ratio. This engine also has an 
eight-barrel carburetor, special 
camshaft, double-breaker distribu- 
tor and dual exhaust system. 
Factory officials say the 10-1 
compression ratio cf the Golden 
Commando produces increased 
(Continued on Page 146, Col. 3) 


Firm Bids $137,000 
To Lease 83 Cars 
To Indiana Unit 


INDIANAPOLIS.—Transportation 
Lease division of Tri-State Trading 
Corp., Evansville, was the apparent 
low bidder for the leasing of auto- 
motive equipment to the Indiana 
Toll Road Commission. 

The commission took bids for the 
leasing of 77 cars and six station 
wagons. All bids were on a fiat 
rental basis with no extra allow- 
ance for mileage. 

Transportation Lease, proposing 
to lease Fords, bid an annual rental 
of $137,700 which is about $45,000 
under its current rental arrange- 
ment with the commission. 

The company, which has leased 
all cars to the commission since 
1954, will collect about $182,000 for 
1957 auto rentals. In addition, the 
current lease grants 2% cents per 
mile for all mileage. 

Other bids received were: North- 
side Leasing Corp, Fort Wayne 
(Chevrolets), $164,542; Executive 
Leasing, Inc., Indianapolis (Fords 
or Chevrolets), $166,505; Red Cab, 
Inc., Indianapolis (Fords, Chevro- 
lets or Plymouths), $169,488; Max- 
ton Motors, Inc., Butler (Chevro- 
lets), $171,144; McAnary & Welter, 
Inc., Gary (Fords), $213,420, and 
Auto Leasing division, Monarch 
Motors Co., Inc., Indianapolis 
(Fords), $301,704. 


It's Insurance 
Thruway Protection Plan 


Hits Roadblock 


ALBANY.—A new company that 
offers protection against the. cost 
of mechanical breakdowns on the 
Thruway for 10 cents a trip has 
run into a government roadblock. 

The State Insurance Department 
said it had ordered Accimatic, Inc., 
Troy, to stop doing business. 

Deputy Supt. Walter Brooks said 
the department acted after Atty. 
Gen. Louis J. Lefkowitz ruled that 
the company was in the insurance 


| business and thus came under the 


department’s supervision. Lefkow- 
itz’ finding means that Accimatic 
must form an insurance company 
and apply for a license from the 
State if it wishes to carry on, 
Brooks said. 
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FIEARE COME'S 
L244; 43-565 BOLLaA 


O OTHER BUICK ever looked like this. There’s no other 
car on the road quite like it—from that Dynastar Grille 
right back to the twin tower taillights. 


But the differences in driving are even more exciting—in the 
Buick built with more aircraft principles than any other car 
in the world. 


Once behind the wheel, you find a new kind of land travel. 


You'll feel it at once in the successor to automatic transmis- 
sions—the incredible Flight Pitch Dynafiow.* 


You'll feel it in the silence and smoothness and instantaneous 
action of the B-12000 engine—the last word in performance 
efficiency until top-octane fuels are nationally available. 


You'll feel it in the bounceless, swayless, yet completely cush- 
ioned Miracle Ride. And, if you choose, you can even top that 
with Buick’s Air-Poise Suspension.* 


You'll feel it in deep satisfaction, in the steel-sinewed solidity 
that tells you a new standard of durable Buick quality has 
been hammered into every inch of this car’s structure. 


So don’t wait. Go find out more about this bold and brilliant 
forerunner of a new era. The B-58 Buicks are drawing the 
knowing ones now, at all Buick dealers’. 


BUICK Division of GENERAL MOTORS 
*Flight Pitch Dynafiow standard on LIMITED and ROADMASTER 75, optional at extra 
cost on other Series. Air-Poise Suspension optional at extra cost on all Series. 


See TALES OF WELLS FARGO, Monday Nights, NBC-TV ond THE PATRICE MUNSEL SHOW, Friday Nights, ABC-TV 





dust press the gas pedal — and instantly, automatically, you get the 
proper switch of pitch needed for maximum performance at that moment. 


FLIGHT PITCH DYNAFLOW 


—goes through a miliion switches of pitch with the pace and smoothness 
of a beam of light. Gives instant response, any time —and all you feel is 
smooth. soaring response. 





STEPPE 


—It looks and feels like flight on wheels 
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*eUIR BORN BSS BUICK — 


When better automobiles are built Buick will build them 
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Life Magazine Analyzes Market... 


How Families Spend Auto Money 


NEW YORK.—The average| 





income under $2,000, automotive | plugs, and 18 percent for all other 

























Opened for Business— 


Cutting the ribbon to release the first delivery from the new Volkswagen and 






a year on automotive purchases, 


The total includes $299 on auto- 
mobiles; $154 on gasoline and 
oil; $21 on tires and tubes; $8 
on batteries, oil filters and spark 
plugs, and $109 on other automo- 
tive goods. 








The study was conducted by 
Alfred Politz Research, Inc., for 
Life, which said it plans to conduct 
a series of such surveys in the 
months ahead. 

The study covers the entire year 
of 1956, and is based on personal 
interviews with consumers. A total 
of 110,314 interviews were made 
with 34,285 individuals in 15,003 
households. The results were pro- 
jected against a total of 49,140,000 
households in the U. S. 


according to a “Study of Consumer | 


| Expenditures” by Life magazine. | $3 999 


household in the U. S. spends $591| expenditures amounted to $206. 
In the $2,000-$2,999 bracket, | 


spending amounted to $375; $3,000- 
it was $554; 


| was $621; $5,000-$6,999, it was $797; 


$7,000-$9,999, it was $925, and $10,- 
000 and more, it was $1,156. 


Twenty-four percent of all ex- 


penditures' for automobiles was} 
credited to families in the $5,000- 


$6,999 bracket. Families with in- 
comes in excess of $4,000 accounted 
for 64 percent of all automobile ex- 
penditures. 

Among families with incomes in 
excess of $3,000, more than half of 
the total annual automotive ex- 
penditure was on 
Families below the $3,000 
spent more on operation and up- 
keep than on the car itself. 


For the average family, 51 per- 


$4,000-$4,999, it | 


automobiles. | 
level | 


regional monager, Competition Motors, 


largest foreign-car parts warehouse in the country, 





Porsche parts warehouse in Los Angeles are Actress Pat Corrigan, Samuel Weill jr., 
Inc., and the warehouse crew. Considered the 
center serves 
California, Southern Nevada and Arizona dealers for Competition Motors. 


the 


family 
that 


Southern 


In breaking down total auto- 
motive expenditures by average 
income, the study found 
in households with annual 


cent went for automobiles; 26 per- 
cent for gasoline and oil; 
for tires and tubes; 
for batte ries, 


one percent 
oil filters and spark 





DON’T 





DO ff suppress Radio-TV interference with Packard T.V.R.S. 


Packard Electric’s exclusive 
T.V.R.S. cable carries the electricity 
that makes the ignition spark, while 
it simultaneously stops interference. 


Thus, using only Packard T.V.R.S. 
cable, you successfully stop “‘broad- 
casting” ignition interference, which 
can drastically affect operation of 
car radios and neighboring TV sets. 
By distributing resistance over the 
entire wiring circuit, T.V.R.S. cable 
does a more effective suppression 
job than can be done any other way. 








“broadcast” trouble through ordinary 


T.V.R.S. cable makes spark plugs 
last longer, too. The non-metallic 
conductor reduces electrical oscilla- 
tions which cause spark plug elec- 
trode erosion. 


A Packard Electric terminal-attach- 
ing process makes T.V.R.S. cable 
easy to use on any ignition system. 
And packaged replacement kits are 
available for all your service needs. 
Get the facts now. T.V.R.S. cables 
can eliminate a troublesome 
problem for you—and save you 


| 
i 





cable! 


money besides! Packard Electric 
maintains offices in Detroit, Chicago 
and Oakland, California for 
your convenience. 


Packard @ Electric 


Warren, Ohio 


“Live Wire” division of General Motors 


4 percent | 


|penditure was $726; 


|for metropolitan markets: 


| 500,000, $566; 


| Northeast non-metropolitan, 
| central metropolitan, $699; 


items. 

The study showed that as the 
| level of education attained by the 
head of the household increased, 
|the amount of money spent on 
|automotive items also gained. 

The average expenditure ranged 
from $375 a year for persons with 
“some grade school or less” to 
$795 for persons with “some col- 
lege or beyond.” 

Professional and_ semi - profes- 
sional persons spent $797 per year 
in the automotive category; pro- 
prietors, managers, officials, clerical 
and sales persons, $757; craftsmen 
and foremen, $677; operative per- 
sons, $594; farmers and farm labor- 
ers, $563; service workers, $394, and 
| retired or unempolyed persons, 
| $298, 

Proprietors, managers and offi- 
cials spent the greatest amount on 
automobiles, averaging $434. Farm- 
ers and farm laborers spent most 
on batteries, oil filters and spark 
plugs, with $12. They were also tops 
on tires and tubes, spending $30. 
Craftsmen and foreman, averaging 


$190, were biggest spenders for 
|gasoline and oil. Professional and 
semi-professional persons spent 
|most for “other items,” averaging 
| $153. 


As might be expected, younger 
| persons spend relatively more in 
the automotive category. Persons 
| under 30 average $676 a year; 

from 30 to 39, $682; 40 to 49, $710; 

50 to G4, $551, and 65 and over, 

$291. 

On the vehicle itself, the young- 
jest group named (under 30) spent 
the most amount of money, an 
average $381. 

In families 
|the household is 
where there are 
javerage annual 


head of 
40 and 


where the 
under 
no children, the 
automotive ex- 
with young 
| children, $655; with older children 
lonly, $747; with no children and 
lthe head over 40, $525; unmarried 


| and over 40, $246. 


For the vehicle itself, most 
| money—$416—was spent in house- 
| holds where the head was under 40 


land there were no children. 


ignition cable! | 
| 


Metropolitan areas require 
greater automotive expenditures, 
the survey found, with the aver- 
age pegged at $607, compared 
with the $568 for non-metropoli- 
tan areas. 

The breakdown was as follows 
Central 
cities of 500,000 or more, $486; 
other areas in a market which has 
a central city of 500,000 or more, 
$755; central cities of less than 
other areas in a 
market with a central city of less 
| than 500,000, $674. 

For non-metropolitan markets: 
| Places of less than 2,500, $580; 
| places of more than 2,500, $549. 

By geographical location of 
household, automotive expenditures 
were: Northeast metropolitan, $511; 
$576; 
central 
non-metropolitan, $592; Southern 
metropolitan, $571; Southern non- 
metropolitan, $504; Western metro- 
politan, $700, and Western non- 
metropolitan, $740. 


U.S. Is Cautioned 
ainst Sudden 


Road-Aid Changes 


BOSTON. — Gov. Dennis J. 
Roberts of Rhode Island told 4 
special House subcommittee on in- 
tergovernmenta] relations that any 
sudden change in policies for 
Federal aid to highways or other 
projects would result in “con- 
fusion” and “probably great in- 
equities.” 

Roberts called the highway pro- 
gram one of the best-administered 
Federal projects. 

He said programs for highway 
development, school construction 
and medical research could be 
more economically handled 
through Federal standardization. 

The subcommittee is making a 
study of the role of the Federal 
Government, state, city and county 
on Federal aid to highways, air- 
ports and housing. 
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ENDURANCE that is characteristic of all Spicer products 


This is @ true story, as published in TRUE, the 
Man's Magazine. 


“Strike at Seventymile!” exclaimed 
Fred Schroder’s partner, bursting into 
their cabin in Dawson, Yukon Territory, 
in March, 1897. 


“TU start in the morning,” replied 
Schroder. 37 years old, 5 feet 7 inches, 
160 pounds. It was 15 below when he 
left in the black pre-dawn. Rambling on 
at a steady 6 to 7 mile an hour pace, 
he passed Fortymile at midday, 52 
miles from Dawson. 


Through the afternoon and into the 
spectacular Arctic night he mushed with- 
out stopping . . . feet, legs, lungs and 
heart working steadily, automatically. 
He had reached that condition of equilib- 
rium when the human system becomes a 
perfectly functioning engine. 

At midnight the cabin lights at Seven- 
tymile broke through the trees. Schroder 
had trekked 120 miles on foot in the 
astonishing time of 19 hours . . . a super- 
human feat of endurance! 


Painting by Fred ludekens, courtesy TRUE, The 
Man's Magazine. Copyright 1955, Fawcett Pub- 
lications, Inc. 
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Millions and millions of automotive vehicles, airplanes, ships, trains and 
other types of equipment have proved the stamina of Spicer equipment, in 
billions of miles and service hours throughout the world. 


Endurance is an inbuilt feature of all Spicer products. With 10 modern 
plants doing much of their processing from raw material to finished product 

. with engineering genius and manufacturing skill of the highest order . . . 
Dana Corporation controls and maintains quality standards that have made 
Spicer Products “Standard of the Industry.” 


DANA CORPORATION, Toledo 1, Ohio 


DANA PRODUCTS Serve Many Fields: 


AUTOMOTIVE: Transmissions, Universal Joints, Propeller 
Shafts, Axles, Powr-Lok Differentials, Torque Converters, 
Gear Boxes, Power Take-Offs, Power Take-Off Joints, 
Clutches, Frames, Forgings, Stampings. 
INDUSTRIAL VEHICLES AND EQUIPMENT: Transmissions, 
Universal Joints, Propeller Shafts, Axles, Gear Boxes, Clutches, 
Forgings, Stampings. 
AVIATION: Universal Joints, Propeller Shafts, Axles, Gears, 
Forgings, Stampings. 
RAILROAD: Transmissions, Universal Joints, Propeller Shafts, 
Generator Drives, Rail Car Drives, Pressed Steel Parts, 
Traction Motor Drives, Forgings, Stampings. 
AGRICULTURE: Universal Joints, Propeller Shafts, Axles, 
Power Take-Offs, Power Take-Off Joints, Clutches, Forgings, 
Stampings. 
MARINE: Universal Joints, Propeller Shafts, Gear Boxes, 
Forgings, Stampings. 

Many of these products manufactured in Canada by 

Hayes Steel Products Limited, Merritton, Ontario 
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Highways & Safety To 
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Loosened Fasteners 


Called Crash Cause 


Automobile nuts, screws and 
bolts which work loose are a major 
cause of accidents on the highways, 
according to the 500 state inspec- 
tion station examiners who have 
been testing New Jersey’s cars and 
trucks since 1938. 

This was announced by Motor 
Vehicle Director Frederick J. 
Gassert jr., and was based on a 
survey to determine the extent 
to which “mechanical failures” 

in automobiles are in reality 
“fastener failures.” 

“The results were so startling,” 
Gassert said, “that New Jersey 
brought up the matter of loosening | 
fasteners at the recent Roanoke 
meeting of the American Assn. of | 
Motor Vehicle Administrators.” 

A committee cf the association 


is studying the overall use of self-| 
locking fasteners on automobiles. | 


It has officially urged the auto- 
mobile manufacturers themselves 
to give the problem serious con- 
sideration, Gassert said. 

The survey taken among 
examiners disclcsed that there are 
800 “mating” parts on an average | 
car. Most of these parts rely on 
some form of lock washer to delay 
the “unmating” caused by vibration | 
and other strain. When they work 
loose, it is obvious that accidents 
can ccecur, Gassert said. 

He added that 450 out of 515 
examiners said that they had 
personal knowledge of such ac- 
cidents. 

They listed a total of 1,262 motor 


New Convertible 
Has Automatic 
Metal Top Cover 


DETROIT.—A pushbutton con- 
vertible with a metal panel which 
ecvers the top and lies flush with 
the rear deck will be displayed by 
Cadillac as a special car at auto 
shows. 

The new-type convertible, 
General Manager James M. Roche, 
eliminates all manual effort in 





raising, lowering and securing the | 


top. 

Operation of the top and cover 
panel is controlled. by four motors 
One motor raises and lowers the 
top, one moves the side portions 
of the cover panel, one works the 
large secticn of the cover and the| 
other motor locks, unlocks and- po- 
sitions the roof to the windshield. 

The three-piece metal cover is 
stored in compartments when the | 
top is up. When the top is lowered, 
the panel secticns move into cover- 
ing positions. This provides a flush 
metal deck over the top-well. 

In addition, a humidity control 
automatically raises the top and 
windows when it rains, whether or 
not the driver is near the car. 

Five Eldorado Biarritz convert- 
ibles with these automatic tops 
have been built for display as show 
cars. 


A New Smoothie— 


Replace the conventional top-cover boot 
of a convertible with a flush, metal cover 
and you get smooth rear-deck lines as on 
this 1958 Eldorado Biarritz. The push- 
button convertible will be displayed at 
auto shows. 


the | 


vehicle crashes which they said 
were caused by loose nuts and| 
bolts. 


The examiners cited 50 brake| 
accidents caused by a fastener fail-| 
;} ure, 94 wheel accidents and 166 
where the driver lost steering con- | 
trol of his car. 


Examiners menticned 15 other 
auto locations in which a fastener 
| failure led to an accident. They 
| included such spots as drive shafts, | 
| frames, bearings, axles, pins and| 
| front ends—in short, just about any | 
| place in a car where lock washers 
}are used to hold nuts and bolts 
| together. 

No less than 364 examiners felt 
that all fasteners on cars should be| oa 
| made self-locking so that extra} 
parts such as lock washers, cotter | 
pins and wires are not needed. 
Gassert said it seems likely | 
| that other states will conduct | 
surveys of their own on specific | 
mechanical failures 

“With this new body of informa-| 
tion on accident causes in the}! 
hands of the automobile manufac- 
turers,” Gassert added, “we can| 
lcok forward to automobiles which | 


said 


fore in history.” 
* * aa 


\Ohio Traffic Conference 


Urges Auto Inspection Law 


A resolution calling for enact- 
ment of a compulsory motor ve- 
hicle inspection law 
adopted at a statewide traffic con- 
ference held in Columbus. Such a 


Legislature. 

Other resolutions adopted by the 
conference advocated extension of 
traffic education in high schools, 


missioners for local safety councils 
and mandatory license suspensicn 
for drivers accumulating 12 points 
under Ohio’s new point-system law 
| that gives courts suspension dis- 
| cretion. 

” = > 


Fee Increase Is Proposed 
‘For N. Y. Thruway Plates 


An increase in the $20 annual fee 
for New York State Thruway 
permit plates was recommended 





-| by Paul D. Appleby, former State 
budget director and an administra-| 


tion fiscal adviser, in reporting to 
| Gov. Averell Harriman on a year’s} 
| study of the toll highway. 

| Although making a “wholly fa- 
| vorable forecast” of the Thruway’s 
| future, and predicting it would be 
paying its own way by 1960, Appleby | 
said the higher permit fee would 
provide “an additional margin of 


financial certainty.” 
> 7 - 


More Emphasis 


Ure ed on Safety 
In Road Design 


Safety is as much a saleable com- 
modity in operation of modern toll 
highway facilities as time-saving 
convenience and comfort, the 
American Bridge, Tunnel and Turn- 
pike Assn. was told at its annual 
meeting in Chicago. 

Norman Damon, vice-president, 
Automotive Safety Foundation, 
made the statement as moderator 
of a panel on “Toll Facilities and 
the National Safety Program.” 

Damon urged that more empha- 
sis be put on the safety of modern 
highway design. For example, he 
said, controlled or planned access 


has been opposed in some quarters | 


as unduly restricting the move- 
ments of property owners along 
the right-of-way. Selfish minority 
interests, he said, should not be 
permitted to dictate highway de- 
sign against the common good. 

“Toll facilities and other roads 
built to highest standards of de- 
sign have mileage death rates aver- 
aging only about one-third that of 
the annual death rate on all our 
roads and streets,” said Damon. 

Some 275 convention delegates 
were taken on an iaspection tour 
of Chicago’s Calumet Skyway toll 
bridge and the Northern Indiana 
toll road. 


are better and safer than ever be-| 


in Ohio was} 


proposal was rejected by the 1957 | 


allocation of funds by county com-| 





WINDSHIELD INVENTORIES 


are offered to you by your nearby SHAT-R- 
PrRooF Distributor—a real “space” expert. 


Your SHAT-R-PROOF Distributor stocks 


CONSULT YOUR 


“ShatR-Poof 





ee “DOWN-TO-RARTH’ SPACE MAN 


These “down-to-earth” solutions to your auto 
glass problems: 


@ MORE SPACE IN YOUR PARTS DEPARTMENT 


@ FEWER LOSSES DUE TO AUTO GLASS BREAKAGE 
AND OBSOLESCENCE 


e@ RELEASE OF YOUR CAPITAL FROM EXPENSIVE 


Save money ... time and space. Let your SHAT- 
R-ProoF Distributor stock ALL your automobile 
replacement glass needs for you. Whether you 
want clear, tinted or shaded, his complete stocks 
of America’s finest quality safety glass give you 
AUTO GLASS SERVICE WHEN YOu NEED IT. 


Your SHAT-R-PROOoF Distributor wants to help 
turn your overhead dollars into profit dollars. Call 
him today for ALL your auto glass. His service is 
“out of this world.” 


windshields for all popular foreign cars. 


DISTRIBUTOR TODAY! 


‘WEST EMOWN Mame © SAFETY GASSES 


For further information or the name of your local Distributor write to: 


SHATTERPROOF GLASS CORPORATION. 


4815 Cabot Avenue 


e Detroit 10, Michigan 








Custom designed for 1958 Cars 


ALL FORD, GENERAL MOTORS & CHRYSLER PRODUCTS 
HARMONIZING COLORS - MATCHING REAR MATS 


THE ORIGINAL 
DELUXE + ONE PIECE 


ustom 


SOLD EXCLUSIVELY THRU NEW CAR DEALERS 


U.S. Patents D-171,974, D-177,048 
Other Patents Pending 


rown 
CAR MATS 


Distributed by: 


B & B AUTO SUPPLY 

2672 N.E. Union at Knott 
Portiand 12, Oregon 

COAST AUTO SUPPLY 

110 N.W. Broadway 

Portiand 9, Oregon 

G & M AUTO SUPPLY 

W. 329 Second Ave. 

Spokane 8, Washington 

CUSTOM CROWN MAT CO., INC. 
3046 W. Belmont Ave. 

Chicago 18, Illinois 

CUSTOM CROWN MAT CO., INC. 
844 East 12th Street 

Oakland 6, California 


MERCANTILE CO. 
512 So. Main Street 
Las Vegas, Nevada 
IRV FISCHER'S AUTO 
5110 E. Colfax 
Denver 7, Colorado 
FRED RUPELL 
3308 Swiss Ave. 
Dallas, Texas 


2017 Seventh Ave. 
Seattie 1, Washington 


47 W. Fifth Ave. 
Eugene, Oregon 


ries invited on 4 

aaa cout of protected ’ Portland 9, Oregen 

distributorships: = 
CUSTOM CROV 


CLARK COUNTY WHOLESALE 


HULETZ ELECTRIC COMPANY 


PACIFIC WHOLESALERS, INC. 


P&G ASSOCIATES (Sales Reps.) 
1132 N.W. Gliser Street 


CUSTOM CROWN MAT OF N. Y., 
Inc. 

461 Dean Street 

Brooklyn 17, New York 

CALIFORNIA MOTOR SUPPLY, 
EQuIP. 


2415 27th Street 
Sacramento, California 


MOTIVE SUPPLIERS, INC. 
615-21 S. Sixth St. 
Philadelphia 47, Penna. 


AKULIN-SHERER & ASSOC. 
1406 Fairmount Ave. 
30, Penna. 


CHAS. LUBOTSKY TIRE CO. 
2733 W. Wisconsin Ave. 
Milwaukee 8, Wisconsin 


ORDER YOUR 
SALES CATCHING 
DEALER DISPLAY! 


SUPPLY 














News to Note... 


Engineering Briefs 


CANTON, O.— Timken Roller) of Technical Services, U. S, Depart- 
Bearing Co.’s board of directors | ment of Commerce. 
has appropriated $500,000 for the); The monographs are available 
purpose of installing a consumable-| under the AEC program to provide 
electrode vacuum electric furnace.| translations of foreign scientific 
Capacity of the furnace will be five| and technical literature for use of 
million pounds per year or approxi- | American science and industry. The 
mately 200 tons per month, Twenty- | yolumes may be ordered from OTS, 


A year in construction, the new 
facilities more than double Plaskon 
Polyester production capacity. 
Consisting of the latest in equip- 
ment for raw materials handling, 
bulk storage facilities and new 
kettles, the addition represents in 
effect an all-new polyester pro- 
ducing plant. 
* * * 
Engineering Educators Plan 
Parley at U. of Michigan 
ANN ARBOR, Mich.—“New Con- 
cepts in the Education and Devel- 
opment of Technical Manpower” is 





four inch ingots can be produced|ly. § Department of Commerce, 
by the new furnace. | Washington 25. 
= * = j . + * 


AEC Offers Translations New Facilities Double 


Of Soviet Research Data |Plaskon Polyester Output 


WASHINGTON.—Translations of} NEW YORK.—A newly completed | 
nine monographs of Russian techni- | addition makes the Toledo plant of 
cal research have been released by | Barrett division, Allied Chemical & 
the Atomic Energy Commission for| Dye Corp., the largest polyester 
sale to the public through the Office | producing operation in the country. | 


the theme of the college-industry 
conference of the American Society 
for Engineering Education which 
will be held at the University of 
| Michigan Jan. 30-31. 

Among four speakers who will 
present new concepts arising from 
research will be Andrew A. Kucher, 
Ford Motor Co. engineering staff 
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“We match foreign ear colors 
in 5 minutes” 


“Foreign cars and foreign colors present no problems to us 
because we’ve set ourselves up with an R-M Tintometer 
Color Matching System. We can match foreign colors with- 
out delay and give our customers the prompt service they 


director. Describing programs de-| 


AUTOMOTIVE NEWS, DECEMBER 2, 1957 


new concepts in professional de- 
velopment will be speakers from 
Dow-Corning Corp.; King-Seely 
Corp.; Western Electric Co. and 
Whirlpool-Seeger Corp. 
* * + 

Cater pillar’s Testing Lab 
Begins Operations 

PEORIA, Ill—Operations at 
Caterpillar Tractor Co.’s new labo- 
ratory began last week, The lab 
has been described as one of the 
most modern of its type. 

Replacing older facilities, the 
| new lab occupies 22,000 square feet 
| of laboratory space, It has facilities 
|capable of weighing a particle as 
light as a pencil mark or exerting 
pressure of 150 tons per square 
inch on a sample of steel. 

= - = 


New ARco Plating Rack 


Designed to Cut Rejects 


DETROIT.— The plating equip- 
ment division of ARco (Automotive 
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expect. The R-M System includes thousands of car color 
formulas (kept up-to-date with direct mailings to us)... 
PLUS standard colors for foreign cars, sport cars, farm and 
road building equipment, outboard motors, appliances and 
many other products... for added business, added volume!” 


Ask your R-M Jobber, or write us 


RINSHED-MASON COMPANY 
DETROIT 10, MICHIGAN « ANAHEIM, CALIFORNIA « WINDSOR, ONTARIO, CANADA 
Manufacturers of automotive paints, lacquers, enamels, acrylics and other refinishing products 


“With a minimum investment we stock a limited number 
of base and tinting colors in R-M Lacquer and Permax 
Enamel. This is our basic inventory, which does not 
get out of hand. No absoleseence problem. We have 
eliminated the old-time confusion, clutter and waste of 
half-filled, half-used paint cans!” 


Protection in paint... 


perfection in‘ color 





Rubber Co., Inc.), Detroit, has de- 
veloped a new type-plating raci. it 
says will help the user reduce metal 
buildup, drag-out losses, drag-in 
solution contamination, high main. 
tenance and product rejects. 

The design of the unit provide: 
direct current conduction from the 
hook to the piece-holding member 
without resistance joints. All 
rubber-to-rubber joints of the as- 
sembled rack are sealed with tw» 
| ribs, one concentric to the other. 

+ + * 


425 Exhibitors Expected 


At Plant Maintenance Show 
CHICAGO.—The 1958 Plant Main- 
|tenance & Engineering Show here 
will be the largest in its history, 
according to Clapp & Poliak, Inc., 
New York, the exposition manage- 
ment. About 425 companies are ex- 
pected to exhibit. 
| The show is scheduled for the 
International Amphitheatre, Jan. 
27-30, with the annual plant main- 
tenance and engineering conference 
set for the same week, Exhibit 
space already assigned indicates 
the show will be about 50 percent 
larger than the last time it was 
staged in Chicago. 
* * a 


Sons of Wayne Workers 


To Receive Scholarships 

SALISBURY, Md. -— Engineering 
scholarships for sons of company 
employes have been announced by 
Wayne Pump Co., Salisbury. W. H. 
| Bateman, Wayne president, said the 
scholarships will “assist selected 
students who deserve or need fi- 
nancial support in making a college 
education possible.” 

One of the scholarships for the 
1957-58 scholastic year has been 
granted to Harold R. Conaway, 
|Coal Grove, O. His father, Carl 
Conaway, is employed at Wayne's 
Ironton, O. plant. 

+ . : 


Hallman Seeks City Post 


WAYNESBORO, Ga.—Arthur C. 
Hallman, sales manager for Ward- 
low Chevrolet Co., is a candidate 
for councilman in the Dec. 4 city 
election. 

= * + 


Alcoa Buys Mack Dumpers 


For Bauxite Mining Work 

PLAINFIELD, N. J.—Mack 
Trucks, Inc., has sold four 30-ton 
dumpers to Alcoa Exploration Co., 
a subsidiary of Aluminum Co. of 
America, for use in Alcoa’s bauxite 
mining operations in the Dominican 
Republic. 

The six-wheel LRSW model 
dumpers feature specially designed 
aluminum bodies which increase 
total payload by nearly 16 tons. 
They are equipped with Mack’s 
balanced four-wheel-drive bogies 
and are powered by 335-horsepower 


diesel engines. 
7 . * 


Nylon-Processing Mill 


Is Opened by Cooper Tire 

FINDLAY, O.—Cooper Tire & 
Rubber Co. has put into operation 
here what is termed the industry’s 
newest and most advanced nylon- 
processing mill for tire cord. 

A Cooper spokesman said the 
equipment and installation cost 
nearly $1 million and the entire 
unit was financed through CIT 
Corp. , 

x = 


Petroleum Industry Medal 


Goes to MIT Professor 

NEW YORK. — An educator 
known internationally as a re- 
search scientist, and as the 
father of modern chemical engi- 
neering, has been singled out by 
the petroleum industry as 1957 
recipient of the highest honor it 
can confer. 

The American Petroleum Insti- 
tute’s “Gold Medal for Distin- 
guished Achievement” was pre- 
sented to Dr. Warren K. Lewis, 
Newton, Mass., professor emeri- 
tus of chemical engineering at 
Massachusetts Institute of Tech- 
nology. 





Casting Metal Developed 


By Central Foundry 


SAGINAW, Mich. — Central 
Foundry division of General Motors 
has developed a new metal called 
88M ArmaSteel designed to meet 
the industry’s needs for stronger 
castings. 

Because of its hardness, Central 

(Continued on Page 48, Col. 1) 
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= ‘Jeep’ FC-170 
Newest member of this top-selling 4- 
‘he wheel drive family, the 7000 pound 
- GVW FC-170 truck hauls 3500 pound 
i payloads to areas ordinary vehicles can’t 
bit reach...has a huge 9 foot pickup box 
o~ on a wheelbase of only 103% inches... 
aa has big Safety-View cab with large 
wrap-around windshield. 
ng 
ny 
by UNIVERSAL 
H. ‘ . 
he eep 
ed 
fi- Veteran performer in all fields, the 
ge Universal ‘Jeep’ does a thousand and 
one jobs. With power take-off, it oper- 
ve ates a wide variety of special equipment. 
y, The rugged, versatile, 4-wheel drive 
rl ‘Jeep’ takes men and equipment to the 
's job, wherever it is. 
C. 
d- 
te 
ty 
‘Jeep’ TRUCK 
Hauls one-ton payloads “‘anywhere- 
anytime”, in good weather or bad. ‘Jeep’ 
k 4-wheel drive vehicles carry loads up 
on 65% grades. They are the indispensable 
0., vehicles in industry, agriculture, public 
E service. ‘Jeep’ vehicles are known the 
n world over for dependability and 4- / 
wheel drive traction. 
el 
d 
se 
Ss. 
’s 
2S 
or 
‘Jeep’ 
UTILITY WAGON 
Dual purpose...for business and pleasure. 
& 4-wheel drive takes you wherever there 
“ is work to be done, or to off-road hunting 
a and fishing areas where ordinary road- 
bound station-wagons can’t go. Shifts 
e easily into 2-wheel drive for economical 
t highway travel at top legal speeds. 
e 
T 
4 
Dealers retain more profit per sale. Reported gross value. ‘Jeep’ vehicle sales increase during bad weather 
| BEST SELLING AND profits average $447.75 after washout! The ‘Jeep’ vehi- months—give you extra profits on parts, service and 
: cle franchise gives you freedom from “wheeling and ‘Jeep’-Approved equipment long after the original sale. 
, MORE PROFITABLE, TOO! dealing” competition. 40.2% of reported ‘Jeep’ sales Learn how a ‘Jeep’ franchise can increase your profits, 
are “clean deals”. There’s a constant demand for trade- either added to your present line—or as your exclusive 
in ‘Jeeps’ which regularly bring prices above book line. Just fill out and mail this coupon: 
Tune in “MAVERICK”— Sunday night! @aeoee PROMS SS OOS 9980808 88884S7TTT 
' ; DEALER FRANCHISE DEPARTMENT 611 i 
a f Wiltys Motors, inc., Tolede I, Ohic i 
4-WHEEL DRIVE VEHICLES i 1 
i Yes, without obligation, I’m interested in learning the detailed facts } 
KEEP AMERICA ON THE MOVE I about the ‘Jeep’ family franchise. i 
® 1 i 
8 i i 
ADDRESS 
KAISER 
7 CITY STATE 
r an WILLYS ' 1 
1 MOTORS 1 BUSINESS POSITION i 
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Foundry said, 88M ArmaSteel fre- 
quently can be used by customers 
without preliminary heat treating. 
This feature is designed to relieve 
customer heat-treating facilities or 
save capital investment required 
to install and operate such facili- 
ties, the firm said. 
a + * 


Delco Chemicals to Handle 


Temco Ti-Brite Process 


DALLAS.—Temco Aircraft Corp. 
has granted an exclusive license 
to Delco Chemicals, Inc., for the 
patented Ti-Brite process of re- 
moving oxide scale from titanium. 

Under the agreement, Delco (2700 
South Eastern Ave., Los Angeles) 





1957 BORROUGHS’ BIGGEST YEAR 


—— 


Tuis YEAR has been an eventful year for Borroughs. Each of our divisions — automotive bins, steel shelv- 


will handle licensing of the process 
throughout the world. The agree- 
ment covers 10 years, with a re- 
newal option for 6% years. 

* + + 


Platzsman Forms Company 


In Ultrasonic Industry 


NEW YORK. — Paul Martin 
Platzman, New York industrialist 
and a specialist in ultrasonics, has 
announced the formation of a com- 
pany in the ultrasonic industry. 
The new organization, with head- 
quarters in Mineola, L. L., will be in 
operation by mid-September. 

According to Platzman, the ob- 
jective of the new venture will be 
to provide “attractively priced” ul- 


a 











trasonic cleaning machines and 
metal working equipment. 
+ * * 


Yale Develops Lift Truck 


To Tie into Conveyor Lines 

PHILADELPHIA.—A Worksaver 
rider-walkie lift truck with an at- 
tachment to integrate the unit with 
conveyor lines carrying bulky, 
fragile materials such as flasks of 
sand in a foundry hag been de- 
veloped by Yale materials-handling 
division, Yale & Towne Mfg. Co. 

The unit is a high-lift platform 
Worksaver equipped with a swing- 
ing boom to which a half-ton 
capacity Yale Spur Gear trolley 
type hoist has been attached, the 
company said. 

+ oe 


Chemical Tapering Tank 


Goes 60 Feet Underground 


MANHATTAN BEACH, Calif, — 
The world’s largest vertical taper- 
ing tank for chemical milling, ex- 


‘‘Thanks for Your Business’”’ 


ing, metal office furniture, contract work — has come through with flying colors. 


The year-after-year acceptance of Borroughs products by automobile dealers has been most gratifying. 
Not only are Borroughs Bins an important part of thousands of automobile parts departments from coast 
to coast — dealers are rapidly recognizing the value and efficiency of Borroughs steel shelving and metal 
office furniture too. In fact, at times during the past year, production could not keep pace with the demand 


for Borroughs products. We were actually outgrowing our plant capacity. 


So in August, we started an expansion program which has added 15% to our space, and will increase 
our manufacturing capacity from 20% to 25%. New equipment has been installed, and plant re- 


arranging is in progress. 


What does all this mean? It means that we will be able to keep pace with the growing demand for Bor- 
roughs products, and at the same time, develop new products to meet the needs of automobile dealers. 


We look forward to breaking all records again in 1958, with the finest line of products and service 


in our history. 


a #3 # $e ‘> u a H * MANUFACTURING COMPANY 


OF KALAMAZOO 
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tending 60 feet underground is now | plated, specially inscribed half- 
in operation at the Manhattan|millionth motor to F. P. Maxwell, 
Beach plant of the United States | vice-president in charge of Rock- 
Chemical Milling Corp., producer |well’s Power Tool divisions. 

of chemically milled products. * = Ss 


Chemical milling is the controlled S & S Associates Formed 


removal of metal by a chemical : 
etchant. One of its most valuable | NORRISTOWN, Pa.—S & & 


applications is the creating of | Associates has been organized here 
smooth tapers on long parts, such | 48 technical representatives and 
as the wing spars for an airplane.| consultants for manufacturers 0! 
It now is possible to taper parts as| electronic, electromechanical, nu 
massive as 55 feet in length and 11, clear and scientific equipment. Sy 
feet in diameter. | Hochman is president. 


* * - * * * 


Rockwell Division Presented Lehigh to Integrate 


500,000th Electric Motor ‘Manufacturing Facilities 


PITTSBURGH.—The 500,000th; EASTON, Pa.—Lehigh Mfg. Co. 
electric motor produced by Kings-|is moving manufacturing facilities 
ton-Conley, Inc., North Plainfield,|for its condensing unit and com- 
N. J., for Rockwell Mfg. Co.’s| pressor from Lancaster, Pa., to 
Walker-Turner division was pre-| Easton, where operations will be 
sented to Rockwell executives at a| integrated with those of the parent 
ceremonial dinner. | firm, Lehigh, Inc. 

Chester Bland, Kingston-Conley| The latter has sold its automotive 
president, presented the chrome-| air conditioning compressor and re- 
|lated manufacturing facilities to 
|the York division of Borg-Warner 
| Corp. 





* * a 


$350,000 Plant Planned 

By Split Ballbearing 
LEBANON, N. H.—Split Ball- 

| bearing Corp., subsidiary of Minia- 

| ture Precision Bearings, Inc., of 

|Keene, will construct a $350,000 

| plant on a 15-acre site just outside 


| Lebanon on Route 4. 


Horace D. Gilbert, president of 
|the parent firm, and Frank H. 
Stearns, general manager of the 
local operation, said the number of 
|} employes will be doubled to 150 in 
| the new 30,000-square-foot building. 


* * + 


Automatic Molding Machine 
‘Is Purchased by Wagner 


DETROIT. — Wagner Brothers 
Inc., producers of chemical supplies 
and automatic plating machines, 
has purchased Automatic Molding 
Machine Co., Los Angeles, includ- 
ing patent rights to the firm's auto- 
matic compression and injection 
molding presses for plastics. 

According to Wagner steps are 
being taken to set up additional 
distributors. 

* * = 


Industry Offered U. S. Report 


\On Titanium-Alloy Studies 


WASHINGTON. — Three reports 
of research into the properties of 
titanium alloys, one describing a 
new forging technique which in- 
creases alloy toughness up to 50 
percent, have been released to in- 
dustry by the armed forces. 


The volumes are available from 
|the Office of Technical Services, 
{©. S. Department of Commerce. 

* > > 


200 Papers to Be Read 
At Nuclear Conference 


CHICAGO. — Approximately 200 
papers will be presented by engi- 
| neers, physicists, metallurgists and 
| chemists at the fourth Nuclear En- 
| gineering and Science Conference 
j}at the International Amphitheatre 
March 17-21. 


The conference is designed to 
provide management with a review 
of progress throughout the world 
in the development of low-cost nu- 
clear power and other industrial 
uses of atomic energy. 

* * * 


Gardner-Denver Opens 


Two Metallurgical Labs 


QUINCY, Ill.—Two new metal- 
lurgical laboratories have been put 
into operation by Gardner-Denver 
Co. at Quincy and at the Keller 
Tool division, Grand Haven, Mich. 

The labs will check bar stock and 
analyze nodular iron, castings and 
forgings produced in the Gardner- 
Denver foundries, according to G. 
V. Leece, president. 


os * ca 
Connecticut Screw Forms 


Industrial Fastener Unit 


WATERBURY, Conn.—Connecti- 
cut Screw & Rivet Co. has formed 
a subsidiary, Anchor Fasteners, 
Inc., to produce a full line of in- 
dustrial fasteners here and in Cleve- 
land. 

Staff additions in connection with 
the move include Vincent B. Lar- 
gay, William Bedford and Dix 
Becker. Largay is Cleveland plant 
manager, Bedford is Anchor’s chief 
product engineer and Becker is ex- 
ecutive engineer. 
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MOTORDOMS MASTERPTECE | 


MPROUDLY FPRES ENTS FOR 


(An entirely new Cadillac classic in styling, luxury and performance! 


The magnificent new Cadillac—motordom’s masterpiece for 1958—is now 
on display in dealers’ showrooms throughout the land. 


Its extraordinary new grace and symmetry . . . its new sweep and stature 

. its spectacular new performance . . . and the traditional luxury of its 
Fleetwood craftsmanship are convincing proof that Cadillac has again 
enhanced its unique position in the motor car industry. 


Not only to Cadillac customers, but to the Cadillac dealer organization 
as well, these great strides forward in styling and luxury —these impressive 
advancements ‘in engineering and design—are most significant. 


They dramatically underscore the special rewards that are an inherent 
part of the Cadillac franchise 
. they reveal why Cadillac owners remain consistently loyal and 
devoted to an unprecedented degree 
. and they reaffirm the fact that year after year the Cadillac dealer 
enjoys the most favorable profit margin in the automotive community. 


More than ever before the Cadillac dealer can look forward to a future 
of boundless opportunity. His vantage point is unparalleled . . . his standing 
in his field of endeavor is without equal . . . and his prospects for profit and 
growth are promising as never before. 
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HESTER ELLIOTT writes|... 


warmly to me about a recent 
column—and about his father, Fred 
Elliott, who started the first Safety 
First movement for motorists. I re- 
member Fred well. He also founded 
—as I recall it—the Automobile Old 
Timers. 

Chester wrote that his father was 
given a 1916 Jeffrey for a Safety 
First tour. He recalls it because he 
remembered that Jeffrey was the 
first manufacturer I wrote car ad- 
vertising for—and 1916 was the year 
I started Jordan Motor Car Co. 

Gee! Men reading what you 

write today, and being reminded 
of when you started out, is mighty 
pleasant nostalgia, isn’t it? I re- 
member that when I turned out 
the Jordans, I used an emblem 


| on the front—and in my adver- 
| tising. It was a deep red arrow- 
head in a circle, suggesting ro- 
mance and travels west. 
| My daughter Janie, whose first 
| sortie into car-selling I mentioned 
|in the column Ches Elliott writes 
| about, looked at the first arrowhead 
|trade mark, and her eyes shone. 
| Janie was a toddler then and, 
| typically, she exclaimed: 
“Daddy, that’s a Christmas tree 
| upside down.” 
Kiddies often give you inspiration 
when they’re your own. 
j * * * 


A Big Year in Autodom 


| THE year (1916) that Fred Elliott 
started Safty-ing in, was quite 
an automotive year: 

Charles W. Nash, who came from 
the presidency of Buick, bought out 
Jeffrey to start Nash Motors Co. 


And for the first time that year, 
standard motor-car equipment in- 
cluded windshield wipers (hand- 
operated), stoplights and rear-view 
| mirrors. 

It was only the year before—1915 

that the windshield itself was 
standard equipment—on Oldsmo- 
| biles. And Packard first offered the 
| 12-cylinder model. 
| And in 1916, too, W. C. Durant 
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Follow City Route "66" 


LINCOLN 


The above sign is the result of a cooperative advertising effort by dealers located 
on the main thoroughfare in Springfield, Mo. Instead of putting up individual signs, 
the dealers decided they could get the “message across” with one large sign listing 
the make of cars handled and serviced by the city's franchised dealers. Five of these 


signs, 40 feet long and 15 feet high, are 


scheduled to go up on U. S. Highways 66, 


166 and 60, all of which use the main street in Springfield as their city route. 





became president of General Mo- 
tors. Durant died in 1947—and he 
was still news in ’57. Also in 1916, 
automobile advertising was start- 
ing as the leader for all national 
products. 


Bill Vaughan, the Kansas City 





made for the job..... 


® saves you time in installation 


@ saves customers trouble in use 


ert 


right for both you 


find that 


ie lae Ail 
and differential 


BCA ball 


generator, transmission 


bearings are 
and your customers 
clutch 


bearing installations 


BCA has specialized for over 50 years 


ball 


cations 


Te bearings 


used as origina 


3 Wa Tol 


for automotive appli 


bearings are widely 


et Tt toit th eel ee 


rial tee | RA eto et MMe oe 


in cars, trucks 


Tint os 


agricultural and 


off-the-highway equipment 


Jere eM ees ee 


makes satisfied 


Et itlat: edi) ee 2) ee ee 1 
BCA ball bearings 


customers 


are always 
tittle 
They're immediately 


available from your automotive jobber 





Star columnist, also wrote to me 


this week. Bill recently devoted his | 


“Starbeams” column to the Jordan 


| “Somewhere West of Laramie” car | 


ad. Bill warmed me a lot by writ- 
ing: 











“Harvey Alexander, the Ford pub- | 





lic relations man here, sent me you 

column from Automotive News. An: 
I thought you might be intereste 

in knowing that when I wrote- 

only a few weeks ago—about your 
Laramie ad for the Jordan Playboy, 
people wrote in from little hamlets 
in the Midwest, sending me clip- 
pings of some versions of the Girl 
West of Laramie.” 


Yes, Bill. It not only interested 
me. It made me feel good that they’d 
kept the clippings—and especially 
that you’d written to me about 


them. 
+ + 


1923’s Appalling Death Total 


ND now back to Fred Elliott's 

Safety First movement in 1916. 
It took hold—finally nationally. In 
1924, Herbert Hoover was Secretary 
of Commerce. He took a look at the 
1923 highway death toll, and he got 
|to thinking about Fred Elliott's 
Safety First movement back in 1916. 


So Hoover called a nationwide 
conference of state highway offi- 
|cials to meet in Washington; they 
evolved ways to reduce the “appall- 
ing death rate on American high- 
ways.” 

I looked up the figures. “I looked 
at the record,” as Al Smith used 
to say, whenever he had to look 
at his notes in a speech. Those 
| 1923 car deaths were indeed ap- 
palling—14,400 killed in the states 
that kept records. Highway offi- 
cials at the Hoover conference 
| estimated that 18,000 had been 
killed in motor accidents in the 
whole country in 1923. 


That may not sound terrific, when 
| you compare it with the more than 
| 40,000 killed in 1955, but let’s com- 

pare the number of cars in opera- 
tion in those two years. 


In 1923, when roads themselves 
didn’t invite speed and when cars 
wouldn't go as fast—and our whole 
tempo was slower—we had only 
17,591,981 cars in action. In 1955, we 
had 62 million cars, trucks, and 
| buses. 


Sure, we had more deaths in 1955 
than in 1923. We also had 44% mil- 


lion more cars. 
7 > > 


The Toll of Progress 


‘Pp S. DEATH always is sad for 
* someone. Death needlessly, be- 
fore one’s time, is tragic. And we 
should do everything possible to de- 
crease street and highway deaths— 
as Fred Elliott did in 1916, and as 
Hoover did in 1924. 


Yet progress always takes a toll. 
War for freedom did. Factory ma- 
chinery did, though safety measures 
have cut it immensely. We might 
live longer in an ivory tower, with 
dieticians and physicians watching 
over us. But would we or the world 
be better off? 

The auto industry, aviation, 
atomic energy and the rest—all 
take a toll. But they’re progress, 
and they’re fine. They do a great 
deal of good, with comparatively 
little disaster. Come driving with 
me, will yuh? 


New Michigan Law 
Seen Clarifying 


Leasing Muddle 


CHICAGO.—A new Michigan law 
draws a sharp line between non- 
carrier vehicles leasing and carrier 
operations, J. B. Heckert, president, 
told the Car & Truck Renting and 
Leasing Assn. directors’ meetirfg in 
Chicago. 

While the law doesn’t use the 
word “leasing,” it serves to limit 
the use of the term to noncarrier 
operations in which the lessee is in 
complete control of driver and ve- 
hicle, he said. 

Revision of the Michigan Carrier 
Act was necessitated by a State 
Supreme Court ruling. 

Heckert said the new law, to all 
practical effects, limits lessors to 
practices accepted by the Inter- 
state Commerce Commission and 
upheld in official and legal opinions. 

The state regulatory body thus is 
given interpretive authority over 
the line a lessor may step and op- 
erate in such a manner as to be- 
come subject to “for-hire” regula- 
tion, he added. 

“The Michigan formula,” says the 
CATRALA Bulletin, “protects 
public carriers and state commis- 
sions from subterfuge and is be- 
lieved capable of withstanding any 
kind of attack from those who seek 
to circumvent for-hire regulations.” 


+ 

















PROVED BEST BY TEST... 


RAYON TIRES RIDE UP I0 


3 3 / QUIETER 





Modern high fidelity techniques prove rayon cord tires are much quieter riding than others in tests con- 
ducted by one of nation’s top sound engineers. Graph taken from oscilloscopes shows the difference in octave 
noise levels of rayon and other tires under normal operating conditions. 





Actual oscillograph pictures taken by Dr. Lewis S. Goodfriend, noted acoustical engineer. 


RAYON TIRES PROVED FREE FROM “MORNING THUMP”! 


Rayon is a staple fiber—not subject to objectionable 
growth. Growth results in ‘morning thump”’, tread splitting 
and reduced tread life. In recent tests, one car was equipped 
with rayon tires and another with other tires. After 8 hours 
on an 8% down-grade, the car with rayon tires needed only 


These are two big reasons why car manufacturers have 
gone with RAYON CORD TIRES all the way for '58. 
These are the only tires that can live up to the engineering 
advances of the new cars. When millions are spent on 
retooling, you've got to give the car-buying public 
the only tires that are as good as the cars themselves. 


a 95 pound pull to move it. . . once started, it continued 
to roll. The car with the other tires needed a pull of 120 
pounds...when released it rolled back to its original 
position on the flat spot. 
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Light Trucks Accenting 
Passenger-Car Styling 


By Jack Weed 
Truck Editor 

MPHASIS for 1958 in new-truck 

models seems to be toward 

greater power, more economy and 

increased styling. The swing toward 

passenger-car styling seems pro- 

nounced, particularly in the lighter 
models. 

Most every maker has come out 


with one or two new engines to a| 
complete line of new power plants) 


and all claim more rugged con- 
struction, more power and greater 
fuel economy, all of which the user 
will like. 

Several of the “old-line” com- 
panies, in particular, have 
brought out “off-highway” jobs, 
no doubt to be ready for the in- 





creased activity that everyone 
looks for in road building and 
related hauling jobs. 


Along with these new units has 
been the introduction of new diesel 
jobs which seems to indicate a 
growing preference for this type of 
power in the extra-heavy hauling 
work. 

Styling in the half to one-ton 
pickups has incorporated some of 
the features of passenger cars, 
especially in the case of those com- 
panies which build both cars and 
trucks. 


For instance, Dodge has borrowed 
the “swept-wing” motif of the pas- 


senger car in its newest glamour | 


truck, Ford is continuing the Ran- 
chero and the Style side, Chevrolet 
* * *# 





Step Van Joins Chevrolet Truck Line— 

The Chevrolet Step Von, offered for the first time in 1958, is available in three 
models. The forward-control delivery unit is offered in wheelbases of 104, 125 and 
137 inches. Gross vehicle weight ratings range from 5,600 to 10,000 pounds. 





— t ; l 


Diamond T's New Entry— 





The new Diamond T model 831 six-wheeler is equipped with a Hall-Scott 590 Spar- 
tan LPG engine that develops 256 brake horsepower. Weighing only 1,275 pounds, 


the engine features an overhead camshaft. 





. ee 
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Dodge's D-500 Model— 

The 1958 Dodge eight-cylinder D-500 model, shown fitted with a refrigeration body, 
comes in 204 or 207 horsepower and five wheelbases ranging from 129 to 193 inches. 
Moximum gross vehicles weights range from 5,100 to 46,000 pounds and gross com- 
bination weights up to 65,000 pounds. 








continues its Cameo Carrier with 
distinct passenger-styling flavor. 
Even Harvester and GMC which do 
not build passenger cars have gone 
“millinery” in their 1958 styling 
trends. 
* = > 

1 trend to specialized units to 

fill special hauling needs is evi- 
denced even in the smaller sizes by 
the introduction of passenger- 
carrying vehicles built along 
station-wagon lines. 

These units also have rugged 
truck construction and greater 
ground clearance. There is a swing 
by practically all of the mass pro- 
ducers to introduce four-wheel- 
drive models in the half to one-ton 


| classifications. 


Also new to the industry this 
year is Chevrolet’s new Step Van, 
engineered and offered as a com- 
plete unit by Chevrolet. The only 
other truck company currently 
doing this is International Har- 
vester which has had its own 
Metro jobs for some time. 


Dodge has also introduced its} 


Minivan chassis with a 95-inch 
wheelbase. It is only 169 inches 
from bumper to bumper and is 
powered with a six-cylinder, 120- 
horsepower engine. 

With a 32%-inch turning radius, 
this job is designed for door-to- 


{door delivery of light loads in con- 


gested areas. 
> . > 


Better Lighting Seen 


pe headlamps feature most of 
the new models. They are far 
more than just a styling innovation 
in that they give better control of 
light, particularly in the low beam, 
and greater low-beam seeing dis- 
tance on the right side of the road. 

They also are said to produce a 
perfect focus of both upper and 
lower beams with a reduction of 
high contrast areas and less inter- 
ference with oncoming drivers. The 
use of both lamps in country driv- 
ing is designed to give much 
greater “down-the-road” lighting. 

Automatic transmissions are 
now being offered in all sizes of 
trucks by Chevrolet, Dodge, Ford, 

GMC and Studebaker. Interna- 
tional offers the automatic in the 
smaller sizes and a_ so-called 
semi-automatic in the larger sizes. 

There is an indication that 
within another year, perhaps 
sooner, all makers will be offering 
automatic transmissions on all or 
part of their lines. 

More attention to ride is being 
evidenced in this year’s new offer- 
ings. GMC has had the air-ride for 
some of its larger trucks for nearly 
a year and the “cocktail shaker,” 
a vibration dampening device, on 
its smaller trucks. 


AU companies are emphasizing 
the added comfort they have 
designed into their cabs and the 
more accessible location of controls 
to cut down driver fatigue. 

Wider hoods are being featured 
as a trend toward making it easier 
and less costly to service the power 
plants and get at the assemblies 
in the engine compartments. 

These wider hoods, together with 
the “clam shell” fenders neces- 
sitated by the adoption of the dual 
headlamps, give most of the 1958 
models a more sturdy and powerful 
front-end look when combined with 
the deeper more massive bumpers 
and restyled grilles. 


The kaleidoscopic range of |New Tractor Added to Mack Line— 


colors and wide array of fabric 
choices give this year’s truck 
(Continued on Next Page) 








‘58 Ford Tilt Cab Model— 


| Ford's tilt cab model for 1958 is available with gross vehicle weight ratings from 

18,000 to 30,000 pounds and gross combination weights from 25,000 to 60,000 
pounds, Six series and four V-8 engines are offered. The tilt cab is said to permit a 
shorter turning radius and more weight on the front axle. 





GMC Series 370 Stake Truck— 


This GMC 370 stake truck emphasizes new front end styling and dual headlights 
that characterize the 1958 GMC truck line. A new transmission, the Allison Torq- 
matic, has been placed in models 370 through 600 which cover weight ranges from 
32,000 to 55,000 pounds gross combination weight. Diesel and gasoline engines ore 


offered as options. 





International Heavyweight— 


International's heavy-duty line features a “slim profile’ cab that measures 48 inches 
from the bumper to the back of the cab. The vehicles are offered in a wide range 
of wheelbases. Diesel and gasoline engines are options. 





The new 1958 Mack tractor features a cab that measures 89 inches from bumper 
fo rear. This model, which is an addition to Mack's B series, is available with a gaso- 
line or diesel engine. A turbocharged diesel is also available. 
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Models ... 





Truck Styling Grows 


(Continued from Page 52) 


buyers nearly the same choice of 
color and interior cab trim that 
is current in passenger-car offer- 
ings. It also is giving the mass 
producers a production headache. 

Perhaps the trend to the lighter 
colors is justified from a safety 
standpoint in addition to its gains 
in buyer “eye appeal.” Recent gov- 
ernment tests with Post Office 
trucks, it is claimed, indicate that 
vehicles painted in light colors and 
two-tone combinations are involved 
in fewer accidents than those 
painted in darker colors and in one 
color. 

Another safety feature new to 
the 1958 trucks was introduced by 
Dodge. This is an emergency brake, 
with a bright red handle for visi- 
bility, that can be kept in perfect 
adjustment by the driver without 
leaving the cab. 


+ * > 


‘Dollar-Sign Symbol? 
HE significance of most of these 
changes was aptly expressed by 

Phil Monaghan, GMC division gen- 

eral manager, in his talk to the 

press at the introduction of the 

1958 line, when he said, “The sig- 

nificance of any kind of progress 

at all in truck design might best be 
stated in the dollar-sign symbol. 


“If we can improve gasoline 
and diesel-fuel mileage by one 
mile per gallon for the group of 
so-called highway trucks alone, 
an annual saving of $800 million 
could be affected. 

“If we can increase the mileage 
between major overhauls by 100,000 
miles, there ig a savings potential 
upwards of $325 million. If we can 
reduce the weight of our highway 
tractors by 500 pounds, this weight 
can be replaced by cargo worth 
$730 million a year. 


“If we can design trucks that/5 


will allow more cubage in the 
trailers, it would be worth hundreds 
of millions of dollars in extra rev- 
enue, if applied to existing fleets. 

“If we can get more comfort for 
the driver, better steering, better 
riding, better braking, easier driv- 
ing, we will have new safety factors 
to combat the rising toll of highway 
accidents. Although this figure 
would also run into the hundreds 
of millions of dollars in savings, I 
would prefer looking at it in terms 
of a saving of human lives.” 

+ > a 


vSats year has sis som 0 cpe- 
tinuation of the consolidation of 
smaller companies with the larger, 
stronger builders. Brockway was 
taken over by Mack and Reo by 
White, both units to be operated 
as separate divisions of the parent 


companies, as-far as current plans 


are known. 

Keynote trends by different com- 
panies and divisions indicate the 
industry is on the march and mak- 
ing as certain as possible that its 
offerings for the coming year will 
not hinder, at least, the industry’s 
efforts to make and sell as many 
vehicles as it did in 1957. 

Autocar’s contribution to the 


a tractor, uniquely custom-built 
on a modern assembly line. 

tractor offers a choice of four 
diesel engines rated from 175 to 
290 horsepower, four different 


Top Trucks 


New-truck registrations for 
nine months, plus 30 states for 
October: 





1957 Pos. Make 1956 Pos. 
1—237,754 Chev. 239,A411— 1 
2—222,731 Ford 213,A87— 2 
3— 76,492 Internat’ 87,741— 3 
4— 50,307 GMC 66,916— 4 
5— 38,169 Dodge 45,800— 5 
6— 16,992 Willys 17,627— 6 
7— 10,640 Mack 10,571— 8 
8— 10425 White 12,376— 7 
9— 5,93 7A08— 9 
10— 2,754 DiamondT 3,219—10 
ll— 1,741 Reo i 
12— 551 Brockway 120—12 
15,577 Misc. 9,035 
Total All Makes 
689,626 716,716 





transmissions and three auxiliary 
transmissions. The cab features a 
fully adjustable seat, centralized 
instrument and switch panel, good 
visibility and pushout windshield 
panels. 

Brockway has introduced a group 
of new off-highway units designed 
specifically for oil-field work. These 
units are diesel-powered and have 
a five-speed transmission plus a 
three-speed auxiliary with top 
mounted winch. 

The rear-axle bogie is rated at 
50,000 pounds with inter-axle dif- 
ferential and lockout. The front- 
axle is rated at 18,000 pounds with 
power-assist steering. 


134 Chevrolet Models 


HHEVROLET’S new line includes 

the largest, most. powerful and 

versatile line of transport vehicles 

ever assembled by the division. The 
7 


* 


line for 1958 is composed of 134 
models on 22 different chassis in- 
cluding 12 absolutely new models. 


Among the new features are a 
348-cubic-inch V-8 engine of 230 
horsepower, three forward-control 
Step Van models, and nine medium- 
duty, cab-chassis models. 


Chassis improvements include 
heavier -duty components and 
broader options, cast wheels on 
heavy-duty models, optional air 
brakes for all heavy-duty models 
with the exception of school 
buses, air-over-hydraulic brakes 
in medium-duties and more ex- 
tensive spring, axle and power 
steering offerings. 

New to the Diamond T line is 
the Model 831 light-weight heavy- 
duty truck that tips the scales at 
slightly over 9,000 pounds. GVW is 
upwards of 60,000 pounds and GCW 
will range upwards of 76,000 pounds. 

(Continued on Page 54, Col. 1) 
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Studebaker Four-Wheel Drive— 


This four-wheel-drive, three-quarter-ton Studebaker truck is available with either a 
six-cylinder or V-8 engine for 1958. The truck has 122-inch wheelbase and a gross 


vehicle weight of 7,400 pounds. 


2 ae ee.” 
The White "4400'— 


























The White “4400” diesel tractor is offered in three models with gross vehicle 
weight ratings 55,000 to 76,000 pounds. The tractor is also available with engines 
rated at 178 and 220 horsepower, and on wheelbases of 140, 146, 152, 158, 164 


and 176 inches. 
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Truckin’ 


+ by Jack Weed 





A WARNING that a threatened 
breakdown of reciprocal truck- 
licensing agreements could result 
in “Balkanization” of the U. S. was 
sounded recently by the Michigan 
Secretary of State James M. Hare. 

No doubt this warning was 
made as a result of the story out 
of Illinois which said 70 “alien” 
trucks had been impounded for 
non-purchase of Illinois license 
plates. These trucks, said the 
story, were being held until the 
required plates were purchased 
by the truckers. 

Also, in a related development, 
the industrial committee of the 
Greater North Dakota Assn. met 
with businessmen and highway de- 
partment representatives to discuss 
a new law in that state under 
which all nonresident trucks with 
a gross weight over 24,000 pounds 
are required to buy North Dakota 
license plates or pay mileage taxes. 

Hare said laws enacted by several 
states to collect more revenue from 
trucking companies were threaten- 
ing to set up trade barriers between 
individual states. 

= 


Fees in 10 States Top $1,000 


f ypeangr ners already are forced in 
some instances to license their 
vehicles in 10 states at a cost of 
more than $1,000. These states 
require trucks passing through to 
be licensed irrespective of where 
they are based. 

“Due to pressures exerted on 
Michigan truckers by other 
states,” Hare said, “some of them 


while doing a major portion of 

their business in Michigan. 

“When a Michigan trucker has 
to pay more in taxes for the right 
to move his equipment across the 
U. S., the cost must in the end be 
borne by the Michigan producers 
who are shipping the products.” 

Or, he could have added, by the 
people who will consume them. 

Another version of how false 
barriers affect the transportation 
of merchandise across states by 
truck and increase the cost to the 
consumer was vividly pictured by 
Phillip Monaghan, general manager 

of GMC, in a-talk to the press 
recently. 
> » * 
How Some Laws Work 
E PORTRAYED what would 
happen if a truck-and-trailer 
operator left Florida with a legal 
load of citrus fruit bound for New 
York. 

“You’d have to cut two feet 
from the length and unload 7,335 
pounds the minute you hit the 
Georgia line; put the two feet 
back and reload 3,550 pounds in 
South Carolina; cut the two feet 
off again and unload 8,029 pounds 
in North Carolina; add the two 
feet but unload a ton in Virginia; 
add five more feet and unload 
5,000 pounds in Delaware; cut off 
another five feet but reload 3,000 
pounds in New Jersey and add 
five feet and load on another ton 
in New York.” 

All of which adds up to the fact 
that every truck dealer in this 
country should have a keen interest 
in the laws that are made and 
passed in his own state that will 
affect the free movement of trucks 
from one state to another. 

While the national good-roads 
program is aimed at making it 
easier, safer and less expensive to 
drive from one part of the country, 
it also has given “tax-hungry” 
legislatures another reason to use 
the truck as a “whipping boy” and 
a source of quick revenue that the 
consumer eventually will have to 


my. a ae 

Now’s the Time to Act 

Wa we are in the early 
stages of building our network 

of good roads it would be a good 


NEW PRODUCTS 
Page 108 


time to get these state barriers 
eliminated. It was done in several 
states, as those of you who were 
in the business during World War 
II will remember. Pressure was 
brought on several “bottleneck” 
states to bring their legal lengths 
and axle weights up to the prevail- 
ing standard. 

But since then, interests bent 
on hampering truck transporta- 
tion have been active and today 
we are back in a mess. 

While we are not in as bad a 
mess as we were then, the illustra- 
tion given by Monaghan only illus- 
trates the cost of these laws to the 
industry, shipper and truck makers. 

Then add to them the tcn-mile 
taxes and the license-purchase re- 
quirement and we can easily be 
headed back to a situation that 
could be far worse for the industry 
than we have ever had in the past. 
+ * * 


Trucks Here to Stay 


IRUCK transportation is here to 
stay, regardless of the burdens 
heaped upon it by thoughtless poli- 
ticians and the rails, because no 
other form of transportation can 
meet its speed cr versatility. 
However, if it weren’t for these 
barriers, the manufacturer would 
not have to build as many models 
and there would not be as many 
(Continued on Page 58, Col, 3) 


Price Slashing 


Seen Diminishing 


Truck Distributors 
Meet 2 Big Problems 


vos body and equipment dis- 
tributors in several widely 
spaced points in the nation have 
found that it is possible to clean 
up the bad price-cutting conditions 
that have prevailed in their areas 
and return the business to a profit- 
able and sane operation. 

They have done this by recog- 
nizing the fundamental weak- 
nesses that had cropped up in 
their areas since the business has 
become highly competitive again. 

Distributors who have ‘been 
leaders in this movement claim 
that the two basic problems that 
confront the distributing end of the 
truck business can be laid to the 

door of “loss of confidence by the 
truck dealers in the prices quoted 
by distributors” and “lack of know- 
ing their costs by a certain per- 
centage of the distributors in an 
area.” 

a * > 
ISTORICALLY it has been 
proven that, if a truck dealer 

is convinced that he is getting the 
same quotation on the same body 
or piece of equipment as every 
other truck dealer in his area, he 
is content to take the distributor’s 
price as the basis of his own quo- 
tation to the trade without trying 
to “chisel” for a lowér price. 

But, when he feels that another 
truck dealer quoting on the same 
project may be getting a lower 
price, he is not only inclined, but 
most often does, drive to get the 
lowest possible price on the equip- 
ment needed from every distributor 
in the area. 

He may give all of his poten- 
tial wholesale profit on the body 
or equipment away, plus in many 
cases a share of his own 
profit on the cab and chassis, in 
his endeavor to get the cus- 
tomer’s order. 

Thus distributors, who have 
studied th eir market conditions 
realistically, have found that in the 
majority of cases it is not to derive 
a greater profit for themselves that 
the average truck dealer “chisels” 
the distributor. 

They have found it is due in a 
large measure to the fact that he 
has lost confidence in the distribu- 
tors he has been accustomed to 
doing business with and “goes om 

(Continued on Page 57, Col; 1) 
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°58 Models Claim More Power... 


Car Styling of Trucks Grows 


(Continued from Page 53) 


This unit is powered with a Hall- 
Scott 590 engine, and has a stand- 
ard rear axle rated at 22,400 pounds 
with several options, and front axle 
rated at 9,000 pounds. A wide choice 

‘of transmissions and auxiliary 
transmissions are also available on 
this new model. 

* * * 

LSO new to the Diamond T line 

is a light-weight diesel series 

in which an extensive use of alu- 
minum is featured. Three sizes of 
diesel engines are available as well 
as a choice of two front-axle posi- 
tions. 

The 1958 Dodge line offers trucks 
from 5,100 to 46,000 pounds GVW, 
powered with engines of 10 different 
horsepower ratings from 113 to 234. 
Light and medium-duty models are 
styled differently from the heavy- 
duty models. 

Especially noticeable are the 
two distinctive grille designs. 
Available for a distinctive touch 
is a chrome trim package. 

A full-width, alligator hood, heavy- 
duty bumpers and twin headlamps 
are also new style notes. The hood 
which opens upright to a full 90 
degrees is now full width and as- 
sures easy accessibility to the entire 


IH ns First 
Of 6 New Outlets 


In California 


CHICAGO.—Expansion of Inter- 
national truck sales and service 
facilities in California through con- 
struction of six new company- 
operated branches has been an- 
nounced by L. W. Pierson, man- 
ager of truck sales. 

Five of the new retail outlets are 
in the Los Angeles metropolitan 
area. One has been completed at 
812 W. Washington Blvd., Monte- 
bello and now is in operation. An- 
other is under construction at Cul- 
ver City for Jan. 1 completion. 

Contracts have been let for build- 
ings at Rosemead and Norwalk to 
be finished in about four months, 
and final plans are being developed 
for a unit in the San Fernando 
Valley. International sales and ser- 
vice centers now in operation in 
the Los Angeles area under G. B. 
Healy, district sales manager, in- 
clude Los Angeles, Glendale, Long 
Beach and San Diego. 

The sixth new California branch 
will be in San Jose. A construc- 
tion contract has been let for the 
location at N. Fourth St. and Gish 
Rd. with completion in about 90 
days. Other branches now opera- 
ting in central and nothern Cali- 
fornia under the Oakland sales 
district managed by M. T. Sprague 
are at San Francisco, Oakland, 
Sacramento, Fresno and Stockton. 

Reasons behind this expansion 
program, according to Pierson, are 
the rapid growth of the company’s 
business in California, the prospect 
of increased gains in the future 
and the area’s need for additional 
complete truck service facilities. 
California today is the largest mar- 
ket for trucks in the country, he 
pointed out. 


LaFrance Adds 
To Sales Force 


ELMIRA, N. Y. — Expansion and 
reorganization of the sales depart- 
ment of Ward LaFrance Truck 
Corp. was announced by F. N. 
Tracy, president. 

New appointments include E. L. 
Decker as manager of customer 
services; Edward F. Walsh as sales 
office manager and Edson W. 
Smith as product development de- 
partment manager. 

John F. Dando is general sales 
manager. 

California to Check 
Truck Traffic, Weight 

SACRAMENTO, Calif.— Trucks 
will be stopped for weighing at 37 
different points in California dur- 
ing the summer months, according 
to George T. McCoy, state highway 
engineer. 

The operation was planned to 
determine the amount and weight 
of truck traffic on highways, streets 
and county roads. 


engine compartment for faster rou- 


tine engine maintenance. 
* = = 


Radio Between Visors 


hp doors open 15 percent wider 
and a new transistor radio has 
been suspended from the ceiling 
between the sun visors for better 
reception. Push button controls are 
again available on all low-tonnage 
models. 

Color options have been increased 
in keeping with the trend toward 
high styling in trucks. The 1958 
models are offered in 13 colors and 
12 two-toned choices. 

A new, six-speed automatic trans- 
mission is available on all medium 


Aluminum Trailers 


SPOKANE.—A folder describing 
its aluminum trailers is offered by 
Brown Trailers, Inc. A free copy 
of folder BT-M2 may be obtained 
by writing Brown Trailers, Inc., 
Dept. AD-99, P. O. Box 54, Spokane 
10, Wash. 


eee ee. 


and high-tonnage models. New hy- 
draulic brakes are available on the 
medium and high-tonnage models 
as well. 

New to the line is the Minivan 
multi-stop, short-couple van and a 
W300 Power-Wagon is added to 
the already extensive, four-model 
line of four-wheel-drive trucks. 

A “full traction” differential is 
available for all D100 series light 
models. 

Ford continues the Ranchero and 
the Styleside pickups that have a 
strong passenger-car style motif. 
Dual headlamps will be standard 
on all truck models with the ex- 
ception of the parcel-delivery jobs. 

+ * + 


— Ranchero features wrap- 
around front bumper, anodized 
aluminum grille and side trim in- 
serts. These same styling features 
are carried out in the Courier which 
also has a full-wrap rear window 
and fully lined interior. 

While the 1958 Ford heavy- 

(Continued on Page 56, Col, 1) 
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The Chevrolet Spartan— 


Chevrolet's expanded truck line for 1958 includes this Spartan low-cab-forward 
heavy-duty unit. The heavy-duties, with gross vehicle weight rating up to 25,000 
pounds, are offered on nine wheelbases. The ‘58 Chevrolet line features new front- 
end styling and newly designed engines. 
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... and it’s pulling prospects, too! 


Current advertisement in a 


series regularly appearing in The 


Saturday Evening Post and leading trucking publications. If you'd 
like to know more about the new “71E” “Jimmy” Diesel—and why 
it's winning new Diesel business for truck dealers—write for illus- 
trated brochure: “A New Line of GM Diesel Truck Engines.” 
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News to Note... 
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Truck World in Brief 


AKRON. — The board of direc- 
tors of Roadway Express, Inc. 
elected Walter F. Stiegele sales 
and traffic vice-president, succeed- 
ing Walter D. James.- Russell R. 
Johnstone was appointed secretary. 
He will continue to direct the in- 
surance, safety and claims depart- 
ments. 

John L. Tormey, who is serving 
as controller and assistant secre- 
tary, was named finance vice- 
president and controller. 

* + * 


Buffalo Transit Receives 


18 of 38 Buses from GMC 


BUFFALO.—Buffalo Transit Co. 
has received 18 new GMC buses, 
the first delivery on a $988,000 
order for 38 buses of 53-passenger 
seating capacity, President John 
G. Campbell announced. 


When the other 20 are delivered 





early in January, the company will 
retire 34 older, 46-passenger 
coaches, bringing its fleet to 118. 
The new coaches will have the 
largest seating capacity of any 
buses in New York State, Campbell 
said. 
* + 


Mud-Snow Truck Tire 


Announced by Goodyear 


AKRON. — Development of a 
special service truck tire con- 
sidered 35 percent improved over 
a predecessor line of mud and 
snow tires has been announced by 
Goodyear Tire & Rubber Co. 

Called the Hi-Miler Xtra Grip, 
the tire features a continuous 
center rib precisely joined to 
double-ribbed diagonal bars for 
added traction, self-cleaning open 
shoulders and a broader, flatter 
tread which curbs swaying and 


weaving. It comes in sizes 6.00-16 
through 10.00-22, tube-type, and 
6.00-16 through 11-24.5, tubeless. 


Mercury Truck Reported 


Best Seller in Toronto 


TORONTO.—Major local and na- 
tional-fleet owners in Toronto 
showed preference for Mercury 
trucks during the first eight months 
of 1957, according to Ford Motor 
Co. of Canada, Ltd. Organizations 
buying five or more vehicles se- 
lected Mercury in 18.5 percent of 
their purchases, Ford said. 

Mercury and Ford accounted for 
one of every three truck sales, big- 
gest slice for any manufacturer, 
the company said. This class of 
buyer purchased 2,861 trucks of all 
makes, 529 of which were Mercurys, 
it was reported. 

* * * 
Specialized Body Built 
For City Utility 

HARRISBURG, Pa. — A “job- 
planned” truck body for excavation 
and general construction work has 
been acquired by the Water Bureau 
of Harrisburg, Pa. 

The new body, manufactured by 
Reading Body Works, Inc., Read- 
ing, Pa., carries a built-in air com- 


pressor and other mechanical 
equipment to construction sites. It 
also transports work crews and 
their tools. The unit was specially 
adapted by Lancaster Auto Spring 
Co., Lancaster, Pa., and is mounted 


on a Dodge chassis. 
aa * + 


Wagner Electric Offers 


Film on Air Brakes 


ST. LOUIS.— A 30-minute, 16- 
mm, sound-and-color film show- 
ing operation and manufacture 
of Wagner air brakes is available 
for showing in the truck and bus 
industries through arrangement 
with branch offices of Wagner 
Electric Corp. 

The film shows the operation 
of both straight-air and hydraulic- 
over-air systems. The operation 
of valves, compressor and other 
parts of the system also is 
explained. 


= = o 

Dewey & Almy Stepping Up 
Battery-Separator Output 

CAMBRIDGE, Mass.—Production 
capacity for resin-impregnated fiber 
battery separators was increased, 
said Dewey & Almy Chemical Co., 
division, W. R. Grace & Co., by an 
additional production line for its 





This new Jimmy’ Diesel 
is the pullingest engine 
ever hitched to a load 


New GM “71E” Diesel is available for any make truck 
26,000 GVW and up—produces higher torque at lower speed 





A General Motors 2-cycle Diesel not only moves loads up 
grades faster, but even outperforms engines more than half 
again its size. 


That’s because every cylinder delivers power every revolu- 
tion of the crankshaft—twice as many power strokes per 
crankshaft revolution as 4-cycle Diesels. This makes a 
“Jimmy” Diesel more powerful for its size, smoother 
running, faster accelerating. 


In addition, the new ‘‘6-71E’’* engine develops a full 577 
foot-pounds of torque at 1200 rpm—gives you higher 
torque at lower speed for greater pulling ability. 


More Work—Less Down-Time 


Equally important, the “Jimmy” Diesel has the simplest, 
most efficient fuel injection of any Diesel. Patented unit 
injectors feed fuel into cylinders under high pressure in 
exactly metered, precisely timed charges. They eliminate 
complex fuel pumps and high pressure lines—making 
GM Diesels far easier and cheaper to maintain. This— 
plus the new “‘E”’ engine’s highly improved “‘breathing”’ 
with four exhaust valves per cylinder and bigger air inlet 


Now—more than ever—it pays to 
standardize on GM Diesels 


GENERAL MOTORS 


ports—assures more complete combustion, faster response 
to throttle, improved fuel economy and cleaner exhaust. 


Leading highway haulers who have used this new “‘71E”’ 
engine report outstanding fuel mileage and reduced 
upkeep compared with other Diesels they operate and 
major savings over gasoline engines they have replaced. 


See your GM Diesel distributor about repowering your 
present equipment. When you’re in the market for new 
trucks, ask for this great new GM “71E”’ Diesel. And if 
the truck you choose isn’t immediately available with a 
“Jimmy,’’ turn your truck over to the GM Diesel 
distributor for a ‘‘71’’ installation. Write for free copy of 
six-page illustrated brochure on these new GM Diesel 
Truck Models. 
*6-71E—210 h.p.; 4-71E—140 h.p. New Turbopower models 
deliver higher horsepower: 6-71T —236 h.p.; 4-71T—171 h.p. 
DETROIT DIESEL 
Engine Division of General Motors, Detroit 28, Michigan 
In Canada: GENERAL MOTORS DIESEL LIMITED, London, Ontario 
Regional Offices: 
New York, Atlanta, Detroit, Chicago, Dallas, San Francisco 


—available in 1485 applications of 
power equipment built by more than 
175 manufacturers 


DETROIT 
DIESEL 
POWER 





Parts and Service Worldwide 
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Darak Vinyl-Armor and Armor-Rib 
separators. 

Thomas G. Gibian, general man- 
ager of the firm’s battery separator 
division, said the new line at the 
Acton (Mass.) plant will enable 
production of more separators 
coated with fiber glass mats and a 
greater variety of sizes to be held 
in stock for immediate delivery. 

2 *& * 


Tiny Winch Lifts 3 Tons 

WILMINGTON, Del.—A 35-pound 
winch with a self-contained motor 
and a lifting capacity of 6,000 
pounds has been developed by All 
American Engineering Co. The new 
Model 61 is small enough to be car- 
ried in one hand, the firm said. 

- + * 


Allied’s Strange Cargo 


Aids Fight on Heart Disease 


CHICAGO.—-Two Allied vans 
rolled up recently to the Hektoen 
Institute here with a strange cargo 
from Miami. The cargo: 160 crocks 
of human hearts, 700 jars of speci- 
mens and 2,500 boxes of glass 
slides. 

The specimens are used by Dr. 
Maurice Lev in his studies on heart 
disease, Allied said weeks of plan- 
ning and experimenting with pack- 
aging methods preceded shipment 
of the collection. 

= > > 


Mack Sells 4 Giants 


PLAINFIELD, N. J.—Sale of four 
22%-ton capacity four-wheel dump- 
ers to the Kaiser-Bauxite Co., Ja- 
maica, B.W.I., was announced by 
Mack Trucks, Inc. The dumpers 
are powered by 300-horsepower die- 
sel engines. 

> + > 
Reading Body Appoints 
12 More Distributors 

READING, Pa.—Twelve new dis- 
tributors have been appointed by 
Reading Body Works, Inc., to 
handle .its service and utility truck 
bodies. 

They are: Ace Truck Equipment 
Co., Zanesville, O.; A. P. Brelia 
Sales & Service Co., Keeseville, N. 
Y.; Brown-Clark Equipment Co., 
Richmond and Roanoke, Va.; Com- 
mercial Body Co., Greenville, S. C.; 
Cronin Brothers Co., Nassau, N. Y.; 
Ford Body Co., Greensboro, N. C.; 
Harrison Motor Co., Clarksburg, 
W. Va.; Hooper Body Corp., New- 
port News, Va; Knoxville Struc- 
tural Steel Co. Knoxville, Tenn.; 
Portable Welding Co., Fort Wayne, 
Ind.; Posey & Linn, Inc., Atlanta, 
and A. Wrenn & Sons, Norfolk, Va. 

> > > 


White Distributor Moves 
To New Home in San Diego 


SAN DIEGO, Calif.—Southwest 
Equipment Co., White Motor Co. 
distributor in the San Diego 
area, has moved to a new address, 
3552 W. Camino Del Rio. 

Frenk N. Evans, Southwest 
Equipment president, said the 
new operation has one of the 
best-equipped repair shops and 
largest parts department in 
California. The firm handles 
White Autocar and White 
Freightliner trucks. 

- - > 


Truck Rental Adds Outlet 


BALTIMORE.—Truck Rental Co., 
Inc., announced the opening of a 
third branch office on Washington 
Blvd. The firm is a licensee of Avis 
Rent-A-Car System. 

. * 


Plow Distributor Named 


CLEVELAND.—Meyer Products, 
Inc., has announced appointment of 
Gar Wood-Chicago Truck Equip- 
ment, Inc., as Chicago area dis- 
tributor of Meyer snowplows for 
trucks. 


Oregon Truckers 


Reelect Leaders 


GEARHART, Ore.—Delegates to 
the annual convention of Oregon 
Trucking Assns., Inc., reelected all 
officers. They are: : 

William Jossy, Bend-Portland 
Truck Service, president; O. O. 
Thomas, Asbury Transportation, 
vice-president; William Scott, Ar- 
row Transportation Co., treasurer; 
Robert T. Platt, Hunt Transfer, 
secretary. 

The sessions were highlighted by 
talks by Frank Landsburg, district 
director, Bureau of Motor Vehicles 
of Interstate Commerce Commis- 
sion, and James Singleton, Oregon 
state superintendent of transporta- 
tion. 
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Car-Styling Influence 
Grows Among Trucks 


(Continued from Page 54) 


duty truck models will not be | and automatic transmissions which 
shown until around the first of | are optional in all models. The 
the year, it is expected that at (entire line has been restyled for| 
that time two startling heavy- | 1958. 

duty V-8 will be added to the ae. 
truck power line. Currently four Package-Delivery Job 


V-8s and one six-cylinder power oom 
CORE pletely new model has 
plant compose the truck power been introduced to the line in a 


The Tilt-Cab line will be available | P2¢kage-delivery job that is rated 


in models from 18,000 to 30,000; . 
Vw , job will be an extension of the 
pounds G and 25,000 to 60,000 present offering which includes 


will be available for the entire 
heavy-duty line as well as the light 


models. Torqmatic full-automatic trans- 


GMC will feature four six-cylinder| Missions are now available in 336-cubic-inch engine, developing ; 
and two V-8 gasoline engines, two| trucks ranging from 32,000 to 55,000| 299 gross horsepower at 4400 RPM 
standard diesel and one turbo-| Pounds GVW. This gives GMC full-| «. .., aadition to the power line. 
Heavier front-frame cross mem- 
bers, a new bulkhead-type radiator 
mounting and heat-treated frame 


charged diesel in its 1958 line.| #utomatic-transmission options 
Horsepower ratings are from 130 to oy the lightest to the heavy-duty 
236 jobs. 


Also featured are dual headlamps! A new valve-in-head, V-type, 









Here's Why Andrews Builds Better Bodies—Andrews, pion- 
eered in the trailer and van body fields. Has the plant, personnel, 
equipment, and facilities geared for high quality production. This 
is not something new to Andrews—been doing it for years. 


Pre-punched, riveted, precision, airplane type construction for 
maximum strength with lowest weight and cost—same proved 
construction principles used over the years in our time-tested 
trailers and van bodies. 


Nothing new in design, no new-fangled ideas, the basic 
structural charactertistics are completely sound, well established 
and accepted. 


All complex parts are stamped, precision pre-punched, and 
riveted for complete uniformity—what does this mean to you? It 
meahs that every piece fits perfectly and nothing is left to the 
individual worker's judgement—it will only go together one way! 
It means that in case of damage by accident, replacement parts 
are immediately available for shipment on receipt of order— 
and that your repair job is quick, simple and inexpensive. 


Jig assembled throughout, just like every other high quality 
mobile product in the Andrews line. You are assured of perfect 
alignment from one end of the body to the other. Because its 


tee TTTAMMel lela tlt Ml tied 


7901 ALABAMA AVE. . ST. LOUIS 11, MO. 
Write: P. O. Box 418 Phone: Flanders 1-1010 
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EXCELLENT DELIVERY 





















16,000 pounds GVW. This larger| Ford Unveils Ranchero— 


The Ranchero, above, and the Styleside 100 pickup are among the more than 300 
GCW. Full-automatic transmissions jobs of 7,000 and 10,000 pounds models in the Ford line of 1958 trucks. The Custom Ranchero is distinguished by 
G : , anodized-aluminum exterior trim, emphasizing the car-styling infivence. 
* 


* * * . 


LIGHTER WEIGHT 
+ LOWER MAINTENANCE 
+ LONGER LIFE 


GREATER VALUE 


“jig built,” gussets and other reinforcing members used 
throughout at points of greatest stress are always in- 
stalled in the exact spot for greatest strength with 
lightest weight. 


This is probably the most important to you— Andrews 
always backs up the field performance of its equip- 
ment. Our name on a product is your assurance that we 
do not consider it completely sold until it has given you 
its full measure of the use you paid for when you bought it. 


Here at Andrews we are very proud of the results. 
We commend it to you as the finest product available on 
the American market today. You will be completely 
satisfied with an Andrews. 






SOLD THRU 


se MOTOR TRUCK DEALERS 


EXCLUSIVELY 


rails for the six-wheel models 
are also new to the line. 

Exhaust and vibration noises will 
be reduced as a result of new flex- 
ible muffler and tailpipe mountings. 
Power steering will be available on 
the heavier models as well as 






Powr-Lok differentials on the ligh: 
pickups. 

+ + + 
ARVESTER sstarted its model 
changeover in April when it an- 

nounced the A line, running fror 
4,200 GVW to 33,000 GVW. Other 
new models have been announced 
throughout the year, notably in 
September and October. 

Three heavy-duty diesel truck- 
tractors with 90-inch bumper- 
to-back-of-cab dimension, a 


"| Travellette with a six-man cab and 
©») |six-foot body or service-utility 
|| body for work that includes trans- 


porting a crew and a Sightliner 
model with a 48-inch bumper-to- 


|| back-of-cab dimension and in- 


creased glass area were announced 
in September and October. 


Emphasis, as can be seen, is 
placed on these short bumper-to- 
back-of-cab jobs which allow 
highway haulers to gain addi- 
tional carrying capacity on the 
front axle. 

Early in the year, Harvester also 
announced from its Emeryville 
(Calif.) plant a new diesel cab- 
over-engine job, a new conven- 
tional model and the addition to 
the 230 series of a six-wheel model 
rated at 60,000 pounds GVW. 

Mack Trucks’ 1958 line includes 
both conventional and cab-forward 
models featuring shorter overall 
length. They will be shown for the 
first time at the Chicago Auto 
Show. 

The new conventional models, 

(Continued on Page 134, Col. 3) 


Truck Accidents 
In Montreal Face 
Industry Inquiry 


MONTREAL.—An increase in 
fatal accidents in Montreal involv- 
ing runaway trucks has touched 
off an investigation by the trucking 
industry. 

Charles Desgroseillers, adminis- 
trator of the trucking industry- 
parity committee for Montreal, an- 
nounced his committee would probe 
every serious truck accident in 
Montreal. 

“We intend to find the reason 
behind them,” he declared. “We 
want to know whether negligence 
by either driver or owner is to 
blame.” 

Desgroseillers charged provincial 
drivers’ permit tests were not tough 
enough. 

“There are many men with com- 
mercial permits who are not quali- 
fied to handle the vehicles they 
drive,” he said. 

He felt lack of skill, experience 
and a proper attitude toward driv- 
ing safety was a major factor in 
accidents. 


Trailer Exporter 


N.M. Firm Sends Bulk 
Of Output Abroad 

ALBUQUERQUE, N. M.—(UTPS) 
—Out of the Eidal Mfg. Co. plant 
here, the world’s biggest trailers 
are shipped all over the globe. 

With 75 percent of his product 
being exported, Roy M. Eidal and 
his co-workers have produced such 
items as 120-passenger steel and 
aluminum semitrailer buses; three- 
trailer air-conditioned caravans for 
desert use by structural drilling 
crews; dollies to carry 31-inch pipe 
from the Persian Gulf to the Medi- 
terranean; and 15 and 30-ton gen- 
eral cargo flatbeds. 

Eidal got his first experience in 
the construction of heavy-duty 
equipment, building logging trailers, 
and by the time World War I 
came along, he had 11 years of 
know-how under his belt. 

He founded the present company 
Nov. 6, 1943, and by V-J Day, he 
had fulfilled nearly seven million 
dollars worth of contracts for U.S. 
Army Engineers and Army Ord- 
nance. The contracts were awarded 
primarily on construction based on 
Eidal’s patented running gear for 
heavy-duty trucks and trailers. 

With the end of the war, Eidal 
went into custom manufacturing, 
finding a ready market for heavy- 
duty equipment in the blossoming 
oil development in the Middle East. 

One of the company’s biggest 
custom jobs was a 300-ton capacity 
trailer, designed and built in the 
Albuquerque plant to carry a com- 
plete oil well drilling derrick in 
an erect position. Shipping point: 
The Arabian desert. 
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Truck Distributors Meet Problems. . . 





Price Cutting Seen Diminishing 


(Continued from Page 53) 


his own” in an endeavor to protect 
his own quotation on sales in 


prospect. 
* * ? 


Distributors See Results 


ISTRIBUTORS in those nu- 

mefcus areas where conditions 
were real bad just a few months 
ago and now are showing great 
improvement have found that, as 
each distributor makes it a policy 
to quote all truck dealers the same 
price for any particular order and 
holds to those quotations regardless 
of result, they see this result: 

In a short time, the truck dealers 
in the area begin to accept the first 
quotation as the final price and 
that they can depend upon this 
price being the very lowest for 
that particular “asking.” 

Of course, distributors have to 
contend also with the same weak- 
ness among truck dealers and 
their salesmen that has, to a large 
extent, brought on the condition 
am ong the distributors them- 
selves—the lack of hard selling 
of the features of their products 
and an endeavor on the part of 
some to try to substitute price 
cutting for salesmanship. 

However, say some of these dis- 
tributors who are now not only 
very hopeful abcut the trend the 
business has taken in their areas 
since they established this policy 
but are happy in the results that 
have been obtained to date, they 
did lose a certain amount of busi- 
ness to weaker outlets for a period 
until others in the area came to 
their senses. 

* * * 
ANUFACTURERS of bodies 
and other truck equipment 

have been very cognizant of the 
improvement in these areas during 
the last several months and have 
realized that in some cases the fault 
in their outlets may, and often did, 
lie in the area of the distributor 
not knowing his true cost of doing 
business. 


Therefore, a number of these 
manufacturers have been embarked 
on a campaign to try to point out 
to their distributors hcw to arrive 
at a true knowledge of how to 
figure their own cost of doing 
business. 

Historically, 75 percent of a 
distributor's sales volume is on 
new products, approximately 10 
percent on service parts and 15 
percent on the repair and in- 
stallation labor. 


Any distributor, to stay in busi- 
ness, must deal in all three of these 
commodities. If he doesn’t know 
how to figure his overhead, his 
shop, selling and administrative ex- 
pense, a distributor can be doing 
business in a very precarious cli- 
mate and not only injuring himself 
but also his area distrbutors. 

Well-established distributors who 
operate on a sound and profitable 
basis recognize that from gross 
profit must come the expenses of 
operating the business. 

- * 


2 Classes of Expenses 


ITIONALLY and from the 

very nature of a truck-equipment 
distributor's business, distributors 
usually consider these expenses as 
falling into two categories: Shop- 
operating and general expense, and 
selling and administrative expense. 

Because truck-equipment prod- 
ucts are such that they require 
facilities beyond a sales office— 
in other words, a shop which 
comprises most of the area of 
the business establishment—they 
charge to the shop operation the 
entire cost of the physical prop- 
erty. 

Included are rent, heat, light and 
power as well as direct expenses 
such as shcp supervision, shop- 
clerical, material-handling, janitor- 
ial and shop-operating supplies. 

Since labor is necessary to the 
merchandising of the product, they 
take the position that the shop is 
doing its job if it breaks even on 
the services it sells; namely repair 
and installation labor. 

. 7 ” 
FORE, shop-operating ex- 
pense is budgeted as a 100- 


percent burden on direct-labor costs 
or approximately 7% percent of 
total sales. 


There is a very basic reason for 
distributors in any area, especially 
those where “cut-throat” tactics 
prevail, to get together to discuss 
common problems. 


Distributors, who have done 
this. find that they all get a great 
deal of aid on questions of labor 
relations, collecting and the inter- 
change of credit information by 
discussing these problems with 
the other distributors in their 


2 White Outlets Move 


CLEVELAND —Two White- 
Autocar distributors have moved to 
new and larger facilities. They are 
Bronx-Westchester White Trucks, 
Inc., now located at 3640 Dyre Ave., 
Bronx, N. Y., and Abilene White 
Truck Co., now on Highway 80, 
East, Abilene, Tex. 


area and with their factory 

suppliers. 

Much also can be done by having 
discussions with the truck dealers 
themselves, not the truck sales 
managers or salesmen, with whom 
they are doing business regularly 
or periodically. 

The truck dealers who face simi- 
lar problems in the conduct of their 
business will, in most cases, be 
found to be in sympathy with any 
movement that will stabilize the 
business in their area. 

They are conscious of the fact 
that they must have strong dis- 
tributors with mounting and repair 
facilities to back up their sales and 
without distributors they would 
have to assume this burden them- 


selves. 
* * * 


Easier Sales Sought 
—— sales managers and sales- 
men in the main, on the other 


hand, have only one interest and 
that is to get the lowest price or 


the best price advantage that will 
make their sales easier. 

It takes ability to sell the quali- 
ties and features of a product at a 
fair profit but it is only in the area 
of sound selling that lasting success 
is found. 

Substituting price cutting for 
sound selling is the reason why 
so many distributing areas are in 
the unsound and unprofitable situ- 
ation that seems to exist. 


But distributors must realize that 
in the area of sound selling lie 
sound business practices, a realistic 
knowledge of the cost of doing busi- 
ness and how to apportion costs, 
and retaining the confidence of the 
truck dealer. 

The distributors in the areas 
mentioned have found the answers 
to these problems of conducting a 
sound distribution business in the 
truck industry and are holding 
fast to them. 


McNeil Opens Dealership 


San Francisco’s newest Chevrolet 
dealership has been opened by Neal 
McNeil, Inc., 3855 Geary Blvd. Pat 
Bennison is general manager, Al 
Scoma sales manager and Bill Leg- 
gett service operations manager. 


Coast Trucker 
Gets 100 Lighter 


Aluminum Vans 


OAKLAND, Calif—One hundred 
newly designed aluminum trailers, 
weighing nearly 2,000 pounds less 
than conventional aluminum vans 
the same size and increasing pay- 
load volume by nearly a ton, have 
been delivered to Pacific Inter- 
mountain Express by Brown Trail- 
ers, Inc. 

Each 40-foot unit, says Pacific 
Intermountain, has Brown’s newly 
developed Cushionair, air-ride sys- 
tem eliminating 75 percent of the 
road shock normally transmitted 
to the trailer body. 

The equipment, built to PIE 
specifications, weighs 7,680 pounds 
as compared with 9,620 pounds for 
conventional aluminum trailers. 


Major factors responsible for this 
low weight, says PIE, are an ad- 
vanced running gear which saves 
400-500 pounds, new light-weight, 
high-strength aluminum flooring, 
aluminum slat lining which re- 
places the conventional quarter- 
inch fir plywood, and new Alcoa 
drop-center aluminum disc wheels. 
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SELL THE NEW’S-in-1 SIGFLARE SYSTEM FOR 


Signal-Stat 
always creating — never imitating 
SIGNAL-STAT CORPORATION * 523-539 Kent Avenue ¢ Brooklyn 11, New York 


they sell the 


5-in-1 


Poon STICK THEIR NECKS OUT! 


ap. * 


new Signal-Stat 


SIGFLARE system! 


Exciting advertising in every major automotive 
publication, sound distribution policies and the 
most effective signalling system on the market 
today make the Signal-Stat line the faster-seliing, 


is functioning properly. 


signal lamps. 


greater-profit line! Smart vehicle owners want 
5-way protection — and they can get it with the 
No,.900 Sigflare switch and 4 Signal-Stat lamps: 
1. the most powerful Class A-Type 1 directional 
signals with positive pilot action to indicate system 


2. simultaneous flashing of all 4 signal lamps for 
irgency disability warning: the most effective 

feguard against “sitting-duck” accidents. 

3. two stop lights as powerful as Class A-Type 1 


4. two tail lights as powerful as the law allows. 


S. automatic tail light control fer far more.effective 


turn signals at night. 


Write for complete details on hew you can profit 


from the new 


at line! 











ATA Gets $50,000— 


A check for $50,000 is presented to Walter F. Carey, second from right, chair- 
man, American Trucking Assns., Foundation, Inc., by W. C. Schumacher, 
president, International Harvester's motor truck division, as the firm's annual contri- 
bution to the foundation. Looking on during the occasion are L. W. Pierson, left, 
sales manager, and R. M. Buzard, general manager. A member of the ATA Founda- 
tion since its organization in 1953, International Harvester has donated $50,000 
annually for public education and information purposes. 
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YOU Benefit From 


Spicer 


Nationwide 





Power Take-Off 
Distribution 


Truckin’... 
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By Jack Weed 


(Continued from Page 53) 


modifications to fit a truck to 
work in the state or states for 
which it is bought. 

We hope Hare and the boys in 
North Dakota carry enough weight 
and their voice is heard far enough 
so the barriers won’t be heightened 
by these “money-grabbing” taxes. 


> * * 


A Good Friend Writes 


RECEIVED a letter last week 

from my good friend Harley 
Howell, of Peterson, Howell & 
Heather, commenting on the flood 
of inquiries I predicted would come 
from dealers all over the country 
the minute we carried the story of 
Commercial Credit entering the 
leasing field through PHH. 

He said, “Unfortunately, PHH 
was caught with its plans down 
because we were not ready to 
move,” which I thought was kinda 
cute. 

For the benefit of dealers who 
wrote PHH and haven’t heard from 


them yet, Howell said “we are 
getting under way months before 
we expected to, thanks to you and 
Commercial Credit. The first blast 
went to PHH dealers. A similar 
letter was sent to non-PHH dealers 
offering them a similar opportunity. 

“The next step, of course, is to 
supply all interested dealers with 
copies of the lease and assistance 
on how to sell it, and we are work- 
ing on that now.” 

* + * 


Dealers Eager to Lease 


I KNEW from the many inquiries 
being received in this office that 
there was a tremendous interest 
among dealers who want to lease 
cars and trucks to fleets and pro- 
fessional men interested in leasing 
instead of buying. They want a 
plan that would enable the dealer 
to work his own program and hold 
his own customers, So Howell’s 
letter was no surprise. 

However, I do want to clear 


Wherever you are you can get Spicer Power Take- 
Offs and PTO joints through your distributor. 


Available immediately—in a wide range of models 
to meet all your requirements. Buy the standard of 
the industry. Ask your distributor about the Spicer 





Joint Replacement Kits «+ 
¢ Spicer Transmissions, Clutches and Axles 
¢ Monmouth Clutch Plates °¢ 


line, or write Dept. 85, Dana Corporation. 


DANA CORPORATION - DEPT. 85 - TOLEDO 1, OHIO 


Products offered by Dana: Spicer and “Mechanics” Type Universal 
Spicer Universal Joints and Drive Lines 


¢ Auburn Clutches 


Spicer Power Take-Offs and PTO 


Industrial and Agricultural Joints 





up one statement in the story 

to the effect that Mutual Life 

had refused to write leases for 

over 100 vehicles. This was a 

typographical error and no doubt 

was understood as such by most 
readers as the limitation was not 

“over” but fleets of “under” 100 

units. 

Now PHH expects eventually to 
work out a program so that dealers 
identified with them can lease to 
individuals. However, from what 
Howell writes, that is still quite a 
little in the future. Knowing those 
boys down in Baltimore as I do, 
I'll give odds that they work it out 
even sooner than they expect. 

+ * * 


Ad Posters on Wheels 


NEW source of revenue for 

truckers with large van bodies 
or semitrailer vans is cropping up. 
American Tobacco Co. has joined 
Pabst Brewing Co. in purchasing 
space on the sides and rears of 1,050 
truck trailers operating between the 
Midwest and Eastern Seaboard. 

Twenty trucking companies, or- 
ganized last March into American 
Trailer Adv. Inc., own the vehicles. 
This net work is said to be the 
second largest in the field of poster 
advertising, just behind the Rail- 
way Express fleet. 

I suppose the next step will be 
a truck-billboard advertising tax 
by states and municipalities. 

Double the tax if lighted at night? 


Bill to Broaden 
Insurance Law 


Reappears in N.Y. 


ALBANY.—Assemblyman Stanley 
Steingut, Brooklyn Democrat, has 
reintroduced a bill designed to plug 
loopholes in New Ycrk’s compul- 
sory insurance law. 

The measure sets up machinery 
that would allow compensation in 
accidents involving stolen cars, 
drunken drivers or uninsured out- 
of-state cars. In 1956 and 1957, the 
bill died in the Senate after passing 
the Assembly. 

The bill would set up a private 
corporation that all companies 
writing liability insurance wculd 
be required to join. They would 
contribute to the fund and ad- 
minister it. 

Steingut released statements by 

Gov. Averell Harriman and Assem- 
bly Speaker Oswald D. Heck sup- 
porting the bill. Heck is a Republi- 
can. 
Despite the Heck endorsement, 
the bill was not discussed at a 
meeting of Republican legislative 
leaders. 


A $50 Bargain 
Wrecker Buys ’27 Truck 


To Haul Scrap Iron 


CHICAGO. — An unusual truck 
sale was made here when Marshall 
Andresen, owner of an auto wreck- 
ing firm, purchased a 30-year-old- 
truck from Lester Pearson for $50. 

The one-owner truck reportedly 
had traveled only 1,000 miles and 
had been in Pearson’s garage 30 
years. The 10-ton truck was manu- 
factured by Chicago Motor Truck 
Co., Inc., before it was acquired by 
Diamond T. Pearson said he paid 
$5,000 for the truck. 

Andresen wanted this truck to 
beat a problem common to auto 
wreckers and junk yard operators 
—flat tires while hauling scrap 
iron around. Tires on the old truck 
are solid rubber. 


Aleoa to Enlarge 


Big Davenport Plant 


DAVENPORT, Ia. — Aluminum 
Co. of America’s Davenport works 
described as the most completely 
integrated aluminum sheet and 
plate facilities in the world, will 
get a $54 million plant expansion. 

New foil rolling facilities, first to 
be installed by Alcoa in the Mid- 
west, will virtually double the 
peacetime capacity of the huge 
mill, which began operations in 
1948, said Alcoa. 


Schwarz Motors Formed 


Schwarz Motors Corp., successor 
to Schwarz Nash Co., has been 
formed in Milwaukee. The firm will 
handle Rambler. 
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New Asles: Boost 
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Warning that efforts to increase 
e truck taxes and decrease truck- 
‘x load limits will redouble as the in- 
dustry continues to grow, Minkel 
2 stated: 
“The only defense against retro- 
gressive moves such as this is a 
constant and aggressive sales 
program of public education on 
the nature and importance of the 
F trucking industry. 
Ps “We have the greatest sales talk | 
y in the world, for we are selling one | 
is of America’s most vital industries,” 
4 Minkel declared. “Without trucks 
l- American production would grind 
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n Ton-Mile Tax 
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» Brings Colorado 
iz 7 7 
$6 Million a Year 
te DENVER. — Colorado received | 
>S $12,839,859 during the first two 
id years of its new gross ton-mile 
id truck tax, 
i- S. T. Parsons, director of the 
ports of entry system, said there 
y had been “a decided increase in the 
i- number of trucks cleared and in 
D- revenue” between July 1, 1955, and 
i- June 30, 1957. 
During June, 1957, Parsons re- 
t, ported, the ports collected $511,526, 
a an increase of more than $75,000 
re over June, 1956, collections. 


A total of 2,679,521 trucks was 
cleared through the ports during 
the first two years of operation. A 
new port at Monument was opened 
July 6, Parsons said. 
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[- Truck Rolls 100,000 Miles | 

. With No Trouble 

: DETROIT.—A Chevrolet truck f 

d used by the Los Angeles district of / 

0 U. S. Customs has travelled more f 

- than 100,000 miles in five years of| . f 1 

k perfect service, according to Chev- ’ 

y rolet. f ; 

d Record of the driver parallels / ; 
that of the truck, Herman Pfalz ( TAKE ROCHESTER CARBURETOR TRAINING FREE 
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an accident. ) “SIGN UP” FOR MORE JOBS... MORE PROFITS! 
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k collector, said two tires of the Rap a : : as “ > 
el tet, Uk cae ee i pee gs All igus point to success when they say Rochester Car 
a third original is mounted as a buretors!” And the quickest road to automotive service 
spare. The truck operates daily be- success is through Rochester-UMS Training. It puts you 
a | a = in line for more jobs—Rochester Carburetors are specified 
said. as original equipment on more new cars than any other 

> —_—_—__—— carburetor .. . more profits—because you'll learn how to 

ly Maine Ruling Clarifies do jobs faster, more efficiently. And the training is free! 

d ° 

ll Unemployment Pay So sign up now! Write to Service Department, United 

a. —- a receiv- Motors Service Division, General Motors Corporation, 

0 ing Feder or State pensions are di s s alas 

. oak teaeee Gees Gaedeaee Gna General Motors Building, Detroit 2, Michigan. 

ie ployment compensation benefits, 

re according to a ruling by L. C. 

in Fortier, chairman of the Maine 


Specified as original equipment 
on more new cars than any other carburetor 


Employment Security Commission. 


He said that the only pension or 


retirement payments to be de- ROCHESTER PRODUCTS DIVISION OF 
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or * ducted from unemployment bene- GENERAL MOTORS, ROCHESTER, N. Y. 
n fits are those paid by employers ——, 
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Fuller Develops 
Power De-Clutch 
For 3 Models 


KALAMAZOO.—The _ transmis- 
sion division of Fuller Mfg. Co. has 
developed a new Air-Power De- 
Clutch for models R-46, R-96 and 
R-960 RoadRanger transmissions. 

The company said the system is 
used for releasing and engaging 
the ciutch while the vehicle is 
moving forward, without the use of 
a clutch pedal or the addition of 
any substitute motion or action by 
the driver. 

“Complete release and reengage- 
ment of the clutch, as well as 
double clutching, is accomplished 
automatically at the appropriate 
time and in the normal course of 
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moving the shift lever for gear|Highway Big Boy— 


engagement,” according to Fuller. 

Operating from the vehicle air 
system at full line pressure, Fuller 
said, the Power De-Clutch employs 
a pilot valve, relay valve and air 
cylinder connected by the required 
lines, hoses, fittings and clutch link- 
age. As the pilot valve, mounted 
atop the gearshift lever, is actuated, 
air flows through it to the open 
relay valve. 


New International heavy-duty model 
AC-225-D is one of firm's three new 
diesel tractors. All three measure only 
90 inches from bumper to back of cab. 
The AC-225-D is rated at 68,000 or 76,000 
pounds GCW, depending on rear axle 
and transmission selections. Powerplants 
available range from 175 to 220 horse- 
power. 





Autocar Rebuilding mils os 


Do-It-Yourself Truck 


EXTON, Pa. — Used or wrecked 
trucks can be made practically new 
again at less than half the cost of 
purchasing new trucks, according 
to Autocar division of White Motor 
Co. 
A new Autocar rebuild kit — 

consisting of current-model pro- 
duction parts—can be used to re- 
habilitate any make of truck 
comparable to Autocar six-wheel 
diesel models DC 10264 and DC 

10264 L (light weight). 

All parts for a new Autocar chas- 
sis without power train (engine, 
clutch, transmission, drive line and 
front and rear axle assemblies) are 
provided. 

Total cost of rebuilding a typical 
truck with an Autocar kit averages 
from $5,400 to $6,500, according to 
H. W. Haldeman, White service 
sales manager. This includes cost 
of the kit, selected optional parts 
and labor. 

The price of a comparable new 
truck, according to Haldeman, 





would be approximately $15,000. In 
many states, an Autocar rebuild can 
be registered as a new vehicle, the 
company said. 

With truck chassis components 
priced as a unit, the kit simplifies 
the settlement of insurance claims 
on wrecks, Haldeman said. There is 
no need to make up a list of in- 
dividual parts prices, 

The kit is expected to be used 
extensively for trucks in rugged, 


NASCAR Sets Up 
Rule on ’58 Specs 


DAYTONA BEACH, Fla.—Speci- 
fications for 1958 cars on file with 
Automobile Manufacturers Assn. as 
of Dec. 15 will be the determining 
factor for eligibility in NASCAR 
Speed Weeks, Feb. 1-19, according 
to President Bill France. 

Speed Weeks again will embody 
both safety and performance trials. 





Whether you haul over the road—in city traffic—or in hard-to- 


get-to places, the Allison Fully Automatic Truck Transmission 





will enable you to haul more payload—faster—safer—and at 


lower cost than ever before 














Sten 


Onty the Allison fully automatic truck transmis- 
sion gives you all these cost saving features: 


Torque Converter featuring direct-drive 
lockup— boosts operating efficiency —slashes 
engine and drive-line maintenance. 


Iintegral-Hydraulic Retarder—brings 
a new high in road safety—a new low in 
brake and tire maintenance. 


Six-Speed Automatic Transmis- 
sion featuring Triple-Drive Range for 
faster trip time — increased driver 


efficiency. 


out 


Two Power Take-Off Openings 
—with exclusive torque converter 
drive for more power and faster 
~ operation of auxiliary equipment. 


Allison Automatic Transmissions 
are currently sold by leading 
truck manufacturers under 
various trade names. Find 


how an Allison fully 


automatic truck transmis- 
sion can repay its modest 
cost many times over in 
your trucking operation. 


See your truck dealer 
or write: 


ALLISON DIVISION OF GENERAL MOTORS, Indianapolis 6, Indiana 


= TORQMATIC DRIVES 


off-highway operations where thc 
chassis frequently wears out be- 
fore the power train. It will over- 
come chassis obsolescence in such 
low-mileage operations as log. 
ging, mining, quarrying anc 
heavy construction. 

Designated No. 216483, the bas c 
kit consists of the following parts: 

Frame cross members and 
brackets, front springs and moun‘- 
ing parts, engine mounting parts, 
clutch control parts, steering gear 
and transfer lever assembly, com- 
plete radiator assembly, head lamps 
and mounting assembly, fender as- 
semblies and mounting parts, run- 
ning board and splash apron as- 

sembly, hood panel assembly, cab 
mounting parts. 

Optional parts can be ordered 
as part of the kit according to 
needs. A selection of different types 
of the following components is pro- 
vided. 

Frame rails, liners and reinforce- 
ments, rear axle mounting parts, 
main and auxiliary transmission 
mounting parts, driver and sleeper 
cab assemblies, engine hood assem- 
blies, running board, battery box 
and splash apron assemblies, front 
bumpers, front engine supports, 
fuel tank installations, muffler and 
exhaust line installations. 

Each kit can be supplied with 
various screws, washers and nuts 
required for assembly. 

The kit is available through the 
41 branches and 220 direct-ordering 
distributors of the White-Autocar 
organization in the U. S. and Can- 
ada. 


Cargo Containers 
Used in Interplant 
Shipping System 


BUCHANAN, Mich.—A prototype 
of what may be a significant ad- 
vance in over-the-road shipping is 
now undergoing thorough testing 
here at Clark Equipment Co. 

The company is trucking sheet 
metal components and sub-assem- 
blies in 17-foot, demountable, inter- 
changeable cargo containers. They 
are shipped 90 miles between 
Clark’s Buchanan plant and Battle 
Creek, Mich., headquarters of its 
industrial truck division. 

The containers, standard Mobilvan 
dry-freight units developed by Clark 
three years ago, enable one truck 
to do the work of two tractor and 
semitrailer units, Clark says. 

In addition, interplant materials 
handling operations have been 
eliminated, warehousing reduced 
and duplicate motion eliminated, 
according to Clark. 

Here is how the system operates: 
Six containers are used, two sta- 
tioned at Buchanan, two at Battle 
Creek and two enroute between the 
two cities on a typical day. Parts 
and other components are loaded 
directly into the containers by fork 
trucks, eliminating temporary stor- 
age and rehandling between produc- 
tion line and dock. 

When the interplant truck and 
trailer arrive from Battle Creek, its 
two containers are unloaded from 
the flatbed by a fork truck and set 
down in the outdoor storage area. 
The same fork truck loads the out- 
going containers aboard the trailer. 

Unloading and loading cycle is 
less than 20 minutes. About 2% 
hours later, this process is repeated 
at Battle Creek, completing the 
shipping cycle. 

According to Clark, application 
of the system to interplant ship- 
ment can become highly significant 
to a company with widely dispersed 
plants joined by a network of super- 
highways. 


Plans Made to Improve 


Transportation Schooling 


ANGOLA, Ind.—Plans for promo- 
tion and development of the schol- 
arship program in motor-transport 
management, for industry aid and 
cooperation, and for expanded and 
especially-designed classroom facili- 
ties were discussed following the 
first annual recognition ceremonies 
held recently for Fruehauf Scholars 
at Tri-State College. 

The ceremonies and program 
were sponsored by Fruehauf Trailer 
Co. in cooperation with the college. 
Certificates were presented to the 
1957 recipients of Fruehauf scholar- 
ships by Fred Neumann, sales vice- 
president. Dr. Theodore T. Wood, 
Tri-State’s president, reported that 
63 students from 18 states are cur- 
rently enrolled in the four-year 
motor-transport management course 
at Tri-State College. 
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Dun & Bradstreet survey shows: 


6 out of 10 


new-car customers say 
they will buy nylon 
cord tires when 

you offer them 


Are you offering the profitable ‘“‘extra’”’ of nylon cord tires with every car you sell? Nylon is the “extra” , 
that gives your customers priceless added safety. The swing is to nylon cord tires. Already four out of 
every ten replacement tires sold are made with nylon. And a recent Dun & Bradstreet survey shows 
‘that new-car buyers want nylon cord tires . . . six out of ten say they will buy nylon cord tires when 
offered by new-car salesmen. Be sure to keep your eyes on this profitable sales opportunity. For pocket- 
size cards with sales information on nylon cord tires, write E. I. du Pont de Nemours & Co. (Inc.), Room 
5518, Wilmington 98, Delaware. 


4 ANOTHER BIG DU PONT ADVERTISING CAMPAIGN 
on nylon cord tires is just beginning in nine maga- 
zines with a combined circulation of over 19,500,000. 
It will run throughout the remainder of ’57 and 
during ’58 with the nylon cord safety story, along 


with the powerful nylon tire advertising by major REG. U.S. PAT. OFF. 
tire companies’ BETTER THINGS FOR BETTER LIVING 
.»» THROUGH CHEMISTRY 


THE SAFEST, STRONGEST TIRES ARE MADE WITH N Y LON 
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Pushed as Selling Feature .. . 





Aluminum Use in Cars Up 13% 


DETROIT.—The aluminum indus- 
try has gained more ground in the 
automotive field with more of the 
light metal appearing on more 
makes of cars for 1958. In addition, 
some of the makers are keying 
sales promotions to aluminum. 


All of the aluminum industry’s 
Big Three issued enthusiastic re- 
ports on what their products are 
doing for the 1958s. 


Kaiser Aluminum said a company- 
by-company survey showed a 13 
percent gain in the use of the metal 
in the 1958 models over the figures 
for the 1957 cars. Kaiser said 81 
percent more aluminum will be 
used on 1958s than was used on the 
cars produced in the boom year of 
1955. 

Aluminum Co. of America noted 
that almost two-thirds of the autos 
produced in the 1958 model year 
will have aluminum grilles. Four 
lines appeared with aluminum 
grilles for the first time in the 1958 
line and six former users of alu- 
minum grilles are repeating the 
feature this year, Alcoa said. 

Reynolds Metals pointed out that 
auto makers are making increased 
use of the selling features of alu- 
minum in promoting their cars be- 
fore the public. 


All but one manufacturer fea- 
tured aluminum in new-model 
announcements, according to a 
Reynolds survey. 

Many featured their aluminum 
grilles and two of the five which do 
not have aluminum grilles made a 
special effort to point out other 
uses of the light metal on their 
1958s, Reynolds said. 


The Reynolds report listed Buick 
as the industry leader in the vari- 
ety and scope of its sales attack 
based on aluminum. 

Buick employs automotive and 
trade publications, national maga- 
zines, newspapers, network radio 
and television, as well as special 
publicity releases, to tell its tied-to- 
aluminum story. 

Indus: the report shows 
that divisions found 15 different 
ways of focusing attention on 
aluminum in automobiles. 

Oldsmobile, not counting paid- 
space ads or radio and TV pro- 
grams which were lumped as one 
means, used 13 methods largely in 
promotions aimed at dealers, sales- 
men and car buyers. In this pro- 
gram alone, they produced more 
than five million separate pieces 
with one 64-page booklet devoting 
parts of nine pages to aluminum 
features. 

Divisions of General Motors, 


Growth of Auto, 
Rubber Industry 
In Europe Hailed 


NEW YORK.—Harvey S. Fire- 
stone jr., returning from Europe, 
reported impressive growth in three 
related areas of Free Europe's 
economy. 

The chairman of Firestone Tire 
& Rubber Co. after a six-week 
inspection trip of the company’s 
European manufacturing and sales 
facilities, said: 

“I'was greatly impressed by the 
growth in the number of motor 
vehicles on the road in western 
Europe, by the expansion of the 
area’s rubber manufacturing activ- 
ities and the constantly increasing 
use of synthetic rubber. 

“Between 1950 and 1956,” Fire- 
stone said, “the total increase in 
the number of motor vehicles in 
operation in Great Britian, France, 
Western Germany, Italy and Spain 
was 88 percent, a remarkable rise. 

“During that period in the U.S. 
the increase was 33 percent. In 
One year, 1955-56, the increase in 
these European countries was 14 
percent while it was 4 percent in 
the U.S.” 

In Western Europe and Great 
Britain, he said consumption of 
both natural and synthetic rubber 
increased 46 percent between 1950 
and 1956, from 550,000 to 802,000 
long tons. 

In the U.S., during the same 
period, the increase was from 
1,258,557 long tons to 1,436,482, or 
14 percent, he added. 





Ford, Chrysler and American Mo- 
tors used varying combinations of 
these merchandising tools. 

Among other sales activities in- 
volving aluminum, the report lists 
showroom sales aids, folders and 
literature, magazines and mailing 
pieces, parts and accessories man- 
uals and promotion, letters and 
special notices and shop manuals. 
Totalled, they have a readership in 
the millions. 

Plymouth purchased 10,000 
sheets of 12-by-18 inch Reynolds 
aluminum foil as a part of an- 
nouncement window trim kit for 
dealers, each of whom received a 
printed sheet highlighting alu- 


Baugh Moved Up 


NEW YORK.—Ralph T. Horgan, 
president of Ralph Horgan, Inc. 
(Ford), announced the appointment 
of Earle T. Baugh as general man- 
ager. He had been sales manager. 


.|sonal talks by Jack Minor, Plym- 


minum features in the new cars. 


Ford covered thousands of the 
Thunderbird Owner’s Manual with 
the same material and DeSoto’s 
1,750,000 announcement invitations 
were printed on Reynolds gold alu- 
minum foil. 

Among the Big Three, more than 
25 million new-car catalogs for 
dealers, salesmen and customers 
helped carry the automotive alu- 
minum story. Most of the nation’s 
auto dealers, along with more than 
100,000 salesmen, watched training 
films depict what Reynolds called 
the superiority of aluminum for 
easy maintenance and low warranty 
costs. 


Travelling shows by Ford, per- 


outh sales vice-president, and Chev- 
rolet’s product comparison films 
pointed out aluminum applications. 

DuPont Yager, vice-president 
of Reynolds Aluminum Sales 
Co., foresees an even greater em- | 
phasis on aluminum by the auto 








Aluminum for "58s— 


The wide range of aluminum parts 
made for 1958-model cars is shown in 
a display prepared by Aluminum Co. of 
America. The young lady holding the 
aluminum grille is Rosalie Culp, Monessen, 
Pa. 

* ¢ 

industry in its sales and advertis- 
ing campaigns. 

“New-car sales quotas announced 


lby divisions,” he said, “add up to 


higher total sales for the entire in- 
dustry than anyone has been willing 
to predict. This spells competition 
challenging the resourcefulness of 
the best in the business.” 

He said, “Auto makers, in their 
merchandising programs, have gen- 
erally made the most of innovation 
and progress. Since much of this 
has been in aluminum decorative 
trim and functional parts, it’s logi- 
cal to assume that manufacturers 
will want aluminum’s contribution 
spelled out even more extensively 
as they dramatize the new value 
they are building into their cars.” 

Yager said the survey, developed 
by Ralph Harris of the Reynolds 
automotive sales promotion staff, 
bears out this trend. 

The Kaiser Aluminum survey 
on the use of the light metal on 
1958s listed 44.9 pounds as the 
amount of the metal that will be 
found on the average car for ’58. 
For the 1957 model run, it was 
39.6 pounds while an average of 
24.8 pounds was used on 1955s, 
Kaiser said. 

General Motors’ automobiles re- 
veal the biggest gain in 1958 with 
an average 30 percent per car in- 

(Continued on Next Page) 


Whatever Your Requirements 
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Cross-country trucking... quarrying . . . logging . .. mining... heavy construc- 
tion . .. whatever your on- or off-highway hauling needs—one of the products 
in the complete Timken-Detroit line of lightweight, medium and heavy-duty, 
and planetary tandem driving axles will assure you more productive work 
time—faster, more economical maintenance ...smaller parts inventory! 





TIMKEN-DETROIT 
LIGHTWEIGHT TANDEM 


gives you greater payload capacity. Up to 700 
pounds lighter than any other unit of equal ca- 
pacity, this new lightweight tandem will give 
you up to 26,000 extra ton-miles of payload in 


every 75,000 miles of operation. 
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Outstanding Used-Car Lot— 


Fred Schlaman, owner of Oregon City Motors (Ford), Oregon City, Ore., is justly 





proud of his used-car lot, one of the largest on the West Coast. Some 30,000 square 
feet in area, the lot featuers 1,900 100-watt electric lights, strung between pink-and- 
white stripped poles. 


Pushed as Selli 


Feature ... 





Use of Aluminum Up 
13 Percent on 58s 


(Continued from Preceding Page) 


crease from 32 pounds to 41.6 | junction with the corporation’s| 


pounds. The Chevrolet boasts 45 
percent more aluminum than in the 
previous year. 

The most aluminum—119 pounds 


—is used in the Imperial line. How- | 


ever, some top luxury models easily 
surpass this figure and in some 
cases use more than 200 pounds of 
aluminum. 

The 1958-model consumption of 
aluminum mill products by the 
automotive industry is expected to 


| show an increase of 8 percent for 
| castings and 53 percent for wrought 


products such as extrusions and 
sheet, Kaiser said. 


| product development and industrial 
| design departments, has intensified 
| its efforts to develop new and spec- 
; tacular aluminum applications. 

| Kaiser offered these results from 


|Pollard-Ravenscroft Picked 


|For Used-Car Commercial 
| VAN NUYS, Calif—The used-car 
| operation of Pollard - Ravenscroft 
| Chevrolet here has been selected for 
| nationwide recognition on television 
programs sponsored by Chevrolet. 
A spokesman for Campbell- 
Ewald, Chevrolet’s advertising 
agency, said Pollard-Ravenscroft 


63 


its survey on the amount of alu- 
minum on 1958s: 


Average Average Percent 
Pounds Pounds Change 
Per ’57 Per ’58 For ’58 
Make Car Car Models 
Chevrolet. ...... 21.4 31.0 45 
Pontiac .......... 36.2 43.8 21 
Oldsmobile .... 42.5 54.7 29 
ee 48.7 57.5 18 
Cadillac .......... 60.6 704 16 
BEE srevvwsisorsies 32.4 36.2 12 
a ie 48.0 ont 
Mercury ........ 48.0 48.0 0 
Lincoln ............ 75.9 87.6 +15 
Plymouth. ...... 52.4 52.0 — 1 
Dodge ............... 54.6 52.2 —4 
DeSoto ............. 85.9 82.3 —4 
Chrysler ......... 103.7 98.5 — 5 
Imperial ...... 1265 119.0 — 6 
General 
Motors ........ 32.0 41.6 +30 
Ford Motor 
Co. . . 35.7 39.6 +11 
Chrysler 
OOFPr .....:...... BZ 63.3 — 3 
American 
Motors ........ 48.8 48.8 0 
Studebaker- 
Packard ...... 22.6 22.6 0 
All Makes ...... 39.6 44.9 +13 


The Alcoa survey listed Ford, 


To keep pace with the growing was chosen because of its efficiency| pontiac, Oldsmobile and Lincoln as 


use of aluminum in autos, Kaiser 
Aluminum’s automotive industry 
sales department in Detroit, in con- 


in sales and reconditioning. Richard 
Jackson is the firm’s used-car 
manager. 





for Tandem Driving Axles 
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TIMKEN-DETROIT 
HEAVY-DUTY TANDEM 


with large rugged double-reduction gears is 
unequaled for dependable, economical operation 
under toughest conditions. Exclusive “Cradle 
Ride” suspension, with its long, resilient, floating 
springs, reduces road shock, stabilizes the load, 
and improves driver control. Some Timken- 
Detroit medium and heavy-duty tandems are 
available with worm drive. 


pring and Axle Vo 





ONLY TIMKEN-DETROIT OFFERS YOU ALL THESE 
EXCLUSIVE FEATURES AND ADVANTAGES! 


Timken-Detroit Inter-Axle Differential di- 
vides torque evenly between axles, yet 
permit wheels of one axle to revolve faster 
or slower than wheels of other axle. Both 
axles do equal amounts of work. Driving 
parts and tires last longer. Controlled from 
the cab, the differential can be locked out 
at any speed to give positive through-drive. 


Timken-Detroit “‘In-Line’’ Propeller Shaft 
Drive gives you straight-through drive. 
Bearing and gear life is greatly increased 
because universal joint working angles are 
materially reduced. 


Unequaled Parts Interchangeability means 
easier maintenance. Almost all parts in 
TDA® tandems~gears, pinions, differen- 
tials and brakes—are interchangeable with 
parts from Timken-Detroit standard single 
axles. This means more productive opera- 
tion time—fast, simple, economical mainte- 
nance, smaller parts inventory. 


Famous Torsion Flow Axle Shafts are made 
even stronger through the use of more 
splines and greater root diameter. 


Timken-Detroit Rectangular Shaped Axle 
Housings are forged from high carbon 
steel. This shape, plus TDA full strength 


corner sections, provides greatest strength 
possible with minimum weight and size. 


Timken-Detroit Hypoid Gears with their 
larger pinions and greater tooth contact 
give outstanding performance, top ef- 
ficiency and long life—plus lower mainte- 
nance costs. 


Dependable Heavy-Duty “P” Series Air 
Brakes utilize a unit-mounted design to 
make a compact self-contained assembly. 
Open type spiders mean lower tempera- 
tures, longer liner life. Tapered “Econo- 
liners” provide greatest thickness in area 
of greatest wear. ©1957, RS&A Compony 


WORLD’S LARGEST MANUFACTURER OF AXLES FOR TRUCKS, BUSSES AND TRAILERS 





newcomers to the aluminum grille 
field. Imperial, DeSoto, Chrysler, 
Plymouth, Chevrolet and Cadillac 
were named as the six lines which 
have continued the aluminum grilles 
that they introduced in 1957 or ear- 
lier models. 


Alcoa said that color-anodized 
aluminum is being used for the first 
time for interior decoration as well 
as utility purposes. Many shades 
of red, green, yellow, blue and cop- 
per are offered for interior trim 
pieces, 

An extruded strip of aluminum is 
being used as a side-panel trim item 
on the Buick. The light metal is 
used in a host of other decorative 
features, including lettering, medal- 
lions, instrument panels and ex- 
terior panels, Alcoa said. 

Alcoa pointed out that the in- 
dustry’s products are also being 
used in a large number of other 

places where they are less likely 
to be noticed. These uses include 
transmission housings and parts, 
pistons, wheels, carburetors, bat- 
tery cables and spark plug parts. 

The company said its Edgewater 
(N. J.) plant is shipping 30 million 
impact extrusions a year to the 
automobile industry. 

Alcoa listed five selling points for 
aluminum: Lighter than steel al- 
though still more expensive, non- 
corrosive and competitive with 
stainless steel in price, nonmag- 
netic, easily worked and capable of 
taking any color for trim uses. 


BMC Expands 
Marketing Plan 
For Luxury Autos 


LONDON.—British Motor Corp. 
has altered its marketing setup in 
a@ move to push world sales of the 
luxury Princess IV saloon cars and 
limousines. 

The cars are now being handled 
by both Austin and Nuffield dis- 
tributors. 

The models feature hand-built 
bodies, automatic transmissions, 
and power steering and brakes. 

The Princess IV was introduced 
as a new model at the 1956 London 
Motor Show. 


No Dice, Boys 
Ban Is Sought on Objects 


In Car Windshields 


ROCHESTER, N. Y.—The board 
of trustees of the Rochester Cham- 
ber of Commerce approved a reso- 
lution aimed at prohibiting over- 
sized dice, baby shoes and stuffed 
animals dangling in car windshields. 

Letters urging a law to “prohibit 
the placing or hanging of any ob- 
ject or thing in or on the wind- 
shields or rear windows of motor 
vehicles” will be sent to the Gov- 
ernor, commissioner of motor vehi- 
cles, chairmen of the Joint 
Legislative Committee on Traffic 
Violations and New York State 
Traffic Policy Coordination Com- 
mittee. 

Backers of the resolution said the 
hanging objects can obstruct the 
driver’s view of a pedestrian, par- 
ticularly a child, or small animal, 
and possibly another vehicle. 








SUNOCO CUSTOM - 





Butlds Customer 


6 ft 


MOTOR FUELS 


TO DAY. .. No car you sell or service 


could ask for finer fuels 














PREMIUM QUALITY NEW SUPER PREMIUM 


200 240 


Highest octane anywhere Best value for highest 
ion cars. 


at regular gas price. 








_ ON THE WAY...6 GREAT BLENDS FROM — 





~ BLENDING 
| Sotistaction for You 





TOMORROW... 


Your customers soon will be able to get 
motor fuels fitted to the exact octane needs 
of their individual cars, including the high- 
est compression models you sell. 


@ This is your answer to any customer com- 
plaints of engine knocks and the high cost of 
motor fuel for the newest high-compression 
engines. It will be available early in 1958 ex- 
clusively at Sunoco dealers. 


@ Once those customers visit a Sunoco dealer 
and have their cars ‘‘fitted” for the right 
motor fuel they get full knock-free perform- 
ance and maximum economy obtainable in 
no other way. 


» @ It’s the ideal solution to every car dealer’s 
problem of helping his customer obtain the 
right fuel at the right price for the car he 
buys. 


SUN OIL COMPANY, Philadelphia 3, Pa. 
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King-Size Lincoln— 

Longest Lincoln on wheels, above, is one of two that belongs to Walt Disney, who 
uses the cars in California to transport players and crew members to and from movie 
locations, at his studios and at Disneyland for visiting dignitaries. The car measures 
24% feet long. Standard Carriage Works, Inc., Los Angeles, performed the conversion 
from a standard 1956 Lincoln. 





Crankshafts have been made successfully by 
other methods of fabrication and have proven to be 
good enough for certain non-critical applications 
— but for maximum dependability of the modern, 
compact, high compression, high torque engine a 
forged crankshaft is essential. 


The forging process assures, to the greatest 
degree possible, uniformity and predictability of 
physical properties with a minimum variance from 
piece to piece or from one location to another in 
the same piece. 


c 1009 
bt ctryh | 22% 


FORGINGS OF ALUMINUM a 





‘Upholstery Grows More Exotic .. . 


The Inside Story 
on 58 Models 


DETROIT.— The American flair| duce a permanently puffed surface. 


for beauty, combined with a bent} 


Chicopee says this gives its ma- 


for practicality, is nowhere better| terial a “bellows action.” 


illustrated in 1958 autos than 
upholstery fabrics. 

This year, more than ever 
before, new-car interiors sport 
exotic patterns, textures and ma- 
terials. Properly presented by the 
salesman, the car’s upholstery can 
be an important sales tool, par- 
ticularly among feminine pros- 
pects. 


ness and seating comfort. 


Lumite Division of Chicopee 
Mills, Inc., concentrates on a three- 
dimensional material called Lum- 
Loft, in which plastic fiber is woven 
in combination with a monofila- 
ment saran shrinker yarn to pro- 


in | 


Outstanding features of the new| 
fabrics are high durability, color-| 
fastness and slideability. Some add 
qualities of breathability and cool- 


Major acceptance of Lum-Loft, 
|Chicopee says, has been by Olds- 
|mobile, where it is specified for the 
|Super 88 two-door hardtop and 
the 88 station wagon. 

H. W. Brown, Chicopee’s De- 

| troit sales head, said that use of 
| Lum-Loft in the hardtop repre- 

| Sents a break-through for woven, 

three - dimensional upholstery, 
which formerly has been confined 

largely to station wagons. 

For the Super 88 Hardtop, Chi- 
| copee supplies a woven combination 


|}of nylon and rayon, with a poly-| 


| ethylene shrinker. 

A trend in the making also is 
| seen by Chicopee in the Oldsmobile 
| Station-wagon usage. Chicopee is 

supplying sidewall cloth that dupli- 
cates the shell pattern of the Lum- 





Crankshaft forgings illustrated, left to right, for V-8 
passenger car, diesel truck and heavy tractor engines 


WORCESTER 
HARVEY, 





Wyman-Gordon has been forging crankshaofts 
since the beginning of the internal combustion 
engine era and today produces more crankshafts 
for a greater variety of applications than any other 


company in the world. In 


a crankshoft there is 


no substitute for a forging, and in a forging there 
is no substitute for Wyman-Gordon quality and 


experience. 


OMPANY 


1, MASSACHUSETTS 
ILLINOIS e@ DETROIT, MICHIGAN 
MAGNESIUM * STEEL + TITANIUM 








Loft body cloth, Flat door-panel 
and three-dimensional fabrics are 
both woven of saran and Jetspun 


Sidewall usage here is significant 
Chicopee believes, because it marks 
a switch to the use of wovens over 
vinyls. 

The Pontiac deluxe station wagon 
also uses Lum-Loft in a saran 
Coloray and polyethylene combina- 
tion. 

Ford Motor Co. is using Chi- 
copee fabrics on 10 models: Seven 
Ford station wagons, one Ford 
truck and two Mercury wagons. 
Ford, however, concentrates on 
flat fabrics rather than puffed. A 
saran and nylon weave is used on 
the Ranch Wagon and standard 
Ranchero. 

Saran and Coloray with Lurex 
combination is supplied for the 
Country Sedan, the custom Ranch- 
ero and the Del Rio. Ford’s name 
for the cloth is Random Nub. 

A new fabric, named Thong, 
combining Jetspun, nylon and 
Saran with Lurex and a prominent 
vinyl thong, is being pioneered by 
Ford in the Country Squire and 
nine-passenger Country Sedan. 

Mercury uses Lum-Loft in the 
Cobblestone pattern, a combination 
of saran and Jetspun with Lurex, 
in its Colony Park and Voyager 
station wagons. 

Chicopee’s fabric for the Ford 
truck is a flat fabric woven en- 
tirely of saran. Chrysler Corp. 
uses the same material, with 
Lurex added, on Dodge trucks. 
Chicopee is working with auto 

|makers to promote its upholstery 
| (Continued on Next Page) 





‘Twin-Wrap’ Glass 
Gets Wider Use 





‘|In 58 Models 


| PITTSBURGH. —“Twin-wrap or 
| compound curved windshields ‘also 
| called “Control-tower windshields”), 
supplied in moderate volume for 
some 1957 models, are used much 
}more widely in 1958 cars built by 
the customers of Pittsburgh Plate 
Glass Co. They are curved three 
ways—into the roof as well as 
around both sides—combining a 
greater range of vision and attend- 
ant increased safety with a massive 
and appealing appearance new to 
the automotive industry, the com- 
pany said. 

They represent a dramatic peak 
in windshield development and 
have been made possible by com- 
pletely new bending and laminating 
techniques, according to R. G. 
Whittemore, director of product 
development for the company. 

Each 1958 “twin- wrap” wind- 
shield using Solex heat-absorbing 
glass will be provided with its own 
specially developed type of “Sun- 
shade” coloring in the upper part 
of the windshield. Each “Sunshade” 
color or tint is selected to provide 
a predetermined and exact degree 
of overhead brightness control 
combined with the desired in- 
creased breadth of vision for the 


specific car in which it is used, 
Whittemore said. 
The “Sunshade” idea for rear 


windows made its debut in 1957 in 
a dramatically different form in 
some of the industry's very large 
Solex heat absorbing back lights. 
In these fully tempered Herculite 
rear windows a durable, inorganic 
film is fired on the surface next to 
the car interior in the upper part 
of the window. 

It provides brightness and heat 
control in “overhead” areas and 
assists materially in providing 
maximum benefit in air conditioned 
cars. The film or coating both 
absorbs and reflects a substantial 
part of the heat from the sun, re- 
ducing the transmission of solar 
energy to 17 percent, the company 
said. For comparison purposes, this 
figure is approximately 77 percent 
for regular plate glass and 45 per- 
cent for Solex heat absorbing glass. 

The use of “Sunshade” Solex rear 
windows will increase modestly in 
1958 and the idea or principle is 
likely to be applied more generally 
in future models, the company pre- 
dicted. 

In 1958 there will be a wider 
adoption of curved glass panels, 
following the 1957 trend. At least 
one 1957 car used curved glass in 
every window, New materials and 
new manufacturing facilities and 
processes are helping to meet the 
evident demand for wider usage of 
curved parts, the company said. 
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Upholstery Grows More Exotic... 


The Inside Story on ’58 Models 


(Continued from Preceding Page) 


material among dealers and con- 
sumers. 

The 1958 Oldsmobile sales manual 
for dealers is covered in the same 
fabric used on the 88 station wagon. 
Chicopee has also worked with 
Oldsmobile to develop the uphol- 
stery story in sales literature. 

A joint promotion has also been 
undertaken with Mercury. 

Lurex, used in many of the 
fabrics turned out by upholstery 
mills, is a nontarnishing metallic 
yarn produced by Dobeckmun Co. 

While gold and silver Lurex is 
most frequently specified for body 
cloths and carpeting, blue, green, 
grey, bronze, copper, red, multi- 
color and customcolor are gaining 
favor. 

Of the 112 fabrics selected for 
1958 by auto makers, 55 contain 
Lurex yarns. Of the metallic cloths, 
approximately 40 percent use Lurex 
jewel tones and multicolor. 

Cadillac uses a cloth named Cal- 
cutta, manufactured by Laurel 
Mills. One face has black warp 
yarns with a silver Lurex fill. The 
other uses a black warp with a 
metallic blue Lurex fill. 

Chrysler Corp. fabrics also show 
considerable multicolor Luex. Moss 
Rose manufactures a Calypso cloth 
for Plymouth Belvedere hardtops 
and the Suburban station wagon in 
which Lurex is used. 

Metallic yarn appears in three 
fabrics used by Pontiac—Periwinkle 
by Craftex Mills; Prado, a tri-lock 
by U. S. Rubber, and Patrician, by 
Moss Rose. 

Pontiac carpets also use a Lurex 
in the Taurus floor covering manu- 
factured by Barwick Mills. 


Ford Motor Co. has put a 
metallicized tweed by Chatham 
Mfg. Co. in the Fairlane 500 hard- 
top and retractable hardtop. 
Eight color options are offered. 

Lurex also appears in many in- 
teriors of the Edsel. Virginia Fibre 
Corp. supplies Tempo cloth for the 
Roundup and Villager station wag- 
ons. It is woven on a dope-dyed 
Saran warp with undyed, high- 
sheen nylon and multicolor jet-gold 
Lurex and a backing of Latex. 

Lincoln is using a Star pattern 
by Jacquard Fabrics. Continental 
hardtops and the four-door sedan 
are using two new fabrics: Mardi 
Gras by Craftex Mills and Nub 
Weave by J. P. Stevens, They 
employ Lurex-MF yarns, which are 
constructed of foil and Mylar film 
and are said to have good tenacity 
and abrasion resistance. 

Buick is introducing a fabric by 
Collins & Aikman, called Barr, 
which uses a metallic multicolor 


Expansion Called | 
Big 58 Decision 
Facing Bosses 


NEW YORK.—The biggest deci- 
sions of 1958 involve expansion, 
capital expenditures and diversifi- 
eation, according to three-fourths 
of 111 company presidents inter- 
viewed by Dun’s Review & Modern 
Industry. 

The survey sought the kind of 
decisions the executives make and 
how they make them. These men 
head companies with 1.7 million 
employes, $27 billion total assets, 
1,773 U.S. plants and annual net 
sales of more than $32 billion. 


Three of four company presi- 
dents said they share some decision 
making with committees, but fewer 
than one of four thought highly of 
group decisions. 

In discussing how they reach 
decisions, the presidents empha- 
sized the importance of getting the 
facts and “sleeping on” the deci- 
sion as long as possible. Most of 
them ruled out hunches and per- 
sonal bias as influences on de- 
cisions. 

Of the six in 10 men willing to 
guess the percentage of major 
decisions that have misfired, more 
than half said that up to a fifth of 
their rulings have missed the mark. 


yarn in all cloth background colors 
of blue, green or grey. 

A Collins & Aikman carpet, Trini- 
dad, which uses silver Lurex in 
each of six ground. colors, appears 
in the Oldsmobile 98. ; 

Interior trim of the Chevrolet 
Impala is provided by Bachmann 
Uxbridge with a fabric called 
San Domingo. It is a grey cloth 
embellished with Lurex-MF in 
silver and enhanced by two four- 
inch bans of dyed warp yarn. 

Another important factor in the 
upholstery picture is Coloray, the 
solution-dyed rayon staple fiber 
produced by Courtaulds (Alabama), 
Inc. Coloray, which was used on 
three models in 1955, appears on 20 
models in 1958. 


Chrysler Corp. is using fabrics 
containing Coloray in five models: 
Moss Rose Mfg. Co. supplies fabrics 
for the Plymouth Belvedere, Dodge 
Custom Royal and DeSoto Fireflite 
sedan. 

Chatham Mfg. Co. supplies fab- 





rics with Coloray for the Dodge 
Royal four-door sedan and the 
Chrysler Saratoga. 

Chatham also supplies fabrics 
with Coloray for the Ford Fairlane 
500 series, the Chevrolet Impala 
and Buick Special. 

Coloray-based fabrics are sup- 
plied by Burlington Industries for 
the Ford Custom, Cadillac coupe 
and Cadillac Coupe de Ville. 

La France Industries makes 
use of Coloray in materials for 
the Mercury Monterey, Chevrolet 
Biscayne, Buick Century and 
Chevrolet panel truck. 

The Ford Ranch Wagon and 
Pontiac deluxe station wagon em- 





| 
| “I’ve sold one! I’ve sold one!” 





body Chicopee fabrics in which|tinuous process yarns are used in 


Coloray yarn is used. 


upholstery in the Chrysler Windsor 


It also appears in material pro-|i" n original fabric created by 


duced by Craftex Mills for the 
Chevrolet Bel Air and by J. P. 


Stevens for the Edsel Pacer. 


Industrial Rayon Corp.’s con- 


Chatham. 
Material supplied by Sidney Blu- 
menthal & Co., Inc., for the Plym- 





Bolster fabric in the 1958 Pontiac 
is manufactured by Burlington 
Mills from IRC yarns. IRC yarn 
also appears in fabrics used on 
some Ford models. 

IRC nylon staple is being used 
in many automotive floor coverings 
again this year. One outstanding 
use is in the multicolored tweed 
construction originally made for 
the Ford Fairlane series by Chat- 
ham. 

The beauty of interior uphol-: 
stery this year again lends itself 
to the merchandising of clear 
plastic seat covers. 

According to Southbridge Plas- 
tics, about half of all 1957 cars on 
the road use clear-plastic covers. 

Phil Rosenbaum, Southbridge 
sales manager, said dealers have 
three pegs on which to hang a 
sales pitch for clear plastic covers: 
They protect upholstery against 
stains and dirt, they show off its 
beauty while properly protecting it 
and they maintain the value of the 
car for tradein purposes. ; 

He suggested that demonstrators 
be equipped with clear plastic 
covers, but warned dealers to make 
sure the covers fit snugly and 


outh Belvedere also use IRC yarns. | neatly. 


BIG OR SMALL ... BENDIX DRIVES START THEM ALL 


engine ever built has used a Bendix Starter Drive. Hospitals 


Throughout the world of transportation it’s an accepted fact 
that you start with Bendix! And it’s not surprising. Bendix* 
Starter Drives have been synonymous with dependability for 
fifty years in the automotive field. They’ve proved themselves 
just as reliable on submarines, aircraft, earth movers, outboard 
motors, helicopters. In fact, every type of internal-combustion 


Bendix-Elmira, n.y. 


ECLIPSE MACHINE DIVISION 


use Bendix Drives to activate their stand-by equipment. Air 
raid sirens across the country are started with Bendix Drives. 
It’s logical to believe that such universal acceptance indicates 
a standard of quality which no other manufacturer has been 


able to match. Need we say more? 


Te 
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Comparison: Advertised-Delivered Prices 


Of 1958 Automobiles 


{Compiled by Automotive News) 


(This table is based on prices in effect Nov. 15, 1957, and rounded off to the nearest dollar. Each price includes the retail list price 
suggested by the factory, provision for Federal excise tax and suggested dealer delivery-and-handling charges. These prices do not include 
transportation costs, state and local taxes, optional equipment or any other charges that may be passed on to the retail buyer.) 
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Sedan Sedan Hardtop Hardtop Conv. Wagon Drive Steering Brakes 

BUICK 
Gpeddd) cc ccccccccccecee $2,700 $2,636 $2,820 $2,744 $3,041 $3,145 $220 $108 $40 Special—4-dr., 2-seat hardtop stat. wag., $3,261. 

COMUTY oc ccccccccccccece Bete ss be bee 3,436 3,368 3,680 3,831 Std. 108 40 (Flight-pitch Dynaflow standard on Roadmaster 75 and Limited; $75 extra on 
BEE pccbeaceserscscses 66864 se08 3,789 eee = kaa 60 eee Std. Std. 40 Super and Century; $296 on Special.) 

Roadmaster 75 ...cccscce = sesee = weer 4,667 4,557 GAGS 3s sb vtes Std. Std. Std. 

DE cbisedetéissctics <exes © seane 5,112 5,002 GES sevcese Std. Std. Std. 

CADILLAC Series 62—extended-deck 4-dr. hardtop, $5,079; Sedan de Ville 4-dr. hardtop, 
CEE caistectessée6es seoesc serve 4,891 4,784 GASS = so eee Std. Std. Std. $5,497; Coupe de Ville 2-dr. hardtop, $5,251; Eldorado Seville 2-dr. hardtop, $7,500; 
Sinty Special .....ccccc00 —seeee sv sven 6,232 Secce 8 8=— oeeee = ose Std. Std. Std. Eldorado Biarritz conv., $7,500. 

Gartas 7S ccccccccccsccee GORD. kwece. _ cess 3 seese §=— Sees 8=— so wee Std. Std. Std. Series 75—limousine, $8,675. Eldorado Brougham—4-dr. hardtop, $13,074. 
(*Prices are for six-cylinder models. For V-8s, add $107.) 

*CHEVROLET Delray—utility sed., $2,013. Bel Air—Iimpala 2-dr. hardtop, $2,586. 

DONG cccccccccccccccee 2,155 Bae ©)60—-etece 0S ReSS 20 SSeS Sb e NS 188 70 38 Station Wagons—2-dr. 2-seat Yeoman, $2,413; 4-dr. 2-seat Yeoman, $2,467; 4-dr. 
GeCMYRO oc cccccccccccces 2,290 nae 060 éhebe 806060 Stk UCU eS 0|CO 8 RS 188 70 38 2-seat Brookwood, $2,571; 4-dr. 3-seat Brookwood, $2,678; 4-dr. 2-seat Nomad, 
PE Scvbeeseenceredce 2,440 2,386 2,511 2,447 Eee = bowen 188 70 38 $2,728. 

Gerwette (V-O GB) cciccsc sevens «—evces = seede = wv ove Bee beeee 188 70 38 (Turboglide transmission—V-8 models only—$231.) 

CHRYSLER 
De cEpnenovebdesees eee = «4 hes 3,279 oe 86s es 3,616 220 108 40 Windsor—4-dr. 3-seat stat. wag., $3,803. New Yorker—4-dr. 3-seat stat. wag., 
GRPMIOGE ccccccccccccses See «(BS eee 3,955 Gave éesee ve5e% Std. Std. 40 $5,083. 

New Yorker .........555- rere 4,404 4,347 4,761 4,868 Std. Std. 40 
DE cccadbitesanetdees *0hee. ~t808.  588%0 5,173 GAGS ccese Std. Std. Std. 

DeSOTO 
Firesweep .......-000005 ee 0 ww esee 2,953 2,890 3,219 3,266 180 106 39 Firesweep—4-dr. 3-seat stat. wag., $3,408. Fireflite—4-dr. 3-seat stat. wag., 
TD cccbccecessesss nee aeeee 3,235 3,178 OC 220 106 39 $4,172. 

DEED cvcvsdecccneunce -' rere 3,731 3,675 3,972 4,030 Std. 106 39 (TorqueFlite transmission is $220 on Firesweep.) 
DE? scicsacketeses i <0608 s4065 <“neda 4,071 BaP sk 6 kas Std. 106 Std 

DODGE 
i Tl cssanesaesaee 2,530 De: -cdice wine: ab@he. -senea 180 Not Offered 38 Station Wagons—2-dr. 2-seat Suburban, $2,970; 4-dr. 2-seat Sierra, $3,035; 
Gerened VB .ccccccsccse 2,637 2,556 2,764 2,479 eee 0s bees 180 92 38 4-dr. 3-seat Sierra, $3,176; 4-dr. 2-seat Custom Sierra, $3,212; 4-dr. 3-seat Custom 
Royal V-B nw. cccccccccee a . patewe 2,915 | eT er eee TTT 220 * 92 38 Sierra, $3,354. 

Custom Royal ........... WED lccces 3,142 3,071 erry 220 92 38 (TorqueFlite transmission is $220 on Coronet V-8.) 

EDSEL Station Wagons—2-dr. 2-seat Roundup, $2,876; 4-dr. 2-seat Villager, $2,933; 
BRMBSE « cccccccscccccece 2,592 2,519 2,678 a: Aaatie. evden 231 85 38 4-dr. 3-seat Villager, $2,990; 4-dr. 2-seat Bermuda, $3,190; 4-dr. 3-seat Bermuda, 
PE ci.vedssondeeconese Tae beees 2,863 2,805 SRAB  cccee 231 85 38 $3,247. 

Po cciebisetiseenee «teeta Heese 3,425 a: “sess  #easec Std. 85 38 
Ph ~ccsateettucehes  -aseae. weeen 3,615 3,535 ee |. apace Std. 85 38 

*FORD ("Prices are for six-cylinder models. For V-8s, add $107 for station wagons; $124 

Gestem BOO ...ccccccsece 2,119 Dae. <“«idee sheen spans. Sease 180 69 37 for Fairlane and Fairlane 500; $137 for Custom 300.) 
ERD sccasccecescvecs 2,285 2,231 2,429 Bee ened 0 eek an 180 69 37 Custom 300—business sed., $1,977. Fairlane 500—retractable hardtop (V-8 stand- 
Paislane SOD ....cccccces 2438 2,384 2,509 2,445 2660  ..... 180 69 37 ard), $3,173. 
Station wagons—2-dr. 2-seat Ranch Wagon, $2,407; 2-dr. 2-seat Del Rio Ranch 
Wagon, $2,513; 4-dr. 2-seat Ranch Wagon, $2,461; 4-dr. 2-seat Country Sedan, 
$2,567; 4-dr. 3-seat Country Sedan, $2,674; 4-dr. 3-seat Country Squire, $2,804. 
(Cruise-O-Matic transmission—332 ond 352-cubic-inch engines only—is $197.) 

IMPERIAL 
imperial ....cccccccccces ere 4,945 See 8 0 aheee 08— a nee Std. Std. Std. 
DT, ccnnernannweaeeed BAGR on ecse 5,632 5,388 B70 cccce Std. Std. Std. 
DD acastcnecenceces See = wawee Se 0 theses Beene 8  seeee Std. Std. Std. 

LINCOLN-CONTINENTAL 
SE cnsakakensaaescees WO kee ee -  kaiay evens Std. Std. Std. 

PURUMOTD occ ccccccccese Saee 3s «eee 5,565 a 8 “heck 8 eneee Std. Std. Std. 
MS i onesckuctees Caen. éeece 6,072 5,825 6,283 ....... Std. Std. Std. 

MERCURY Montclair—Turnpike Cruiser 4-dr. hardtop, $3,577; Turnpike Cruiser 2-dr. hard- 

hed ek eee ew ewan 2,617 a wien icone: hada. . aeine (Equipment prices not available) top, $3,498. 
MOMOTEY ...ccccccccccecs 2,721 2,652 2,840 2,769 a }§«=6.'eewas 226 108 38 Station Wagons—2-dr. 2-seat Commuter, $3,035; 4-dr. 2-seat Commuter, $3,105; 
| EA ee Bae. * eexes 3,365 3,284 3,536 ..... Std. 108 38 4-dr. 3-seat Commuter, $3,201; 2-dr. 2-seat Voyager, $3,535; 4-dr. 2-seat Voyager, 
et teeehees 8 ensee- Saeee 3,944 3,867 eee 8 éesee Std. Std. Std. $3,635; 4-dr. 2-seat Colony Park, :$3,775. (Merc-O-Matic standard on Voyager and 
Colony Park.) 
(Multi-Drive transmission standard on Park Lane; $19 extra on Montclair, V er 
(*Medalist available about Jan. 1.) oil Utena Vaile S008 on. Matin? 7s 

OLDSMOBILE 
i Mt ceéveseeeness 2,837 2,772 2,971 2,893 3,221 3,284 231 108 40 Series 88—4-dr. 2-seat hardtop stat. wag., $3,395. 

MD WD so scccccccessces ae ok Kien 3,339 3,262 3,529 3,623 231 108 40 
EE ice peck adh eh ee BOG 3s sccus 4,096 4,020 4300 = ones Std. Std. Std. 

*PLYMOUTH ("Prices are for six-cylinder models. For V-8s, add $108.) 

Dy ccnteséoseedecesee 2,169 Da «iene “sheee Stee. €0war 180 77 38 Plaza—business cpe., $2,028. Fury—2-dr. hardtop (V-8 standard), $3,067. 
ME acccwscecesceceees 2,305 2,254 2,400 ee ee ee 180 77 38 Station Wagons—2-dr. 2-seat Deluxe, $2,432; 2-dr. 2-seat Custom, $2,553; 4-dr. 
OR .<ciueneebéeabe 2,440 2,389 2,528 2457 Bee . Seaee 180 77 38 2-seat Custom, $2,607; 4-dr. 3-seat Custom, $2,747; 4-dr. 2-seat Sport, $2,760; 
(V-8 std.) 4-dr. 3-seat Sport, $2,900. 
(TorqueFlite transmission—V-8 models only—is $220.) 

PONTIAC 
EY J deco ctankauaes 2,638 2,573 2,792 2,707 3,019 3,019 231 108 39 Chieftain—4-dr. 3-seat stat. wag., $3,088. 

Ne GEE on cccccccccts ee: aweas 2,961 a eesek: . Seebe 231 108 39 
PT cccndccdecened meee =. Bane 3,210 a) =6=—«s - suas 3,350 231 108 39 
220 i Saaies  Speas  eadée  aptats 3,481 eee 231 108 39 

RAMBLER 
Deluxe Six ......-..eeees St ~shesw (ciade 834ch. aeene Sedans 200 80 38 Ambassador Custom—4-dr. 2-seat hardtop stat. wag., $3,116. 

DPT Skicdeeedesaces See = save a. i¢ae¢! exnse 2,506 200 80 38 
TN De via canoe tse a: Scses . ceeee ~édasi daane 2,621 200 80 38 
Rebel Super V-8 ......... a -ctcea . Wiest -wecee <*eauk 2,636 220 85 38 
Rebel Custom V-8 ........ lr en” Ghats” ~~ apees 2,751 220 85 38 
Ambassador Super ....... a ° wee Cee Daaeg ” ehnee 2,881 230 90 40 
Ambassador Custom ...... a PE?” ede = «adie ee 3,026 230 90 40 

STUDEBAKER 
EL a scaneseseoecne 1,874 Ree -wksew. gencn: “danse 2,055 Not Offered Not Offered Not Offered (*Hardtop prices not available.) 

Chmmoplen Bim ...cccccece 2,253 ee She eee! .-“Geece ii Sacitacs 203 74 40 Hawks—Silver Hawk 6 cpe., $2,219; Silver Hawk V-8 cpe., $2,352; Golden Hawk 
Commander V-8 ......... Been. State. Bene Ps oT Reese 2,644 203 74 40 2-dr. hardtop, $3,282. (Overdrive standard on Golden Hawk; automatic transmission, 


Ss eek abode Mn, -ideuae . bake - .  seeee eee 203 74 40 $84 extra.) 








Better Performance, Economy Engines Also Pushed... 


‘58 Car Accent on Styling 


By John K. Teahen, Jr. 
Staff Writer 
MERICANS love automobiles. 
They've proved that by pur- 
chasing more than 57 million new 
cars since 1947— 19 million of 
them in the last three years. 
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they have the answers to those 


| questions. 


“The American motorist wants 


| fresh styling and engineering im- 


provements,” they say. “He wants 
‘comfort and convenience in his 
automobile. As long as we can 
give him those things, we feel 


Before 1949, the four-million- | he'll continue to buy our prod- 


car year was a dream. Since 
then, the registration total 
never has fallen below that 
figure. Prior to 1955, sales had 
reached six million only once. 
Now, the industry is geared to 
that total and is looking ahead. 


What's behind this postwar 
bonanza? Will it continue? The 
automobile manufacturers believe 


Cadillac for ’58 


HIGH, SPIKED FINS—Tail fins, long 
a Cadillac trade mark, are high and 
spiked for 1958. This assembly ap- 
pears on all models except the Eldo- 
rado convertible and two-door hardtop 
which retain their inboard fins. 


; , - 
cr - a 
se a »! ¥ 


eee 
BEHIND THE WHEEL—The Cad- 
illac instrument cluster, which includes 
the clock, has been restyled for the 
driver's convenience. Cadillac has 
adopted printed-circuit wiring for the 
instrument panel this year. 


| ucts.” 


* * * 


R 1958, the manufacturers 
offer advancements in all 
those departments. There are new 
‘bodies and new frames, new 
engines and transmissions, new 
styling and accessories. In addi- 
tion, many makers are promising 
|an increase in fuel economy. 

Chevrolet, Pontiac, Lincoln 

and Continental have new 

frames and new bodies, while 

Ford, Buick and Oldsmobile 
| also have made extensive styl- 

ing changes for 1958. 

Chrysler Corp., reluctant to 
tamper with a winning design, 
| limited its exterior alterations to 
| grilles, taillights and side trim. 
| Dual headlights are the rule, 
|rather than the exception this 
|year. They are standard on all 
|models, except the Rambler 
| Deluxe Six four-door sedan and 
|the Studebaker sixes, and are not 
\available on the S-P Hawks. 


* * * 


'Edsel in 18 Models 


a biggest news of this year’s 
new-model season was sup- 
| plied by the first car to go before 
\the public. That, of course, was 
oe Edsel, latest addition to Ford 
Motor Co.'s lineup. It’s available 
| in 18 models and competes in the 
|medium-priced range. 
| Engines highlighted the year’s 
technical developments as Chev- 
rolet, Pontiac, Plymouth, Dodge, 
|DeSoto, Ford, Mercury and 
| Lincoln-Continental brought out 
jone or more new power plants. 
Biggest of the lot is the 430- 
cubic-inch unit used in some 
Mercurys and all Lincolns and 
Continentals. Edsel's two top 
series utilize a 410-cubic-inch 
engine. Chrysler and Imperial 
topped last year's displacement 
derby with 392 cubic inches. 
Mercury also became the first 


manufacturer to offer 400 horse- | 
power. It’s available with triple | 
two-barrel carburetion on the| 
Super Marauder engine. 
Fuel injection, a Chevrolet in- | 
novation last year, now is offered | 
also by Pontiac, Plymouth, 
Dodge, DeSoto and Chrysler. 
* * & 


Buick for 1958 


i 


; | LIMITED SERIES TOPS 1958 LINE—Buick’s top line for 1958 is the new 
yee Mercury and Buick have Limited series which offers a convertible and a pair of hardtops. The cars are 


added a second automatic | eight inches longer than other Buicks. The new flight-pitch Dynaflow and all 


transmission choice for 1958, and | 


power assists are standard equipment. 


1958 Buick Roadmaster Four-Door Hardtop— 


TOP SELLING FEATURES: New three-model Limited series in luxury class . 
. . Redesigned Dynaflow transmission with grade retarder . . 
. . . Dual headlights . . . Air suspension optional on all models . . . Twin 


brake drums . 
. . . One-piece rear window 


heater arrangement, with one outlet under seat. 


American Motors now is using a 
Flash-O-Matic unit supplied by 
Borg-Warner. 


Several makers claim greater 
fuel economy for 1958. Among 
them are Oldsmobile with a new 
Econ-o- Way two-barrel carburetor 
and the five Chrysler lines with 
a mew Econo-Choke system for 
V-8 engines. 

Air suspension is available as | 
an extra-cost option on all | 
General Motors makes and on 
Ford, Mercury and Edsel. 
American Motors will offer it 
after the first of the year. 


Perhaps the year’s most novel 
accessory is offered by Oldsmobile 
and Pontiac. It is a Trans-Portable 
radio, a transistorized unit that| 


can be removed from the instru-| 
ment panel and operated as a 
portable. 

* 


* * 


Many New Series 
EW models and new series 
are plentiful. Buick has re- 
instated the Limited as its most- 
expensive series and replaced the 
Roadmaster with the Roadmaster 
75. Pontiac’s Bonneville and Mer- 
cury’s Park Lane, both new, now | 
head those lines. 
Chevrolet added a pair of | 
Impalas to its Bel Air series, 
and the Continental Mark Ill | 
bas become a four-model line. | 
Studebaker bas two new hard- 
tops, and Ford has announced 
a four-seat T bunderbird. 


Gone from the scene this year| 
,are Nash and Hudson. American 





| cooled aluminum brake 


Motors replaced them with a six- 
/model Rambler Ambassador series 
|which includes three station 
wagons. It’s the first time wagons 
|have been available in AMC’s 


1958 Cadillac Coupe de 


Ville— 


TOP SELLING FEATURES: Extended-deck four-door hardtop added to Series 62 . . . Redesigned 
grille and front end . . . Restyled fins . . . Dual headlights . . . Rear vent windows in four-door models 


. . - Electric door locks . . . Four-link suspension 


wiring for instrument cluster. 


. .. Air suspension with lift valve . . . Printed-circuit 


senior line. 

In all, the manufacturers in- 
troduced 260 models, compared 
with the 254 they offered at the 
end of the 1957 season. A break- 
down shows a continuation of 
the trend toward hardtops and 
away from conventional sedans. 

* * 


ae year, there are 72 standard 
sedans compared with 84 in 
1957, and 97 hardtops compared 
with 87 last year. The Edsel 
lineup emphasizes this trend. 
Eight of the new entry's 18 
models are hardtops; only three 
are center-post units. 

Prices rose an average of 3.42 
percent, but the promotion of 
certain extra-cost options to the 
standard-equipment class ac- 
counted for a portion of the 


(Please Turn Page) 


. - Aluminum front 
. “Jeweled” front grille 


& 


ALUMINUM BRAKE DRUMS—Air- 
drums are 
standard on the front wheels of Buick 
Century, Super, Roadmaster 75 and 
Limited models. In addition to being 
lighter, the aluminum brakes dissipate 
the heat faster, adding longer life to 
brake linings, Buick said. 


AIR-POISE SUSPENSION — Com- 
pressed air for Buick’s new air-poise 
suspension is fed to the air springs 
from a tank mounted on the front of 
the frame. A compressor which runs 
off the fan maintains tank pressure at 
| 290 pounds per square inch. Pressure 
in the springs is maintained at 100 
pounds per square inch. 
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Performance, Economy Also Pushed... 


1958 Model Accent 
On Fresh Styling 


(Continued from Preceding Page) 


boost in several lines. Last year, 
prices climbed 7.17 percent at 
introduction time. 


Oldsmobile, Buick, Mercury, 
DeSoto and Chrysler division held 
their increases to less than 3 per- 
cent, while Rambler Ambassador 
four-door sedans are 8.8 percent 
lower than the Nash and Hudson 
models they replaced. (All prices 
quoted by Automotive News in- 
clude Federal excise tax and 


Chrysler for ’58 





RESTYLED TAIL LIGHTS — For 
1958, new tail-light lenses are set into 
Chrysler's high fins, and chrome- 
framed backup lights are positioned 
directly beneath the tail lights. The 
tail-lamp lens is smaller, dramatizing 
the height of the fin. 


suggested dealer delivery-and- 
handling charges.) 


A roundup of the 1958 models 
and a discussion of their new 
features appears below. 

* * & 


Buick 
HE 1957 model year was not 
a happy one for Buick. The 
high-volume GM division was 
dumped unceremoniously f rom 
its cherished third-place spot in 
the registration picture. 


But there’s an air of confi- 
dence at Flint as the 1958 
selling season begins. Buick 
concentrated on styling this 
year, and the most apparent 
innovation is a new dice-cube 
grille made up of 160 chrome 
squares that extend the width 
of the car. The concave pieces 
are set in four rows. 


The dual headlights are capped 
by a chrome strip that extends 
around the fender and becomes 
part of the side molding. The 
strip fades along the side of the 
car to the rear-wheel cutout. 


Introduction-day visitors were 
happy to note that the Special 
‘and Century series a gain have 
/one-piece rear windows. Last 
year’s three-piece units were re- 
ceived somewhat less than en- 








Chevrolet for 1958 





1958 Chevrolet Bel-Air Two-Door Sedan— 


TOP SELLING FEATURES: New body, frame and engine . . 


. Longer, lower, wider . . . Two new 


Impala higher-priced models . . . Air suspension optional . . . Rear coil springs . . . Dual headlights 


. . . Foot-operated parking brake . . 


ribbed grille. 


— 
thusiastically by shoppers in the| 
medium-priced field. 

Rejoining the line for 1958 is| 
the exclusive Limited series, | 
| which has been absent since 1942. | 
The Roadmaster series has been 





upgraded to the Roadmaster 75| | 


level, putting six of Buick’s 20 
models in the luxury class. 

Like other GM cars, Buick 
offers air suspension as an 
extra-cost option. There's also 
a new transmission—F li g bh t- 
pitch Dynaflow — which is a 
three-turbine unit that includes 
a grade retarder. Air-cooled 
aluminum front brake drums 
are standard on the four top 
series. 

Buick held its price increase to 
2.74 percent with Special sedans 
and hardtops rising only $40.17. 
Prices range from $2,636 for the 
Special two-door sedan to $5,125 
for the Limited convertible. 

* * 
Cadillac 
RESTYLED version of last 
year’s well-received line car- 
ries Cadillac’s hopes to retain its 
nearly 50 percent market penetra- 
tion in the luxury class. 

The company says the new- 

comers have a “broad-shouldered, 








FOUR WAGONS IN 1958 CHRYSLER LINE—Chrysler offers four station | longer look.” Dual headlights are 
wagons for 1958, including a pair of new nine-passenger models. The new- | S€t Over a new grille which is 
comers have rear-facing third seats and Captive Air tires. They are available | inset with jewel-like protrusions. 
in the Windsor and New Yorker series. 





1958 Chrysler Windsor Four-Door Hardtop— 
TOP SELLING FEATURES: Shorter wheelbase (122 inches) Windsor series . . . Two nine-passenger | 


station wagons . . . Auto-Pilot speed control device... Dual air-conditioning ..» “Constant Control” | percent on the high-volume “62” 
power steering . . . Limited-slip differential . .. Wrap-over windshield . . . Fuel injection is available | series and 3.97 percent when the 


on the 300-D model. 


|The hood is 5.3 inches longer 


| Brougham, optional on all 


. Separate station wagon series . . . Flared fins . . . Concave- 





CHEVROLET CORVETTE FOR ’58—Dual headlights, a new grille and 
wraparound bumpers are styling features of the 1958 Corvette. The hood has 
ventilation-type louvers, and there are simulated air scoops on the fenders. 
Chevrolet's plastic-bodied sports car is available with a removable hard top 
or automatic soft top. 


than last year, and fenders are 
longer and wider. 

Rear ventipane windows bave 
been added in four-door bard- 
tops, and fins are spiked and 
more prominent than last year’s. 
Electric door locks are available | 
throughout the line, and an 
electrical trunk control also is 
offered. 

An extended - deck four - door 
hardtop has been added in the| 
“62” series. It has more trunk) 
space than the regular “62” hard-|2 VIEWS OF IMPALA—Front and 
top and is 8.5 inches longer at| rear views of the Impala highlight 
225.3 inches. Cadillac has 12| Chevrolet's new styling. Dual head- 
models for 1958, including the | lights are set over a concave-ribbed 
$13,074 Eldorado Brougham. grille and the low, flat hood has no 


Important advancements in sus- | 0™amentation. 
pension highlight the Cadillac 
engineering story. Four-link rear 
suspension, introduced on the 
Brougham, now is standard on 
all models, and coil springs are 
used at each rear wheel as well 
as at the front. 

The coil springs are easily 
interchangeable with air 
springs, Cadillac said. Air sus- 
pension is standard on the 





other models. 

The Cadillac engine is a 365- 
cubic-inch unit with a compres- 
sion ratio of 10.25 to 1. Horse- 
power is 335 on the Eldorados, 
325 on other models. 

Cadillac boosted prices 2.98 





*‘LEVEL-AIR’ SUSPENSION—The air 
spring assembly of Chevrolet’s air sus- 
pension consists of a stamped steel 
reservoir mounted to the frame with 
one end closed over by a fabric- 
reinforced rubber bellows. A piston 
fixed to the suspension lower control 
arm applies vehicle weight to the cen- 


(See Next Page) ter of the bellows. 
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DeSoto for 1958 


1958 DeSoto Fireflite Sportsman— 


TOP SELLING FEATURES: Convertible added to Firesweep line . . 





. Turboflash V-8 engine . . 


New grille and side trim . . . Dual headlights standard . . . Wrapover windshield . . . “Constant- 


control” power steering . . . “Sure-grip” differential . . . ““Econo-choke” fuel system . . 
tion optional on Adventurer models . 


ALUMINUM MESH GRILLE—The 
grille insert on the 1958 DeSoto is 
expanded aluminum mesh, brightly 
anodized. Dual headlights, an extra- 
cost option last year, have been made 
standard. 


. . Air suspension optional. 


. Fuel injec- 


FIREFLITE FOUR-DOOR HARDTOP—A new Turboflash V-8 engine is 
featured in all 1958 DeSotos and fuel injection will be available on Adven- 
turer models. A convertible has been added to the Firesweep series, giving 


DeSoto 18 models for the new season. 





Better Performance, Economy Engines Also Pushed... 


‘58 Accent on Fresh Styling 


(Cont. from Preceding Page) 
Sixty Special is included. Prices 
run from $4,784 for the “62” 
two-door hardtop to $13,074 for 
the Eldorado Brougham. 


Chevrolet 
LONGER, lower and wider 
car. A new body, new frame 

and new engine. Chevrolet deal- 
ers are sure this combination will 
enable them to move back into 
first place. 


Chevrolet’s new styling starts 
with dual lights over a concave- 
ribbed grille. The flat hood is 
devoid of ornamentation, and 
different side moldings and two- 
tone patterns are used in each 
series. 


The pointed fins of 1957 are 
gone. Rear fender lines sweep 
outward, then curl around the 
tail-light assembly to give a 
gull-wing effect. 

An all-welded X-frame is used 
this year. Chevrolet says this was 
a factor in lowering the body 
without altering interior roomi- 
ness. Four-door sedans are 57 
inches high; the new Impala hard- 
top is 55.7 inches. 


Wheelbase is up 21/, inches to 
117.5. Overall length has been 
increased nine inches to 209, and 
width is four inches greater at 
77.7. 


Two Impala models have been 
added. The two-door hardtop and 
convertible are named for Chev- 
rolet’s 1956 Motorama dream car. 
The One-Fifty and Two-Ten 
series have been renamed the 
Delray and Biscayne, respectively, 


and a separate station wagon 
series has been set up. 


Chevrolet's new engine, an 
extra-cost option, is a 348- 
cubic-inch T ur b o-Thrust V-8 
with a compression ratio of 9.5 
to 1. Its combustion chamber is 
entirely within the block. The 
cast aluminum pistons and the 
top face of each cylinder block 
are inclined at 16 degrees. 


The cars have four-link rear 
suspension (axle attached to 
frame at four points) and coil 
springs at each wheel. Air sus- 
pension is optional. Center pillars 
of standard sedans have been 
slimmed, and all models have a 
foot-operated parking brake. 


Chevrolet prices climbed 5.52 





Windsor had a wheelbase of 126 
inches, the same as the Saratoga 
and New Yorker. 

An interesting option is Auto- 
Pilot, a speed - control device 
which permits selection of a 
cruising speed by setting a dial 
on the instrument panel. When 
the car reaches the preset speed, 
a warning back-pressure develops | 
on the accelerator pedal. 

Other options are a new dual| 
air-conditioning unit with two) 
blowers, two evaporators and| 
two controls. A new Sure-Grip| 
differential transmits power to the | 


percent for six-cylinder models, « . by 


and range from $2,013 for the 
Delray utility sedan to $2,734 for 
the Impala convertible. The new 
Corvette is $3,631. 

=. es 


Chrysler 

REVAMPED Windsor series, 

a pair of nine-passenger sta- 
tion wagons and a number of 
engineering im provements are 
highlights of Chrysler division’s 
1958 line. 

The new wagons (a Windsor 
and a New Yorker) have rear- 
facing third seats and Captive- 
Air tires. They give Chrysler 14 
models plus two more in the 
limited- production 300-D series. 
Fuel injection is available on 
the 300-D units. 

The 1958 Windsor is built on a 
122-inch wheelbase, the same as 
that of the DeSoto Firesweep and 
all Dodge models. Last year’s 


rear wheel having the better trac- 
tion. 

Hardtops and convertibles 
bave a new wrapover wind- 
shield, and the power-steering 
unit—now called “Constant 
Control” —takes but 31/, turns 
to go from lock to lock. It is 
standard on all but Windsor 
models. 

Chrysler prices are up 2.6 per- 
cent this year. The Windsor four- 
door sedan is tagged at $3,129 
($41 above last year), and the 
most expensive model is the 300- 
D convertible at $5,603. 

* * * 


DeSoto 


WERING the 1958 DeSoto 
are new Turboflash V-8 en- 
gines which displace 350 and 361 
cubic inches and develop 280 to 
305 horsepower. Compression ra- 


.|tio is 10 to 1, and torque ranges 


from 380 to 400 pounds-foot at 
2,400-2,800 r.p.m. 


Firesweep models utilize the 
350-cubic-inch power plant, and 


_| Firedomes and Fireflites have the 


361-cubic-inch version. Fuel in- 
jection is available on the Adven- 
turer hardtop and convertible. 


A new Econo-Choke fuel 
system is said to increase gaso- 
line economy on all models. 


A convertible has been added 
to the lowest-priced Firesweep 
series, giving DeSoto 18 models, 
one more than last year. 


The °58 offerings have a new 
grille and bumper unit with the 
grille featuring an insert of ex- 
panded aluminum mesh, brightly 
anodized. Dual headlights, an 
extra-cost — last year, now 
are standard. 

Side trim has been redesigned 
and flares upward into the tail 
fin. The soaring fins, which in- 
clude the three-tiered tail lights, 
have been retained. 

Like other Chrysler Corp. cars, 
DeSoto offers Sure-Grip differen- 
tial and new Constant-Control 

wer steering. Convertibles and 

dtops have the new Control- 
Tower windshield which curves 
into the roof as well as around 
the sides. 

Torsion-Aire suspension bas 
been improved by the addition 
of longer, outboard - mounted 
rear 1s ings with an addi- 
tional Pie} for the rear 
axle. According to the com- 


pany, this further reduces 
(Please Turn Page) 





1958 Dodge Custom Royal Convertible— 
TOP SELLING FEATURES: Fuel injection optional on all models . . 
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Dodge for ’58 






REAR FOR 1958—Here is how the 
taillight assembly on the 1958 Dodge 
po Several refinements have been 
made. 


PICTURE WINDSHIELD—The com- 
plete line of 1958 Dodge two and four- 
door hardtops will have the com- 
pound picture windshields, molded to 
wrap around at the top as well as the 
sides. This side view of the Royal 
Lancer shows how the new windshield 
adds to visibility. Total glass area is 
said to be the greatest in Dodge his- 
tory. 


‘SPECTATOR’ SEAT—This rear-facing 
seat is equipment on the 
Dodge four-door Sierra Spectator sta- 
tion wagon. The third seat folds down 
when space is required for cargo or 
luggage. The rear window of the 
wagon rolls down into the tailgate. 
The spare tire is tucked into a well 
in the right rear fender. 


- New Ram Fire engine for 
Custom Royal models . . . Redesigned grille . .. Wrapover windshield . . . Dual headlights standard 
- . - Power brakes and power steering included in “safety package” . . . “Sure-grip” differential optional. 





ENJAY BUTYL fabulous new rubber 


Scores again in advanced automotive design 


Bumper guard inserts of Enjay Butyl rubber are an outstanding feature on one of America’s newest automobiles. 
Now, when bumper meets bumper, shock is reduced and noise eliminated. Enjay Butyl is ideal for these guards 
because it absorbs bumps better than any other rubber, can be color-matched to the chrome, and resists weather 
and wear. This versatile rubber is now out-performing other types of rubber in over 100 parts in today’s new cars. 


Ensay) ENJAY COMPANY, INC., 15 west sist st,, New York 19, .. BUTYL 
Other Offices: Akron - Boston - Chicago - Detroit - Los Angeles - New Orleans - Tulsa 
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Better Performance, Economy Engines Also Pushed... 


‘58 Accent on Fresh Styling | 





(Cont. from Preceding Page) 


rear-end roll and prevents | 
“acceleration squat.” 
DeSoto prices are 2.28 percent | 
above last year’s, the smallest hike | 
in the Chrysler Corp. family. | 
They range from the Firesweep| 
four-door sedan at $2,818.50 (up 
only $41.25) to the Adventurer 
convertible at $4,369. 
. = *® 


| out the Dodge line. 
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Ford for 1958 


fuel injection is available through- | with an inner chrome impact ring 
and horizontal sections on either 
side. The concave sculptured rear 
| quarter panels have an ever-wid- 
ening teardrop effect which car- 
| ries completely through to the 
tail lights. | 


The new power plant is an) 
overhead-valve in-line V-8 which | 
displaces 350 cubic inches and has 
a compression ratio of 10 to 1. 
Four-barrel carburetors are stand- | 
ard. 

A 361-cubic-inch version of | 
the Ram Fire is available on 
models equipped with the D-500 
engine package. Fuel injection 





The long horizontal tail lights | ; ' 
\are in two segments and are | DUAL HEADLIGHTS AND TAILLIGHTS—Ford’s new styling includes a 
| divided by the deck lid. | massive wraparound bumper, anodized aluminum “jet-intake” grille and dual 
headlights. The front fenders have been redesigned, and the new roof features 


| Two engines are available. A| seven front-to-rear flutes or grooves. Twin oval taillights replace last year’s 


| 303-horsepower, 361 - cubic - inch 





single, round assembly. 


Dodge 
~ ee wagons and Custom 
Royal models have a new 
Ram Fire engine for 1958, and 








Edsel for '58 





DISTINCTIVE FRONT — The 1958 
Edsel’s vertical grille, dual headlights 
and wraparound turn indicators set its 
styling pace. 





INSTRUMENT P AN E L—A driver's | 
view of the instrument panel and| 
“Teletouch” pushbutton transmission | 
controls located in the steering hub of | 
the 1958 Edsel. A drum-type speedom- 
eter and “instrument pod” are fea- | 
tured. The single-dial heater-defroster- | 
ventilator control eliminates knob s| 
and levers. Air-conditioning intakes | 
are above the instrument panel. | 





also may be Specified with the 


D-500. 

Dodge’s fuel injection is an 
adaptation of the Electrojector 
system developed by Bendix 
Aviation Corp. The volume of 


fuel metered to the engine is con- | 


trolled electronically. Improved 


cold starting, shorter warmup| 


time and elimination of damp- 
weather stalling are advantages 
claimed for the unit. 


The upper bars of the new 
stainless-steel grille wrap around 


the fender edges and end at the| 


edge of the grille in bombs which 
house the parking lights. All 
models have dual headlights. | 
Dodge had a dual lamp arrange- | 
ment last year, but it consisted of | 


a headlight and a parking light. | 


The new Constant - Control 
power steering and Sure-Grip | 
differential are available, and 
all hardtops and convertibles 
have Chrysler's Control-T ower 
windshield. 


Dodge’s 1958 prices average 
3.83 percent more than last year’s. 
The models run from $2,370.25 


for the Coronet Six two-door | 


sedan to $3,354.25 for the four- 

door three-seat Custom Sierra 

Station wagon. 
a 


Edsel 

HE Edsel, 
cost Ford Motor Co. $250 
million, was introduced early in 
September, ending months of 
speculation about its appearance, 
its mechanical features and its 


* 


price. 


The new entry welds to- 
gether fresh styling and inter- 
esting engineering. It competes 


in the medium-priced class with | 


18 models ranging from $2,519 
or the Ranger two-door sedan 
to $3,801 for the Citation con- 
vertible. 


The cars have a vertical grille 


1958 Edsel Citation Four-Door Hardtop— 


TOP SELLING FEATURES: Distinctive vertical grille and rear treatment . 
. Four series: Ranger, Pacer, Corsair and Citation . . . 


engines . 


tors and safety-rim wheels standard .. . 
Single dial controls heating, defrosting and air-conditioning. 


ing-wheel hub . . . 


Self-adjusting brakes . . . 


which reportedly | 





1958 Ford Fairlane 500 Club Victoria— 


| ston with economy features . 
grille, dual headlights and taillights . 
/and rear deck. 


. Air suspension optional .. . 
. Grooved roof ... 





TOP SELLING FEATURES: Two new higher-powered V-8 engines . . . 
Four-door Ranch Wagon .. . 
Restyled front fenders, rear quarter panels 





“Cruise-O-Matic” transmis- 
Redesigned 


zn _ ® 


standard on Corsair and Citation | 
models. 


‘unit is used in Rangers and 
Pacers, while Corsairs and Cita- 
\tions have a 410-cubic-inch en- 
|gine that is rated at 345 horse- 
wer. Compression ratio is 10.5 
|to 1 for each. 


* * 


Ford 

RD—first in °57—has spent 

$185 million on its 1958 
models. James O. Wright, divi- 
sion general manager, believes no 
|other auto maker ever has made 
such a large expenditure just one 
year after bringing out a com- 
pletely new car. 


Both engines are of extreme 
——— design. Combus- 
tion chambers of the smaller 
unit are of the angle-wedge 
type, while the larger employs 
cylindrical-wed ge chambers. 
Both have molded crankshafts 
and camshafts. ; 

Dual headlights are standard as | The money went for styling 
are four-barrel carburetion, changes, two new engines and a 
safety-rim 14-inch wheels and| new automatic transmission. The 
self-adjusting brakes. Pushbutton | cars have a new anodized alumi- 
controls for the automatic trans-|num grille and dual headlights. 


mission are located in the center | 
of the steering-wheel hub. | The front fenders bave been 


: | redesigned, and the roof has 
| A servo motor actuates a single- 
; : seven front-to-rear flutes or 
dial control for heating, defrost- 


: d tilati h limi-| $7005: There is a sculptured 
ing, and weplacing thas li) the tum Udy and he 


lid bisects the twin oval tail- 
lights. 


Ford’s new V-8s displace 332 
and 352 cubic inches. The 332- 
inch unit will be standard in all 
| Fairlane 500 and station-wagon 
models. It has a 9.5-to-1 compres- 
sion ratio and develops 240 horse- 
power with a two-barrel carbure- 
tor and 265 with a four-barrel 
carburetor. 


| Automatic transmission is 


Optional in these series is the 
352-inch engine which is rated at 
300 horsepower. Compression ra- 
tio is 10.2 to 1. 


The new engines have ma- 
chined, wedge - type combustion 
chambers, new carburetors, 

- New high-powered | keystone-shaped e x h a us t mani- 


Dual headlights, four-barrel carbure- | fold, internal oil pump, new 


Push-button transmission on steer- | Water pump and precision-molded 
(Please Turn Page) 








BEHIND THE WHEEL—The speed- 
ometer, transmission quadrant and 
other controls and gauges are set into 
a hooded cove on the instrument panel 
of the 1958 Ford. 


Md 





gate on a 1958 Ford station wagon is 
lowered, the rear window raises auto- 
matically. Six wagons are included 


2-IN-1 OPERATION—When the tail- 
among Ford’s 21 new models. 
















Now, ‘‘StylEngineered by Lincoln’’ means 
more than ever before. In these new Golden 
Standard Lubreels, automotive service deal- 
ers will find the same superlative engineering 
that has made Lincoln equipment first choice, 
coast-to-coast, plus a richness of styling and 
trim that transforms any ordinary lubritorium 





Announcing...the new 


UM if 


into ‘‘a sparkling showcase.’’ These Lubreels 
truly establish a new GOLDEN STANDARD 
of excellence in modern lubrication equip- 
ment. Available in either air-powered or spring 
powered models for all standard services 
to meet the requirements of any dealer, re- 
gardless of size or scope of operation. 


Now...STEP AHEAD OF 
COMPETITION...Make your 
Lubritorium an “invitation to 
new business"’ with 


Lincoln 


Lubreels 


There are three clear-cut reasons why Automotive Service 
Dealers, coast-to-coast, will find these new Golden Standard 
Lubreels a powerful influence for greater service sales volume 
...first, the exclusive feature of air-power actuation, plus 
smooth, uniform retraction makes it possible to handle more 
lubrication jobs with far greater efficiency than can be 
accomplished with conventional equipment; second, revolu- 
tionary functional styling commands customer attention and 
confidence in the dealer and his service; third, installation is 
simplicity itself and maintenance is the lowest ever recorded 
for similar equipment. 


When you are ready to make your lubritorium a proven 
“Invitation To New Business,”’ contact your local Lincoln 
Sales and Service Wholesaler. He will consider it a privilege 
to serve you. 


Write for new Lincoln Catalog 57, 
or contact your Lincoln jobber. 





CEILING 
LUBREELS* 


| ns 
f- i 
A Ga Yj PA 


TO INCREASE 
SERVICE SALES 












for Car Dealers 
Service Stations 
and Garages 


EC 


All these Exclusive golden 
standard features at no "7 
extra cost... 


1. ULTRA-MODERN STYLING—Vertical-flo styling of Lubreel 

cabinets, plus end panels richly trimmed in gold tone and heavy 

chrome assure maximum showmanship and resist collection of 

dust common to conventional design reels. 

2. ADJUSTABLE RETRACTION SPEED—Equalized pressure 

control on air-powered reels permits adjustment of tension to 

meet operator’s personal preference. (Air cylinder consumes only 

one cubic foot of air per 40 complete withdrawls of hose assembly) 

3. SMOOTH, EASY OPERATION—Lubreels unwind smoothly | 
and evenly—no build-up in back pressure. 


4. POSITIVE LOCKING ACTION—Automatic reel latch as- 


sures automatic lock when reel-out is stopped. Releases instantly 
with short pull on hose for controlled, uniform retraction or 
further extension. 


5. AUTOMATIC SAFETY LATCH—Locks air-powered reels 
when air pressure is turned off either at compressor or in air line. 
Prevents hose from unreeling on floor causing accidents and 
damage to meters and valves. 

6. ADJUSTABLE HOSE EXTENSION—Threaded rubber ball- 
stop coupling between delivery hose and hose extension permits 
extension to be varied in length to meet ceiling height requirements. 
7. EASY INSPECTION AND ADJUSTMENT—Each Lubreel 
incorporates a removable panel so that inspection or adjustment 
of reel mechanism can be quickly made without taking Lubreel 
off ceiling and then re-installing it. 


8. FAST, SIMPLE INSTALLATION—To install, merely bolt 
mounting rails to ceiling or wall and attach Lubreels for each 


service to rails with two bolts (furnished)—no sub-base required. LINCOLN ENGINEERING COMPANY 
Division of The McNeil Machine & Engineering Co. 
*Trade Name Registered 5709 Natural Bridge Avenue be te Slt ey sem Tle 





...The most trustworthy name in Lubricating Equipment 
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Performance, Economy Also Pushed... 


1958 Model Accent 
On Fresh Styling 


(Continued from Preceding Page) 







crankshaft with increased journal | with the convenience of an auto- 
overlap. | matic transmission.” 


Cruise-O-Matic transmission in-; Ford has dropped its Custom 
corporates “D-1” and “D-2” drive | series and downgraded the 


ranges. With the ao a | Custom 300 and Fairlane to the 
Ford says Cruise-O-Matic “com: | : 
| status of lowest and middle 


bines the economy of overdrive! ~, 3 
; | line, respectively. 


Imperial for 58 








percent on six-cylinder models 
and range from $1,977 for the 
|Custom 300 business two-door to 
| $2,659.98 for the Fairlane 500 
| convertible. The retractable hard- 
|top (V-8 standard) is $3,172.69, 
and a four-passenger Thunder- 
|bird will be introduced later. 

* * «* 





Imperial 

R 1958, Imperial is two 
inches longer and a bit more 
| luxuriously fitted than the model 
» | which tripled its sales in the 
prestige class last year. 

| The chief exterior change is a 
new, six-section extruded alumi- 
|num grille which dominates the 


DISTINCTIVE TAIL LIGHTS— 
Imperial’s jet-like tail lights rest high 
in the fins and are highlighted by an| front of the car above a massive 
inset ring design. The 1958 models | bumper with inset parking lights. 
offer Auto-Pilot, an automatic control | 
driving device, electric door locks and | 
a new grille. 





Another eye-catching item is 
a new treatment of last year’s 





IMPERIAL INTERIORS STRESS LUXURY — Imperial interiors for 1958 
are in shades of blue, green, gray, beige and red and are available in jacquard 
fabrics, leather or metallic vinyls. All models have deep-pile carpeting. A 


ible, and most hardtops have a center armrest in the front seat. 


1958 Imperial Four-Door Hardtop— 
TOP SELLING FEATURES: Longer body . . . More luxury items available 


grille . . 








power steering. 





| Prices rose an average of 3.7| 





control device . . . “Limited-slip” differential ... Dual air-conditioning unit . 





“ 


" 
vs 


a 


Lincoln for 1958 


ey * 


1958 Lincoln Premiere Landau— 


TOP SELLING FEATURES: 


suspension . 


. . New air-conditioning system . 


Unitized construction . 


. . New body and frame . 
power engine; 400-horsepower engine optional ... Dual headlights standard . . . 
.. Three new Continental models . . 


. » New 375-horse- 
Trailing-arm rear 
. Power-operated 


all-glass rear window and retractable soft top on Continental convertible. 


optional rear deck lid. A 
chrome spread eagle edged in 
gold now appears in the center 
of the tire mold which is em- 
bossed into the lid. 


Overall length is 225.8 inches, | 
compared with 224 in 1957.) 
Height and width again are 56.7 | 


and 81.2 inches, respectively. 


An electric door-lock system is 
available on all models equipped 


® 











with power windows. Doors| CONTINENTAL FOUR-DOOR HARDTOP—For 1958, the Continental line 


locked electrically can be un- 
locked mechanically, and vice 


versa. 


a four-door sedan, four-door hardtop 


has been increased to four models. Joining last year’s two-door hardtop are 


and convertible. The cars have a new 


375-horsepower engine. It's the first time horsepower has been announced 
since the car returned to the scene in 1955. 


Imperial radios are of the tran- 


'sistor ty pe. Rear-seat speakers, |} ——— 
power antennas and foot-switch 


station selectors are standard. 


mile turnpike run from Detroit to) 
New York. 


An optional feature is a dual| Prices are up 3.16 percent (2.91 | 


on the instrument panel. 


ae 'y automatic throttle 
control also is possible, allow- 
ing the driver to remove bis 
foot from the accelerator. Auto- 
maticcontrolis cancelled by 
touching the brake pedal. 


Auto-Pilot reportedly effected 


. center arm rest is provided in the rear seat of all models except the convert-|4 15 percent saving in fuel con- 
sumption during a two-car, 680- 





.~ | air-conditioning system. Another | Percent in the Imperial and 
|is Auto-Pilot, a speed-control de- 
'vice which allows the driver to 
select his speed by setting a dial 


Crown series). They range from 
$4,838.50 for the Imperial series 
two-door hardtop to $5,968.50 for | 
the LeBaron four-door sedan and | 
four-door hardtop. 


* * * 


Lincoln-Continental 


INCOLN and Continental are 
all new for 1958 and are the 
first Big Three makes to adopt) 


- & 


the unitized body-and-frame con- 





struction concept. There are six | ENGIN E CROSS-SECTION — Fea- 
Lincoln models and four Contin-| tures of Lincoln’s new 430-cubic-inch 


entals. 


Joining last year’s Contin- 
ental two-door hardtop are a 
convertible, a four-door sedan 


engine include a simplified block 
structure, machined-flat cylinder heads, 


| inblock combustion chambers, more 


convertible is a soft-top model 
which features two industry 
firsts: The top retracts into the 
rear deck, and there is a power- 


and a four-door hardtop. The 
operated, all-glass rear window. 


All 10 models are built on a 
131-inch wheelbase and are 229) 
inches long, 56.5 inches high and | 
80.1 inches wide. They have a 
new 375-horsepower engine which 
displaces 430 cubic inches and has 
a compression ratio of 10.5 to 1.| 








rigid crankshaft, improved pistons, 
stronger connecting rods, larger valves 
and new vacuum pump location. 


louvered grille with a massive 
flared bumper and a single strip 
of chrome side trim. Contin- 
ental retains its lattice-type 
grille and continues to refrain 
from using metal trim along 
the side panels. Rear grilles on 
both cars match those at the 
front. 


Lincoln boosted its prices 3.94 


A new trailing-arm rear sus-| percent. They range from $4,803 
pension with coil springs is said | for the Capri two-door hardtop 
to provide better handling and a/tg $5,565 for the Premiere four- 


|smoother ride over rough high- 
| ways. The air-conditioning sys- 
| tem now cools and heats the rear- 





. - + » New aluminum | seat area through front-door ducts | 
. Electric door locks . . . “Eagle” in center of tire mold on deck lid . . . “Auto-Pilot” speed| rather than plastic ducts at the| run from $5,825 for the two-door 


. . “Constant control” | tear window. 
Lincoln bas a horizontally | 





door hardtop and four-door se- 
dan. 


Continental Mark III prices 


| hardtop to $6,283 for the con- 


(Cont. on Next Page) 
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increase design versatility, 


offer beauty plus economy 


4 





Extruded side rail with integral drip molding. 


Lows CAR DESIGNS are calling new attention to roof areas — 
and embossed clear and color anodized aluminum roof panels 
offer interesting possibilities from both sales and engineering 
standpoints. Here are some aluminum roof panel advantages 
to consider: 


e Tremendous styling possibilities through integral bright finished 
emblems, moldings and other decorative effects. 

e Design reinforcing latitudes through the use of embossing tech- 
niques. 


e Reduced tooling costs through integral design. 


e Increased design versatility using current fabricating techniques 
and equipment. 

e Eye-catching, colorful beauty with the Reynolds Aluminum “gleam 
of gold” and “look of sterling” plus the beauty of aluminum's 
variety of embossed patterns. 


Aluminum roof panels are another example of where the 
forward looking automotive industry is considering in- 
creased use of aluminum to cut costs, reduce weight, increase 
beauty, improve performance and add greater value in fine 
new cars. 

To help you get the very most from the aluminum you use, 
Reynolds Aluminum Specialists will be glad to work with 
you on both present and future applications. For details on 
aluminum mill products and on fabricated aluminum parts 
and trim, call the Reynolds office listed under ‘““Aluminum”’ 
in your classified telephone directory. Or write Reynolds 
Metals Company, Fisher Building, Detroit 2, Michigan or 


P.O. Box 1800-MW, Louisville 1, Kentucky. 


NOTE: Before you buy any part—have it priced in 
aluminum. Basic material costs do not determine part 
costs. New techniques and processes — applicable only 
to aluminum—can give you a better product at a lower 
final cost. 


REYNOLDS 
ALUMINUM 


THE METAL FOR AUTOMATION 


TRAOE MARE 


The Finest Products 
Made with Aluminum 


are made with 


Tan URE ote VOUT Ly 


Watch Reynolds All-Family Television Program ‘‘DISNEYLAND”, ABC-TV. 








a Again this 
| The BUFFALO EVENING®NEWS is 


FE J Ne & o Fe 


among all 


U.S. Daily Newspapers in 


AUTOMOTIVE ADVERTISING 


Ne er 


> Thus far in 1957, as in the entire year of 1956 and almost continuously for 
a quarter of a century, the Buffalo Evening News has led all other daily news- 
papers in automotive display advertising. 


Both local and national automotive advertisers know that their sales vol- 
ume from this advertising is the result of the all ’round excellence of this news- 


paper’s service to more than 300,000 reader families. aS Se 


Another factor is the remarkable development of modern roadways, includ- 
ing the New York State Thruway, bringing rural and suburban points closer _——— 
to Buffalo via automobile. 
Ft 


The automobile is now a family necessity. The two-car family is no longer ee ee 


a novelty, a fact proven by the record of new and used car sales in Erie County 
in 1957 which has risen in 1957 over 1956, contrary to a declining trend 
elsewhere. 


Latest development in this market is the urbanization of the area imme- 
diately surrounding the ABC city zone. Towns and villages have become con- 
tinuous with the city and growth has been as much as 76% in some places since 
the 1950 U. S. Census. 


These new facts have been reported from the special census study ordered 
by the townships to obtain state aid for their schools and are now available in 
a new brochure published by the News. Copy on request. ok 
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1958 Mercury Montclair Four-Door Hardtop— 

TOP SELLING FEATURES: New engines, with horsepower up to 400 . . . New “Multi-Drive” 
transmission for higher-powered series . . . Three-model Park Lane series in higher-priced range . . . 
Self-adjusting brakes . . . Air suspension optional . . . Dual headlights standard . . . Redesigned front 
end and lower hood . . . Speed-warning device. 





MERCURY’S TOP WAGON—The Colony Park heads 
the six station wagons in Mercury's 1958 line. Automatic 
transmission is standard, and the Colony Park has a new 
330-horsepower Marauder engine with a displacement of 
383 cubic inches. The rear window of all Mercury wagons 
retracts into the tailgate. 


Better Performance, Economy Engines Also Pushed... 


‘58 Accent on Fresh Styling 


(Cont. from Preceding Page) 


vertible. Last year’s two - door 
hardtop was $9,966. 
ss 


Mercury 

A. NEW 430-cubic-inch Marau- | 

der engine with three two-| 

barrel carburetors puts Mercury 

in the 400-horsepower class for 

1958. The engine is an extra-cost 
option on all models. 


A 360-borsepower version of 
this engine is used in the new 
Park Lane luxury series. Other 
models bave a new 383-cubic- 
inch Marauder engine with 
horsepower of 330 or 312. 

MulIti- Drive, Mercury’s new 
automatic transmission, has 
forward speeds — cruising ran 
for normal! acceleration, high- 
performance range and hill- 
control or low range va heavy 

or ren raking 
ees een ne 
Park Lane models. 

All models have self-adjusting 
brakes, while air sus ion is 
offered at extra cost throughout 
the line. Another option is a 
speed monitor which rings a bell 
when a preset speed is reached. 

From a styling. standpoint, 
all front-end sheet metal is new, 

the bood is longer and 
lower. New fender lines blend 
with a heavier bumper-grille, 
and dual headlights are stand- 
ard. 

The new Park Lames have a 
wheelbase of 125 inches and are 
220 inches long. Montclairs and 
Montereys have wheelbases of 122 
inches and are 213 inches long. 
Height (57 inches) and width 
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models. All were rated at 277 
Mercury for 1958 last year. The ]-2 Rocket engine 


with three dual carburetors 
again is available throughout 
the line. 


On the latter unit, the throttle 
valve angle at idle has been in- 
creased on the two end carbure- 
tors. Oldsmobile engineers say 
this provides a smoother transi- 
tion from one to three-carburetor 
operation and promotes a 
smoother idle. 





redesigned so that less effort is 
required to open the end carbure- 
tor throttle valves and the closing 
characteristics of the valves are 
improved. 


Oldsmobile has a new look for 
1958. It starts with dual head- 
lights over a grille composed of 
anodized aluminum louvers. Hori- 
zontal trim sweeps from the head- 
lights to the middle of the front 
door panel, and there are four 
strips of molding on the rear 
fenders. 


The bars have been removed 
from the rear window. It’s a one- 
piece unit again. 

Air suspension is offered at 
extra cost as is a Safety Sentinel 
s jometer which warns the 

iver when he exceeds a pre- 
selected speed. 


The steering wheel is recessed 
into the steering column, and 
the born rim bas been removed. 
Horn buttons are located in the 
spokes of the wheel. Buyers ma 
select a transistor radio which 
can be removed from the in- 
| strument panel and operated as 
a portable. 


Cold-weather operation of the 
Jetaway Hydra-Matic has been 
improved by the addition of two 
automatic thermostats. The neu- 
tral clutch material has been re- 
vised to give added durability. 


Automatic transmission, power 
steering and power brakes are 
standard on Series 98 models, and 
power windows and power seat 
|are standard on the “98” hardtops 
ora }and convertible. All “98s” and 

: - a oe ae | Super 88s have padded instrument 
calls this series the flagship of | Oldsmobile ‘oanae while oohens io doesn 
its 1958 line. It consists of two, EL economy is a big talking series have a new sponge vinyl 
hardtops and a convertible. Pas int at Oldsmobile this | headliner. 

The “flagship” appellation is| year. The division claims that a} Wheelbase is 122.5 inches for 
based on the rear-quarter styling, new two-barrel Econ-o-Way car-| the “88” and Super 88 and 126.5 
large outrigger taillights and dis-| buretor has boosted fuel econ-|inches for the “98.” Overall 
tinctive rear roof treatment. These |Omy 20 percent on “88” models. | length is 208 inches for the first 
models have a front fender orna- All models have a 371-cubic- |two series and 216.7 inches for 
ment consisting of swept-back| inch engine with a compression ithe “98.” With a width of 78.5 
wings mounted ona chrome base ratio of 10 to 1. Horsepower is | inches and a height of 57 inches, 
with a Mercury crest facing the| 265 for “88s” and 305 on other | (Continued on Next Page) 
front. 


The Park Lane frame is bigger 
and sturdier. Suspension improve- 
ments include he a vier spindles 
and bearings, and the front sus- 
pension upper arm has a new, 
threaded bushing, lubricated for 
life with a lithium-base lubricant. 





AIR SUSPENSION FOR °58—Air cushions replace steel 
springs in Mercury's air-suspension system, an optional 
item on all 1958 models. A self-leveling feature auto- 
matically adjusts the car to an even level position regard- 
less of road or load condition, Mercury says. 





(81 inches) are the same in all| two-door sedan and climb to $4,- 
three series. 118 for the Park Lane convertible. | 
Mercury will revive its Medalist 


In addition to a longer wheel- : 4 the Gret of the 
ul series aroun e a 
base and greater overall length, There will be a two-door sedan | 


the Pack : offers covessl omer! at $2,547 and a four-door sedan 
exterior and interior features not) at $2,617 
found on other models. Mercury | — 





The cars are ter, Mercury 
said, because of a — de- 
signed insulating shield which 
is more effective in blocking 
out under-the-hood and road 
sounds. 


In addition to the new Multi- 
Drive transmission, the Park Lane 
standard-equipment | i s t includes 
om steering, power brakes, 

lights, dual exhausts, 
windshield wipers, padded instru- 
ment panel and deluxe steering 
wheel. 

Mercury prices rose 2.96 per- 
cent with three Montclair models 
going up only $48.20 each. Prices 
start at $2,652 for the Monterey 


ee 


1958 Oldsmobile 98 Two-Door Hardtop— 


wheel with rectangular horn buttons . . 






The throttle linkage has been| 4 


Olds for ’58 


NEW GRILLE FOR OLDS—A 
recess-type grille composed of ano- 
dized aluminum louvers extends across 
the entire front end of the 1958 Olds- 
mobile. Rectangular parking lights are 
set in the outer ends of the massive 
front bumper. 





NO HORN RING—The two spokes 
of Oldsmobile’s new “sa fety-vee” 
steering wheel are recessed into the 
steering column, and rectangular horn 
buttons are incorporated into the 
upper parts of the spokes. There is no 
horn ring. 





HEIGHT -CONTROL VALVE — 
The front height-control valve in Olds- 
mobile’s New-Matic Ride air-suspen- 
sion system is located on the frame 
cross-member just back of the grille. 
This valve regulates the flow of air 
to and from the two front-wheel air 
chambers, maintaining the car level at 
the same height at all times. 


TOP SELLING FEATURES: Redesigned body .. . One-piece rear window . . . New grille . . . Dual 
headlights standard . . . Air suspension optional . . . Transportable radio . . . “Econ-o-Way” dual 
carburetor said to improve economy on 88 models .. . Speed-warning device . . . “Safety-vee” steering 
- Improved Jetaway Hydra-Matic transmission. 











£ 
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Performance, Economy Also Pushed... 


1958 Model Accent 
On Fresh Styling 


(Continued from 


the cars are two inches wider and 
one inch lower than in 1957. 


Oldsmobile prices rose only 
2.05 percent, smallest increase of 
any GM make. Five “88” models 
rose $38.53; wagons and Super 
“88s” went up $81.53, and “98s” 
climbed $83.45. Prices range from 
$2,772 for the “88” two-door 
sedan to $4,300 for the “98” con- 
vertible. 

a 


Packard 

PACKARD HAW K, latest 

addition to Studebaker- 
Packard’s popular line of family- 
type sports cars, makes its debut 
this year. It’s a stylish two-door 
hardtop that has the lowness and 
sleek lines of a European sports 
caf, yet seats five persons, three in 
front and two in the rear. 


Like its sister, the Studebaker 
Golden Hawk, the Packard 
model is equipped with a 
supercharger that draws 275 
horsepower from a 289-cubic- 
inch engine. Compression ratio 
is 7.8 to 1 and the car has a 
two-barrel carburetor. 


Automatic transmission and 
power brakes are standard equip- 
ment. The Packard Hawk’s wheel- 
base is 120 inches, and it is 205 


Packard for ’58 






Y Sue 


pressure gauge. 


ig " 


"58 Packard Hawk 





throughout interior . . 


are standard. 








Preceding Page) 
inches long, 55 inches high and 


73 inches wide. It has 14-inch| 
| 

A full-width air intake is posi- 
tioned above the wraparound | 


wheels. 


front bumper, and a slender — 
of molding starts at the head- 
lights and ends midway in the 


door panel. In the sports-car tra- | 
dition, the Hawk has single head- | 


lights. 


The rear deck carries an im- 
pression of a spare wheel, and tail 
fins are canted outward. Accord- 
ing to S-P, the fins “have been 
especially styled so as not to 
impede the driver’s line of vision 
when parking or driving on the 
open road.” 

Leather is used throughout the 
interior, and matching vinyl is 
used to trim the door sills. A two- 


spoke, deep-dish steering wheel | 


sets at the steeper angle associ- 
ated with sports cars. The seats 
are bench type with a thick foam- 
rubber base. 
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Plymouth for 1958 





1958 Plymouth Fury Two-Door Hardtop— 

TOP SELLING FEATURES: New Commando engine with 305 horsepower . . . Fuel injection 
. Dual headlights standard . . . Redesigned grille and “silver-dart” trim . . . “Econo- 
. “Constant-control” power steering . . . “Sure-grip” differential . . . Re- 


|available . . 
choke” economy feature . . 
styled tail lights. 





—® 
with variable-intensity black 
lighting. 

Three other models —a four- 
door sedan, two-door hardtop and 


WHEEL IMPRINT ON PACKARD HAWK DECK LID—A distinguishing | Golden Commando is optional on 
feature of the new Packard Hawk is the wheel impression on the deck lid. all models as is fuel injection 
Leather is used throughout the car’s interior, and the door sills are trimmed | which boosts horsepower to 315. 
in matching vinyl. The instrument panel includes a tachometer and a manifold 


BR. eR es 
Two-Door Hardtop— 
TOP SELLING FEATURES: Low, sleek lines of a European sports car . . . Supercharged 275-horse- 
power V-8 engine . . . Rear deck with impression of a spare wheel . . . Canted tail fins . . . 
. Tachometer and manifold pressure gauge on instrument panel . . . Finned 
brakes . . . Antisway bar . . . Variable-rate coil springs . . . Automatic transmission and power brakes 


four-door two-seat station wagon 
distinctive feature of the car.In | will be introduced this month. 
addition to the regular dials, Automatic transmission and 
there is a tachometer and a Laege brakes will be standard 
manifold pressure gauge. Ail \and they will utilize the Hawk's 
gauges are lettered in white on | 289-cubic-inch engine, but with- 
a black surface and are lighted | out the supercharger. 

| Dual headlights will be stand- 
ard and the cars will be longer 
than last year’s. All models will 
carry the Packard nameplate this 
year, rather than the Packard- 
Clipper designation used in 1957. 

* * 


The instrument panel is a 

















ume? 





Plymouth a 
HE words “third place” were! sion ratio of 10 to 1. Bore and 
_ especially sweet to Plymouth) sirope are 4.06 by 3.8 inches, 
oe the 1957 model season for! 4n4 she engine weighs about 
they denoted a reality rather than) ¢>p pounds 
a goal. Having regained this spot, F . 
the division is determined to hold| Features of the new unit are 
it. rigid, deep-block construction, in- 
For 1958, Plymouth has moved | line overhead valves (with hy- 
above the 300-horsepower mark | draulic lifters) employing a single 
with a new Golden Commando) rocker shaft for each cylinder 
/engine that is rated at 305. The| head and wedge-shaped combus- 
tion chambers. 


There are four other engine 
options. Standard on the Fury 
two-door hardtop is the Dual 
Fury V-800, a 290-horsepower 
unit which is not available on 
other models. The Fury-V-800 is 
standard on other Plymouths 
ordered with an eight-cylinder 
engine. Horsepower is 225, and it 
may be boosted to 250 with a 
power kit. 


These three units are variations 
of Plymouth’s 318-cubic-inch en- 
gine. Bore and stroke are 3.91 by 
3.31. Compression ratio is 9.25 to 
1 for the Dual Fury and 9 to 1 
elsewhere. 


Standard on the Dual Fury 
are eight-barrel carburetion, a 
eld é amshaft, a double- 
breaker distributor and dual 
exhausts. 


seas ee Nt a nt _| All V-8 engines have Chrysler 
- — _— eee" Corp.'s new Econo-Choke system 
which is said to be especially 
beneficial to drivers who operate 
mainly in cities, driving five miles 
or less per trip. 


The engine displaces 350 
| eubic inches and bas a compres- 








Leather 


Completing the line’s engine 
choices is the 132-horsepower 
Powerflow Six. Piston displace- 


a) 
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SIX WAGONS IN PLYMOUTH LINE—Plymouth offers six station wagons 
for 1958, topped by a pair of Sport Suburbans. The nine-passenger models 
again have a rear-facing third seat. Optional on all 1958 Plymouths is a new 
Golden Commando V-8 engine which is rated at 305 horsepower. A fuel- 
* injection version of this engine boosts horsepower to 315. 


NEW GRILLE FOR ’58—Dual 
headlights and a redesigned grille are 
among the styling features of the 1958 
Plymouth. Turn signals are located in 
the triangular area above and between 
the lights. 


ment is 230 cubic inches and com- 
pression ratio is 8 to 1. 


All models have dual head- 
lights, and new turn signals and 
parking lights occupy a triangular 
area above and between the twin 
lenses. The lower grille has been 
redesigned with a horizontal-bar 
effect similar to the upper section. 

Belvederes and Sport Subur- 
bans bave a new Silver Dart 
side molding which sweeps up- 
ward to the tip of the fins with 
optional dart inserts of silver 
anodized aluminum or com- 
patible colors. The new Sure- 
Grip differential and Constant- 
Control power steering are 
available on all models. 


Plymouth raised its prices 4,83 
(Please Turn Page) 








FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


No. 59 OF A SERIES 
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1, EDSEL CITATION 4-DOOR HARDTOP 
3. MERCURY PARK LANE PHAETON SEDAN 


2. CONTINENTAL LANDAU 
4. FORD SKYLINER 


1958. ..for 


5. THUNDERBIRD 
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more new ideas, more YQW ideas 
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Here’s just the beginning of the biggest Ford Motor Company advertising support you’ve ever received 
—three different and exciting campaigns in six of the country’s top magazines—plus spot radio and a 


new television program. Another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 


FORD - THUNDERBIRD - EDSEL - MERCURY + LINCOLN *» CONTINENTAL 


- ag = { 





You are looking at our YOU ideas for’58. They come from the 
way we have of thinking first of people and then of cars. With the 
Edsel (the first full line of new cars in 19 years) and the Park Lane 
series by Mercury, there are now 69 members in the Ford Family 
of Fine Cars. Find the one that’s made for you. 


s|- in the kord Family of Fine Cars 
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frame and engine are new, and 
a Bonneville convertible and two- 
door hardtop have been added 
at the top of the line. 


percent on six-cylinder models. 
The price leader is the Plaza busi- 
mess coupe at $2,028.25, and the 
most expensive model is the four- 
door three-seat Sport Suburban 


wagon at $2,899.75. The Bonnevilles were designed 
* * 


for the man who “craves a dis- 
tinctive family sports-type car,” 
according to S. E. Knudsen, gen- 
eral manager. 


The 1958 Pontiac has a low, 

| horizontal grille topped by dual 

headlights. Parking and signal 

lamps are set in the bumper. 

Fenders have wing ornaments 

with twin winds plits continuing 
along the fender. 

Missile-type side moldings 
sweep back to concave flares in 
the rear fenders. The Bonnevilles 
have, in addition, four simulated 
front-fender louvers. 


The new tubular X-frame has 
permitted lowering the car and 
reportedly increases bending and 
torsional stiffness with a mini- 
mum weight increase. Coil springs 
replace leaf springs in rear sus- 
pension, and air suspension is an 
extra-cost option on all models. 

The new engine is the 
“Tempest 395,” which displaces 
370 cubic inches. It has press- 
fitted piston pins, new camshaft 
timing, a new exhaust manifold 
with enlarged streamlined runners 


Pontiac 
oo is the year of the big 
change for Pontiac. The body, 





Pontiac for ’58 


sion .. 


differential optional . . . 


and 17 percent larger cylinder- 
head exhaust ports at the valves 
to improve engine breathing. 


Horsepower for Chieftains 
and Super Chiefs is 240 with 
manual shift and 270 with auto- 
matic transmission. Star Chiefs 
and Bonnevilles are rated at 
255 with standard transmission 
and 285 with automatic. 


Horsepower rises to 300 with 
triple two-barrel carburetors 
and to 310 with fuel injection. 


Pontiac’s prices are 6.24 percent 
higher than last year’s. They 
range from $2,573 for the Chief- 
tain two-door sedan to $3,586 for 
the Bonneville convertible. 

* * * 


Rambler-Ambassador 
pin revered names disap- 

peared from the automotive 
scene this year as American 
Motors dropped its Nash and 
Hudson models. Replacing them 
as the company’s senior line is the 
Rambler Ambassador, a six-model 
series which includes three station 
—* | wagons. 

The regular Rambler line bas 
1l models, five of which are 
V-8s. W beelbases are 117 inches 
for the Ambassador and 108 
for the other Ramblers. Soon 





oer AND is topped by” dual 
, wide grille is topped ual 
headlights. Twin tail lights are i 
tioned above oval, chromed up- 
lamp ports, and chrome trunk handles 
flank the nameplate. 





so apy it: a= 
xia? aie 


PONTIAC OFFERS 3 WAGONS FOR 1958 — Pontiac’s 1958 line includes 
three four-door station wagons, including this Star Chief model. The new 
entries have missile-type side moldings which sweep back to concave flares 
in the rear fenders. There are 21 solid exterior colors and 56 rcommended 
two-tones. 


1958 Pontiac Bonneville Sports Coupe— 

TOP SELLING FEATURES: New body, engine and chassis . . . 
series introduced . . . Air suspension optional . . . Chieftain convertible added . 
available . . . Dual headlights standard . . . “Safeguard” speedometer . . . Portable adie « 
Track” differential. 





TOP SELLING FEATURES: Dual headlights . 
. Torsion sway-stabilizer bar . . 






Two-model Bonneville sports-type 


2, 1957 


"58 Rambler Ambassador Four-Door Hardtop— 


. 270-horse power V-8 ... 


Rambler lines are the Six (six models) and Rambler V-8 (five models) .. . 


power. 





to appear is the 100-inch Ram- 
bler American. 


All models except the American 


and AMC has adopted push- 
button control for cars equip 
with automatic transmission. 
Foot-operated g brakes are 
standard, and a Powr-Lok differ- 
ential is available on V-8 models. 


Internal transmission shifting is 
governed automatically by an en- 
gine vacuum control system, 
rather than a mechanical linkage. 
AMC says the system automat- 
ically senses engine-load and car- 
speed requirements and minimizes 
service problems since mechanical 
adjustments are not required. 


Ambassador models utilize a 
270-borsepower engine which 
displaces 327 cubic inches. Ram- 
bler sixes draw 127 horsepower 

om a 195-cubic-inch umt, and 
Rebel V-8s are rated at 250 
horsepower. Piston displace- 
ment of the Rebel V-8 power 
plant is 250 inches. 


A new dip process, which re- 
portedly rustproofs auto bodies 
inside and out, is used on all 
AMC cars. In this process, the 


tank containing rust-preventing 
primer. 

Rambler Six and Rebel V-8 
models are priced 4.37 percent 
higher than in 1957. The tags 
run from $2,047 for the Deluxe 
Six four-door sedan to $2,751 for 
the Custom V-8 four-door two- 
seat station wagon. 


Ambassador four - door sedans 
are 8.8 percent below comparable 
1957 Nash and Hudson units. 


- Fuel injection | Prices of AMC’s new senior line 
. “Safe-T- 


range from $2,587 for the Super 
(Please Turn Page) 


.. Flared tail fins... 
Four-barrel carburetor . . . 
Ambassador available in six models, including three station wagons . . . 


entire body is submerged in a}; 


Rambler Ambassador for 1958 





Pushbutton automatic transmis- 
Powr Lok 
Other 
These models feature dual 


headlights, pushbutton transmission, larger brakes, higher horsepower and flared tail fins. 































RAMBLER STATION WAGON—The 1958 Ramblers are built on a 108-inch 
wheelbase, are 191 inches long, 71 inches wide and 58 inches high. The six- 
cylinder engine is a 127-horsepower unit, while the V-8 is rated at 215 horse- 








have dual headlights and tail fins, | ~ 


LONG COIL SPRINGS—Long coil 
springs are used on all four wheels of 
the "58 Rambler. The front springs 
extend into special housings high in 
the fenders. According to the com- 
pany, coil springs reduce maintenance 
costs since there is no wearing contact 
within the springs. 


INSIDE THE ’58 RAMBLER — The 
center of Rambler’s redesigned instru- 
ment panel is a die-casting with hori- 
zontal chrome strips, behind which is 
the glove compartment. Pushbuttons, 
which operate the automatic transmis- 
sion, are at the left side of the panel. 
Another new feature is a foot-operated 
parking brake. 





| 
| 





| 





This is the American Family that’s always wanting more car for its 
money . . . ever new improvements in performance, styling, safety 
and value . . . and is getting it. Give this luxury-demanding, con- 
venience-conscious, beauty-responsive, value-informed American 
Family what it looks for in a car . .. and you switch it from buying 
“‘next year” to now. 

Borg-Warner has been serving the automotive industry and help- 
ing to give the American Family more for its money for over half a 
century. During all this time, “design it better—make it better” 
has been a guiding principle. And because of that principle, B-W 
engineering and production have become a recognized and tradi- 
tional part of automotive progress. 

Today, 22 Borg-Warner divisions and subsidiaries serve the 
industry. 19 of the 20 cars made incorporate one or more essential 
parts engineered and produced by Borg-Warner. This long-time 
record of cooperative accomplishment ideally prepares B-W for 
the challenge of the future. 







ENGINEERING 


Bore -WaARNER: 












PRODUCTION | 





‘Give us your best 





In 1900—The old time mixing valve was replaced 
by MARVEL CARBURETORS. 

In 1903—The Spur type Differential was intro- 
duced by WARNER GEAR. Radiators made of cop- 
per tubing with attached cooling fins introduced by 
LONG. 

In 1913—The Single Plate Clutch was developed 
by BORG & BECK and Silent Timing Chains were 
introduced by MORSE CHAIN. 

In 1916—Universal Joints were developed by 
MECHANICS. 

In 1921—First standard type Transmissions were 
introduced by WARNER GEAR. 

In 1922—Double Plate Clutches were introduced 
by LONG. 

In 1923—Multiple Spring Clutches developed by 
ROCKFORD. 

In 1924—Vibration Dampening Flexible Center 
Clutches introduced by BORG & BECK. 

In 1930—Transmission Synchronizer Units for cars 
and trucks produced by WARNER GEAR. 

In 1931—Roller Bearing Universal Joints introduced 
by MECHANICS. Free Wheeling offered to the in- 
dustry by WARNER GEAR. Tapered Steel Discs for 
truck wheels were developed by INGERSOLL. 

In 1934—Automatic Overdrives for transmissions 
were introduced by WARNER GEAR. 

In 1938—Borglite and Torbend Clutch Plates were 
introduced by BORG & BECK, LONG, and ROCK- 
FORD. 

In 1939—Ty-Ply Rubber-to-Metal Bonding mate- 
rial developed by MARBON. 

In 1949—Automatic Transmissions for passenger 
cars perfected by DETROIT GEAR and WARNER 
GEAR. 

In 1952—MARVEL-SCHEBLER introduced Power 
Chambers and Hydraulic Power Units for trucks and 
trailers; LPG Carburetion Systems for trucks, trac- 
tors, buses, taxis and stationary engines. 

In 1953—Automatic Transmissions for trucks pro- 
duced by WARNER GEAR and DETROIT GEAR. 

In 1955—Morlife Clutches for trucks, buses, and 
other heavy duty equipment introduced by 
ROCKFORD. 

In 1957—WARNER GEAR brought out a 5-speed 
Automatic Truck Transmission. 
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four-door sedan to $3,116 for the | giving the company the lowest- 


Custom four-door two-seat hard- 
top station wagon. 
* * 


Studebaker 


TUDEBAKER features dual 
headlights, tail fins and a 
lower roof line for 1958, and two- 
door hardtops have been added 
in the Commander and President 
series. 


The company has tightened its | 
entry list this year. Only 13 
models are offered, compared with 
21 in 1957, but the ’58s include 
more body styles than were avail- 
able last year. 


The new hardtops account for 
the broader range. Last year, the 
Golden Hawk sports model was 
the only pillarless unit in the 
Studebaker lineup. The Scotsman 
economy series has been retained, 


Windshield Guide 
Designed to Cut 
Needless Repair 


DETROIT. — Shat-R-Proof glass 
dealers have adopted a windshield 
replacement guide designed to help 
insurance companies cut auto-glass 
losses, according to Shatterproof 
Glass Corp. 

The guide establishes a “stand- 
ard” for replacement of damaged 
windshields, the company said. If 
the damage does not hinder safe 
vision, replacement is not recom- 
mended, Shatterproof added. 










The company said the new policy 
Saves insurance firms unnecessary 
claims that might lead to increased 
rates or limitations of glass cover- 
ages. 

To aid in determining effect of 
glass damage on safe visibility, the 
guide shows a windshield divided 
into three areas—acute, critical and 
noncritical. 

Such damages as outright break- 
age, star breaks, sand pits or haze, 
strain cracks, bulls-eyes or half 
moons and stone chips or nicks are | 
illustrated and described on a chart. 

The company said the necessity 
for replacement is determined 
merely by observing whether the 
type and extent of damage is in a 
location that impairs safe vision. 


What They're 


4-dr. 
Make sedans 


GENERAL MOTORS 
Buick 





2-dr. 


Seeeenceeeneeeee 


seneneeeeeeees 





sedans hardtop hardtop 


| priced sedans and station wagon 


| offered by any U. S. manufac- 
| turer. 


Studebaker lowered its roof 
line with no loss.of headroom. 
It was made possible through 
use of a one-piece driveshaft 
which enables the floor pan to 
be lowered. Sedan height has 
been cut to 58 inches, two 
inches less than in 1957. 


Luxury-Level ride has been im- 
proved. New spring and shock 
rates, together with variable-rate 
coil springs, allow the car to 
adapt to road conditions irrespec- 
tive of load or number of pas- 
sengers, according to the company. 


Longer rear leaf springs, set|* ° 


slightly back of center over the 


rear axle, prevent dipping on 


sudden starts and stops. A link- 
type stabilizer bar is said to cut 
roll anc sway and afford better 
stability in cross winds. 
Horsepower is the same as 
last year. It runs from 101 for 
the Champion six-cylinder en- 
gine to 275 forthe super- 
charged Golden Hawk. 
Studebaker held its price in- 
crease to 3.25 percent with the 


price leader, the Scotsman two- 


door sedan, going up only $19 to 
$1,795. At the top of the line is 
the Golden Hawk at $3,282. 


Safety Study 


50% in Poll Says Cars 


Are Improved 


NEW YORK. — Fifty percent of 
the public thinks today’s cars are 
safer than those of a few years 
ago and 17 percent think they are 
less safe, according to Dr. Albert 
D. Frieberg, vice-president, Psy- 
chological Corp. 


Freiberg reported on a study of 
auto safety which included inter- 
views with 1,250 men and women 
in all sections of the country. The 
study was made in connection with 
the Psychological Barometer. 

Safety devices credited by those 
interviewed were seat belts, pad- 
ded instrument panels and visors, 
safety glass, better brakes, im- 
proved steering wheels and better 
construction. 


Selling for '58 
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Studebaker for 1958 


ne 
1958 Studebaker President Two-Door Hardtop— 


TOP SELLING FEATURES: Dual headlights and fins . . . 
New interior trim . 


. One-piece driveshaft . . . 
springing. 





SCOTSMAN OFFERS UTILITY AND ECONOMY — The scotsman, Stude- 
baker’s economy car, is available in three models—four-door sedan, two-door 
sedan and two-door station wagon. It has a six-cylinder, 101-horsepower engine 
and is offered in five colors, compared with three last year. 





CHAMPION TWO-DOOR SEDAN —One of Studebaker’s 13 models for 


1958 is this Champion two-door sedan. The new cars are offered in 13 solid 
colors and 32 two-tones. Use of a one-piece driveshaft has enabled Studebaker 
to lower the roof line of the 1958 entries. 





STUDEBAKER HAWK TWO-DOOR HARDTOP—Features 120-inch wheel- 
base, are 204 inches long, 55 inches high and 71 inches wide. Three models 
available for 1958—Silver Hawk Six, Silver Hawk V-8 and Golden Hawk V-8 
(275 horsepower, with supercharger). Interiors feature “Shantung-styled” 


vinyl trim. 


Lowered roof line .. . 
. Improved rear 


. Two new hardtops added . 





14-inch wheels 







Auto Lowness 


Is Up to Buyer, 
GM Aide Says 


MENANDS, N. Y.—-The ingenuity 
of the designer and the economics 
of manufacturing are important 
limitations on the trend toward 
lower cars, but they aren’t the only 
limitations, a General Motors engi- 
neering official told the Mohawk- 
Hudson section of the Society of 
Automotive Engineers. 

“The most important limitation,” 
said L. M. Forbush, is ‘what do our 
customers want?’ If they want 
lower and lower cars, the engineers 
will build them that way... they’ll 
have to.” 

With more structure designed 
into less space, Forbush said, stiff- 
ness of body structure gains in 
engineering importance, with steel 
predominating as the ideal building 
material. 

He added that three materials 
that might be used for passenger- 
car body weight—aluminum, mag- 
nesium or titanium—are only one- 
third, one-fifth or one-half as stiff 
as steel. 

The three lighter alloys, he said, 
also present new problems in weld- 
ing or joining techniques, require 
extended plant floor space and re- 
vision of parts flow. These prob- 
lems, he added, “ultimately will re- 
quire a considerable increase in 
total capital invested in the manu- 
facturing process.” 





New 2-Seaters 
Italy’s Bianchi Will Offer 
Pair by End of Year 
MILAN, Italy. — Edoardo Bian- 
chi Spa has completed plans to 
market a new two-seater automo- 
bile before the end of the year. 
The new automobile, presumably 
incorporating a two-cylinder, air- 
cooled, 450 to 490-c.c. motor, will 
be produced in two models. A de- 
luxe model, to be known as the 
Bianchina, will be turned out at the 
new Desio plant of Auto Bianchi 
Spa, near here. The standard 
model, La Nuova 500, will be made 
by Fiat at the Mirafiori plant in 

Turin. 

Construction of the Desio fac- 
tory, which will produce the Bian- 
china, is scheduled for completion 
by October or November. The 
plant, eventually employing 1,200 
workers, will be equipped with the 
newest-type automatic assembly 
line, making it one of the most 
modern and efficient plants in 
Europe. 


Estate Valued at $59,750 


MILWAUKEE. — An estate esti- 
mated by his attorney at $59,750 
was left by Alfred Klug, 36, a Mil- 
waukee auto dealer who died June 
14, 
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QUAKER 
STATE 


SUPER BLEND 


DIL 


Designed to power you to new profits_ Quaker State Super Blend! 


For the modern, high compression motor, one oil has 
been specifically developed — Quaker State Super 
Blend. It’s an all-weather, pure Pennsylvania SAE 
10W-30HD oil that gives the utmost in performance 
and customer satisfaction. So superior is Super Blend, 


it surpasses the demands of even the test motors of 
the future. Car owners everywhere are learning these 
years-ahead facts through impressive national adver- 
tising. They’ll be looking to you for Quaker State 
Super Blend. Sell it for greater profits. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. e MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 





The 1958 Cadillac offers fine wool broadcloth in its luxury models 


Americas 
finest cars offer 
wool upholstery 


‘loday’s customers—especially the women—are 
paying more and more attention to car interiors. 


They are looking for extra quality, extra com- 


fort, extra value. That explains why more and 
more of America’s finest cars are being trimmed 
and sold in wool upholstery. 


Here are the reasons: 


@ Wool upholstery is more luxurious, more 
richly colorful. It gives the interior a more 
smartly tailored appearance. 


@ Wool upholstery is softer to the touch, 
more comfortable to ride on. It has a natural 
springiness. 

@ Wool upholstery is cooler in summer. It 
absorbs perspiration, allows air to circulate, 
never becomes untouchably hot in the sun. 


@ Wool upholstery is kinder to clothes, 
doesn’t cause shine or excessive wear. 


@ Wool upholstery is safer. It is highly flame- 


resistant, and it helps the driver keep in 
position on sharp turns or sudden stops. 


@ Woolupholstery stays neat-looking longer, 
has greater resale value. It defies wear— 
will not sag or wrinkle. Dirt and spots come 
out easily. 


If you aren’t ordering every car you can 
from the factory in wool upholstery, you’re 
missing one of the greatest sales advantages 
available to you in today’s highly competi- 
tive market. Better check your factory or 
zone office for information as to which 1958 
models will be upholstered in wool. 
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So soft, so rich, as only fine-quality wool upholstery can be . 
in this new Cadillac, Fleetwood Seventy-Five, Sedan. 


Wool tweed suit by George Carmel; hat by Emme; jewelry by Trifari. 
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Major Specifications for 
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BUICK | | | | ie | | | | 

40 Special | 122 | 4180 | 34.9 | 43.0 | 211.8 | 78.1 | ors | 61 | 59.5 | 59.0 | 90° V | 9.5 | 250 @ 4400 | 380 @ 2400 | 20 | 16.5 | 3.23 |7.10x 15) 218.03; 0 | oO \a3.2 
60 Century | 122 | 4267 | 34.9 | 43.0 | 211.8 | 78.1 | 57.9 | 64 | 60.0 | 59.0 | 90°V | 10.0 | 300 @ 4600 | | 400 @ 3200 | 20 | 165 | 3.23 \7.60x15| 21803| O | O (43.2 
50 Super | 127.5 | 4500 | 36.4 | 43.5 | 219.1 | 79.8 | 594 | 64 | 60.0 | 61.0 | 90°V , 10.0 | 300 @ 4600 | sat | 400 @ 3200 | 20 | 165 | 3.23 |7.60xi5| 21803| O | S (445 
70 RM | 127.5 | 4646 | 35.8 | 43.2 | 219.1 | 79.8 | 59.6 | 66 | 60.0 | 61.0 | 90° V | 10.0 | 300 @ 4600 | 364 | 400 @ 3200 | 20 | 165 | 3.23 |800x15| 21803; S | S [445 
700 Limited 4700 | 35.8 | 43.2 | 227.1 | 79.8 | 59.6 | 66 | 60.0 | 61. Vv | 10.0 | 300 @ 4600 | 364 | 400@3200| 20 | 165 | 3.23 (8.00x15| 21803| S | S (445 
























































| | | | | | | | | | | | 
CADILLAC | 
62 129.5 | 4675 | 35.0 | 45.0 | 216.8 | 80.0 | 59.1 | 64 | 61 | 61 | 90°V | 10.25 | 310 @ 4800 | 365 | 405 @ 3100 | 20 | 187 | 3.07 |8.00x15| 21032} S | S |434 
60 Fleetwood | 133 | 4930 | 33.9 | 45.0 | 225.3 | 80.0 | 59.1 | 64 | 61 | 61 | 90°V | 10.25 | 310 @ 4800 | 365 | 405 @ 3100 | 20 | 187 | 3.07 |8.00x15| 21032| S | S |45.0 
75 Fleetwood 7 | 5430 | 36.6 | 43.6 90° V | 10.25 | 310 @ 4800 a 198 | 3.36 |820x 15) 233.72 | S 





| 


| | | | 


CHEVROLET 
16.5 | 3.55 |750x14) 157 | 

















| 
94 | 35.1 | 44.7 | 209.1 | 77.7 | 57.4 | 7.3 | 58.8 | 58.8 | inl. 6ohv 



































45.5 | 218.6 | 78.3 | 57 16 | 331 (850x14) 251 | 


1100, 1500, 1700 117.5 8.25 | 145 @ 4200 | 235 215 @ 2400 | 20 Oo 37.4 

1200, 1600, 1800 117.5 \ 44.7 | 209.1 | 77.7 | 57.4 | 7.3 58.8 | 58.8 | V-8ohv | 85 185 @ 4600 283 | 275 @ 2400 | 20 J 7.50 x 14) 157 Oo 

CHRYSLER | | | | | | | | | | 

Windsor 122 | 3895 | 35.7 | 45.5 | 218.1 | 796 | 568/75 | 609|598|V-8ohv | 10.0 | 290@4600| 354 | 385@2000| 23 | 21 | 293 |800x14\ 230 | O | O [436 

Saratoga | 126 | 4120 | 35.7 | 45.5 | 220.2 | 796 | 57.0 | 7.7 | 60.9 | 598 | V-8ohv 10.0 | 310 @ 4600 | 354 | 405 @ 3200 | 23 | 21 | 293 (850x14| 251. | O | S 469 

“New Yorker | 126 | 4195 | 35.7 | 455 | 220.2 | 79.6 | 57.3 | 7.9 | 612 | 60.0 | V-8ohv | 10.0 | 345 @ 4600 | 392 | 450 @ 2800 | 23 | 24 | 293 |9.00xi4| 251 | 0 | S M69 
4 | 46.0 | 225.8 | x a . 0.0 23 24 s ‘ 

| 






















































































| 
| | Sa | 
126 | 3970 | 35.7 | 5.5 | 60.9 | 59.8 | V-8ohv | 10 | 305 @ 4600 | 361 | 400 @ 2800 | 23 Oo 

“Firedome ~—*|:126 +| 3965 | 35.7 | 45.5 | 2186 | 783 | 57 | 55 | 60.9|598|V-80ohv | 10 | 295@4600| 361 | 390@2400| 23 | 16 | 391 850x114, 251 | O | O |469 
“Firesweep —*|:122+~=S«|:«3660 '| 35.7 | 45. , . 7|53 | 609 - oe. 350 20 | 16 | 391 800x14\ 230. | O0 | O 437. 

Ce cee ce tT | 
Coronet 6 122 | 3410 | 35.7 | 45.5 | 213.8 | 782 | 56.6 | 5.4 | 614 | 60.1 | InL.6L 8.0 | 138 @ 4000 | 230 | 208@1600/ 20 {13 | 391 |750x14) 207 oO | O |462 
“Coronet V-8 | 122 | 3555 | 35.7 | 455 | 2138 | 782 | 566 | 54 | 614 |602|V-Bohv | 9.0 | 252@4400| 325 | 345 @2400|20 | 20 | 354 |750xi4|/ 230 | O | O (462 
“Royal V-8 —*«|:«122”—=C*|:«3570 | 35.7 | 45.5 | 2138 | 782 | 568 | 56 | 609 | 598 | V-Bohv | 9.0 | 265 @ 4400 | 325 | 355 @ 2800 | 20 | 20 | 354 |800xi4) 230 | O | O |462 
~Cust. Royal V-8 | 122 | 3640 | 35.7 | 45.5 | 213.8 | 782 | 568/56 | 609|598|V-Sohv _| 10.0 | 295 @ 4600 | 350 | 385 @ 2800 | 20 | 16 | 3.31 _|800xi4/ 230 | O | O |462 
rer ‘PO IF SE aE a DF ay ae oe ay 
Ranger 118 | 3805 | 33.8 | 43.1 | 213.2 | 78.8 | 56.4 | 7.37 | 59.4 | 59.0 | 90° V-8ohv | 10.5 | 303@4600/| 361 | 400@ 2800 | 20 | 185 | 3.56 |8.00x14) 173 O | O |417 
“Pacer ~'| 118 | 3826 | 83.2 | 43.1 | 213.2 | 788 | 564 | 7.37 | 594 | 59.0 | 90° V-Sohv | 105 | 303 @ 4600 | 361 | 400 @ 2800 | 20 | 185 | 356 \800xi4| 173 | 0 | O |41.7 
Corsair | 124 | 4235 | 33.9 | 44.2 | 218.9 | 79.8 | 568 | 7.64 | 594 | 59.0 | 90° V-Bohv | 105 | 345 @ 4600 | 410 | 475 @2900 | 20 | 22 | 291 (850xi4| 2053 | 0 | O |432 
Citation 124 | 4230 | 33.9 | 44.2 | 2189 | 798 | 56.8 | 7.64 | 594 | 59.0 | 90° V-Bohv | 105 | 345 @ 4600 | 410 | 475 @ 2900 | 20 | 22 291 (850x14| 2053 | O | O 432 
roan Ct Ce eal | ala] 
Cust., Cust. 300-6| 116 | 3189 | 34.7| 432/| 202 | 78 | 57.1/ 7.1 | 59.0 | 564 | Inl.6ohv 86 | 145 @ 4200 | 223 | 212@2100| 20 | 15 | 3.70 |7.50x14) 1804 | O | O 
FL. FL. 500-6 | 118 | 3322 | 339 | 432 | 207 | 78 |562|71 | 590|564|Inl6ohv | 86 | 145 @ 4200 | 223 | 212@2100|20 |15 | 370 750xi4) 1804 |O|,O| 
CGust., 300-8 low ie | 78 | 671 | 71 ~~ | 94 icae| @ lees | 19 | 356 |750x14| 1804 vr i 

| 95 | 265 @ 4600 | 332 | 360 @ 2800 | | | 
FL. FL. 500-8 | 118 | 3459 | 33.9 | 43.2 | 207 = pres 59.0 | 564 | V-Bohv | 95 | 240 @ 4600 | 332 | 340@ 2400 | 20 |19 | 356 |750x 14) 1804 | 0; 0o 

10.2 | 300 @ 4600 | 352 | 395 @ 2800 

| 
LINCOLN | | | | | | | | | | | | | | | 
Premiere | 131 4909 | 35.0 | 44.4 | 229 80.1 | 56.5 | 7.6 61.0 r 61.0 o| V-8 ohv 10.5 | 375 @ 4800 | 430 | 490 @ 3100 | 22 23 | 2.87 |9.00x 14) 262 Ss S |43.6 
Capri | 131 =| 4909 | 35.0 | 44.4 | 229 | 80.1 | 565 | 76 | 61.0 | 61.0 | V-8ohv 10.5 | 375 @ 4800 | 430 | 490@ 3100 | 22 | 23 | 287 |9.00x14) 262 | S | S [436 
Continental | 4980 | 35.0 | 44.4 | 229 | 80. 56.5 | 7.6 61.0 V-8 ohv 0.5 | 22 23 | 2.87 |9.00x 14) 262 
| | | 

MERCURY | | . | 
Monterey 122 | 4055 + a+ | 213.2 | 81.1 | 565 | 73 | 59.4 3.56 8.00x14/ 2334 | O O |43.65 




















Montclair 





2.69 |8.00x 14| 233.4 













































i : 

| | | 
METROPOLITAN 
Convertible | 85 | 1835 | 35.7 | 43.25) 149.5 | 61.5 | 545 | 64 | 45.3 | 44.8 | Inl.4ohv 8.3 @ 4600 | 90.89 | 82@2400/105/ 7 | 4.22 \520x13| 768 | NA | NA |35 
Hardtop 5 | 64 | 453 | 448 | Inl. 4ohv 83 @ 5| 7 | 422 520x13| 768 





| 
| 
| | 
59 | V-8ohv | 105 | 312@4600/ 383 | 405@ 2900/20 | 205 
| 
| 
| 
] 
| 


























| | 

OLDSMOBILE | | 

Dynamic 88 122.5 | 3985 | 35.1 | 44.0 | 208.2 | 78.8 | 574 | 69 | 59 V-8 ohv 10.0 | 265 @ 4400 | 371 | 390 @ 2400 | 20 20 | 3.64 |8.50x 14) 191.7 oO 

Super 88 | 122.5 | 4008 | 34.6 | 43.8 | 208.2 | 78.8 | 574/69 | 59 {| 58 | V-8o0hv | 10.0 | 305 @ 4600 | 371 | 410@2800 | 20 | 20 | 3.64 (850x114) 1917 | O | O [42 

98 126.5 | 4316 | 34.6 | 43.8 | 216.7 | 78.8 | 57.4 | 6.9 59 58 V-8 ohv | 10.0 305 @ 4600 | 371 | 410 @ 2800 | 20 20 3.42 |8.50x 14/ 191.7 s S |43 
| 

PACKARD 

Hawk 








PLYMOUTH 












| 
{as 3.73 |7.50x 14] 184 oO | oO 
| | 














































| 
PL, Sav., Bel. 6 5 sous | 56.5 | 5.2 Inl. 6L 8.0 aabenil 20 42.5 
Pi., Sav., Bel.8 | 118  |#3432 | 35.7 | 45.5 | 204.6 | 78.2 | 566 | 53 sae Teor Wiehe 9.0 | 225 @ 4400 | a | 330 @ 2800 | 20 | 20 | 354 |750x14| 184 O | O 425 
Fury | 118 206.1 | 7 5 |S. 25 318 | 330 @ 3600 | 20 | 20 | 354 |8.00x i4| 184 0 
Bonneville 122 | 3825 | 35 | 44.5 | 211.7| 774 | 55.6 | 66 | 588 | 59.4 | 90° V-8 10.1 | 285 @ 4600 = 395 @ 2800 | 20 | 21.2 | 3.23 |8.00x 14) 178 © 1@ bw 
Star Chief | 124 | 3950 | 35 | 445 | 2155 | 774 | 57 | 66 | 588 | 59.4 | 90° V-8 10.1 | 285 @ 4600 | | 395 @ 2800 | 20 | 21.2 | 3.23 |8.00x1i4| 178 SA. 2 = 
Super Chief | 124 | 3885 | 35 ee aed ea le [66 | 588 | 594 | 90° V-8 10.1 | 270 @ 4600 | | 388 @ 2800 | 20 | 212 | 323 |8.00xi4l 178 Buas=— 
Chieftain | 774 | 66 | 58. 10.1 | 270 @ 4600 a0 388 @ 2800 | 20 | 212 oO | oO 

| 

| 














RAMBLER | | | 

Rambler 6 | 191.1 15 8.7 Laat ane | ae | 180 @ 1600 | 20 3.78 |6.40x15 O | O {872 
Rambler 8 | 108 | 3300 | 36.0 | 43 | 191.1 oe 73 [S87 | 4 | V-8ohv 8.7 | 215 @ 4900 | | 260 @ 2500 | 20 | 20 | 4.10 |750x1i4| 159 Oo] O {377 
Ambassador 8 6.9 9.7 






























| 
| 
; 
| | 
STUDEBAKER | se | | | | | 
Champion 116.5 | 2830 43 | 2024 | 75.8 | 58.0 | 8 57.2 | 56.2 | Inl.6L 78 18 {11 | 410 |640x15| 1474 | O | O |395 
Commander ; 36 | | 202.4 | 75.8 | 57.7 | 75 | 571 | 56.1 | V-8o0hv 8.3 | 180 @ 4500 | = | 260 @ 2800 [18 |1i | 354 1750xi4| 1724 | O | O |395 
President | 120.5 | 3825 | 36 | 43 | 2064 | 758 | 57.7|8 | 571 | 56.1 | V-80hv 8.3 | 225 @ 4500 | | 305 @ 3000/18 | 11 | 354 (800xi4| 1724 | O | |41.0 
Silver Hawk6 | 1205 | 2795 | 355 | 44 | 20839|713|55 |8 | 57.2 |562| Inl6L 78 | 101 @ 4000 | 88 | 152 @ 1800/18 | 11 | 410 (640xi5| 1474 | O | |41.0 
“Silver Hawk 8 | 1205 | 3145 | 355 | 44 | 2039 | 713 | 54.7|8 | 57.1 | 561 | V-8ohv | 83 | 210 @ 4500 | | 300 @ 2800 | 18 |17 | 354 1750x1i4| 1724 | O | 41.0 
- 1! 56. | 7.8 | 275 @ 4800 | = | 333 @ 3200 | 18 | 17 | —— 00x14) 1724 | O Y 





NOTE: Under power brake and power steering, 'O" refers to optional and ''S"’ to standard equipment. *Power-Packages available. {Other options available. Average Weight. 





(dia, in ft.) 
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Sporting new Four-Beam Headlamps, Oldsmobile’s 16 
stunning ’58 models cover a wide, new range of buyer 
preferences and prices... offer such features as Trans- 
Portable Radio*. .. Safety Sentinel* speed minder... 
new Dual- Range Power Heater*..J-2 Rocket Engine*! 


= 


Rocket Age! 





1958 OLDSMOBILE NINETY-EIGHT HOLIDAY COUPE ...A CAR IN A CLASS BY ITSELF! 


Oldsmobile dealers have three solid reasons 
for a riding-on-clouds feeling! 


One, the new Dynamic 88 Series—big, beautiful and budget-priced— 
opens a whole new thrift-minded market with such features as the 
ECON-O-WAY Carburetor that delivers greatly improved gas mileage! 


Two, the snappy, geared-for-action Super 88 Series—new in line and 
looks right down to the rear fender Twin Blades. 


Three, the lavish Ninety-Eight Series—where luxury, extra features 
and prestige come as standard equipment ! 


Only Oldsmobile dealers have so much to tell, so much to sell—all 
the way from New-Matic Ride* (a true air suspension)... to the 
famous, fabulous Rocket Engine! The sky’s the limit when a quality 
product like the ’*58 Olds is put in the hands of an Authorized Olds- 
mobile Quality Dealer! This is the year of OLDSmobility . . . new 
sales mobility for Oldsmobile dealers! ©Opiional of entre cod. 


OLDSMOBILE DIVISION, GENERAL. MOTORS CORPORATION, LANSING, MICHIGAN 


OLDSMOBILE'’s' Ss8 


<a 
1908 - 1958 «icy FORWARD FROM FIFTY...INTO THE ROCKET AGE on 
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200,000 Sales Top 314% of ’57 Market . . . 
Breakthrough for Import Cars 


bling to get on the bandwagon, It| the American market came in the 


By Robert M. Lienert 
Associate Editor 
HERE can be little doubt that 
1957 will go down as the year of 
the big breakthrough for foreign 
cars in the U. S. 

Total registrations this year 
should top 200,000, thereby ac- 
counting for slightly more than 
3.5 percent of all new cars sold 

in this country during 1957. 
Buyers are adding their names to 
waiting lists, factories are taking a 
good long look at the small car’s 
potential and dealers are scram- 


- 


was not always thus. 
* * * 

rs THE years prior to World War 

II, the market for imported 
autos in the U. S. was severely lim- 
ited—and units which were brought 
in were almost invariably luxury 
sedans or high-performance sports 
cars. 

During that period, the foreign 
car in the U. S. was considered 
little more than a rich man’s 
whim. : 

First impetus for foreign cars in 


~ - 


AUSTIN A-35—80-inch W. B.; 34 H. P.; 1,350 Lb. 


immediate postwar years. 

There were two good reasons. 
First, many returning servicemen 
had had their first experience with 
foreign cars while serving overseas 
—and they liked what they learned. 

Second, the waiting period for 
domestic autos was long and deals 
sometimes were difficult to make. 

> > = 


British Makes Reign 


At THAT point, the foreign-car 
market entered its second 
stage. Lower-priced sports cars 
such as the MG and economy fam- 
ily cars in the Austin class began 
to appear on American streets more 
frequently. Other makes also ap- 
peared, but the market was dom- 
inated by British products. 

The third phase in develop- 
ment of the foreign-car market 
in the U. S—the growth period— 
was launched quietly with intro- 
duction of the Volkswagen. 


After a slow start (fewer than 
200 VWs were registered in 1950 
and only 2,000 in 1953), Volkswagen 
gathered steam with surprising 
speed until, in 1956, Volkswagen 
sold 50,011 units, or more than half 
of the imported-car total of 98,187. 


Unparalleled success of the Volks- 
wagen naturally brought a flood of | 
competitors into the American mar- 
ket. The British industry, which 
saw acceptance of their products 
sagging in the U. S., mounted a new | 


sales offensive. 
* * * 
THER West German makers 
and French, Italian and Swe- 
dish firms also jumped into the 
fray. At the moment, the strongest 
bid to upset Volkswagen is being 
made by Renault, selling approxi- 
mately two cars for every three 
VWs. 

With the dawning of 1957 came 
the fourth phase of the imported- 
car market—the big break- 
through. 

What contributed so spectacu- 
larly to the foreign car’s success? 
What prompted the sudden big 
swing to imports? 

Why do people buy ’em? 

There are more than a few the- 
ories. Service, value and economy 
are often advanced as reasons. The 
yen to own a car that is different 
is undoubtedly a factor, particu- 
larly among those who see a cer- 
tain snob appeal in anything im- 
ported. 

> > > 


Looks Like a Car 


GoME buyers say the U. S. car no | 
longer is “honest”—that it pre-| 
tends to be something it isn’t. These 
buyers say they like the foreign! 
car because it still looks like a car} 
and is straight-forward in its func-| 
tion. 

“Can you imagine a Volkswagen 
with tail fins?” they ask. 

Closely allied are those who 
buy foreign cars for reason of 
design. Too many domestic autos, | 
they say, look as though they had | 
come off the drawing board of a | 
pastry cook. 

For pure form and clean line, 
this groups says, no U. S. car can 
match the Karmann-Ghia, the Fiat | 
TV or the Mercedes-Benz 190 SL. 

Anti-domestic-car motorists ob-| 
ject to the sculptured slab sides, 
the tail fin, the “overstated mass” 
and the yawning expanses of 
chrome which they say are the 
hallmarks of contemporary U. S. 
auto design. 

* * * 

GOME buyers have expressed | 

rather individualistic reasons) 
for choosing a foreign car. The 
four-speed gearbox with the shift 
lever mounted on the floor is a 
compelling reason in some circles 
for favoring the imports. 

A Midwestern owner of an MG 
admits he bought the car because 
of “all those instruments.” He 
amplifies: “My neighbor paid 
$3,300 for his and all he 
has is a speedometer and some 
flashing lights on his dashboard.” 

Still other buyers look upon their 
foreign cars as a hobby. This is 
particularly true of sports-car own- 
ers who participate in rallies, gym- 
khanas and other club events. 

Not to be overlooked is the pos- 
sibility that a growing number of 
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Stunningly styled—the Bel Air 4-Door Sedan 





CHEVYS TURBO-THRUST V8 WITH TURBOGLIDE 
-  AQUICMEST COMBINATION GOING Y 


Only Chevrolet dealers offer this superb 
combination of radical new power and 
honey-smooth automatic driving. In 
any speed range, under all driving con- 
ditions, Turbo-Thrust V8 with Turbo- 
glide deliver the quickest, smoothest 
response of anything on the road! 


There’s never been an engine-drive combination like 
this one. Chevy’s Turbo-Thrust V8* introduces a 
radical new slant on engine efficiency with the combus- 


tion chambers located in the block. Turboglide*—the 
other half of the team—is the only triple-turbine 
automatic drive in Chevrolet’s field. With these turbines 
harnessed to a 250-h.p. Turbo-Thrust V8—or the new 
280-h.p. Super Turbo-Thrust V8*— Chevy steps out 
instantly in any speed range. Nothing else on the road 
turns the touch of a toe into action so quickly and 
smoothly! 

With this kind of poise and performance available in 
any model, with advanced riding and road-holding qual- 
ities, with styling that sets a whole new style—it’s no 
wonder the response to Chevrolet’s 1958 announcement 
was so successful! . . . Chevrolet Division of General 
Motors, Detroit 2, Michigan. *Optional at extra cost. 
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Distinctively dashing—the Impala Sport Coupe 
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Imported Cars Find 
U.S. Market Niche 








the foreign-car field. One of the 
favorite guessing games in Detroit 
now is estimating just how big 
that minority may be—the minority 
which represents new-car pros- 
pects who don’t care for the Ameri- 
can product. 

There are discomfiting signs that 
this minority may be gaining con- 


verts, 
+ * * 


(Continued from Preceding Page) |For Economy Seekers 


new-car prospects have become; mass-merchandising system. Thus, | 

dismayed with the American trend | it suffers from the major drawback | 

toward more horsepower, more gin- | 0f mass-production and mass-mer- | 

gerbread, more gadgets, more low- | aa techniques: Sameness of 

ness, more length, more width and | : 

just plain shen "en? As a result, the type of car de- 

oe ah sired by any sort of majority of 

: buyers in the U. S. becomes the 

HE U. 8. auto, of course, is the} type of car the minority must 
product of the ultimate refine-| accept too, . 


ment of the mass-production and Or else the minority can go to 
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CITROEN DS-19—123-inch W. B.; 87 H. P.; 2,200 Lb. 








O BE sure, many foreign-car| 
buyers are looking for economy. 
Gasoline mileage (on regular grade) | 
in the most-popular imports ranges | 


| around 30 m.p.g., although in some | 
|of the extreme-economy units, 60) 
| m.p.g. is obtainable. 


With increased gasoline prices | 
in recent months—and with the | 

U. S. development of high-horse 

V-8s which deliver 12 to 16 m.p.g. 

and get balky on anything except 

super-octane fuels—the foreign | 
car’s advantage in fuel costs can | 
be considerable. 

Economy is provided in other} 
ways: Smaller crankcase capacity, | 
smaller cooling system (or air-| 
cooled), lower license fees and 
lower labor costs for service. 

The cost of repairs on most for-| 
eign cars is less than the same job| 
would amount to on many U.S.| 
autos because the time involved is| 


less. 
= + > 


AID a distributor of a small im- 

port recently: “To keep busy for 

an hour on our car you’d have to 
lie freely.” 

This is a telling argument with 
owners of U.S. cars who some- 
times pay $15 labor costs for a 
tuneup (plus parts). The man 
with a Volvo is quick to point 
out that he saves $5 every time 
he buys plugs because he buys 
only four instead of eight. (And 
of course, a BMW -Isetta 300 
requires only one.) 

Economy in first cost of the 
vehicle is sometimes cited as a 
reason for buying. While “stripped” 
models of domestic autos are com- 
petitive pricewise with many for- 
eign offerings (particularly after 
dealer discounts), buyers tend to 
steer away from them because they 
fear neighbors will peg them as 
“cheap.” 

The man who buys a $1,650 im- 
ported car, on the other hand, is 
often tagged as “smart.” 

The value of imported cars has 
also been a prime factor in their 
popularity. Value may be judged 
in two ways: Outright quality of 
the product and the amount of! 
money the imported car brings on} 
the used-car market. 

New-car prospects looking over | 
an imported car almost always see 
better metal-fitting and better paint | 
jobs (two operations that suffer in 
mass production). Fender-knockers 
in the showroom get a satisfying 
“thump” when they knuckle down | 
to the imported jobs with their) 
heavy-gauge steel. They see high-| 
grade floor covering and heavy-duty 
upholstery. 


Depreciation Less 


| IMPORTED luxury lines, the| 
buyer who wants supple leathers 
or hand-fitted grained woods finds | 
the very best on imported autos. | 

Buyers of U.S. cars who have) 
been drenched when driving) 
through a mild rainstorm should 
have been interested in a stunt 
pulled last summer. 

The young owner of a foreign 
ear rolled up the windows, shut 
the doors and pushed the car into 
a lagoon. Doors fitted so tightly 
the car floated. Having proved 
his point, the young man towed 
his car ashore, dried off the igni- 
tion and drove away. 

Depreciation is proportionately 
less on foreign cars than on do- 
mestic units, although this picture 
may change somewhat as more 
imports become available in the 
used-car market. 

At the moment, however, the 
owner of a year-old Volkswagen 
can frequently sell his car for just 
about what he paid for it. (This, 
some observers believe, partly ex- 
plains the long waiting list on 
VWs. As soon as a buyer takes 
delivery, he puts his name back on 
the waiting list, knowing that in 
eight or 10 months he can get a 
new VW and sell his old one for 
virtually the same price.) 

+ * * 


MANY buyers of foreign cars cite 
the service they get from the 
vehicle. 

Said a Californian: “I have 
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ENGLISH FORD CONSUL—104-inch W. B.; 59 H. P.; 2,504 Lb. 





ENGLISH FORD ZODIAC—107-inch W. B.; 86 H. P.; 2,676 Lb. 





FACEL-VEGA—105-inch W. B.; 330 H. P.; 3,885 Lb. 





FIAT 1100TV—92-inch W. B.; 53 H. P.; 1,962 Lb. 
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Many a family’s vacation begins in the pages of BH&G! 


Theres nothing so powertul as an idea | 


Once you start feeding practical ideas to men and women who are 
already eager for advice and information about how to have a better 
home and a richer family life, there’s just no limit to what can happen! 
And that’s the story of Better Homes & Gardens and why it grows. 

BH&G makes the reality of everyday living so exciting, makes 
dreams of better living so obtainable that the millions of families who 
read and re-read this famous idea magazine every month really “live 
by the book”. And “the book” is BH&G. Living—in the Better 


Homes & Gardens sense of the word—covers a wide range of family 
interests. All the way from ‘“What shall we have for dinner tonight?” 
to ‘“Where shall we go on our next vacation?”’’. 

The sales climate Better Homes & Gardens creates for advertisers 
is unique among all of the major media. Because millions of BH&G 
readers bent on putting ideas into action are in the mood to buy! 
Meredith of Des Moines... America’s biggest publisher of ideas for 
today’s living and tomorrow’s plans 


/ ot America reads BHaG the family idea magazine 


4,350,000 COPIES MONTHLY 
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KARMANN-GHIA COUPE—94-in. W. B.; 36 H. P.; 1,780 Lb. 


Imported Cars 
Find U.S. Niche 


200,000 Sales in ’57 
Top 344% of Market 


(Continued from Preceding Page) 


owned two VWs, which I have 
driven better than 50,000 miles 
each and, outside of regular in- 
spections, I have spent less than 
$10 on either one. Still on the 
original tires too ... Try it with 
any other low-priced car.” 

The small imports, owners find, 
are easier to thread through traffic, 
are easier to park (even without 
power steering) and can negotiate 
country roads without scraping 
their belly. 

Some persons undoubtedly drive 
foreign cars for the fun of it. A few 
drivers can remember when it was 
fun to drive U.S. cars. Despite ad 
agencies overworking such words 
as “exciting” and “thrilling,” they 
maintain that the modern American 
auto, with its big engine, automatic 
transmission, power assists and air- 
conditioning, simply isn’t fun to 
drive. 

* * = 
FUN seekers tend toward 
sports cars, although the cama- 
raderie that exists among owners 
of foreign cars extends down to the 
Fiat driver who waves gaily as he 
meets another Fiat in traffic. 

Many dealers took their first 
serious look at the foreign car 
last June when General Motors 
announced dramatically that it 
planned to import its British 
Vauxhall and German Opel into 
the U.S. market. 

To many Americans—dealers and 
buyers alike—the GM move was 
construed as sort of a paternal 
blessing of the foreign car. 


What about other U.S. makers 
and foreign-car arrangements? 
+ af = 


Other Import Tieups 

ORD MOTOR CO., of course, 

through its subsidiary, Ford In- 

ternational, has been importing the 
English Ford for some time, but 
the tieup to the American opera- 
tion is not nearly so close as that 
adopted by GM. 

American Motors, considering 
the Rambler an offering in the 
small-car market, has the Metro- 
politan as an entry in the foreign- 
ear field (although AMC did not 
emphasize the Metropolitan’s 
foreign background when it ‘was 
first introduced in 1954). 
Studebaker-Packard has a mar- 

keting agreement with Mercedes- 
Benz, although the Mercedes’ price 
tag automatically rules out any 
great volume for the car. Persistent 
rumors have it, however, that S-P 
is about to take on the Bavarian- 
built Goggomobil, which is a true 
economy car in the strictest sense 
of the word. 

Chrysler Corp. to date has no 
marketing arrangement with any 
foreign line, although the corpora- 
tion has worked closely with 
several Italian firms in building 
one-shot dream cars. 

> 7 - 

POKESMEN for most of the 

U.S. car builders in recent 
months have said that the economy- 
car field is not large enough to 
enable them to compete with a car 
built in the U.S. along European 
lines. 

There are rumors, too, that 
U.S. makers fear that if they 
produced a car competitive with 
imports, the foreign makers 
would be in a position to cut 
prices and regain the advantage. 

One of the major factors in 
sparking foreign-car_ interest 
among dealers this year was the 
state of the new-car market itself. 

Dealers in domestic lines found 
selling hard, competition fierce, 
profits elusive and prospects apa- 
thetic. They learned that among 
most imported makes the full list 
price was the going price, that 
tradeins could be taken in at their 
true value and that the foreign- 
car prospect is usually determined 
to buy. 


* * 


* 
Dealers on the Bandwagon 
yas SCRAMBLE by dealers to 
get into the market was on. 
Foreign cars began to appear 
with increasing frequency in the 
(Please Turn Page) 


MG-A COUPE—94-inch W. B.; 72 H. P.; 1,700 Lb. 















Before deciding on a es 
Foreign Car Franchise } ) 
know the Company 

behind the product! 
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CITROEN WORLD HEADQUARTERS, 
Main Factory, 129 Quai de Javel, Paris, France. 











CITROEN, the World’s largest 
Manufacturers of Front-Wheel 
Drive Cars and Trucks, and 
PANHARD, one of the oldest 
names in the automotive industry, 
offer you the opportunity to be- 
come a CITROEN-PANHARD Fran- 
chised Dealer in the United States. 













As a CITROEN-PANHARD 
Dealer you are backed by all of 
CITROEN’S vast resources and 
will benefit from ultra-modern 
production facilities . . . paying 
off in assured volume delivery. 
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THE CITROEN DS 19 — world’s first car with Air-Oil 
Suspension ... economically European — automatically 
American — featuring Performance, Safety and Com- 
fort unparalleled in automotive history. 






















As a CITROEN-PANHARD Dealer you will receive the full support of: 


e NATIONAL ADVERTISING ...PUBLICITY ...and a complete 
SALES PROMOTIONAL PORTFOLIO containing banners, posters, 
and all the material you need to advertise locally. 


e TECHNICAL ASSISTANCE from factory-trained engineers, to help 
you set up your parts and service department. “Service” is a CITROEN- 
PANHARD tradition everywhere! 


| Be 


F 


Remember ...CITROEN has the cars designed with Dealer-Profit in mind! 
For your application, and additional information, call or write the CITROEN 
Direct Factory Branch, or Distributor nearest you today! 





CITROEN CARS CORPORATION 


(sole importer and distributor of S.A. Andre Citroen, Paris, France) 


DIRECT FACTORY BRANCHES: 


East of the Rockies—300 Park Avenue, New York 22, N. Y., ELdorado 5-2872 
West of the Rockies—8423 Wilshire Blvd., Beverly Hills, California, OLive 3-4745 


REGIONAL DISTRIBUTORS: 


AUTOLAND, INc., 1081 MAIN STREET, BUFFALO, NEW YORK, LINCOLN 7000 

CITROEN CARS MIDWEST DISTRIBUTORS, 1640 W. OGDEN AVE., CHICAGO 12, ILL., TAYLOR 9-2727 

Le E.uiott Motor IMPORTS INC., 705 West 77% St. SOUTH, MINNEAPOLIS 23, MINN. 

PAUL S. BAILEY INC., 613 WEST MOREHEAD ST., CHARLOTTE, NORTH CAROLINA, EDISON 2-2141 

THE LONE STAR IMPORTS, INC., 1901 MILAN ST., Houston 2, Texas, CAPITOL 4-9456 


Importep Motors or Fiorina, 2609-11 S. Feperat Hwy., Fort LAupERDALE, Fia., JAckson 3-8525 


CITROEN 


Franchised Dealer! A 
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VW 


lose attachment between 

our customers and factory 
establishes a lasting and 
pleasant relationship which is 
mutually beneficial to all. 


This Wohlert policy has been 
encouraged and practiced for 
over 36 years and will con- 
tinue to be our theme through 
the years. 


Auto Compass 


1. Used by more motorists. 


2. More consistently advertised, 
every month, in leading na- 
tional magazines. 


3. Many more years (25) on the ° 
national auto accessory market. Preaconlis 
4. More consumer acceptance. "6.95. 


5. More true, fine instrument ,° 
quality. ‘ WON- ILLUMINATED 
5.50 
WRITE FOR DETAILS 


HULL MANUFACTURING CO. 


P. O. BOX 246- W-12, °* WARREN, OHIO 


ee ————————————————————————————————————— 





NEPTUNA ... 


It’s a Boat. . . It’s a Trailer 
(WHEELS ARE RETRACTABLE) 





for Big Profits: ° outst ies." sis ness 


RENTING IS BIG BUSINESS 


AVAILABLE NEPTUNA CORPORATION 
TERRITORIES 723 Concara Ave., Glendale 1, Calif. 


Imported Cars 
Find U.S. Niche 


200,000 Sales in °57 
Top 34% of Market 
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showrooms of old-line dealers 
who for years had handled the 
Detroit product and sneered at 
the alien upstarts. 

Used-car lots became sprinkled 
with imports—many of which 
pulled drivers in off the street out 
of pure curiosity. 

What can a dealer expect to 
bump into when he ventures to 
enter the foreign-car field? 

> * om 

IRST of all—and this is wel- 

comed with relief by many 
dealers new to the imported-car 
field—the dealer can get back to 
Selling the product instead of the 
deal. The service - value - economy 
pitch works well when tied in with 
the fine points of each particular 
make. 

Sales practices in the foreign- 
car field closely approach ideals 
desired by domestic dealers— 
protected territory, stable price 
structure, retention of gross and 
a high percentage of cash deals. 
What discounting there is in the 
foreign-car field is confined mostly 
to high-priced sports cars and to 
the occasional “odd” model. 

The foreign-car dealer as a rule 
places less advertising than does 
his neighbor handling a domestic 
line. Some dealers do no adver- 
tising beyond a listing in the phone 
book. The dealer frequently gets 
full factory or distributor coopera- 
tion on what advertising is placed. 

> > > 


MORE advertising is done by the 
factories and distributors than 
by the dealers. The big problem 
is selection of media to cover the 
areas in which distribution is com- 
plete. 

Several of the European com- 
panies now have budgets of a 
half-million dollars to be spent in 
promoting their products in the 
next year. Some with smaller 
budgets are revising promotional 
cost upward as the whole field 
expands. 

Some foreign lines, notably 
Renault, have launched an exten- 
sive, high-level ad campaign on a 
national] basis. 

Factory and distributor repre- 
sentatives keep a close watch on 
most dealer operations. In some 
cases, shoppers and field auditors 
check each dealership. Franchises 
have been cancelled when dealers 
were caught discounting or over- 
allowing consistently. 

- . > 


Service Improvement 


OST dealers ride herd on their 

service departments in an 
attempt to overcome a long repu» 
tation that, on imported cars, parts 
are hard to get and service is dif- 
ficult to come by. The quality of 
service has improved remarkably 
in recent years. 

The parts problem has been 
licked pretty well on the most 
popular makes. More and more 
distributors are building up 
ample parts stocks and one West 
Coast distributor has just opened 
a $2.5 million automated parts 
warehouse, 

Dealers usually carry a full line 


of parts for their major line, plus 
(Continued on Next Page) 


Auto Treasures 
Book Features Family Tree 
Of Sports Cars 


NEW YORK.—“Treasury of For-| @ 


eign Cars: Old and New” is just 
the book for man who thinks the 
prewar Mercedes 540 is as exciting 
as the newest Maserati 450. 

This latest effort of Floyd Clymer 
gathers more than 500 pictures of 
pleasure, racing and sports cars 
turned out abroad since 1769, That’s 
right—1769. The old-timer was a 
steam car which is still on display 
in a Paris museum. 

The book includes many sets of 
specifications on individual models 
and just enough text to fill in be- 
tween the pictures. The 212-page 
volume is published at $7.50 by 


McGraw-Hill Book Co. 330 W.|~— 


Forty-second St. New York 36, 
N;.%. 
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MORGAN PLUS-4—96-inch W. B.; 100 H. P.; 1,700 Lb. 





MORRIS MINOR—86-inch W. B.; 37 H. P.; 1,500 Lb. 
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OPEL REKORD—100-inch W. B.; 45 H. P.; 1,995 Lb. 
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PANHARD—101-inch W. B.; 42 H. P.; 1,250 Lb. 




























































200,000 Sales Top 314% of °57 Market .. . 
Breakthrough for Import Cars 


(Continued from Preceding Page) 
maintenance items for secondary 
lines. 

Mechanics are a problem, as 
everywhere, Fortunately, the less- 
expensive imports are simply built 
and easy to service. A few fac- 
tories and distributors have elabo- 


rate service schools and training| assists are rare on imports, which 
programs. brings their components well 
within the range of the less-skilled 
mechanic. 

A few dealerships send every 
mechanic through the factory 
schools. Others send one man, 
and depend on him to instruct 
other men in the service depart- 
ment, 

Volvo is one of the strictest lines 
in regard to demands on dealer- 
ship service. Its field men inspect 
dealerships minutely and conduct 
training sessions for dealership 
mechanics. 

The quickest way for a Volvo 
dealer to lose his franchise is to 
get caught with a slipshod service 
department. Field service engineers 
send elaborate reports on each 
dealership to the service manager 
upon the completion of each visit. 

> > > 

 . a new dealership is about 

to be franchised, the contract 
is not signed until the factory serv- 
ice manager has satisfied himself 
that the prospective dealer is going 
to operate a service department 
that is up to factory standards. 

Each Volvo dealer must buy a 
special tool kit and a minimum 
kit of parts before he receives 
his first car to sell. 

Delivery and handling charges on 
imported cars conform to no stand- 
ard, with factory, importer, distrib- 
utor or dealer often being involved. 

There is no delivery and handling 
charge on a Mercedes-Benz, for 
example, since those costs are 
covered in the list price. 
am * > 


D & Hi Included 
N SOME lines, the D & H is 
included in the dealer’s net cost, 
with the distributor doing the 
make-ready as cars are unloaded 
from the boat. 


Renault allows dealers to add 
@ flat $60 to the price tag to cover 
transportation, make -ready and 
warranty services at 500, 1,000 
and 2,000 miles, Fiat dealers work 
on the plan, but add only $25. 

There is no delivery and handling 
charge on a Volkswagen, only 
transportation from the port of 
entry. 

Warranty coverage on imports 
ranges from Vauxhall's “just like 
Pontiac” to Renault's six months 
or 6,000 miles. Practically all are 
100 percent labor and parts to the 
owner. 

To the dealer, warranties range 

(Please Turn Page) 


British Imports 
Fill Need, Says 
Rolls-Royce Chief 


DALLAS.—“The primary reason 
for the increase in British car sales 
here is a growing demand in 
.| America for certain types of cars 
which have been traditionally made 
in our country but are not made 
here,” according to Llewellyn Smith, 
managing director of the motor car 
division of Rollys-Royce, Ltd. 

He said he had “the greatest pos- 
sible admiration for the American 
automobile.” 

However, he said, the British 
ears sold here are types which 
“would not only be uneconomical 
'| for the American manufacturers to 
produce, but which call for special 
knowledge and experience which, in 
the nature of things, are not found 
here. Small cars, sports tar and 
luxury cars are cases in point.” 

Smith said sales of British cars 
and other exports here are vitally 
important to both the U. S. and 
Britain. A one-third increase in 
U. 8. imports, he said, would enable 
the rest of the world to balance its 
visible trade with this country. 

With imports now running about 
3 percent of gross national product, 
@ one percent boost in imports 
would bring the trade picture in 
balance, he said. 

Smith said exports to the U. S&S. 
and other countries are “a matter of 
economic necessity” for Britain 
which must use proceeds from ex- 
ports to pay for imports of half of 
its food supply and most of its raw 
materials. 


* * * 


nee nearly every 
imported make has a detailed 
shop manual which can lead the 
mechanic through the repair job. 
Automatic transmissions and power 
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RILEY—113-inch W. B.; 110 H. P.; 2.950 Lb. 





ROLLS-ROYCE SILVER CLOUD—150-inch W. B. 
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YOU CAN 
MAKE MONEY 


selling DRAW-TITE 


BOAT & UTILITY TRAILER 
HITCHES 


ANY MODEL 
WELDED 


NO ADJUSTMENTS 
INSTALL IN 15 MIN 


ANY YEAR 
ONE-PIECE 


yourself hitch can prov e the 


DRAW.-TITE 


No ‘‘do it 
of a safe compact one-piece 
assembling parts to iose 
time. Every DRAW-TITE is custom b 

Start earning profits selling these 
BOAT TRAILER HITCHES 


we ship within 24 hrs 


extra 
Forget 


after receipt fartae 


Write for wy Information 


Yo -TITE (0 MP ANY 


Starke 


FINEST HITCHES & COUPLERS FOR BOAT & UTIL 


METROPOLITAN 
WORCESTER 


nd 


Market in 






Only the Worcester Telegram-Gazette 


1.94. 


The Worcester 
TELEGRAM ano GAZETTE 
WORCESTER, MASSACHUSETTS 
Howard M. Booth, Publisher 
MOLONEY, REGAN & SCHMITT, lac. 


National Representatives 


offers saturation 
coverage of the 


Worcester Market 

















































SPRING 
SUSPENSION PROBLEMS, 
MR. DEALER? 


Earn a nice profit and satisfy your customers by 
stabilizing their weakly sprung cars and pick-up trucks with 
HELLWIG adjustable spring stabilizers or overloads. 
The established and reliable (11 yea ELLWIG 





today; and all with no’ alte 
nor rete fing — just 6m 


you literature which tells the whole story 
on how to correct the weak spring situation 
that exists on all late model cars. Manufactured in 
California and Missouri and available through 
HELLWIG distributors or from a HELLWIG warehouse. 
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Imported Cars 
Find U.S. Niche 


200,000 Sales in °57 
Top 344% of Market 


(Continued from Preceding Page) 


from labor and parts at full list to 
100 percent on parts and labor. 
* * * 

IAT mails a flat-rate manual 

for all common repairs to each 
Fiat owner, thereby giving him an 
idea of what it should cost to have 
any work done at his dealership. | 

Foreign-car franchises, which 
used to be available for the ask- 
ing, are no longer easy to obtain. 

Some deals are just not to be had. 

Most lines feel that in the al 
imported-car markets—the New| 
York City area and Southern Cali-| 
fornia—they have adequate repre-| 
sentation. 

There are still open points in the 
South for some lines, while a few 
importers feel that the Midwest 
represents a good foreign-car 
potential. 


| 


> * . 


How Much Growth 


b bpeee AMOUNT of growth which 
can be expected for 1958 in the 
foreign-car market is debatable. 
Some domestic dealers who have 
not bothered with a foreign fran-| 
chise predict that next year will| 
see the end of the present market. 

“Too many dealers being ap- 
pointed,” they say. “Every new 
one means just that much more 
competition. Pretty soon it'll be 
just like a domestic car that you 
can buy on any corner. And, boy, 
will that be vicious competition.” 

An import distributor, however, | 
says “I think we can expect a con- 
tinuing, expanding market. This 
foreign-car thing hasn’t begun to 
see its limit yet. 

“I think a million cars a year is 
not an unreasonable figure. They 
fit a basic need in our mobile 
economy, and I think they are here 
to stay. I predict especially good 
business for another four or five 
years.” 

+ a7 > 

C= in 1958 probably will 

depend largely on how many 
foreign jobs can be imported. In 
the past year, imports have been 
limited by production capacity 
abroad and by the shortage of| i 
shipping space. | oa 

To a certain extent, these prob-| 
lems have been solved, although | * 
some factories are still producing 
on backlogs and paying “emer- 
gency” freight charges to get their | 
cars loaded aboard a ship. 

Most imported cars can be} 
divided into five classifications: | 
Midget cars, economy cars, family 
cars, luxury cars and sports cars. 

By far, most of the foreign cars 
sold in the U.S. fall into the econ- 
omy class, which is led by Volks-| 
wagen. Others in this field include 
Austin, Borgward, DKW, Fiat, Eng-| J 
lish Ford, Goliath, Hillman, Isetta 
600, Lleyd, Metropolitan, Morris, 
Opel, Panhard, Renault, SAAB, 
Simca, Standard, Sunbeam, Tri- 
umph, Vauxhall, and Volvo. 

« * . 


i 


ir THE midget class are Berkeley, 
Goggomobil, Isetta 300, Janus, 
Citroen 2 CV and Renault 4 CV. 
Most of the cars manufactured in 
this class are never imported into 
the U.S. 


In the family-car class are 
(Continued on Next Page) 


Lloyd Sets Up 


Distributorship 
In Northwest 


PORTLAND, Ore. — Joe Fisher, 
Portland auto dealer, has been 
appointed Lloyd distributor for 
Oregon, Utah, Southern Washing- 
ton, Northern Nevada and North- 
ern California. 

A 1958 Lloyd was flown to Port- 
land from the Borgward plant in 
Bremen, Germany, for showing to 
dealers. Public showing is sched- 
uled late in October upon arrival of 
a large shipment of the cars by 
boat. 

Mel Reeves, former shop foreman 
at Fisher’s, has rejoined the or- 
ganization to supervise parts and 
service operations. Fisher said a 


1 rts shi t al is 
moa ee VOLKSWAGEN—94-inch W. B.; 36 H. P.; 1,610 Lb. 
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The following imported-car prices are 
Port of Entry figures at New York, They 
include ocean freight, U. S, excise tax 
and import duty. They do not include 
“*emergency freight’’ charges, U. S. trans- 
portation fees, state and local taxes or 
optional equipment, 

ALFA ROMEO—Giulietta—Spider, $3,- 
298; Super Spider, $3,686; Sprint Coupe, 
$3,784; Veloce Coupe, $4,194. 1900 Super 
Sprint Coupe—$6,083. 

ASTON-MARTIN—DB24 Mark III cpe., 
$6,950. 

AUSTIN—A-35 deluxe 2-dr. sed., $1,599; 
A-55 deluxe 4-dr. sed., $2,211. (Heater 
standard.) 

AUSTIN-HEALEY—conv., $2,919; deluxe 
conv., $3,195. (Heater standard on deluxe.) 

BENTLEY—Series S—Standard Steel Sa- 
loon, $12,900. (Other models are custom- 
built and vary considerably in price.) 


BMW Isetta 300—$1,048. (Heater stand- 
ard.) 

CITROEN—2CV 4-dr. sunroof sed., $1,- 
298. Panhard 4-dr. sed., $1,995; 4-dr. de- 
luxe sed., $2,195. DS-19 4-dr. sed., $3,495. 
(Overdrive standard on 2CV; heater stand- 
ard on Panhard; power brakes, power 
steering and automatic clutch standard on 
D8-19.) 

DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
495. (Heater standard on all models.) 

FIAT—600 Series—Multipla 4-dr. sed., 
$1,598; 2-dr. sed., $1,298; sunroof conv., 
$1,360. 1100 Sertes—4-dr. sed., $1,655; 4- 
dr. TV (Fast-Touring) sed., $2,035; stat. 
wag. $2,069; TV roadster (hard top op- 
tional), $2,498. (Heater standard on all 
models.) 

FORD 
2-dr. sed., 


(England)—Angliia Series—Anglia 
$1,539; Prefect 4-dr. sed., $1,- 


639; Escort 2-dr, stat, wag., $1,629; Squire| 


2-dr. stat. wag., $1,739. Mark II Series— 
Consul—4-dr. sed., $2,012; conv., $2,351; 
Zephyr 4-dr. sed., $2,193; conv., $2,552; 


Zodiac—4-dr, sed., $2,365; conv., $2,910. 

GOLIATH—1100 Sertes — Standard busi- 
ness sed., $1,995; Custom 2-dr. sed., $2,- 
088.80; Custom conv., $2,395; Custom 2-dr, 
stat. wag., $2,287.80; Empress Deluxe 2-dr. 
sed., $2,481.14; Tiger sport cpe., $2,834.98. 
(Heater standard on all models.) 


HILLMAN—4-dr. sed., $1,849; conv., $2,- 
099; 2-dr. stat. wag. (Husky), $1,535; 
4-dr. stat. wag. (Minx), $2,299. 

JAGUAR—Mark VIII 4-dr. sed., $5,605 
(overdrive), $5,695 (automatic transmis- 
sion). 3.4 Liter sed., $4,460 (overdrive), 
$4,560 (automatic transmission), XK-150 
cpe., $4,475; conv., $4,595. 

MERCEDES-BENZ—180 4-dr. sed., $3,- 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, $5,020; 190-SL cpe., $5,232 (with 
removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-S 4-dr. sed., $4,283; 
220-S conv., $7,641; 300-C 4-dr. sed., $7,- 
559; 300-SL epe., $8,905; 300-SL roadster, 
$10,928; 300-SC conv. or roadster, $12,- 
272. (Power brakes standard on 219 sed.; 
automatic transmission standard on 300-C 
sed.) 

METROPOLITAN — 2-dr. hardtop, $1,- 
567.15; conv., $1,591.15. 
MG—MGA—roadster 
379; roadster (wire wheels), 
(disk wheels), $2,674; cpe. (wire wheels), 
$2,763. Magnette—4-dr. sed. $2,731. 

(Heater standard on Magnette.) 

MORRIS—4-dr. sed., $1,740; 4-dr. de- 
luxe sed., $1,808; 2-dr. sed., $1,654; 2-dr. 
deluxe sed., $1,711; Tourer sed., $1,637; 
Tourer deluxe sed., $1,694; stat. wag., $1,- 
861; deluxe stat. wag., $1,916. (Heater 
standard on deluxe models.) 

OPEL — Rekord — 2-dr. sed., $1,957.50 
(Heater standard.) 

PORSCHE — Speedster 70 horsepower, 
$3,215; 88 horsepower, $3,615; 115 horse- 
power (Carrera), $5,215. Coupe—70 horse- 
power, $3,665; 88 horsepower, $4,504; 115 
horsepower (Carrera), $5,665. Oonvertible 
—70 horsepower, $3,915; 88 horsepower, 
$4,804; 115 horsepower (Carrera), $5,915. 

RENAULT — 4CV 4-dr. sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models.) 


ROVER—90 4-dr. sed., 
dr, sed., $3,625 (overdrive); 


(disk wheels), $2,- 
$2,463; cpe. 


$3,295; 1058 4- 
105R 4-dr. 





Imported Cae 
Break Through 
In U.S. Market 


(Continued from Preceding Page) 


Jaguar 34, Alvis, Karmann-Ghia, 
the smaller Mercedes-Benz, MG 
Magnette, Citroen DS-19, Riley, 
Rover and Wolseley. 

Luxury cars include Austin Prin- 
cess, Bentley, Facel- Vega, Rolls- 
Royce and the Mercedes 300. 

Sports cars seen most frequently 
in America include Austin-Healey, 
Jaguar, Mercedes-Benz 190 SL, 
Mercedes-Benz 300 SL, MG, Morgan, 
Porsche, and Triumph TR-3. 

Many additional cars are im- 
ported, although in limited num- 
bers. A rundown of registration lists 
produces such names as Abarth, 
AC, Alfa-Romeo, Allard, Armstrong 
Siddeley, Aston-Martin, BMW, Bris- 
tol, Bugatti, Cooper, Daimler, DB, 
Dellow, Fairthorpe, Ferrari, Frazer- 
Nash, HRG, Humber, Jensen, Kieft, 
Lagonda, Lancia, Lotus, Maico, 
Maserati, Moretti, Nardi, Pegaso, 
Peugeot, Salmson, Siata, Singer 
Skoda, Talbot and Toyopet. 

Really rare birds in the U.S. are 
such Russian-built jobs as Mosk- 
vitch, Pobeda and Zim. 





Port-of-Entry Prices 
On Imported Cars 
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sed., $3,765 {automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 


ROLLS-ROYCE—Siliver 
Steel Saloon, $13,250. (Other models are 
custom-built and vary considerably in 
price. ) 


SAAB—2-dr. sed., $1,895. 
ard.) 


SIMCA — Aronde Series — Deluxe 4-dr. 
sed., $1,595; Elysee 4-dr. sed., $1,745; 
Chatelaine 2-dr. stat. wag., $1,899; Grand 


(Heater stand- 


Cloud—Standard | 





HILLMAN—9%6-inch W. B.; 51 H. P.; 2,270 


a. 





99 


Large 2-dr. hardtop, $1,999; Plein Ciel 
sport cpe., $2,688; Oceane conv., $2,888. 
Vedette V-8 Series—Trianon 4-dr. sed., $1,- 
999; Versailles 4-dr, sed., $2,199. (Heater 
standard on Grand Large, Plein Ciel and 
Oceane.) 


SUNBEAM—Rapier 2-dr. sed., 
(Heater and overdrive standard.) 


TEMPO — Matador — 12-passenger stat. 
wag., $2,575. (Heater standard.) 


TRIUMPH TR-3—softtop, $2,625; hard- 
top, $2,790. 


VAUXHALL — Victor — 
957.50. (Heater standard.). 


VOLKSWAGEN — 2-dr;> sed., $1,545; 2- 
dr, sunroof, $1,625; conv., $2,045; Kar- 
mann-Ghia sport cpe., $2,445; Combi stat. 
wag. (8-passenger), $2,020; deluxe stat. 
wag., $2,120; deluxe camper, $2,737. 
(Heater standard on all models.) 


VOLVO — 2-dr. sed., $2,170; 2-dr. stat. 
wag., $2,345. (Heater standard on both 
models. ) 





$2,499. 


2-dr, sed., $1, 





Ae 





Lb. 





OPEL CARAVAN—1 00-inch W. B.; 45 H. P.; 2,160 Lb. 
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advertise Champion Auto Body. 15 to 20% of their business. York, N. Y. 
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Distributors Listed 


For Foreign Cars 


U. S. Firms Handle 
Imported Units 


Epiror’s Note: Readers who 
wish detailed information on any 
individual car, or on franchises, 
may contact the U. 8. distributor. 
Distributors are listed below ac- 
cording to make. 

* * + 
Atra Romeo—Hoffman Motor Car 
Co., Inc., 443 Park Ave. New 
York 22, N. Y. 


ARNOLT-Bristo. —Rootes Motors, 
Inc., 505 Park Ave., New York 
ae, Bt, Be 

Aston-Martin — Peter Satori Co., 
Ltd., 325 W. Colorado St., Pasa- 
dena 1, Calif. 

Avustin-Hamsro—Automotive Corp., 
27 W. Fifty-Seventh St., New 
York 19, N. Y. 


Austin-Heatey—Hambro Automo- 
tive Corp., 27 W. Fifty-Seventh 
St., New York 19, N. Y. 

BMW-Isetta — Fadex Commercial 
Corp., 487 Park Ave., New York 
22, N. Y. 


Borcwarpo—Fergus Imported Cars, 


“The Yellow Pages are our most | s'x.2" Sr" Sw 


8 — Thomson Trading Co., 1201 S. Hill 
effective form of advertising” |... 27. 
g Crrroen—Citroen Cars Corp., 300 
Park Ave., New York 22, N. Y. 
say ROBERT W. ANTOLICK and RUDOLPH KAPUSTIC DKW-Germanic Auto Distribu- 


tors, Inc., 566 Whalley Ave., New 





UNION BLVD ¢ MONOCACY ST 
BETHLEHEM, PA. 





CHAMPION AUTO BODY, Bethlehem, Pa, Haven 11, Conn. 
Peter Satori Co., Ltd. 325 W. 
“We've been advertising in the Yellow Pages since we started in Colorado St., Pasadena 1, Calif. 


. . . . EncusH Forpo—Ford International 
business and have found this form of promotion really effective. | Division, The American Road, 


Our display ads account for 15 to 20% of our volume. We also | Dearborn, Mich. 

display the Yellow Pages emblem on our trucks to remind peo- “4 a oe a 28 . 

ple to look for us in the Yellow Pages when they need our services.” | Hoffman Motor Car Co., Inc., 443 
Park Ave., New York, N. Y. 

Automobile owners just naturally turn to the Yellow Pages to find | Gouurx — Goliath Importers, 1047 

reliable service close by. Be sure your name and complete sales} Bro®dway Ave, Burlingame, 


: ; : Calif. 
message are there — in display ads and listed under appropriate | tinis«an—Rootes Motors, Inc., 505 


headings. Call your telephone business office for details. Park Ave., New York 22, N. ¥. 
Jacuar—Jaguar Cars North Amer- 


St., New York 17, N. Y. 

Liorp—Lloyd Cars Corp. of Amer- 
ica, Box 987, South Bend, Ind. 

Merceves-Benz — Studebaker- 
Packard Corp., 635 S. Main, South 
Bend, Ind. 

Merropouiran—American Motors 
Corp., 14250 Plymouth Road, De- 
troit 27, Mich. 

enue mes ; MG—Hambro Automotive Corp., 27 
. Towine * ' W. Fifty-Seventh St.. New York 
19, N. Y. 

Morris—Hambro Automotive Corp., 
27 W. Fifty-Seventh St., New 
York 19, N. Y. 


DISPLAY ABS like this (shown here YELLOW PAGES ADS in the Allentown | O°=— Buick Division, Flint, Mich. 
reduced) and listings under Auto- and Bethlehem directories and the pots — New York 2 MY 
mobile Painting, Automobile Body Yellow Pages emblem on their tow- = ae 


: : ; , ; Pevceot—Vaughn Imported Cars, 
Service, and Automobile Towing __ trucks, bring Champion Auto Body | Broadway -. Fifty. Sixth, New 


Porscne—Hoffman-Porsche Car 
Corp., 443 Park Ave., New York 


ica Corp., 32 E. Fifty-Seventh . 





22, N. Y. 


‘Renavutt—Renault, Inc., 425 Park 
Ave., New York 22, N. Y. 


PHYSICAL DAMAGE @B)Pesctots certo 
SAAB—SAAB Motors, Inc., 130 W. 


Fifty-Seventh St., New York 19, 
N. Y. 


(Distressed Accounts Private Passenger) 


$100.00 Coli Fire, Theft bi j Smmca—Simcea, Inc., 445 Park Ave., 

Deductible sion. ’ , Com New York 22, N. Y. 

Additional Coverage 3 Times N.A.U.A. Manual Rates. Witkin-Wolf Co. Inc, 5148 W. 
Washington Blvd., Los Angeles, 
Calif. 


SunseaM—Rootes Motors, Inc. 505 
Cancellations—Repo’s Pro Rata, Pay Offs Short Rate Park Ave., New York 22, N. Y. 
Coverage Bound When Deal Completed By Your Office. Tempo — Fadex Commercial Corp., 

487 Park Ave., New York 22, 
N. Y. 


‘Coverage Available In All States TriumpH — Standard-Triumph Mo- 
A-rated American Stock Co. tor Co., Inc., 1745 Broadway, New 
2 York 17, N. Y. 
We Allow A Guaranteed Commission 


|| VauxHALL—Pontiac Division, Pon- 
tiac 11, Mich. 
VoLKswaceN—Volkswagen of Amer- 
ica, Inc., Englewood Cliffs, N. J. 
Votvo—Volvo Distributing, Inc., 
15143 W. Eight Mile Rd., Detroit, 
Mich. - 
Volvo Imports, Inc., 1217 St. 
Nicholas Ave., New York 32, N. Y. 
Auto Imports, Inc., 403 W. Eighth 
St., Los Angeles 14, Calif. 


Write For Details 
Reference 


Westport Berk wi FRED MILLER CO. 


4026 Broadway - Kansas City 11, Mo -Phone Lo 1-7640 
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BERNIE O’DANIEL says . . 





‘Whos got time to write ads ? 
Were too busy writing orders!” 


says Bernard O’Daniel, President, Key Motors, Inc., Evansville, Indiana 


““Response to our new 1958 De Soto has been terrific,” 
says Mr. O’Daniel, “‘from the Fireflite all the way down 
to our new, moppet-sized Firemite, the hottest promotion 
tool I’ve seen in 22 years’ selling cars. We had six 
thousand people visit our showroom in the first four days 


alone . . . and we’ve been busy writing orders ever since!”’ 


Bernie O’Daniel is typical of the smart, aggressive, 


wu. A vbew | 


» DRE «1958 DeSOTC Raum 


ie 


At 


tie FREE eRe 


DM: 1PM 5 PM 





promotion-minded De Soto dealers who are discovering 
that a De Soto franchise is worth more in ’58 than ever 
before. His 1958 De Soto line is the engineering and styling 
leader, with prices covering the entire medium-price field. 
He has the support of strong national advertising, backed 
by a year-long program of hard-hitting selling promotions. 


And he’s working at it—making the most of it! 








“Look to the future. . . 









IT PAYS TO BE: A DESOTO DEALER!” 
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Questions Are Raised 
By Interest Reduction 


By Kenneth C. Kelley Jr. 
Staff Writer 


= cut in the discount rate by 
Federal Reserve Banks brought 
forth a wide range of reaction but 
no positive answer on why the 
change was made and what the 
effect will be. 


There were some 
indications that the 


— Federal Reserve 
Board isn’t sure of 
FINANCE which way the econ- 


omy is going and so 
went fishing to find out. 

The chain of events was touched 
off when the rate charged bankers 
who borrow money was cut from 
3% to 3 percent by Federal Reserve 
Banks in four districts—New York, 


| against inflation and perhaps, the 
most noticeable part of a tight- 
money policy. Therefore, some ob- 
servers tcok the cut in the discount 
rate as a sign that the tight-money 
policy is at an end. 

The rate reduction brought 
some immediate reactions on the 
plus side—the stock market ral- 
lied; some other interest rates 
were cut, notably, the interest 
paid on short-term borrowing 
such as commercial paper; and 
about 60 percent of a $250-million 
American Telephone & Telegraph 
bond issue, which had been mov- 
ing slowly, was sold out in a day. 

The long-term effects of the move 
are difficult to gauge. 


One important question is: Has 


St. Louis, Richmond and Atlanta. the tight-money policy come to an 


A high discount rate is a weapon!end. The answer is: 


Nobody out- 


side of the inner circles of the 
Federal Reserve Board knows and 
the board isn’t talking. 

The way the Federal Reserve 
System handles its holdings of U. S. 
Government securities can have a 
far more powerful effect on the 
availability of credit than changes 
in the discount rate. 

There has been no indication of 
change in the buying and selling 
of the securities yet and any 
change that might be noticed before 
the end of the year might just be 
the normal increase of credit that 
helps business meet the Christmas 
rush. ” 

° * 


Reduction Spreads Slowly 


FTER the four Federal Reserve 

Banks cut their discount rate 
there was a weekend pause before 
the Boston bank reduced its rate. 
A week after the first reduction, 
there still was no action on the 
part of the other seven Federal 
Reserve Banks. 

Some observers were wondering 
why the system was maintaining 
two discount rates across the 
country, admittedly a rather both- 
ersome practice. The move may 
have amounted to a limited easing 





Payroll-Tax Hike Seen 


For Oregon Employers 

SALEM, Ore.—There is a 50-50 
chance that many Oregon em- 
ployers will find their payroll 
taxes increased sharply next 
spring, according to John A. 
Norton, of the State Unemploy- 
ment Commission. 

He said the state’s 27,000 em- 
ployers now pay taxes ranging 
from 0.3 to 2.7 percent on their 
payrolls. This would be hiked to 
2.7 percent for all if the unem- 
ployment trust fund falls to $31.5 
million, There is an even chance 
that it will fall to that figure by 
March 31, Norton said. 





of credit to see just what would 
happen. 

Federal Reserve officials said 
the rate reduction was made after 
statistics indicated that inflationary 
pressures have eased. Those who 
are worrying about a business 
slump were wondering just how 
much the pressures have eased. 


It would take some time before 


| any action by the Federal Re- 





Why You should be 


FRAM 


Oil Filters 


Fram means more profits in your pockets! 


Here’s why: 


FRAM is preferred by your customers! They know 
Fram Filters best—this fact is proved in survey 
after survey—FRAM comes out on top! They know 
Fram makes exactly the filter that matches the 
requirements specified by the manufacturer of their 


automobile. 


FRAM is preferred by manufacturers! 271 manufac- 
turers of precision engines specify FRAM as original 
equipment*. They know that Fram is always first 
with the best — the recognized leader in filtration. 
They know they can rely on Fram to make the right 


fitter for every application. 


*Over half of all 1957 makes of cars are FRAM 


equipped! 


FRAM is preferred by dealers! Over 120,000 dealers 
from coast to coast feature Fram. They know that 
Fram is the quality brand of filter. They know that 
Fram sells better—consistently backs their efforts 
with strong national advertising and hard-hitting 


promotions. 





@ All Fram Filters 
motive manuf: 





facturers 
of 657 makes of 


Sum it up... 


@ Over 30,000,000 vehicles now on the 
of precision engines (over half 


equipment. 
@ Over 120,000 dealers know you can buy 
cheaper—but you can’t buy better— 
Fram Filters best! 


manufactured to au 
’ specifications. 


equipped. 271 manu- 
cars) specify FRaAM as 


it all 
adds up! 


Sell Fram — FRAM 
puts more profits 
in your pockets! 


FILTERS BEST 


Fram Corporation, Providence 16, R. I. 
Fram Canada Ltd., Stratford, Ont. 
































= 


serve Board resulted in lower in- 
terest rates for small business 
and consumers. Some in these 
classes have indicated a willing- 
ness to postpone borrowing in 
the hopes of lower interest. 
Any large-scale postponements 
could add to that downturn in sales 
that is observed in a number of 
lines. 


Alfred Hayes, president of the 





i 


New York Federal Reserve Bank, — 


hinted that more moves to loosen 
credit are on the way. He dropped 
the hint but would give no further 


details while testifying before a ~ 


Congressional committee. 
+ t * 


11% Steel Dip Estimated 

N 11-PERCENT decline in steel 

output to 102 million tons is the 
estimate for 1958 in a study of the 
steel industry, published in Value 
Line Investment Survey. 

The study concluded that the 
chances of a durable-goods boom 
in 1958 are “exceedingly small” 
and added that 1958 production 
will fall to the lowest level since 
1954. 

The outlook for 1961-63 is much 
brighter. Compared with 1957, Value 
Line sees these changes by the 
early °’60s: Steel-making capacity 
up 9 percent, output up 15 percent 
and sales up 22 percent. 

> * + 


Commercial Credit 


Income at Peak for 
Quarter, 9 Months 


Commercial Credit Co. announced 
that its net income for the third 
quarter and for the first nine 
months of 1957 was the highest it 
ever has recorded for such periods. 

Net income for the three months 
ended Sept. 30, amounted to $7,113,- 
655, compared with $6,756,426 a year 
earlier. ; 

The nine-month figure was $20,- 
532,687, compared with $19,876,253 
for the corresponding 1956 period. 

Gross receivables acquired by the 
firm’s finance companies in the 
third quarter totalled $950,010,927, a 
sizable increase over the 1956 figure 
of $795,564,213 in 1956. The finance 
companies earned $4,305,980 in the 
1957 quarter; $4,174,709 last year. 

The corresponding figures for 
nine months showed $2,909,943,928 
worth of receivables and $13,028,211 
in earnings this year against $2,- 
479,115,230 in receivables and $12,- 
787,546 in earnings last year. 

> * > 


3M Reports 
Sales Up 16% 


Minnesota Mining & Mfg. Co. re- 
ported sales of $274,225,317 for the 
first nine months of 1957, an in- 
crease of approximately 16 percent 
over sales of $235,948,905 for the 
corresponding period last year. 

Earnings totalled $29,415,485, com- 
pared with $26,986,398 a year ago. 

Sales for the three months end- 
ing Sept. 30 were $92,646,950, com- 
Pared with $81,453,319 for the 
similar period last year. Earnings 
totalled $9,722,505, compared with 
$9,315,631. 

a 


* ” 
Record Sales, Dip in Profits 
Reported by Douglas Oil 

Sales of Douglas Oil Co. of 
California in the six-month period 
ended Sept. 30 reached a new high 
of $14,807,554, according to W. G. 
Krieger, president. In the compa- 
rable period a year ago, sales 
totalled $14,471,307. 

Net earnings for the period 
amounted to $280,951, a decrease 
from the net profit of $432,477 in 
the six-month period a year ago, 
Krieger said. 

= 


7 7 
Auto-Lite Reports 
Higher Sales, Net. 

Electric Auto-Lite Co., Toledo, 
has reported net sales for the nine 
months ended Sept. 30 as $209,740,- 
403, compared with $162,844,677 for 
the corresponding period of 1956. 

Net earnings amounted to $7,178,- 
871, compared with $1,195,476 a year 
ago. 

+* * * 


Sherwin-Williams Sales, 
Earnings Reach Highs 


Sales and earnings of Sherwin- 
Williams Co. reached alltime highs 


(Continued on Page 106, Col. 3) 
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Sell the EG@a) ff INFLUENTIALS 
-they tell the others! 


Starter. Man and wife read ad for 1958 
automobile in The Saturday Evening Post. 
(Millions of motorists, every year, make the 


Post thei -car “‘showroom’’!) 
ee eee Fan belt. At dealer’s, whole family falls 


in love with car. “Some style!”’ “Great 
engineering!’’ “‘Room for Rover, too!” 
(Post-Influentials like Post advertising, 
believe it, buy what they believe in. ) 


Accelerator. 


Family tells world about new car. Tells neighbors, 
sewing club, bowling team, school chums. (8 out of 
every 10 Post readers recommend, talk about things they 
read in the Post!) 


* + ° 
Driver’s seat. Suddenly, everyone seems to be driving that same make of car! (The Post reaches Influentials in every community, on every income 
level —a multi-million-man sales force. Result: dealers who handle Post-advertised cars are in the driver’s seat . . . sitting pretty!) 








See 





COURTAULDS’ SUPER-COLOR-FAST COLORAY FIBER IS IN THE NEW 


fk \ () . | Fireflite Sedan 


IN EATON 2-SPEED AXLES 
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fail. 


In the Letterbox 


business must make a profit or 


Mr. Maisel misinforms the public 
as to the best time to buy a new 
car. Keep in mind that the last new 
car costs us as much as the first. 
The customer’s year old trade is 
worth from $300 to $800 more when 
the new cars are introduced than 
when they are being cleaned out. 
That means we can give him from 
$300 to $800 more for his car then, 
and still make the same profit. So, 
he who waits for good deals is 
bound to lose. 

Maisel warns wives not to show 
enthusiasm for the car because it 
will be the end of price concessions. 
If Mr. Maisel knew anything at all | on this item. 
about sales psychology he would 
realize that a “buying signal” starts 
the price concession rather than 
ends it. Why cut prices until some 
interest is shown? 

Mr. Maisel tells about buying a 
new car himself last year. He 
claims he paid $102.75 too much for 
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REDUCES STRESS AND WEAR 


ADDS TO AXLE LIFE 


KEEPS TRUCKS ON THE JOB > 


Eaton’s exclusive planetary construction distributes 


gear-tooth loads over four “‘planet” gears, holding 
stress and wear on any one gear tooth to a minimum. 
Completely locked out in the high speed range, these 
four gears rotate only slowly in the low speed range. 
The result is quiet operation, easy clash-free shifting, 
minimum wear, materially longer axle life. This rugged 
planetary design, plus forced-flow lubrication enables 
Eaton 2-Speeds to establish outstanding performance 


records. Eaton 2-Speeds also reduce stress and wear 
on engines and all power transmitting parts; they 
make it. possible for trucks to haul more, quicker, 


longer, af lower cost. 


EA 





@ PRODUCTS: Engine Valves « Tappets « Hydraulic Valve Lifters « Valve Seat Inserts « Jet Engine Parts « Hydraulic Pumps 
Motor Truck Axles « Permanent Mold Gray Iron Castings « Forgings «. Heater-Defroster Units « Automotive Air Conditioning 
Fastening Devices « Cold Drawn Steel» Stampings « Gears « Leaf and Coil Springs « Dynamatic Drives, Brakes, Dynamometers 











LOWERS OPERATING COST 


AXLE DIVISION 
MANUFACTURING COMPANY 





CUTS MAINTENANCE 





More than Two Million 
Eaton. Axles in Trucks Today. 


CLEVELAND, OHIO 


accessories on top of the dealer’s 
“generous normal profit.” 

I challenge Mr. Maisel to make 
public the invoice on his new car 
so that it may be audited by com- 
petent persons to determine how 
generous the dealer’s profit was. 
Frankly, Mr. Maisel sounds like 
a chiseler to me. (Notice, I men- 
tion names when I call names.) 

As to his statement on taxes— 
the Federal excise is 10 percent of 
the dealer’s cost of a car and is 
detailed as a separate item when 
charged to a dealer and NO markup 
is figured on this item. 

In Michigan, we pay 3 percent of 
the total price of the car as state 
sales tax. Again there is no profit 


As to the fabulous finance re- 
serves he speaks of, again in Michi- 
gan they are regulated by law, as 
are all automobile finance charges 
and insurance charges. 

His admonition not to sign any- 
thing in blank smacks of the 
preacher who doesn’t condone sin. 








Why doesn’t he caution people not 
to step in front of street cars— 
that is dangerous, too. 

Maisel winds up his woeful 
epistle by telling people to walk 
out on the salesman and try some 
other place, That is putting the 
cart before the horse. In any pur- 
chase of any product, the buyer 
should investigate the reputation 
and integrity of the merchant be- 
fore making a purchase, not 
after. 

To say that the entire publishing 
industry is licentious and lewd be- 
cause of a few smut magazines 
would be no greater injustice than 
has been done to the retail auto 
industry by the careless and irre- 
sponsible reporting of a man who 
probably is very poorly qualified to 
form conclusions about a business 
he doesn’t understand. 

If Mr. Maisel was rooked at any 
time by an auto salesman, he prob- 
ably asked for it by attempting to 
outwit and “best” the salesman 
in a trade—Dan Ho.aHan, Dan 
Holahan, Inc. (Lincoln-Mercury), 
1320 N. Saginaw St., Flint, Mich. 


* * * 


Ladies Day in Denver 


I believe I mentioned to you be- 
fore that we, here in Denver, boast 
of having two lady car dealers, as 
well as Miss America for 1957. Iva 
Mae Smith is one 
of our lady car 
dealers, and oper- 
ates as Iva Mae 
Smith Motor Co. 
at 2400 W. Ala- 
meda. The other 
is Sue Edwards 
of Sue Edwards 
Motor Co. at 419 

ee W. Mississippi. 
rT e Mrs. Edwards 
ae . 
: had quite an 
i. Mi. Guth operation and we 
all regret that she will be unable 
to attend the convention. 

This is a synopsis of Miss Smith 
which you might run along with 
the picture of her: Miss Smith was 
the first lady car dealer in Denver 
when she began in the used car 
business three years ago. Prior to 
this she was a professional whole- 
sale automobile buyer in Denver 
for three years. Miss Smith is on 
the Board of directors for the 
Independent Automobile Dealers 
Assn. of Colorado and is also a 
member of the National Independ- 
ent Automobile Dealers Assn. 

She has established and encour- 
ages the highest standards of prac- 
tice in her business. Her honesty, 
trustworthiness, sincerity, and 
business know-how has won for 
her not only the respect of all the 
dealers in Denver, but also the 
dealers throughout the State. Iva 
Mae takes an active part in all 
activities pertaining to the associa- 
tion and the used-car business. 

She has earned and rightfully 
deserves the slogan which she uses 
—“Denver’s First Lady in Cars.” 
She is attending the national con- 
vention in Washington this year, 
as is President John D. Shay, 
Secretary— Manager Howard H. 
Stark of the IADA of Colorado 
and Carrol Kopfer, who is regional 
vice-president of the NIADA. 


Miss Smith is looking forward to 
attending the convention as she 
says there should and will be many 
important things to come from this 
meeting which will help her and 
others in the used-car business— 
Howarp H. Stark, general manager, 
Independent Automobile Dealers 
Assn. of Colorado. 


. - . 


Salute to Dealer C 


Your article “On The House” in 
the Nov. 18 issue of the Auromorive 
News was very interesting: I am 
referring to the last paragraph in 
regard to Mr. V. V. Cooke, of 
Louisville. 

Certainly a dealer of this caliber 
is worthy of more praise. I would 
appreciate it very much if you 
would be so kind as to forward to 
me his complete address and the 
make of car he handles. 

I would personally like to write 
and congratulate him on his per- 
sonal sacrifice to God. 

Certainly his name should be 
given to Ralph Edwards of the 
“This Is Your Life” program. I feel 
this sort of publicity would be good 
for all of us franchised dealers. It 
would. help build better good will 
for the automobile dealers in our 
community and it would also tend 
to encourage us to look to God 
more in our community living.— 
C. E. AtrHouss, Althouse Buick Co., 
Newton Falls, O. 
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Edsel Sales Top All 
Medium-Price Competition 


Are “good dealer profits’ and “sub-par sales” con- 
tradictory? 

It depends upon the size of the dealer organization. 

Take the case of the ’58 Edsel. Its sales, slow- 
moving, have not been breaking any records for 


volume. But Edsel sales per dealer nevertheless 


are topping the entire medium-price field by a sub- 
stantial measure. 


MEDIUM-PRICE FIELD NEW CAR SALES 
(Average Per Dealer) 
September-October, 1957 


Sales Dealers* Per Dealer 
a ie ie Ra i alee Se i ah eal ee 19,200 1,150 16-69 
EE cet 5 2 ois e's ig ee ace eae 48,000 3,500 13.70 
ed os oneal 50,000 3,800 13-16 
PT rea 39.100 3,150 12-41 
ee ees cenneenweeee 44,600 3.850 11-58 
SD on endevadesescneccesceduews 41.400 3,600 11.50 


*Dealer counts taken as of Jan. 1, 1957 excepting Edsel and Pon 
tiac, as of Nov. 1. 

September-October Edsel new car sales averaged 16.69 
units per dealer, putting the company solidly in No. 1 
spot in the medium-price field. In second place was 
Buick with 13.70 per dealer, followed by Pontiac in 
No. 3 with 13.16. 


New cars sales per dealer don’t necessarily 
indicate the factory’s profit position, but they do 
serve as a barometer of dealer financial strength. 


Edsel has earned its No. 1 position. Its 1,150 dealer 
outlets, while only one-third the number listed by each 
of its competitors, nevertheless is in line with the 1,200 
franchises it had planned to reach by new model intro- 
duction. Its September-October sales, meantime, were 
achieved during some of the severest price discounting 
in the industry’s postwar history. 

Edsel sales in October slipped 40% under September, 
but they still maintained their No. 1 ranking with an 
average of 7.61 cars per dealer. Its nearest competitor 
averaged 7.0 
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COURTAULDS’ SUPER-COLOR-FAST COLORAY FIBER IS IN THE NEW 


DODGE 


Custom Royal Hardtop and 
Royal 4-Door Sedan 








PH OLSTERY IS On the Financial Front 


(Continued from Page 102) 


during the fiscal year 1957 which 
ended Aug. 31, according to Presi- 
dent Arthur W. Steudel. 


Sales for the year amounted to 
$257,807,442. This was 5.9 percent 
greater than in 1956, the previous 
record sales year. Consolidated net 
earnings, after all deductions, were 
$15,098,409, up from $13,995,115 in 
the previous year. 

* * 


Sales, Profit Slip 
At U.S. Rubber 


Profit of United States Rubber 
Co. was $22,982,452 for the first 
nine months of 1957, compared with 
$23,453,685 in the like period last 
year, Included in this year’s profit 
is $3,500,000 from the sale of the 
company’s wire and cable business 
to Kaiser Aluminum & Chemical 
Corp. 

Net sales for the nine-month pe- 
riod were $665,360,840, compared 





with $675,147,998 for the similar 


period last year. 


Net sales for the third quarter of 
1957 were $214,062,144, compared 
with $211,052,544 for the like period 
in 1956. Profit for the quarter was 
$4,842,218, compared with $4,794,579 


for the third quarter of 1956. 
> * o 
Sheller Mfg. Co. 


Sheller Mfg. Co., nine-month re- 
port, 1957 vs. 1956: Sales, $31,510,- 


379 and $29,337,154; earnings, $1,- 
511,993 and $826,467. 
= = 7 


National Automobile Fibres 


Reports Sales Up 10 Percent 


John G. Bannister, president of 
National Automotive Fibres, Inc., 
Detroit, reported net sales for the 
first nine months of 1957 in- 
creased slightly over 10 percent 
to $37,216,684, compared with 
$33,752,293 in the first nine 
months of 1956. 

Net earnings were $908,480, con- 





VISION-AID HEADLAMPS 


(ts) TUNG-SOL ELECTRIC INC. 


NEWARK 4, NEW JERSEY 


Sales Offices: Atlanta, Ga.; Columbus, Ohio; Culver City, Calif.; Dallas, Tex.; Denver, Colo.; Detroit, Mich.; 


Melrose Park, Ill.; Irvington, N. J.; Newark, N. J.; Philadelphia, Pa.; Seattle, Wash. Canada: Montreal, P. Q. ae 








trasted to a loss of $1,226,269 in 
the corresponding 1956 period. 


Midland Steel's 
Profit Up 52% 


Earnings of Midland Steel Prod- 
ucts Co. for the September quarter 
and the first nine months of 1957 
reflected a substantial increase 
over the same period of 1956, ac- 
cording to Wade N. Harris, presi- 
dent. 

Midland’s net income for the nine 
months showed a gain of 52 per- 
cent over the corresponding period 
in 1956. Earnings amounted to $3,- 
223,714 compared with $2,117,848 
last year. Net sales totalled $60,- 
965,574 and $51,911,755, an increase 
of 17 percent. 

Third-quarter net sales totalled 
$16,081,321, compared with $15,858,- 
773 for the corresponding 1956 quar- 
ter, and net income rose to $785,763 
from $449,571 a year ago. 

* > * 


Emery Air Freight 
Emery Air Freight Corp., nine- 
month report, 1957 vs. 1956: Net 
profits, $540,827 and $361,639; third- 
quarter report: Net profits, $181,491 
and $145,874. 


+ * * 


Sealed Power 


Increases Sales 


Sealed Power Corp. reported in- 
creased sales but lower profit for 
the first nine months of 1957. 

Sales this year were put at 
$17,332,000, up from the $16,370,000 
reported for the first nine months 
of last year. Profit was $998,000, 
compared with $1,009,000 for the 
like period of 1956. 

President Paul C. Johnson said 
the company was caught in a 
Squeeze between increased costs 
and resistance to price boosts. 


General Contract Shows 


Drop in Net Earnings 

Net earnings of General Contract 
Corp. for the first nine months of 
this year were $2,470,995, compared 
with $2,913,136 for the like period 
of 1956. 

The company said its consumer 
credit volume for the period was 
$84,649,437, up from the $80,946,427 
for the first three quarters of last 
year. 


Goodrich Sales 
Gain, Profit Dips 


Net sales of B. F. Goodrich Co. 
for the first nine months of 1957 
amounted to $560,802,565, compared 
with $538,646,156 for the same pe- 
riod of 1956, an increase of 4.1 per- 
cent. 

Direct and indirect sales to the 
Federal Government were 6.1 per- 
cent of total net sales in the first 
nine months of 1957, compared with 
4.8 percent in the first nine months 
of 1956. 

Net income amounted to $30,254,- 
077, compared with $30,667,340 for 
the first nine months of 1956. 


. * > 
Motor Wheel Earnnings 


Decline to $537,087 


Motor Wheel Corp. reported earn- 
ings for the first nine months of 
1957 of $537,087, compared with $1,- 
167,519 for the corresponding period 
of 1956. 

Sales in the first nine months 
were $50,004,815, compared with 
$46,649,953 in the like period a year 
ago. 


* * > 


American Metal Products 


American Metal Products Co., 
Detroit, nine-month report, 1957 vs. 
1956: Net profits, $3,888,051 and $2,- 
602,742; net sales, $56,461,633 and 
$47,651,640. 


* > * 


Robertshaw-Fulton 
Robertshaw-Fulton Controls Co., 
nine-month report, 1957 vs. 1956: 
Sales, $55,228,511 and $53,418,168; 
earnings, $3,344,468 and $3,228,624. 


* * * 


Hastings Mfg. 

Hastings Mfg. Co., Hastings, 
Mich. nine-month report, 1957 vs. 
1956: Net profits, $74,062 and $195,- 
103. 
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General Outdoor Adv Co 


Outdoor gets results . . . and Clark sales prove it. 

‘“‘We decided to use 24 sheet posters for obvious reasons,” 
says G. J. Buettner, General Manager of Clark Candy Com- 
pany. “‘Candy bars are impulse items, and the high repeti- 
tion of our billboard reminders helped move a lot of Clark 
bars from retail counters. 

“For our Halloween campaign, we used 24 sheet posters 
in combination with point of purchase materials. The results 
were outstanding... sales definitely jumped. The success 
of this campaign has confirmed our belief in the effective- 
ness of outdoor advertising.” 

In one market or 1600... locally or nationally ... GOA 
showings get measurable results. For additional success 





stories (Taystee Bread, Seagram’s Distillers, Life Savers 
and many others), call the General Outdoor Advertising 
Company office in your city. Or, write us in Chicago. 





Gencral Outdoor Advertising Co. 





515 South Loomis Street, Chicago 7, Illinois 











DOOR PROTECTORS — MoPar Division, 
Chrysler Motors Corp., P. O. Box 1718, 
Detroit 31, Mich., has introduced a series 
of aviomobile door edge protectors to 
fit all 1957 and 1958 Chrysler Corp. cars. 
Made of stainless steel, these protectors 
are designed to harmonize with the car's 
exterior trim and are cut to fit the entire 
length of the car door's edge. They pro- 
vide protection against chipping or 
scratching caused by high curbs or other 
obstacles hit accidentally when opening 
the car door it is claimed. 


. . +. 
All-Purpose Lubricant 
An all-purpose white lubricant in 
a tube has been announced by Siloo 
Corp., 331 Madison Ave., New York, 
17, N.Y. White Lube combines the 
requirements of all single-purpose 
greases, the firm said. 
> ca 





SILL GUARD—A door sill protection for 
the cor window ledge, Siligard, has been 
designed by Sutone Corp., 3001 E. 
Twelfth St., Los Angeles 23, Calif., vutiliz- 
ing the miracle DuPont Mylar. Unoffected 
by weother, Siligard will not rust, crack, 
scratch or tear, it is claimed. It has an 
adhesive backing protected by a thin 
sheet of paper that strips off easily. It 
is resistant to oil, woter, grease or sol- 
vent. Available in two sizes, 21 and 36 
inches in chrome or gold, it fits all cors. 

> 


Adhesive Called Helpful 


In Small-Parts Assembly 


An adhesive called particularly 
suitable for holding small parts to- 
gether during assembly has been 
developed by the Adhesive Depart- 
ment of Raybestos-Manhattan, Inc., 
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NEW PRODUCTS 


940 Rayman St., Bridgeport 2, Conn. 

Designated as Ray-Bond R-84001, 
it is a hot-melt adhesive: which pro- 
vides instant grab when applied to 
glass, etched Teflon, Mylar, poly- 
styrene, polyethylene and almost 


any other material, the firm claims. 
* * - 





MIRROR—A rear vision mirror, called 
the “Ringleader,” has been. marketed by 
Norlipp Co., 5925 S. Lowe, Chicago, Ill. 
The unit features an adjustable 44-inch 
head, a mirror ring that can be set at 
any position covering a full 60-degree 
arc, and an emblem molded ovt of plexi- 
glas acrylic plastic. The mirror is said to 
fit equally well on the door, fender, or 
extreme front fender of a car, and can 
be adjusted for the eye level of the 
driver. A set screw provides for adjust- 
ment of the Plexiglas emblem to a hori- 
zontal position when the mirror is set at 
an angle. 

. ¢ *# 
Riegel Work Glove 

A “Mighty-Grip” work glove, with 
thousands of nonskid plastic dots 
embedded in a new fabric, has 
been announced by Industrial Glove 
division, Riegel Textile Corp., Con- 
over, N, C. 





DOOR GUARD—A line of door handle 
gvards to fit all makes and model cars has 
been announced by Sutone Corp., 3001 
E. Twelfth St., los Angeles 23, Calif. 
Made of durable DuPont Mylor which is 
waterproof, oil and grease resistant, rust- 
proof, all-weather resistant, the Sutone 
door handle guard covers and prevents 
unsightly scratch marks always found un- 
der and around car door handles, it is 
claimed. Available in gleaming chrome 
and gold color finish, the handle guard 
fits all push button and swing or lift han- 
dies. 








s pt 
DOME LIGHT — A surface mounting 
dome light is available from Grote Mfg. 
Co., Bellevue, Ky. The round dome light 
is made for overhead, flat surface or 
trailer. use, and is equipped with a 
4-inch transluscent, shatterproof plastic 
snap-in lens which is easily removable 


for bulb replacement. Available with or 
without slide switch mounted in the lamp 
base. The overall diameter of the lamp 
is 5Y% inches and the lens extends 14 
inches from the mounting surface. 

* * @* 





SPEAKER — Developed by Videola-Erie 
Corp., Brooklyn, N. Y., the Bi-Stereo Ex- 
ternal specker is said to be adaptable for 
use in cars and in this application, offers 
the same improved tonal qualities as 
when in an ordinary speaker application. 
The speaker, which was originally intro- 
duced as a component for existing radio, 
TV, tape recorder or sound system, meas- 
vres 15 inches in length and 4 inches in 
diameter. it weighs 1% pounds and is 
covered in plasticized natural bamboo or 
mahogany gold. It offers 20-watt output, 
five ohms impedance and reaches 15,000 
cps. 

* ¢* * 


Rear-View Mirrors Designed 
By Supersite for Imports 


Four rear-view mirrors designed 
for foreign and sports cars, have 
been announced by Supersite Corp., 
302 Seymour Ave., Derby, Conn. 

The mirrors can be mounted on 
either fender or door or above the 
headlights, European style. Spring 
tension assembly makes the mirrors 
adjustable, Supersite says. 





SEAT COVER MATERIAL — Vinalast 
plastic coated fabrics, characterized by 
excellent pliability, water repellent quali- 
ties and resistance to chipping, cracking 
and peeling, currently are finding exten- 
sive use in the production of automobile 
seat covers. The material selected by 
Marbek, Inc., Brooklyn, N. Y. for its plastic 
coating operations is Pliovic AO, a vinyl 
dispersion resin produced by the Chemical 
Division, Goodyear Tire & Rubber Co., 
Akron, O. A plastisol formulation based 
on Pliovic AO is used by Marbek to 
knife-coat conahurg Rca drill fabrics. 


Rapid Electric Offers 


Fast Battery Charges 

Parallel charging of either six or 
12-volt batteries can be accom- 
plished through Rapid Electric 


bridge-circuit-type chargers. Single- 
knob current control permits close 
setting of charging rate, the firm 
says. AC input is 110V-60 cycle 
single phase, with a DC output of 
7 to 14 volts. 





CONTACT POINT SETS—Standard Motor 
Products, Inc., 37-18 Northern Bivd., Long 
Island City 1, N.Y., has marketed its 
Bive Streak LubriPoint sets with a built-in 
felt LubriWik for controlled cam lubri- 
cation. Advantages over other contact 
point sets are said to include (1) continu- 
ous lubrication of the high points of the 
distributor cam; (2) it prevents an excess 
accumulation of grease on the flats of the 
distributor cam; (3) minimizes rubbing 
block wear and prolongs point life. It 
is said to be factory treated to hold a 
sufficient amount of silicone lubricant. 

* * 


Fastener for Gasket Doors 


Torit Mfg. Co., Walnut and Ex-|: 


change Sts., St. Paul, Minn. is 
offering a compression-type fas- 
tener for use where doors must be 
sealed against a gasket. The prod- 
uct is known as No. 25 Fastener. 





ENGINE TOOL.—A combination tool 
for adjusting distributor dwell angle and 
carburetors, with engine running, has 
been developed by Owatonna Tool Co., 
314 Cedar St., Owatonna, Minn. This 
tool is said to handle distributor or car- 
buretor adjustments on late-model Gen- 
eral Motors V-8 cars and trucks. By merely 
switching the adjusting tips, the same tool 
can be used for either purpose. Each tool 
is equipped with both tips. The OTC 500 
is 19% inches long with a 45-degree 
angle at the tip end to facilitate reaching 
down and around various engine acces- 
sories. 


TRUCK BODY—This “job-planned" truck 





ENGINE RUN-IN STAND—Storm-Vulcan, 
Inc., Dallas, Tex., has marketed an engine 
run-in and test stand designated model 
D-11 Dynomaster. The Model D-11 Dyno- 
master replaces the discontinued model 
D-1 run-in stand.. Model D-11 offers a 
selective speed range from 350 to 750 
r.p.m, Speed change is made with the 
use of a speed selector hand wheel. The 
unique drive with universal joint elimin- 
ates the requirement of special adapters 
for each engine. All engines are driven 
from the fly-wheel flange of the crank- 
shaft thus eliminating undue drag and 
wear on the front main bearings and oil 
seal, it is claimed. 

oo 


Teflon Adhesives 


Three new adhesives for bonding 
treated Teflon to other materials 
or to itself have been developed by 
the adhesives department of Ray- 
bestos-Manhattan, Inc., Bridgeport 
2, Conn. 





models of 
license plate holders have been intro- 
duced by Darwin Products, Inc., 1000-04 
W. Fiftieth St., Chicago 9, Ill. Made of 
rust resistant steel, these license plate 
holders are designed to fit the bumpers 
and most grilles of any car, it is claimed. 
These holders are easily installed and 
Gre adjustable to any size state license 
plate if is claimed. 
. -, £ 


Cloth-Like Paper Product 


Is Introduced by Scott 
A cloth-like material which it says 
combines many properties of paper 


and textiles and offers substantial 
(Continued on Page 110, Col. 1) 


PLATE HOLDERS — Three 


* > > 
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body for excavation and general construc- 


Series RC-10 fast chargers, accord-| tion work features an air compressor mounted in a special compartment. Inset shows 


ing to Rapid Electric Co., 2881] open compartment doors with compressor 


Middletown Rd., Bronx 61, N. Y. 


inside. Other equipment installed in vehicle, 


which is operated by the Harrisburg, Pa. water bureau, includes continuous-duty 

High or low-charging rates with | Portarator with 2,000-watt capacity, plus an over-size cooling system and over-size 
automatic switchover is~called a| generator. The body was manufactured by Reading Body Works, Inc., Reading, Pa 
feature of the Selenium full-wave, | and specially adapted by Lancaster Auto Spring Co., Lancaster, Pa. 
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In Philadelphia, cotton grows where traffic flows 


n the rush of big-city traffic, cotton is speeding 

ahead. It is now the dominant fiber in auto- 
mobile construction. 

Latest figures show that each year over 200 
million pounds* of cotton go into American cars, 
more than the combined total of all other fibers. 
The giant automobile industry recognizes cotton’s 
superior qualities. 

In seat padding and foundation sheeting, it 
makes cars cool and comfortable. In headlining, 
sidewalls and upholstery fabrics cotton deadens 
sound, brightens appearance, makes cars quieter 
and more attractive. 

It is the only fiber that provides these qualities 
at a price consistent with automotive manufactur- 
ing economy. That's why, in this motorized age, 
cotton grows where traffic flows. 


NATIONAL COTTON COUNCIL 
Memphis, Tenn. 


*U. S. Department of Agriculture 1957 market research report 


Where COTTON is used to keep automobiles 
cooler, quieter, more comfortable 


HEADLINING 


UPHOLSTERY MATERIAL SIDEWALLS 


FOUNDATION SHEETING 
SEAT PADDING 
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New Products 


(Continued from Page 108) 


savings has been announced by 
Scott Paper Co., Market at Markus, 
Chester, Pa. 

The material, called “Dura- 
Weve,” is being used in disposable 
headrest covers for airlines and 
railroads, hand towels, tablecloths, 
examination garments for clinics 
and hospitals, and sterile drape 
sheets for operating rooms. 

* * + 


License Plate Bolt Set 


Dorman Products, Inc., 1004 Syca- 
more St., Cincinnati, O., announces 
the No. LP2S license plate bolt set. 
Each set contains four bolts, four 
lock washers, four flat washers, and 
four nuts in transparent plastic 


containers. 
° . * 


AP Parts’ Muffler Clamp 
Leakproof, Maker Says 


A new muffler clamp, which is 
said to exert sealing pressure 















U.S. patents 2,635,022 and 2,695,825 


equally over the 360-degree surface 
of the muffler nipple and pipe and 
thus insure leakproof fit, is being 
marketed by AP Parts Corp., To- 
ledo 1, O. 

Called Tuff Grip, the clamp comes 
in seven sizes for cars and six 
sizes for trucks. 

a 
Automatic Tire Changer 

Tri-T Co. Springfield, Ore., is 
manufacturing automatic tire- 
changing equipment which it 
claims removes a car tire from the 
rim and installs a new one in less 
than a minute, and removes tube- 
less truck and bus tires in less than 


three minutes. 
* * *& 


Auto-Trunk Mat Uses 


Grease-Resistant Rubber 


Ace Rubber Products, Inc., 101 
Beech St., Akron, O., says it is 
producing a new “Universal” 


PISTON 





trunk mat made of grease and 
oil-resistant rubber that is very 
tough and durable. 

C. N. Jenkins, Ace sales man- 
ager, says the mat protects the 
trunk floor covering, makes 
cleaning easier and hides floors 
that have had hard wear. 


* * * 
3-Way Do-It-Yourself Vise 


Marketed by Wilton Tool 


A triple-duty workshop vise for 
the do-it-yourself fan is offered by 
Wilton Tool Mfg. Co., 9525 Irving 
Park Rd., Schiller Park, Il. 

Six models are available. The 
company said the vise can be used 
for working with wood, metal and 
pipe. 


+ * * 


Danco All-Nylon Filter 
Being Used in Fuel Lines 


Danco all-nylon filter now is be- 
ing used in fuel lines, according to 
Danielson Mfg. Co., subsidiary of 
Nicholson File Co., Holt St., Dan- 
ielson, Conn. 


The all-nylon filter features one- 
piece mold with mesh and struc- 
tural frame injection-welded to- 
gether in a permanent bond, the 
firm says. The filter 


$5,000. 


Mills, Ont. 


Preferred by more people than any other brand! 


it takes the PC type “98” 
chrome oil ring! 


The Perfect Circle Type “98” Chrome oil 
ring was specifically designed to meet the 
exacting demands of today’s high-compres- 
sion engines. Featuring universal applica- 
tion, bottomless and conventional grooves, 
all depths, the PC Type “98” oil ring was the 
first to have a patented side-sealing action 
with multiple tiny springs that exert both 
side and radial pressure. And of utmost im- 
portance, Type “98” Chrome Oil Rings pro- 
vide maximum oil drainage! Perfect Circle 
Corporation, Hagerstown, Ind.; The Perfect 
Circle Co., Ltd., 888 Don Mills Road, Don 


cleaned and won’t rust or corrode, 
the firm adds. 





REFLECTOR—A plastic Reflex Reflector 
for trucks, buses and trailers has been an- 


nounced by Johnson Glass & Plastics 
Corp., 5248 N. Elston Ave., Chicago 30, 
lll. This reflector is rust-proof and weather 
resistant and has a high impact strength, 
it is claimed. The plastic lens is 3 inches 
in diameter and is said to be fade-proof 
and shatter-proof and exceeds state and 
S.A.E. specifications. The frame is light 
gray plastic and is recessed to give 
added protection to the lens. 
a a 


Christmas Tree Safety 
Safe-Tree, a fire-retardant spray 


is easily|treatment for trees to be used for 





RDAY. 


when compression ratios were 
3 tol, any good oil ring would 
de..“as in this rakish Apperson 
Jack Rabbit, vintage 1907. Guar- 
anteed to turn up 75 miles per hour, 
the car featured 60 H.P. engine, 4- 
speed selective type transmission, 
double ignition with magneto and 
coil, and carried a price tag of 


ERFECT CIRCLE 





interior decoration (particularly 
Christmas trees), has been dev:l- 
oped by Double B Products Co, 
Inc., 29 Bartholomew St., Hartford, 
Conn. It also prevents excessive 
dropping of needles, according to 
the company. 

* * + 


Dunlop Markets Battery 


At Economy Price 


Dunlop Tire & Rubber Corp., 
Buffalo, is marketing a dry- 
charged battery in the economy- 
price field. 

F. T. Windsor, manager of 
battery sales, believes the battery 
should appeal to owners of older 
ears who plan to trade cars soon 
but who need a battery right 
away and teen-age drivers look- 
ing for a lower-priced battery 
for their first car. The Dunlop 
guarantee and adjustment policy 
covers the batteries, officials said. 


Lubriplate Introduces 


Multipurpose Car Grease 


Auto-Lube “A,” multipurpose lu- 
bricant developed to meet modern 
grease requirements in the passen- 
ger-car field, has been introduced 
by Lubriplate Division, Fiske 
Brothers Refining Co., Lockwood 
and Watts, Newark, N. J. 

Auto-Lube “A” is recommended 
for chassis, wheelbearings, uni- 
versals and other car parts, the 
firm says. 





WINDSHIELD WIPER INDICATOR—A 
precision-built instrument that tells when 
windshield wiper arms lack sufficient pres- 
sure to give a clean wipe has been de- 
veloped by Anderson Co., Gary 40, Ind. 
The Anco Tel-Tale wiper arm pressure 
indicator now makes it easy for service 
station attendants to quickly demonstrate 
which wiper arms on customers’ cars 
should be replaced, it is claimed. It 
accurately registers arm pressures from 
O to 16 ounces, it is said. Readings ap- 
pear on the front and back of the shirt 
pocket-sized indicator, clearly visible to 
attendant and driver at the same time. 

2 ¢ 


Aerial Accessory 


An aerial booster which its maker 
says will double the reception of 
car radios has been placed on the 
market by Wren Products, Inc., 915 
E. Jefferson, Suite 106, Detroit, 
Mich. 





TUBE CUTTER — A fully automatic 
cut-off machine for non-ferrous tubing 
has been designed and built by Walter 
P. Hill, Inc., 22183 Telegraph Rd., 
Detroit 19, Mich. The machine is designed 
to produce accurate, burr-free lengths of 
tubing at extremely high production 
rates. Additional attachments for the 
machine provide a fully automated cut- 
off unit that will straighten, temper, and 
round-form tubing from coiled stock. A 
hopper feed for long tubes up to 20-feet 
long can also be hed. i 


PVC-Impregnated Clothing 
Called Chemical Resistant 


Controlled PVC-impregnated 
clothing and aprons which it says 
combine light weight and unusual 
flexibility with excellent chemical 
and abrasion resistance have been 

(Continued on Page 111, Col, 1) 
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New Products 


(Continued from Page 110) 


introduced in the U. S. by Jomac| ments, has been marketed by Ho- 


Inc., 6128 N. Woodstock St., Phila- 
delphia 38, Pa. 

North PVC (polyvinyl chloride) 
clothing and aprons resist acids, 
alkalis, fats, greases, oils, alcohols, 
petroleum products and waxes, ac- 
cording to Jomac. 


* + * 





SPRAY GUN ACCESSORY—An air-cap 
for spray paint guns is now being manvu- 
factured and marketed by Clean Spray, 
Inc., 3642 Midway Dr., San Diego, Calif. 
Results of tests have shown that the 
air-cap, in actual, on-the-job use under 
an extensive variety of conditions and 
applications, guarantees labor savings of 
25 percent or more; provides material 
savings of 20 percent or more, and 
eliminates betier than 75 percent of the 
usual fog present in all spray-painting, 
it is claimed. The patented principle of 
the air-cap is an envelope of air de- 
veloped around the material as it leaves 
the spray gun. This air envelope con- 
tains the paint or finish within the definite 
pattern, placing all material onto the 
surface. 

, . @ 
Electrical System Testers 
Designed for Easy Use 

Designed for accuracy, portability 
and ease of use, a set of engine 
and electrical-system testers is 
offered by Snap-on Tools Corp., 
8028 Twenty-Eighth Ave., Kenosha, 
Wis. 

Each tester has a minimum num- 
ber of adjustments and connections, 
according to the firm, and no out- 
side power (110 volt) is required, 
enabling use anywhere. 

ee @¢ «@ 


Motor Unit Changed 


Multi-Clean Products, Inc., 2281 
Ford Parkway, St. Paul 16, Minn., 
has incorporated a new gear-head 
motor unit in its floor and scrub- 
bing machines. 





coil, 
Research, Inc., 666 Twenty-second Ave. 
N. E., Minneapolis 18, Minn., announces 
its improved model 51 coil and condenser 
tester. It tests battery ignition coils, mag- 


CONDENSER TESTER — Graham 


neto coils and armatures, and ignition 
condensers, it is said. Complete specifica- 
tions on original equipment coils and con- 
densers are supplied for use with the 
tester. 

i oe 
Power-Timing Light 
Marketed by Herbrand 


An alternating-current, pow er- 
timing light, known as the Her- 
brand HT-670, is being marketed by 
Herbrand Division, Bingham - Her- 
brand Corp., 111 Stone St., Fre- 
mont, O. 

The unit uses 110-volt power and 
checks 6, 12, 24, and 48 volts plus 
magneto, the company said. 

* * * 


Iron Powder Electrode 


Rocket 10-IP, an iron powder 
electrode for E-6010 type require- 
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Park, Cleveland 12, O. * 
The headlamps are designed to| , 
give motorists easier, better and 
|safer seeing for nighttime driving, 
according to George E. Meese, GE 
automotive lighting specialist. 
ak oe * 


Snow Blade Designed 


bart Bros. Co., Troy, O. Using the|For Windshield Wiper 

free arc or drag technique, this} A six-inch snow blade which fits 
electrode is said to provide a shal-| quickly on any windshield wiper 
low rippled, smooth weld deposit in| arm is being produced by Anderson 
all positions, including vertical | Co, 1075 Grant, Gary Ind. 

down. The firm also is turning out an 
adjustable replacement arm which 
it says applies an “ounce per inch” 


* * + 


Multi-Clean Motor Unit 


Multi-Clean Products, Inc., 2281) 
Ford Parkway, St. Paul 16, Minn.,| blade unnecessary. 
announced it has incorporated an - a A-Frame, this 
all-new gear head motor unit in its Vents in Mirror Head 
floor and scrubbing machines. New . s 
units reach full working speed al-|Avert Fogging, Firm Says 
most instantly, the firm said. 

* = * 





2 Sealed-Beam Headlamps lation back of the mirror, prevent- | * 
ing moisture collection, mirror 


Are Announced by GE discoloration and fogging, accord- 
Introduction of two sealed-beam|ing to J. W. Speaker Corp., 3059 

headlamps, designed for the auto-| N. Weil, Milwaukee 12, Wis. 

motive industry’s four-lamp head-| The “68” 








LICENSE PLATE FRAME—A _ patented 
|of pressure to any blade up to 16) reflective license plate frame has been 
inches in length and makes a snow | introduced by Excello Devices Inc., 200| ance is nine times higher than that 
Fifth Ave., New York, N. Y. Called Reflect-| of cellophane tapes, 
device 
breakable and rustproof polyethylene and 
impregnated individual 28 crystal-like re- 
flectors that “pick-up” light. The Reflect- 
Air vents in the “68” rectangular | A-Frame can be seen from over 350 yards 
truck mirror head allow air circu-| away, it is claimed. 
* 


Sterling Offers Kar-Kap 


Scraping and sweeping of car| Glendale, Calif. 
windows is eliminated by Kar-Kap, 
utilizes a solid one-|a plastic protector, 
lighting system, has been an-! piece “U” ring rubber gasket that! Sterling Products, 180 E. Sixth St., 


* the windows. 
* * 


Chicago, Ill, Kylon 


is made of un-| Mystik. 
* * 


Car Cleaner, Sealer 
Aurillum cleaner and sealer 
eliminates the need for car polish- 
ing and protects chrome from rust, 
according to Jack’s Creations, P. O. 
Box 426, Chicago 90, IIl. 
+ * * 


Kylon Tape Introduced 


Production of Kylon, a new, plas- 
tic film, pressure-sensitive tape, has 
been announced by Mystik Adhesive 
Products, Inc., 2635 N. 


Hellwig Products Markets 
Spring Stabilizer Line 


111 





nounced by General Electric’s Min-| also serves as a cushion on which | St. Paul, Minn. The Kar-Kap slips 


iature Lamp Department. Nela| the mirror glass rides. over the top of the car and covers 


Kildare, 
is similar in 
appearance and application to cello- 
phane tapes but its impact resist- 


according to 


A line of adjustable spring sta- 
+ bilizers and overload springs has 


been announced by Hellwig Prod- 
ucts Co., 6231 San Fernando Rd., 


The stabilizers are said to reduce 
according to| sway and road shock, and add sta- 
(Continued on Page 112, Col, 1) 





built for foday’s engines...still modern tomorrow ! 


VAN 2 EL. 


all-new repair stand 


HEAVIER, WIDER ENGINES 


created the need for a sturdier 


repair stand. Manzel’s completely-new design not 


only meets this immediate requirement . . . but the dealer’s future 


needs as well ! The new Manzel Engine Stand represents 



















iu 
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the utmost in safety, accessibility and all- 
round usefulness. Mechanic fatigue was also an 


important consideration — for faster, 


more profitable service. 


FOR THE FUTURE, Manze! has designed a 
special “outboard support” as an optional item. 
When car engines of the future, or 


combined axle-transmission 
adaptations require a two-post stand, 
this new Manzel Engine Stand is 
quickly and easily adapted without 
modification, simply by sliding 


the support arm into place. 


@ If you haven't 
received our previous 
mailing, drop 

us a line for full 
details. 





Factory-authorized supplier for FORD, EDSEL, MERCURY, LINCOLN, and CONTINENTAL 
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metal, wood and plastics and called 


New Products 


(Continued from Page 111) 


bility on curves. They also prevent 
bottoming, high-speed vibrations 
and tire squeal. They are said to 
be adjustable for sag, ride control 
and raising and leveling. 

* + * 


Ready-to-Use Kar Kleen 


MoPar Kar Kleen, ready to use 
in eight-ounce plastic containers, 
has been added to the MoPar line 
of auto accessories, according to 
Chrysler Corp.’s Service Parts and 
Accessories Supply division, 7000 E. 
Eleven Mile Rd., P. O. 1718, Detroit 
31, Mich. 


* * > 


Noera Offers Gas Cans 


Noera Mfg. Co., a division of 
Chase Brass & Copper Co., 236 
Grand St., Waterbury 20, Conn., is 
marketing a line of portable gaso- 
line containers. The containers have 
a flexible, vinyl-plastic pouring 
spout. 


* * = 


Neon Glow Lamps Added 


By Tung-Sol Electric 


Tung-Sol Electric Inc., 95 Eighth 
Ave., Newark 4, N. J., has added a 
selection of neon glow lamps to its 
miniature lamp sales line. 

Two of the newly listed types— 
the NE-2 and NE-51—account for 
more than three-quarters of the 
industrywide unit volume, accord- 
ing to the manufacturer. 
















BATTERY SEPARATORS—Evans Products 
Co., Plymouth, Mich., has announced that 
its Evanite battery separators are now 
being manufactured with plastic ribs. 
Evanite separators with polyethylene ribs 
added are known as Perma-Rib Evanite 
seporators. The basic acid-resistant ma- 
terial—wood fibre fortified with resin— 
is the same in both types of separators. 
The polyethylene ribs will not be attacked 
chemically by acid hydrolysis or oxidation; 
they resist mechanical abrasion from plate 
pressure; and they keep plate assembly 
tight because they don't undergo any 
dimensional change even after prolonged 
service in the battery, it is claimed. 

ee a 


Seat-Cover Material 


Is Called ‘Breathable’ 


A “Breathable Boltafiex” seat- 
cover material which it claims 
combines the advantages of vinyl 
upholstery with year-round com- 
fort is now ayailable from Gen- 
eral Tire & Rubber Co.’s Respro 
Division, 530 Wellington Ave., 
Cranston, R. L 
The firm says the new material 
made with Boltafiex vinyl and 
‘labric and is shock-proof and 
ighly resistant to stains and 


ree 


+ + + 

New Deadener Coating 
Offered by Philip Carey 

Philip. Carey Mfg. Co., Lockland, 
O., has introduced Number 42 Dead- 
ener which, it says;.is nonflam- 
mable, nontoxic, nonexplosive and 
odorless. 

It is for use on steel surfaces as 
a sound and vibration deadener 
and anticorrosive coating. Carey 


SURVEYS OF SHOPPERS! 
and of customers, from the third-party 
empens. What amy S you is not 

| to your what they 
say to others ABOUT YOU, can make or 
break you! Yet the cost is in pennies. 

EDWARD FISKE CO. 
2 Depot. Piaza, White Plains, N. Y. 





said it can be used wherever there 
is a problem of metal-produced 
noise. 

* * = 


Air Blow Gun Omits 
Springs, Valves, Seals 


An air blow gun made of ma- 
chined steel components with an o- 
ring as its only rubber part has 
been introduced by Zalo Mfg. Co., 
4893 Van Epps Rd., Cleveland 9, O. 

According to Zalo, simplified de- 
sign of the gun has eliminated 
springs, valves and rubber seals. It 
is said to fit many existing air line 
connections. 

* + * 


Prestone Sales-Aid Kit 
Offered to Dealers 


A sales kit containing 10 sales 
aids has been prepared for Pres- 





tone dealers by National Carbon 
Co., division of Union Carbide Corp. 
The kit features signs, window 
streamers and other information on 
Prestone and late model vehicles. 
a + * 
Window Slogans 


A collection of comical slogans 
for car windows is offered by 
Goode Products Co., 7542 Maie 
Ave., Los Angeles 1, Calif. The 
stickers are three by six inches 
and adhere to the inside of the 
window. 

* * * 
Flanged Hose Assembly 
Offered by Resistoflex 

The Fluorofiex-T flanged hose 
assembly is being offered by -Re- 
sistoflex Corp., Roseland, N, J, 
Liquids and gases conveyed 
through the assembly do not come 
in contact with metal parts, the 
company said. The assembly is 
lined with Teflon, a product de- 
veloped by Resistoflex which is said 
to be inert over a wide temperature 
range. 

* + a 


Bench Engine Lathe 


Marketing of a new bench engine 
lathe, capable of precision work on 


the “Little Giant,” has been an- 
nounced by King Corp., 2157 Euclid 


Ave., Cleveland, O. 
* * + 
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STEERING ARM KIT—A Steering Idler 
Arm Kit has been added to the list of 
automotive replacement items manufac- 
tured by Accurate Products, Inc., Indian- 
apolis, Ind. Designed specifically for 
1955-57 model Chevrolets, the kit features 
ball bearings and steel bushings which 
replace original rubber bushings. Accu- 
rate'’s kit is used to eliminate bumping 
and noise in steering, and to help the car 
right itself more quickly when turning 


corners, it is claimed. 
* * * 


Inventory Folder 


J. W. Decker Co., P. O. Box 93, | 


Hoopeston, Ill, is marketing an 





inventory control folder, “Stock | 


Count Folders.” The folders are 
printed on heavy-grade manila tag 
and provide space for keeping the 
stock movement on 144 items per 
folder, Decker says. 

of + * 


Tool Kits for Gifts 


A wide range of tool kits aimed 
at ,the gift market is offered by 
Utica (N.Y.) Tool division of 
Kelsey-Hayes Co, The packets are 
finished in vinyl or leather, and a 
name or message may be im- 
printed in white or gold letters. 

= + = 


Shop Towels as Aprons 


Using shop towels as aprons 
helps keep uniforms clean longer, 
according to Industrial Wiping 


|Cloth Co., Long Island City, N. Y. 


The firm makes Texel shop towels, 
windshield wiping towels and acid- 
resistant fender covers. 

+ * * 


Double-Deck Parts Cart 


A double-decker parts cart 
(Model PCX-400) with a working 
surface large enough to hold a 
variety of containers for small 
parts has been introduced by Mc- 

(Continued on Page 113, Col, 1 
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3 Ways to Build Up | 
Protect the 


A favorite with car owners because it is colorless, 
durable, so easy to apply and remove. One application 
lasts all winter long. Scratches or mars can be touched 
up readily. Chrome Gard can be removed quickly and 
simply with cloth soaked in kerosene, gasoline or 
naptha. The 12 ounce spray can is more than suffi- 
cient for one application. 


Licey usicl 


Amazing New GLASITE provides 
brighter, deeper, longer- 
lasting gloss. 
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New Products 


(Continued from Page 112) 


Clintoeck Mfg. Co., Industrial Sales 
Dept., 802 W. Whittier Blvd., Whit- 
tier, Calif. 


* * * 
Everbend TP-3 Tail Pipes 


Called Easy to Shape 

A special Everbend TP-3 tail- 
pipe assortment is offered by Ever- 
hot Products Co., 2001 W. Carroll 
Ave., Chicago, IIl. 

The assortment includes three 
types of Everbend tail pipes to fit 
most cars, trucks and buses, plus 
a bending tool. The pipes are 
stored straight and are easily 
shaped by hand or the bending tool 
without heat, the company said. 

7 * = 


Insert-O-S pout 


An inexpensive spout for pouring 
liquids from drums or pails, says 
Angier Adhesives, 120 Potter St., 


@7 Cambridge 42, Mass., is the Insert- 


» Winter Business: 
inish with 
Glaze 


AW 


O-Spout, made of polyethylene that 
can be inserted over and over into 
the opening without tools. 

7 * + 


Car Wash Mitt 


A car Wash Mitt is being manu- 
factured by Denim Maid Mfg. Co., 
Newark, O. It is made from six-ply, 
long staple cotton yarn—double 
stitched to heavy duty, preshrunk 
denim cloth. 

= + + 


Dry-Wipe Paint Designed 
For Recessed Symbols 

A high-speed, dry-wipe-and- 
letter-fill material has been an- 
nounced by Logo, Inc., division, 
Bee Chemical Co., 12933 S. Stony 
Island Ave., Chicago 33, Ill. 

A dry wipe is a paint applied to| 
recessed letters and symbols, The} 
paint film, Logo says, dries to a| 
powder and can be quickly re-' 


moved from surrounding areas 
after the letters are filled. 
= + * 





STEEL WORK BENCHES—Frontier steel 
work benches, designed for heavy-duty 
performance, feature a 12-gauge steel top 
and an 18-gauge cold rolled steel shelf. 
They are said to be rigid because the 
legs are flared and the shelf is bolted to 
the leg structure. For extra rigidity, a 
stringer is added to keep the frame firm, 
and the legs are spotwelded to the apron, 
it is claimed. Sizes are 5, 6 or 10 inches 
long, 34 inches high, and 28 inches deep. 
Frontier Mfg. Co., P.O. Box 13266, 11200 
Harry Hines Svd., Defies, Ven. 


Tire-Marking Device 


A device, known as Marka] Kar 
Paintstik, which is said to make 


weatherproof, fade-proof, perman- 
ent marks on tires and inner tubes 
is being marketed by Markal Co., 
3070 W. Carroll Ave., Chicago 12, 
til. 


* * * 
Cleaner Designed to Assure 
Paint Adhesion to Surfaces 


Instant Grease and Oil Remover. 
new cleaning concentrate, insures 
surfaces to be painted against loss 
of adhesion due to grease or oil. 
according to Wilbur & Williams 
Co., 130 Lincoln St., Brighton 35. 
Mass. 

The firm said the cleaner is par- 
ticularly recommended for cleaning 
and degreasing metals during 
manufacturing processes in con- 
tinuous spray, tub, barrel or dip- 
ping operations. 

* * * 


Cleaner Is Developed 


For Use of Radiators 

Magnus Chemical Co., Inc., South 
Ave., Garwood, N. J., announces 
development of Magnus 61-CR, 
which it says is a fast, thorough, 
economical heavy duty alkaline 
cleaner for the cleaning of radia- 
tors. 


Magnus 61-CR, the firm says 





Liquid Glaze with exclusive Glasite is the Industry’s 
outstanding polish product from every standpdint- 

brilliance, depth of gloss, long-lasting protection, ease 
of application. Build winter service business by selling 

















Here’s a new, exclusive Liquid Glaze product that 


should be a must for every motorist. In fact, car 
owners might well carry two, one for tire inflation 


every new car buyer or service customer a shop appli- 
cation or customer “do-it-yourself” spraytainer. Effec- 
tive, easy-to-use cleaner also available in shop-sized 
cans or individual plastic bottles. 


704 Sheridan Street, Lansing 6, 


and one for fire protection. In addition, Spaire is such 
an effective yet inexpensive fire extinguisher that every 
home should have several available for instant use— 
in garage, kitchen, furnace room, etc. 


District Managers Needed for a 
Number of Desireable Territories 


Mich. 


strips synthetic paints used on most 
of the new radiators without the 
addition of or use of stripper sol- 
vents. 

* = * 


Grease Catcher 

A vinyl-coated grease catcher, 
called Stretchit-Ketchit, hag been 
marketed by Gordon B. Miller & 
Co., 809 Walnut St., Cincinnati 2, O. 
Designed for showroom use, the 
unit is said to fit any car or small 
truck, and covers the oil pan, 
transmission and rear end. 





ADVERTISING CLOCK — A neon- 
illuminated, multi-colored three-foot ad- 
vertising clock has been developed by 
Electric Neon Clock Co., 13900 Broadway, 
Cleveland 25, ©. Designed for both out- 
side use and indoor window locations, 


the 1'4-foot diameter clock dial is 
fabricated of Yg-inch translucent plexi- 
glass with 2%-inch numerals. Illumina- 
tion is provided by two neon tube rings 
of contrasting colors which flood the 
dial with light from back and front. 
Space is provided around the top half 
of the clock to carry the advertiser's 
message in 4-inch, indirectly lighted 


letters. 
> +. 9 


Brake Shoe Sleeves 


Ammco Tools, Inc., 2100 Common- 
wealth Ave. North Chicago, IIL, 
has announced that production grit 
abrasive sleeves are available for 
use with the Ammco 2000 “safe-arc” 
brake shoe grinder. The part num- 
ber is 2323 and they are sold in 
packages of 100, the firm said. 


SEALE R—Acousti-Seal, a compound 
which permanently seals exhaust system 
connections against noise and dangerous 
gos leakage, has been developed by 
Walker Mfg. Co. of Wisconsin, Racine, 
Wis. The self-drying asbestos compound 
is guaranteed to effectively seal marred, 
rough or “ovut-of-round™ connections and 
joints between old and new mufflers and 
pipes. It also prevents rusting of connec- 
tions, moking later removal simple, it is 


claimed. 
» rs 


Redwing Fuel Oil Hose 
Improved by Coodyear 

An improved version of Redwing 
fuel oil hose has been placed on 
the market by Goodyear Tire & 
Rubber Co. 

A new tube stock has been 
compounded that remains flexible 
in service, it is claimed, and aro- 
matics in fuel oils do not extract 
the plasticizer from the tube. 


Ball-Bearing Breaker Plates 


Offered for GM V-8s 

Dyna-Flyte ball-bearing distribu- 
tor plates are now available to re- 
place bushing-type breaker plates 
on all 1957 General Motors eight- 
cylinder cars. 

The ball-bearing plates are avail- 
able with single or dual points from 
Renberles Products Co., 18606 Fitz- 
patrick Ave. Detroit 28, Mich. 


MOTOR a 
MASTER 











the symbol of 


“The Best Show 


99 


of the Season 


Marie Torre, N. Y. Herald Tribune 
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Over 50,000,000 Americans saw the General Motors 50th Anniversary Show on NBC Television on 
Sunday night, November 17. It averaged a 54.1 share of audience—more viewers than watched all other 
networks and local stations combined. 


Jack Gould, The New York Times, wrote: “. . . rewardingly experimental in approach .. . artistic 
television of a high order . . . enormous style and imagination . . . followed no usual or conventional 
pattern .. . It was a long forward step in creative musical work on television.” 


Paul Molloy, Chicago Sun-Times, called it “. . . a spectacular blend of entertainment and thought 
. . . Clacking off sparks of emotion like the belly of a braking train.” 


Jack O’Brian, N. Y. Journal-American, wrote: “There could hardly be a bigger show this season.” 


Helm, Daily Variety, wrote: “It had that golden glow from stem to stern . .. RCA color had the 
magnificence of a rainbow.” 


Herschell Hart, Detroit News, said: “It was worthy of the sponsor’s half-century celebration.” 


John Crosby, N.Y. Herald Tribune, stated: “I know of no other medium except television . . . 
that would have done anything as unusual as the General Motors Show.” 


The General Motors 50th Anniversary Show was an NBC Television production, written by Helen 
Deutsch and produced by Jess Oppenheimer. It takes its place with other great shows already seen 
on NBC this season—for example, Green Pastures, On Borrowed Time, Pinocchio, The Pied Piper of 
Hamelin and Annie Get Your Gun. It is also a measure of others yet to come—Maurice Evans in 
Twelfth. Night; the NBC Opera Company production of Dialogues of the Carmelites; and the 
Shirley Temple Story Book series. 


For the exciting and original, look to... . N BC ‘TELEVI SION 
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Introducing the "58 Chevrolet— 


Residents of Baltimore were startled when they thought they were getting a close 
look at Sputnik. It turned out, however, to be the unique way that A. D. Anderson, 
head of A. D. Anderson Chevrolet, introduced the 1958 Chevrolet. Anderson said 
the cor, suspended from the boom of an 80-foot crane, proved to be a traffic-stopper. 
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For Thornton-Fuller .. . 





Space Cadets Hike Sales 


By Allen Sommers 
Staff Correspondent 

PHILADELPHIA. — The “space-| 
cadet” system of on-the-street sell- 
ing has been adopted for two South 
Philadelphia branches of Thornton- 
Fuller Co. (Dodge-Plymouth). 

Fritz Thornton, youthful head 
of the company, said sending 
teams into what had been proving 
“dead” sales areas has doubled 
sales for those two branches. 

One is at Twenty-fourth and 
South Sts.; the other at Seventeenth 
St. and Passayunk Ave. The former 
branch, he said, has virtually no 


| floor traffic. 


This is how the “space-cadet” 
plan works: Salesmen are divided 
into two 10-man teams and they 
plan a program a month in advance. 

Some members of each team 
work almost on a door-to-door can- 
vass basis. The others remain in 
the showroom. 

Each man is assigned to attach 
would-you-take cards to parked) 
cars, making specific offers. Fifteen 








postal cards are to be mailed each 
day from an owner list; 10 phone 
calls are to made from a cross-sec- 
tion directory, and five motorists 
are to be contacted.on the street. 


If the man-on-the-street is 
not interested, salesmen always 
ask if he has a friend who might 
be. 


The teams always are sent out in| 





Advice to Salesmen: 
Bite Tongue, Hang On 


LOS ANGELES.—As a result of | 


publicity given dealers found 


guilty of unethical practices and | 
magazine articles purporting to | 
“tell all” about buying a new car, | 
a new type of shopper has crop- | 


ped up here, dealers say. 

He walks in, kicks the tires of 
a new 58, pops the hood, demands 
the fleet-discount price and asks: 
“How many thousand miles are 
on this one?” 





Delco Power-Sweep Electric Windshield Wipers ofter 


these advantages: 


@ METAL LINKAGE 
Power-Sweep’s positive linkage system 
eliminates the chatter and skip of wiper 


blades. 


@ POWERFUL MOTOR 


Assures cleaning away heavy accumu- 
lations of wet snow and ice, for added 


driving safety. 


@ MULTI-SPEED CONTROL 


Power-Sweep provides a multi-speed 
control for variable driving conditions. 


@ CONSTANT WIPER ACTION 


Power-Sweep Electric Wiper operates 
completely independent of engine, no 
slow-down when passing, going uphill 
or accelerating. 


‘ 
5 il 
GENERAL 
MOTORS 


ACTION 


@ SUPERIOR PARKING 


Power-Sweep Electric Wiper automat- 


ically returns the blades to horizontal 
position when turned off. 


Power-Sweep Electric Windshield Wipers are standard or 
optional equipment on many 1958 cars. 


DELCO APPLIANCE DIVISION 
GENERAL MOTORS CORPORATION 


Rochester 1, New York 





station wagons, which can be used 
as demonstrators right on the s; ot, 


According to Thornton, a team 
generally is assigned to attach 
about 1,000 “would-you-takes” in a 
one-day campaign. Normally, re- 
sults have been three or four con- 
crete sales from that one day’s 
work and many prospects to be fol- 
lowed-up. 

Thornton-Fuller has added an- 
other punch to this team idea by 
assigning good closers to each 
showroom. 


When a salesman brings in a 

prospect or one walks in, and the 
salesman cannot make the sale, the 
closer is called in. This results in 
many additional sales which other- 
| wise might not have been con- 
cluded, Thornton added. 
The “space cadet” plan also is 
| designed to increase floor traffic. 
| Thornton said he has not yet 
| been able to estimate specifically 
| how much traffic has risen, but 
there has been an increase trace- 
able to these efforts. 

An alternate plan used by the 
| company in its other showroms in- 
volves four or five good salesmen 
|who are waiting for sales. These 
| men are put on phones or are kept 
out on the street making calls. 
Prospects then are brought in and 
turned over to the closer, who has 
been assigned to this small group. 


F ord Dominated 
°57 Stock Races, 
NASCAR Reports 


DAYTONA BEACH, Fla.—Fords 
dominated NASCAR-sanctioned 
|stock-car racing during the 1957 
| Season, final official “box score” 
figures reveal. 

Ford repeated as grand national 
champion on the point basis com- 
piled by NASCAR and took both the 
convertible and short-track division 
| laurels from Chevrolet to sweep the 
three late-model classes. 

In grand national totals, Ford ran 
451 cars in the 53 official races to 
total 1,204 points for a .267 percent- 
age. Fords were first 27 times and 
in the first 10 on 196 occasions. 

Chevrolet, with 402 entries, had 
986 points for a .245 percentage, 
| winning 18 times and being in the 
| first ten in 182 races. 

Oldsmobile, with only 76 cars par- 

ticipating, had 240 points, being 
| first five times and 46 times in the 
| first 10 for a percentage of .316. 

| In the 40 convertible races, Ford 
entered 335 times with 26 wins and 
| 152 in the first 10 for 951 points and 
| a .284 percentage. Chevrolet had 283 
|ears going with 12 firsts and 153 in 
the top 10 for 788 points and a .278 
| average. 

Mercury and Plymouth tied at 
| 148 points, with Mercury taking the 
lone win between the two makes 
|}and placing 28 times in the first 10 
to Plymouth’s 36. With only 48 en- 
tries compared with Plymouth’s 98 
for the season, Mercury led in per- 
| centage, .308 to .151. 

In the short-track competition, 
Ford finally won out with 616 points 
to 595 for Chevrolet, winning 13 of 
28 races and placing 104 in the top 
10 for a .310 percentage. Chevrolet 
won 14 races and placed 109 in the 
top 10 for a .302 mark. Ford won 
out with 14 seconds as compared to 
its rival’s seven. 


I}linois Changes 
Truck Regulations 


CHICAGO. — The Illinois Com- 
merce Commission recently ad- 
vised truck operators that legisla- 
tive action added three provisions 
to the act on state motor carriers 
of property. 

Violations of the section include: 
Failure to have proper franchise 
plates attached to each motor vehi- 
cle; failure to have proper identi- 
fication of each motor vehicle, 
including the firm name, address, 
and ICC number, and operating 
over a route not authorized in the 
operator’s certificate, and trans- 
porting commodities. not author- 
ized in the certificate. 

Violations carry penalties of fines 
of $25 to $300 or imprisonment for 
not more than 30 days, or both. 


Truck Levy Reduced 


LOUISA, Va.—The Louisa County 
Board of Supervisors voted to 
lower its motor-vehicle license levy 
to $10 for trucks of one ton and 
over. The $5 rate for passenger ve- 
hicles remains unchanged. 
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Dn Biggest Package 
J of Sales Appeal 
in the Industry 


i - They came to look wee see if this completely new car lived 
age, & “a up to its advance notices. /t did—and they bought... in one 
- ; of the greatest announcements in Pontiac history! It’s easy to 
~ « understand why, because the bold new Pontiac has newness 
the | that can be seen and experienced . . . newness that turns 

lookers into buyers. No wonder Pontiac dealers are wearing 
those big grins. 
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ee Aero -Frame 
~ STABILITY 





Pontiac dealers can demonstrate the biggest basic con- 
let struction change since the early days of motoring. This 


yon revolutionary new frame design is lighter, stronger, more Circles-of- Steel 
} stable than the conventional box type used in other cars. SAFETY 


Pontiac dealers have the unsurpassed sales appeal of 


s Quadra-Poise a new kind of safety body that protects passengers with 
= ROADABILITY girder steel front and rear, above and below. 


a Completely new suspension principles provide remarkably im- 


os proved ride and handling that prospects can feel immediately. The Tempest 395 PERFORMANCE 


je: absence of dive, sway and bounce proves Pontiac’s newness! 

om Pontiac’s. performance superiority has been pushed even further 
4 with new engines and new easy-to-demonstrate “‘jeweled action” 
ss, z J response. Four horsepower ranges are available—with Tri-Power 
he Ever-Level Air Ride Carburetion and Fuel Injection optional at extra cost on any model. 


he 
1s- 


- Pontiac dealers have the industry's most talked-about advance 
es right now—available on any Pontiac model as an extra-cost 


| New Direction stTyLinGc 


or . . ° e 
pone Poke io pe. ihre = 2 na = Pontiac breaks with the fads and frills for a fresh new look in auto- 
cesigne ” se mobile styling . . . it’s as exciting to look at as it is to drive. 


ity 
to 


‘ = > BOLDEST ADVANCE IN.50 YEARS! 


ye- 
The Golden Jubilee Car 
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the all 


AUTO AIR CONDITIONER 


Better than ever... All new! 


Clardy 


Automobile Air 


Pacer 2-Door, Pacer 4-Door, 








Conditioning 





COURTAULDS’ SUPER-COLOR-FAST COLORAY FIBER IS IN THE NEW 


EDSEL 


Hard Top 





Technical 





John B. Kendall has been elected 
vice-president of Delta Welder 
Corp., Detroit. He formerly was in 
charge of Ford Motor Co.’s Chicago 
stamping plant. 


Dryden Rubber Appoints 


5 to Executive Positions 


The Dryden Rubber division of 
Sheller Mfg. Co. has named E. A. 
Goodman manufacturing vice-presi- 
dent at its Chicago plant. P. E. 
Young has been appointed engi- 
neering vice-president and Dr. H. 
A. Winkelman has been named 
technical director. 

M. R. Yahr has been made treas- 
urer and comptroller while W. W. 
Hutchinson has been appointed 
general sales manager. 

. * + 


Oakite Names Findlay, 


Dutton as Service Aides 


Oakite Products, Inc., manufac- 
turers of industrial cleaning and 
metal treating compounds, has an- 
nounced appointment of two tech- 
nical service representatives. 

Donald R. Dutton, former district 
sales manager for a large manu- 
facturing firm, has been assigned to 
Lansing. George D. Findlay III, 
former sales manager of a sporting 
goods firm, will cover Vermont. 

> * = 


Robertson Named 


James W. Robertson has been 
named chemist in General Electric 
Co.’s new product development lab- 
oratory at Pittsfield, Mass. 


* * * e 


Dodge Names Andersen 


In Truck Manufacturing 

T. J. Andersen has been named 
manufacturing manager at the 
Dodge truck plant. 

Formerly administrative assistant 
to M. C. Patterson, Dodge president, | 
Andersen joined the division last | 
year. He had been vice-president 








Automatic Choke 
Boosts Economy, 


Plymouth Says 


DETROIT.— Plymouth engineers 
claim that tests of their “Fuel- 
Saver” automatic choke show the 
device to be an outstanding econ- 
omy feature. 

The “Fuel-Saver,” standard on 
V-8 models, automatically controls 
the fuel mixture to prevent over- 
feeding during part-throttle opera- 
tion while the engine is warming 
up, Plymouth said. 

The engineers’ tests were made at 
distances of two, five and 15 miles, 
starting with a cold engine. They 
said economy was 42 percent 
greater for the two-mile run, 23 
percent greater in the five-mile test 
and 10 percent greater for the 15- 
mile route. 

In each case, a 58 Plymouth with 
the “Fuel-Saver” choke competed 
against a similar car without the 
device. Plymouth said the experi- 
ment proved the effectiveness of the 
new choke for short trips, as in city 
driving. 

Improvements in the new choke 
include a triple-stage vacuum piston 
which matches the choke position 
more accurately to engine speeds 
during warmup, and a new develop- 
ment in the thermostatic elements 
of the carburetor which makes it 
more sensitive to temperature 
changes in the engine. 


Double Trouble 


New Make Adds to Woes 


Of Edsel Ford 


HOBBS, N. M.—Edsel Ford, 
Hobbs, is one person who wasn’t 
pleased with the introduction of the 
new Edsel. He’s had twice as much 
trouble now that two cars bear his 
names. 

“So far there have been no new 
Fords or Edsels delivered to my 
door by mistake, but some of my 
mail and telegrams have gone by 
error to the Ford and Edsel dealer- 
ships here,” said Ford, a poet and 
author. 

“I’m glad my middle name isn’t 
Thunderbird,” he added. 
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and general manager of the Illinois 
Electric Porcelain Co., Macomb, Ill. 


* * * 


Firth Promotes McKown 


Kenneth E. McKown has been 
appointed assistant manager of the 
steel sales division of Firth Ster- 
ling, Inc. He joined the company in 
1942 and had most recently been 
product manager of Class I steel 
products and operation supervisor 
of the tool-bit department. 


* * + 


Searle, Packard Upped 


Technology Instrument Corp., 
Acton, Mass., announces the elec- 
tion of Raymond W. Searle as pres- 
ident and treasurer, and Lucius E. 
Packard as board chairman suc- 
ceeding William H. Long, who re- 
signed. 


DuMont Names Guterman 


To Vice-Presidency 

Frederick H. Guterman has been 
elected a vice-president of Allen B. 
DuMont Laboratories, Inc. He came 





Power Assists Get 
A Larger Role 
In °58 Cars 


ROCHESTER, N.Y. — Electric 
power assists will play an increased 
part on 1958 models, according to 
Paul H. Rutherford, general man- 
ager of General Motors’ Delco Ap- 
pliance division. 

The average motorist wants the 
ultimate in comfort and conven- 
ience on his car Rutherford added. 
This means, he continued, that 
there will be increased demand 
for electrically operated seat actu- 
ators, window lifts, top lifts and 
other similar products. 

One of the items featured by 
Delco Appliance in 1958 is a trunk 
latching mechanism which enables 
the motorist to lock or unlock the 
rear deck by means of a push 
button on the dash board. It is 


| available on the Cadillac. 


Delco Appliance also introduced 
this year a new version of its 
Power-Sweep electric windshield 
wiper. This wiper mechanism will 
be standard equipment on all Chev- 
rolet V-8 production in 1958. 
Rutherford in commenting on the 
new wiper stated, “We feel that 
the Delco Power-Sweep Wiper is 
making a significant contribution 
to motoring safety.” 

The wiper operates with its own 
motor, independent of the car’s 
engine thereby assuring constant 
wiper action at all times. The use 
of an electric motor provides the 
additional power necessary for 
proper cleaning of panoramic wind- 
shields with their extra curvatures 
and wider surface areas, the divi- 
sion said. 

Another feature of the wiper is 
its automatic parking feature. 
When the wiper is shut off, the 
blade is automatically returned to 
a park position located out of the 
driver’s vision. 


a ae, 
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Wiper Motors Tested— 








— 


to DuMont in October from Ameri- 
can Bosch Arma Corp., where he 
had been assistant sales and plan- 
ning vice-president. 


Guterman, as general manager of 





the Industrial and Military Equip- § 


ment division, will direct product © 


planning and marketing of oscillo- 
scopes, associated electronic test 
equipment, automotive test equip- 
ment, two-way mobile radio and 
military equipment. 


* © * 


Howard Joins General Platé 


Ernest. R. Howard has joined the 
sales and engineering staff of the 
General Plate division of Metals & 
Controls Corp. Robert L. Hodapp 
has been named field engineer in 
the Detroit district. 


Spaulding Named to Direct 


Wider Auto-Lite Research 


An expanded research and de- 
velopment program and appoint- 
ment of George Spaulding to the 
new post of research director 
have been announced by Electric 
Auto-Lite Co. 

Spaulding has been with Auto- 
Lite since 1948, most recently as 
chief ignition engineer. 


Peerless Pump Promotes 
Van Dam and Widener 


John F. Van Dam has been ap- 
pointed to the newly created post 
of Los Angeles works manager of 
Peerless Pump division, Food Ma- 
chinery & Chemical Corp., Los 
Angeles and Indianapolis. 

Floyd W. Widener, Los Angeles 
factory manager, has been named 
to serve as an adviser to division 
management on production. 








9-Month Earnings 
Set Record, 


Says Associates 


SOUTH BEND. — Record earn- 
ings for the first nine months of 
1957 were announced by Robert L. 
Oare, chairman of the board of 
Associates Investment Co. 


Consolidated net income 
amounted to $15,100,073, compared 
with $14,566,456 earned during the 
same period of 1956, an increase of 
3.66 percent, Oare said. 

The automobile and commercial 
finance company’s total receivables 
outstanding at Sept. 30 amounted 
to $941,566,497, a 10.8 percent rise 
over the $849,823,445 reported a 
year ago. 

“The volume of finance business 
purchased in the first nine months 
of 1957 increased to $1,284,430,989 
from $1,100,966,033 in 1956 and 
$1,170,742,940 reported in the com- 
parable period of 1955,” said Oare. 

“Purchases of retail-motor- 
vehicle installment notes for the 
first nine months of 1957 totalled 
$557,139,336, which was $26,618,699 
higher than a year ago. 

“The larger amount of receiv- 


ables on the books together with a 
slightly greater rate of returns re- 
sulted in gross earnings rising to 
$93,492,680, as compared with 
$87,286,212 last year,” he added. 





A workman tests electric windshield wipers at the Delco Appliance division of 
General. Motors. This test is the last of a series conducted through the manufacturing 


Process to assure proper operation. 
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A Fawcett Publication 
67 West 44th Street - New York 36, N. Y. 
1659 Guardian Building, Detroit 26, Mich. 
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=| MECHANIX ILLUSTRATED 


Ye magiarpue Mat-parly greattr, autencotiie salle 


More and more automotive advertisers—car makers and parts and accessories manu- 
facturers alike—are adding MECHANIX ILLUSTRATED to their media lists. 
They’ve found that MI readers are in a highly receptive mood when absorbed in 
the magazine that brings them the latest, most interesting news of the auto field. 
Features such as Tom McCahill’s new car tests, Fred Russell’s “Car-Care” and 
articles on every other phase of the auto world capture—and hold—the attention 
of these readers each month. These types of articles are, in fact, the major reasons 
many of them buy MI so regularly. 


The more than 1,400,000 men who read every issue are real car enthusiasts. Over 
92% own one or more cars—and drive them an average of 16,192 miles annually, far 
above the national average. In addition, they’re interested in getting—and keeping 
—top car performance. Over 87%, in fact, handle automotive maintenance and 
repair work themselves. ; 


All this adds up to a real market and real advertising buy. That’s why the well- 
known brand names shown here are regular MECHANIX ILLUSTRATED adver- 
tisers—or have placed MI on their schedules for 1958. Get all the facts on this big 
car-conscious market today. 
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NEW YORK.—tThe tight money 
situation in the U. S. does not 
prevent the purchase of machinery 
and equipment needed to decrease 
costs and increase profits, accord- 
ing to the head of America’s larg- 
est industrial financing firm. 

Thomas E, Lenihan, president 
of CIT Corp., said there is an 
acute need in many industries for 
replacement of old machinery and 
equipment that has outlived its 
usefulness and is nibbling away 
profits with slow production and 
excessive maintenance costs. 

Delayed replacement creates too 
great a gap between installed ca- 
pacity and increased production 
which would be possible with new 
machinery, Lenihan said. He added: 

“Industry must decide when re- 
placement is economically justified 
and when failure to replace equip- 
ment would weaken competitive 


At OAIl Sales Conference— 


Shown at the national sales session, sponsored by Outdoor Advertising, Inc., in 
New: Orleans during the medium's 60th national convention, are, from left, Charles H. | standing.” 
Brower, executive vice-president, Batten, Barton, Durstine & Osborn, Inc.; Warner R. Few cOmpanies, he continued, are 
Moore, OAI president, and J. C. Doyle, Edsel general sales and marketing manager. | able to draw too freely on operating 
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Replacement Door Still Open... 
How Tight Is Money? 


funds for capital investments, so 
the practical answer to financing 
equipment is to use outside capital 
which can be repaid over a period 
of time. 

The proper purchasing program 
will make it feasible to retire the 
cost of the new equipment largely 
out of increased earning capac- 
ity, he said. 

Lenihan said the most important 
development in industrial financing 
in recent years had been intro- 
duced by CIT. Known as the “pay- 
as-you-depreciate” program, he 
said, it answers just about al] the 
needs of a machinery buyer. 

Under the PAYD plan, the pur- 
chaser can pay for new machinery 
at substantially the same rate it 
can be depreciated under the sum 
of the digits depreciation method. 

Terms on this type of financing 
are long so as to match more clearly 
the depreciable life of most produc- 
tion machinery, said Lenihan. 
Terms vary depending on the kind 
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cool metal for hot planes 


For jet and rocket aircraft engines, wings and surfaces that 





are subject to extreme conditions of heat, friction and corrosion, 


where the metal must stand up . . . design it, improve it and 


protect it with McLOUTH STAINLESS STEEL. 
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of equipment involved, the maxi- 
mum going to 10 years. The pur-@ © — 
chaser still makes a normal down 


payment. 

Machinery financing contracts | 
from the industrial financing com- 
pany or capital loans secured by 
equipment do not interfere with 
the management of the business, 
said Lenihan. 

Many firms, that easily can carry 
their customers deferred payment 
paper, use industrial financing 
agencies to have the advantage of 
the firm’s credit facilities and ex- 
perience. 

CIT Corp., a subsidiary of CIT 


ll Pah MR I TENT Ts 
Wir. » 


Financia] Corp., handles financing - 
in more than 90 fields of industry, a 
said Lenihan. The company’s vol- § 4 
ume has more than doubled since | 
World War II; in construction ! ch 
equipment, it has more than tripled > th 
in the last five years, he said. i di 

ne ea a » tic 
Metallurgy Group | i 


Elects Officers, : 
Adds 2 Members fo 


PITTSBURGH.—Election of pro 
tem directors and officers to per-< th 
manent status and the acceptance 
into membership of two new com- 
panies highlighted the first-annual 
membership meeting of the Pow- 
der Metallurgy Parts Manufactur- 
ers Assn. 


Smith Bolton, president, U. S. 
Graphite Co., as chairman of the 
nominating committee, suggested | 
retaining the directors who had ~ 
been serving since the founding of = 
the association last spring. ; 


| This was adopted and the direc- 
tors then reelected the pro tem 
officers. These officers are now 
serving one-year terms: president, 
Kenneth M. Gleszer, Dixon Sinta- 
loy, Inc.; first vice-president, Wil- 
liam R. Toeplitz, Boundbrook Oil- 
| Less Bearing Co.; secretary-treas- 
urer, George L. Bachner, powdered- 


rs 


~~ 42a sS CofS 











|metal products division, Yale & 
| Towne Mfg. Co. 
Elected to membership in the 


C€ pers ss COU. 


| association were Eaton Mfg. Co., 

| powdered - metals division, Cold- 

|water, Mich. and Powder Metal 
| Products, Inc., St. Marys, Pa. 


There are now 21 member-com- 
| panies in this new association 
|which is managed by Hanson & 
Shea, Inc., Pittsburgh. These firms 
are responsible for producing nearly 
| all the structural and bearing parts 
|formed of metal powders that are 
be in the U. S. 
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| Success ‘Claimed 
For New-Type 
Emergency Brake 


LOS ANGELES.—Backers of a 
new system of emergency braking 
|have claimed success for the de- 
| vice in testing on a rugged section 
, of US-99. 


The device consists of steel shoes 
| or sleds which are dropped in front 
| of the rear wheels when a button 
on the dash is pushed, The brakes, 
|invented by Kirk Besoyan, a for- 
mer truck driver, are designed for 
times when air or hydraulic sys- 
tems fail completely. 


Backers reported the brakes 
stopped a truck loaded with 73,000 
pounds of steel rods and a case of 
eggs on grades as steep as 6.6 per- 
cent without breaking an egg. They 
said stops were made from 20, 30 
and 37 miles per hour. 

The brakes are made by Life 
Saver Brake Co., 11750 Wilshire 
Bivd., Los Angeles. 


— See of = 


Firestone Opens Texas 


Petrochemical Center 


ORANGE, Tex.— The Firestone 
petrochemical center, a unit for the 
production of butadiene for synthe- 
tic rubber, has been opened offici- 
ally here. 

Ceremonies were attended by the 
board of directors of the firm, who 
also visited company plants at Lake 
Charles, La., and Memphis, Tenn. 


Herrick Gets Buick Deal 


Dick Herrick has been named 
Buick dealer in Huntington Park, 
Calif.. with headquarters at 5938 
Pacific Blvd. He succeeds Ray 
Anderson and George S. Humphrey. | 
Don E. Anderson has been named 
sales manager of the new firm, 
Dick Herrick Buick. + 
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acm, ays fy} jor eaters 

carry § \ETROIT.— Tire makers offer| get 20 percent of the gross tire 

yment | +). auto dealer an extra source of | profit. 

nCIng | profit through changeovers, with If a buyer isn’t approached at 

a of § the amount dependent upon the! the time of purchase, he is when 
eX- | dealer’s initiative. he returns his car for its first 

7 Some dealers try to sell new- | checkup. 

| CIT | car buyers on switching to pre- Including the immediate gross 

ncing mium tires as soon as the trans- | profit from the sale and the in- 

ustry, action is completed. They stress | ventory value of the original tires, 

3 Vol- © added safety and riding comfort. | said Beals, his company closes with 

a ee: Many dealers split their cut on|a profit of more than $100. And 

iction | changeovers to premium tires with| Beals also gets a share of each sale. 

ripled | the personnel, thus providing ad-| He has a two-part solution to 

aid. ditional incentive to employ par-| what to do with the takeoffs: Plan 


ticipation in the program. 

Under programs set up by some 
tire makers and their distributors, 
the dealer either can turn over 
the replaced tires to the distributor 
for resale or find his own market 
for them. 

Here’s how four firms outlined 
their programs with dealers: 

Armstrong Rubber Co. said it 

“aggressively” solicits dealers di- 
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per- 
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a@ good merchandising program to 
retail them or “horse-trade” those 
you can’t sell with a wholesaler or 
bargain-tire distributor. 

U. S. Rubber said it first de- 
veloped its merchandising plan 
for U. S. Royal Master premium 
tires through car dealers in 1936. 


the dealer sell 


overs profitably without getting 
into the “tire business,” the firm 
said. 

It said the program is built upon 
the tollowing factors: No tire in- 
ventories are necessary, no tire- 
mounting problems are involved, 
no service problems, no adjustment 
problems, all merchandising and 
training assistance at no charge. 

U. S. Rubber also said it and 
its distributors provide dealers 
with advertising, merchandising 
and training programs and spe- 
cialized selling and display ma- 
terials. 

A changeover campaign among 
dealers has been launched by B. F. 
Goodrich Co. The program features 
two premium tires the dealer can 
offer new-car buyers. The “Life 
Saver” and the “Silvertown 125.” 

Under the program, according 
to Herman Behrle, manager of 
Ppassenger-tire sales, the dealer 
can stock premium tires and be- 
come a tire dealer on his own. 

“Or he can request a Goodrich 
dealer to furnish the tires, take the 





Selling the Buyer— 


Ray Beals, right, manager of the fire 


original tires off the car dealer’s| department of Merlin Motor Co., Cam- 


hands and provide other needed/den, N. J., 


points out the features of 


service, Under this plan the profit! Seiberling premium tires to a new-car 
The program is designed to let|on the sale is shared with the tire! buyer, a feature of the firm's changeover 


premium change-| dealer.” 


program. 
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Car Ownership 
Found Common 


In High School 


NEW YORK.—In an attempt to 
measure teen-age influence on the 
auto market, Universal CIT Credit 
Corp. surveyed student driving hab- 
its in a Midwest high school. 

In cooperation with school au- 
thorities, CIT questioned 900 stu- 
dents at Broad Ripple High School 
in suburban Indianapolis. 

More than 250 said they park a 
car at school regularly. Three- 
fourths of the senior boys and one- 
fifth of the senior girls said they 
drove their own cars. Most students 
get to school in cars. 

In the junior class, nine out of 10 
students already have their licenses. 
Half the boys and about one-sixth 
of the girls drive their own cars. 

As for sophomores, although 
many are still shy of legal driving 
age, the survey showed one-fifth 
licensed to drive and one in 10 a 
car owner. Most students have their 
licenses within 90 days of their 16th 
birthday. 



























com; | rectly and through its distributors 
Pow- by offering a “price competitive 
ctur- with that of the auto manufac- 
: turers.” 
A The dealer can replace original 
F m. tires with Armstrong premiums at 
athe no extra charge, Armstrong said, ’ . 
had and its distributors will resell the dl h t 
a a provides a choice to 
‘o meet your needs 
now —— eee , 
dent, 
inta- 
Wil- 
Oil- 
reas- 
a 
the . 
Co., U. S$. Rubber's Premium— 
> 1 d- The U. S. Royal Master, right, is the 
fetal premium tire featured by U. S. Rubber 
Co. in its tire-changeover program with 
-om- auto dealers. The Royal Master has long- 
ition cord ply structure, improved by increas- 
n & : ing plycord lengths as shown by the 
rms above representation. Tire at left has 
arly t shorter cord length. 
arts . * 
are | origina] tires or the auto dealer : 
may put them on used cars. 2 ae . 
Mi Ti sed WJ-115 “RACK TYPE” ALIGNMENT OUTFIT is one of three Weaver 
i wy Wn Saramago hg 7 methods ..» Rack, Floor Level, “Twin Post” . .. from which you have a choice. 
: Seiberling explained its program This DeLuxe Outfit includes 1 DeLuxe Alignment Rack, two 3-way Alignment 
through the head of the tire de- Gauges, 2 Turning Radius Gauges, Tru-Way Toe Gauge, Portable Alignment 
| partment of Merlin Motor Co, Tester, 2 Front End Service Jacks, Knee-Action Camber Correction Outfit, “Peg 
} Camden, N. J., which sells Seiber- Board Type” Tool Display Board, Jack Stand, Safety Lift Stand, Knee-Action 
© | ling Sealed-Aire premium tires. Caliper, Drive-On Mirror, and Baked Enamel “Safety Service” Sign. 
Ray Beals said the changeover 
fa plan starts as soon as @ car 
ing salesman completes a transaction. 
de- This is his “pitch:” 
tion “You've just purchased a costly 
auto,” he tells the buyer. “You 
joes should want to protect your family 
‘ont which rides in it with safer tires 
ton than you now have.” STE Me, 
ces, If the salesman or “get-ready” ZWAY GAUGE WJ-55 gives fastest, , 
for- man in the service department sells readings of camber, king pin inclination, and 
for the buyer on the changeover, they caster. Uncovers bent. spindles; prevents un- 
ys- - /— 2 necessary bending operations. 
-es 
of 
er- WJ-114 “TWIN POST” LIFT ALIGNMENT OUTFIT utilizes a Twin Post Lift 
hey instead of a rack . . . lift cam be used for both wheel alignment service and for 
30 a wide range of mechanical services . . . All equipment and gauges shown on 
7 board (at left) are part of WJ-114 ... but also can be purchased independently 
= by owners of Twin Post Lifts. 
WJ-120 “‘FLOOR LEVEL’’ WHEEL 
ALIGNMENT OUTFIT is designed for 
those mechanics who prefer to work at 
ne “floor level”. Does not take up the floor 
the space necessary for the usual “rack” type 
he- installation . . . Outfit includes complete 
- a checking and corsecting tools. TRU-WAY TOE GAUGE W4J-56 measures “toe” 
the & Fe ee 
ho | For details, consult your Weaver Jobber, on. sana aes we Gaye 
~ a or ‘write us for Bulletin AN-486. 
. WEAVER MANUFACTURING CO., SPRINGFIELD, ILL. U.S.A. 
e i 
rk, @ 
38 | Armstrong's Miracle— SERVICE SHOP EQUIPMENT 
4 Auto dealers under the Armstrong 
a Rubber Co. changeover program use the Complete line includes: Twin Post Lifts . . . Triple Post Lifts . . . Single Post Roll-on, 
™ Armstrong Miracle Tire. Distributors re- Free-Wheel and Frame Type Lifts . . . Unit Lifts . . . Bumper Lift . . . Car Washers 
P sell the original tires or the auto dealer - « - Wheel —oue.eee.: ee a Testers . . . Wheel 





May put them on used cars. 
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Chevrolet Dealers Elect 


Mancuso in Chicago Area 


CHICAGO.—James V. Mancuso, 
Mancuso Chevrolet, Skokie, IIll., has 
been elected president of the 
Chicago Metropolitan Dealers Chev- 
rolet Club. Tom Todd, Yarnall 
Chevrolet, Chicago, was elected 
vice-president and James R. Kozel, 
Dunaway Chevrolet, Maywood, IIL, 
is secretary-treasurer. 

Directors of the group, in addi- 
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tion to the officers, include Emil 
Bergl, Community Chevrolet, Ber- 
wyn, Ill.; Max Cohen, Division 
Chevrolet, Chicago; Frank Katzen, 
Clark-Maple Chevrolet, Chicago; 
Joseph McInerney, McInerney 
Chevrolet, Chicago; Dave M. Ruby, 
Merit Chevrolet, Chicago, and John 
Voss, Humphrey Chevrolet, Evans- 
ton, Ill. 


More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 





INSIDE 





LEAT H E ie and you'll love it! 


In eight different models 


Across the Nation... 








Auto Dealer Changes 


Bert Smith, of Bert Smith Olds- 
mobile, Inc., 1425 Fourth St. N., St. 
Petersburg, Fla., has purchased a 
six-acre tract of land on the north- 
west corner of Thirty-eighth Ave. 
and Thirty-fourth St. N. Smith said 
he “has no definite plans for the 
tract as yet.” 

+ 7 + 


Edsel Appoints Kraby 
Curtice Edsel, Highway 16 East, 
Austin, Minn., has been named an 
Edsel dealership. Curtis E. Kraby is 
owner and general manager. 
” . a 


Monihan Ford Opens 
Monihan Ford Sales, Inc., has 
opened in Andover, O. Dealership 
officials are John R., Daniel and 
Michael R. Monihan. 


* * * 


Hills Sign with Edsel 


123 N. Main, Vassar, Mich. Part- 
ners are Dwight and Helm Hill, 
who have been Ford car and trac- 


tor dealers in Vassar 18 years. 
= * * 


Buick for Wangerin 

Gus Wangerin has purchased the 
Buick dealership in Superior, Wis., 
and incorporated as Superior 
Motors, 1705 Tower Ave, He for- 
merly managed a Chrysler dealer- 
ship in Superior. 

: > * 

Kneip Moves to Brookings 

Kneip Implement Co., Inc. (Olds- 
mobile), has terminated its business 
in Arlington, S. D., and has taken 
over the Oldsmobile franchise at 
Brookings, S. D. It will operate 


under the same name. 
+ * 


* 
Renault Center Opens 
Renault Center, owned by Jim 


Dwight Hill Edsel] has opened at} Parkinson in Burbank, is the sixth 
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BAY-LIFT’ P4YS FOR ITSELF 
IN 1 OR 2 MONTHS IN Your SHOP | | 


Two. working advantages that help make Bay-Lift the world’s most widely used 
air lift are (1) its speed and (2) its convenience for the mechanic. It gets cars and 
trucks up in the air for service and repair in 10 seconds. Its ability to put the car or 
truck at just the right angle and height—letting the mechanic work AT the job instead 
of straining UP to it—means that each job goes out of the shop faster. Still more 
speed is gained by elimination of bottlenecks, waiting to get cars on stationary 
lifts. You take the Bay-Lift to the car . . . put it up on the spot... 
work jams. It adds up to this—the average shop turns out 3 to 5 extra jobs a day 
with one Bay-Lift. Figuring a five-day week and an average of 414 weeks per 
month, this is at least 65 extra jobs completed each month. Multiply even half ‘ 
this number of extra jobs per month by your average profit per job, and you can’t 





help but have your Bay-Lift paid for in a single month. 


With this kind of returns, even the smallest shops find Bay-Lift one of 
their wisest, most profitable investments. Why not write for name 
nearest Bay Jobber ... and for new brochure showing Bay-Lift in operation 


under current car models, on complete range of servicing jobs. 


PUT MECHANICS IN BETTER WORKING POSITIONS, 


BOOST PROFITS ... WITH BAY, 


tHe POSITION -FOR-PROFAIT wer 

















save traffic and 


of your 


in a chain of 40 exclusive Reneult 
dealers opening in Southern C:ili- 


fornia. 
* .* * 


Gillingham Ford Opens 


A new Ford dealership has been 
opened at 12100 Lorain Ave., Cleve.) 
land, by Bob Gillingham. 


* * * 


Dicus Takes Oldsmobile 


Dicus Motor Co. has been named 
a new Oldsmobile dealership at 
Mitchell, S. D. Claud Dicus is presi- | 
dent. 


* * + 


Plymouth Solo in St. Louis 


The first Plymouth-only dealer. 
ship in St. Louis, Pioneer Plymouth, ” 


Inc., has opened at 2333 S. Jefferson 
Ave. President is R. G. Riefling, for. | 
mer operator of Riefling Nash. 

* + ad 


Borgward Outlet Selected 


Valley Motors, Hillsboro, Ore, 
has been named dealer and dis- 
tributor for the German Borgward 
in Oregon and the Vancouver 
(Wash.) area. 


= + * 
Sun City Takes AMC 
Sun City Motors, Inc., 311 Mon- 


tana, El Paso, Tex., has been ary 


pointed a dealer for Hudson, Nash, 
Rambler and Metropolitan. L. P. 
Mayton is general manager. 

. > = 


Mel Casler Opens 
Mel Casler Plymouth, Inc., has 
opened at 2501 S. Sixth Ave., Bir- 
mingham, Ala. Mel Casler is presi- 


dent and K. P. Smith is sales man- © 


ager. 
= = 


> 
Davis and Wood Buy Deal 
R. D. Davis and W. A. Wood 
have purchased Oldsmobile Co. 
of Oregon, Bend, Ore., and re- 
named it Davis-Wood Motors. 
> 


Lloyd Dealers Named 

Joe Fisher, Lloyd dealer and 
distributor in Portland, Ore., 
announced associated dealerships: 
Frederick’s Chevrolet, McMinville, 
Ore.; Myklebust Motors, Long- 
view, Wash.; Bob Hartke, Ore- 
gon City; George Dunning, 
Brookings, Ore.; Bend Garage, 
Bend, Ore.; Bay Motors, Coos 
Bay, Ore.; Southwestern Motors, 
Coquille, Ore.; Dugan-Mest Chev- 
rolet, Klamath Falls, Ore.; Ral- 
ston Motor Co., Albany; Economy 
Car Center, Boise, Id., and Foley 


Chevrolet, Vancouver, Wash. 
> > 


Sledge Opens Pontiac Deal 

Sledge Pontiac, Inc., a new dealer- 
ship headed by Robert D. Sledge, 
has opened at 907 Spring St., Jeffer- 


sonville, Ky. 
> > 


Bland Sells Dealership 


Bland Chevrolet Co., Johnston, S. 
C., has been purchased by B. Feagie 
jr. The business was established 24 
years ago by J. P. Bland sr., who is 
retiring. J. P. Bland jr. will con- 


tinue with the firm. 
> » ” 


Mills to Sell Cadillacs 


Mills Motor Co. (Chevrolet) at 
Winterset, Ia., has been granted a 
Cadillac dealership for Madison and 


Adair counties in Iowa. 
= . = 


Gary Adds Hudson 


Gary Motor Sales, Inc. (Rambler- 
Nash), Lorain, O.. has added the 
Hudson line. Frank Gary, firm 
president, said the service and parts 
department also has been expanded. 

* . = 


Nutt Acquires Building 
Clifford T. Nutt has acquired the 
formed Bob Longpre Pontiac build- 
ing for his Studebaker-Mercedes- 
Benz dealership in Monrovia, Calif. 
He also has a Packard and import- 
car dealership. 
. ~ - 
Buffalo Jeep Opens 
Buffalo Jeep Co. (Willys) has 
opened at 1159 Jefferson, Buffalo. 
Irving Lichtman is president, and 
the firm is a division of KAR 
Motor Service. 
. . * 


Crouch Sold at Auction 


Crouch Studebaker Motor Co., 
Clinton, Mo., was sold at auction 
on Oct. 3. 


* * * 


Taylor Sells to Deichmann 
Donald E. Deichmann, general 
manager of Uzzle Motor Co., Dur- 
ham (N. C.), Cadillac and Oldsmo- 
(Continued on Page 123, Col, 1) 
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Cleve. 
ile 
named 
1ip at™ bile dealer, for the past 10 years, 
presi.) has purchased the Taylor Motor 
Co., New Bern (N. C.), Oldsmobile 
and Cadillac dealership, from Bert 
puis Taylor. His successor in Durham 


has not been announced. 


lealer. ; ss «6 

nouth, © ‘ . 

Sonal | Gottfried Motors Moves 

g, for- Gottfried Motors, Inc. (Chrysler- 

1. Plymouth), has moved to larger 
quarters at 8801 S. Chicago Ave., 

ted Chicago. Joseph Gottfried is presi- 
dent. 

Ore., * * «* 
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Lafayette Blvd., South Bend, and 

Jordan Motors, Inc. (Dodge-Plym- 

outh), 609 E. Jefferson Blivd., Mish- 

awaka, Ind., have been appointed 
4 dealers for the BMW Isetta. 


> * * 


Hancock Adds Edsel 


Hancock Motors, Inc., Sanford, 
N. C., has been named an Edsel 
dealer. The dealership, at 330 
Wicker St. will continue to 
handle Mercury and Lincoln. 
George T. Hancock is president. 

= > = 


Cavallin Opens Ford Deal 


Cavallin Ford is a new dealership 
at Pine City, Minn. Caleb Cavallin 
igs the dealer. 

: 
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Mercer Buys Foreman 


Heywood B. Mercer has pur- 
chased Foreman Motor Sales 
(Chevrolet), Ashville, O.. from L. 
E. Foreman, who had headed the 
company 28 years. The firm has 
been renamed Heywood Mercer 
Chevrolet, Inc. Mercer formerly was 
a partner in Buel Mercer Chev- 
rolet, Marysville, O. 


Willys Appoints 
52 More Dealers 
For Jeep Line 


Fifty-two new dealers were fran- 
chised to handle the Jeep line dur- 
ing October, according 
Watson, general sales manager of 
Willys. 

They are Poulist’s Automotive 
Service, Fall River, Mass.; Trans- 
port Auto Sales, Inc., Milwaukee; 
Stewart Motors, Shelbyville, Ky.; 
Tri-State Motors, Cedar City, Utah; 
Thibodaux Auto Sales, Thibodaux, 
La: D & S Motor Co. O'Neill, 
Neb.: R-L Auto Mart, Rice Lake, 
Wis. 

James Motor Co., Inc., Hays, 
Kans.: Gene’s M Jeep Co., Spring- 
field, Mo.; Vern Peatling Motors, 
Salina, Kans.; Wallingford Pontiac, 
Newport, Wash.; Buffalo Jeep Co., 
Buffalo; Gossett Pontiac Co. 
Quincy, Calif.; Davis Auto Sales, 
Columbus, Ind. 

Thompson Buick Co., West Rox- 
bury, Mass.; Harry Pierce Motors, 
Uvalde, Tex.; Ishler Trailer Sales, 
Dothan, Ala.; Power Drives Jeep, 
Inc., Buffalo; Noseworthy Service 
Station, Inc., Gloucester, Mass.; 
Power Tool Equipment Co., North 
Woburn, Mass.; Rosslyn Auto Body 
Co., Arlington, Va.; Allied Sales, 
Inc., Houlton, Me. 

Clarence J. Russell, Ogdensburg, 
N. Y.; Fair-Way Motors, Inc., Buck- 
hannon, W. Va.; Sky-Line Lincoln- 
Mercury, Inc., Prescott, Ariz.; Cecil 
Corley Motor Co., Gallatin, Tenn.; 
Wood Motor Co., Lake City, Fla.; 
Stromme Motor Sales, Pasco, Wash. ; 
Dean & Lamb Motor Co., Tilla- 
mook, Ore. 

Inland Chevrolet, Pendleton, Ore.; 
Adams Motor Co., Montevideo, 
Minn.; Sheffield Motors, Sweetwa- 
ter, Tex.; Berg Motors, Inc., Akron; 
Slappey Equipment Co., Vernon, 
Tex.; Kennard Buick Co., LaCrosse, 
Wis.; Chapman Motor Co., Win- 
chester, Va. 

Kitch Pontiac, Rocky Ford, Colo.; 
Puluiler Motor Co., El Paso, Tex.; 
San Luis Motor Co. San Luis 
Obispo, Calif.; Pete’s Garage & Im- 
plement, Dickinson, N. D.; Major 
and Thomas, Ellensburg, Wash.; 
Alexander Motor Sales, Lancaster, 
N. H.; Birchard Buick, Inc., Pitts- 
field, Mass. 

Trigg Buick, Inc., LaPorte, Ind.; 
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Weis Buick Co., Decorah, Ia.; Lie- 
belt & Sons, Beulah, N. D.; George- | 
Nielson Motor Co., Dodge City, | 
Kans.; Schaaf Pontiac-Cadillac, 
Hastings, Neb.; Lipp Motor Co., 
Franklin, Neb.; Brandenburg, Inc., 
Mansfield, O. | 


* + = 
Reason Succeeds Gordon 
Rex Reason is the new Buick 
dealer at 221 E. Fifth St., Santa! 
Ana, Calif. He succeeds William R. | 
Gordon, who is retiring from the! 
automobile business. 
* + 
Renault Exclusive Set Up 
MG Motor Sales, Inc., has opened 
a Renault-exclusive dealership at 
17901 Detroit Ave. Lakewood, O. 
William H. Douglas is general 
manager. The firm has two other 


= 





foreign-car dealerships in Lake- 
wood. 





+ 


Hunt’s Rambler Opens 
A new dealership, Hunt’s Ram- 
bler Sales, 230 E. Fourth St., has 
been opened in Fort Wayne, Ind. 


* * * 


Gingrey Opens Branch 
Gingrey Brothers, of Aiken, S.C., 
has opened an Edsel branch in 
Gloverville. Dave Posey, former 
Gingrey sales manager, will man- 
age the branch. 
+ 


* ca 


* * 


Hays Named Sales Chief 

L. E. Barkhouser, president of 
Augusta Motor Sales, Inc. (Ford), 
Staunton, Va., has appointed Eu- 
gene T. Hays general sales man- 
ager and assistant general man- | 
— * * * 


Ogontz Ford Opens 


Richard D’Agostino has opened 
Ogontz Sales & Service, Inc, (Ford), 
at 6146 Limekiln Pike, Philadelphia. 

* = = 


Jacobson Heads Deal 


Henry Jacobson has opened Jay 
Pontiac, Inc., 565 Broadway, Bed- 
(Continued on Page 124, Col, 3) 
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Firestone Buys Plant from U.S. 


AKRON, — A synthetic rubber 
pilot plant and laboratory owned 
by the Government since 1944 has 
been purchased by Firestone Tire 
& Rubber Co. and will be inte- 
grated into Firestone’s synthetic 
rubber operations. 

James E. Trainer, executive vice- 
president, said the purchase in- 


cludes a two-story building and 
six acres of land adjacent to Fire- 
stone’s headquarters buildings in 
Akron. 

Firestone sold the original parcel 
of land to the Government in 1944. 
The laboratory and pilot plant was 
used during World War II to de- 
velop synthetic rubber. 


INSIDE 


the new Buick 





L F AT H E R and you'll love it! 


In all Roadmaster “75” and all Limited models 








with creative manufacturing skills put to work... 


HOUDAILLE makes bumpers by the millions 


The once-humble 


bumper has become a design 


masterpiece... giving distinctive personality and 
sales-clinching eye appeal to sleek modern auto- 


mobiles. Bridging 


the gap between the picture in 


the designer’s mind and the gleam in the cus- 
tomer’s eye is Houdaille’s “know-how” and expe- 
rience in solving knotty production problems. 
That’s why...year after year...the leading 
automobile manufacturers depend on Houdaille 


HOUDAILLE INDUSTRIES, INC. 


Executive Offices: 1280 Main Street, Buffalo 9, New York 


for top-quality bumpers produced to exacting 
specifications. As one of the largest independent 
bumper manufacturers, with a network of modern 
plants strategically located in the United States 
and Canada—plus highly-specialized skills in 
plating, die-making, and deep-drawing— 
Houdaille is geared to meet the volume demands 
of the automotive and other great industries, 


completely and economically. 


at 


HOUMANLE 
* 


ov 


UNITS OF HOUDAILLE INDUSTRIES PRODUCING FROM 41 LOCATIONS IN 7 STATES AND CANADA: Buffalo Arms, Inc., Akron, N. ¥. © Buffalo Hydraulics Division, 
Buffalo, N. ¥Y. © Chicago Division, Chicago, Ill. ® Detroit Division, Detroit, Mich. © Fairmount Tool & Forging, Inc., Cleveland, Ohio © Huntington Division, Huntington, 


West Va. 


© Macon Arms, Inc., Decatur, Ill. 


® Manzel Division, Buffalo, N.Y. © 


Wales-Strippit Company, Akron, N.Y. ¢ 


Houdaille Construction Materials, Inc., 


Morristown, N. J. © Houdaille Industries, Ltd., Oshawa, Ontario © Strippit Tool & Machine Limited, Brampton, Ontario 
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Cadillac Owner 
Sues 2 Dealers 


CARLSBAD, N.M.—Joe Sides 
(Pontiac-Cadillac) here, Galles 
Motor Co. (Cadillac), Albuquerque, 
and Cadillac Motor Car division 
have been named defendants in a 
suit filed in District Court in Al- 
buquerque. 

A Carlsbad farmer and rancher, 
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Hugh M. Moutray, filed the suit 
charging that his ’57 Cadillac was 
“a lemon” when it was sold him 
last January. Moutray asked $5,000 
damages and the return of $7,200 
paid for the car or an automobile 
of the kind and quality contracted 
for and warranted by the defend- 
ants. 

He claimed his ’57 Cadillac had 
been out of operation 50 percent 
of the time. 


INSIDE 





L EAT H E R and you'll love it! 


In five models. Also all Chrysler “300” models 


Across the Nation... 





Auto Dealer Changes 


(Continued from Page 123) 


ford, O. He formerly was a partner| The firm will continue to handle 
in Meisel Motors. Jack Wiemer is| International Harvester im ple- 
new and used-car sales manager of| ments and trucks as well as 
the new firm, Kenneth Swan parts| Dodge cars and trucks. 


manager and Anthony Holliday * * * 
service manager. Dodge Signs Hebeler 
° Hebeler Motor Co. has been 
Hallberg Adds Buick named a Dodge-Plymouth dealer at 


C. M. Hallberg, Pontiac dealer at/ Vermillion, S. D. Dewey Hebeler is 
Forest Lake, Minn., has taken over | the owner. 
the Buick dealership formerly oper- » & -&@ 
ated by Earl Spring. He will con- 
solidate the new franchise with his| Northwest Adds DeSoto 
Pontiac and GMC truck operation. M. C. Fitzgerald and F. H. Eas- 
* * ber, owners of Northwest Motors 


Murphy, Bahls Consolidate (Chrysler - Plymouth - Imperial). 


Murphy Motors (Chrysler- franchi DeSoto. 
Plymouth) has consolidated with " on = _ e ” 
Bahls Motor & Implement Co., ‘ 
Hastings, Minn, Murphy Motors Crawford, oe Neill Buy Deal 
will vacate its building at 310 Ver- Sam Crawford jr., and Eugene 
million St. and move into Bahls | O’Neill have purchased Pine Island 
headquarters at 1017 Vermillion. | Ford Co., Rochester, Minn., from 
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Institutions 


Bulky Parts 


{ 


/¥__| 


\ 





| 










(rer 
















Ay 
V'\ 
V 


\ 


EB 
_ Se 
— = 
is — 
“a , 
gate SS Es |i me 


Storage Problem? 





These Lyon racks provide the exact answer be- 
cause they are completely adjustable and can 
be adapted to almost any requirement. Parts, 
no matter how long or bulky, can be stored 
neatly by group or part number sequence. Faster 
location. Closer inventory control. Easier 
ordering. 


Your Lyon Automotive Distributor is thor- 
oughly qualified to lay out and install a com- 
plete parts department for you. Why not talk 
to him? He can save you space, time and money 
—increase your Parts Department profits. 

Write for the Lyon Automotive Equipment 
catalog and name of your nearest Lyon Auto- 
motive Distributor. 


METAL PRODUCTS, INC. 


General Offices: 1290 Monroe Avenue, Aurora, lilinois 
Factories: Aurora, lilinois ¢ York, Pennsylvania 
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Helena, Mont., also have received |has named Harry A. Snodgrass 


— 


Bill Brossard. They will operate ‘he 
firm under the name of Crawford. 





























































O'Neill Ford. i 
5 s. 2 = 
Grady Pontiac Opens 

Jim Grady Pontiac, 22 N. First 

St., Newark, O., held its grand ope n- 
ing. Gene Sitton is new-car mzun- | 
ager and John Eshelman is used.-§ 
car manager. ning 
* * deal 
3 Dealers Switch Lines 1 
Changes have been made in sal 
three dealerships at Rapid City, Lo 
8. D. James Motor Co. has given kir 
up its Buick franchise and will Ge 
have the exclusive dealership for des 
Imperial, Chrysler and Plymouth E 
formerly held by Pier Motors. f 
Pier now will handle DeSoto and § ° 
Dodge. Wilkins & Brekhus has § PF 
discontinued its dealership and § *# 
now is handling only used cars, § bus’ 
* * ® oO 
Yarnall Names Snodgrass eacl 
Yarnall Chevrolet, Inc., Chicago, sate 
manager of the car-leasing depart- § Pet 
ment. to! 
. * * “] 
Gilbert Takes Dodge fielc 
Gilbert Motor Co. Sabetha, § 
Kans., has been appointed associ- nin; 
ate Dodge-Plymouth dealer in B 
Sabetha, Gilbert is an associate | 
of Howe Motor Co., Beatrice, Neb, 9 PT° 
+ . = a 
Sharp Opens Supermart able 


Dale Sharp has opened the first 
foreign-car supermarket in Topeka, 
Kans., at 509 Van Buren. He is dis- 
playing MG, Austin-Healey, Morris- 
Minor and Renault. He said he 
plans to add Vauxhall later. 


> > = 


Anderson Selling Pontiac 


Anderson Pontiac, 5245 Lyndale 
Ave. S., Minneapolis, has re- 
ceived a Pontiac franchise. Oliver 
G. Anderson is president and 
general manager of the firm, 
formerly known as Parkway 
Motor Co. 


* > * 


Proman, Landquist Team Up 

Sam Proman, former general 
manager of Downtown Chevrolet 
Co. and Friendly Chevrolet Co., 
Minneapolis, and A. S. (Ozzie) 
Landquist, formerly with Hopkins 
Motor Sales Co., Hopkins, Minn., 
have taken over Wayzata Motors, 
Inc. (Dodge-Plymouth) at Wayzata, 
Minn., near Minneapolis. Proman 
is president and Landquist sales 
manager. 

- - 


Settle and Robison Sell 


For the first time in 35 years, 
there will not be a Settle or a 
Robison Chevrolet dealership in 
Butts County, Ga. Sale of Settle 
and Robison, Inc., Chevrolet 
dealership for Jacksonville and 
Butts County since 1922 and one 
of the oldest in point of service 


in the state, has been announced Li 
by D. P. Settle and T. E. Robison. Fr 
Purchasers are three Jackson ert 
businessmen who have incorpor- tor 
ated the firm under the name of Ve 
ABW Chevrolet Co. Officers of Ba 
the new firm are Rufus Adams, an 
Everett Briscoe and L. C. Webb. s. 
* * « , 

Murphy Chevrolet . 
Murphy Chevrolet, Inc., Canton, to’ 
N. C., has held grand opening at 55 § gg, 
Clyde St. R. E. Murphy is sales Re 
manager and R. M. Murphy, presi- Cl 
dent. Ge 
+. * + Pz 

New Baltimore Deal Pu 
John A. Lynham has been made - 


president of Baltimore’s newest 
Ford dealership, University Ford, 
Inc., which formerly was Univer- 
sity Motors Co, Located at 29th St. 
and Remington Ave., University 
Ford, Inc., is owned by Moore- 
Grear Co., of Washington, a 
management company which owns 


and operates 14 Ford and two Bi 
Lincoln-Mercury dealerships from oe 
Salem, Mass., as far west as Kan- op 
sas City. ec 
” * . ge 
Redwine Buys Ford Deal | 
Harold Redwine, Pratt, Kans., has sil 
purchased McCoy Motor Co. (Ford) co 
at Greensburg, Kans. Redwine had pa 
been with Swinson Motor Co. tic 
Pratt, for 10 years. Bi 
* * di 
Snyder Expanding , 
Jack Snyder, of Snyder-Lynch Jj ( 
(Dodge-Plymouth), Hollywood, N 
Calif. will open a new Dodge th 
dealership in Reseda, Calif. 
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’ the Indianapolis installation. 
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Dodge Dealers Report . . . 
Look-Ahead Planning Pays 


DETROIT. — Look-ahead plan- 
ning pays off, according to Dodge 
dealers around the country. 

The secret of volume selling is 
salesmen’s training, according to 
Lou Sappenfield and Bob Haw- 
kinson, sales managers for 
George W. Bowers’ two Dodge 
dealerships in Chicago. 

Every salesman gets three weeks 
of training before he talks to a 
prospect. “And this is complete 
training on every phase of the 
business,” Sappenfield explains. 

Once on the regular sales force, 
each salesman attends daily staff 
meetings, some devoted to product 
information and others to sales ex- 
periences which are thought useful 
to newer members, 

“Even more important,” Sappen- 
field says, “we ask the new men 
to outline their program for the 
coming day. That keeps them plan- 
ning ahead for sales.” 

Bowers’ salesmen work on a 
profit- -sharing commission system, 
receiving 20 to 30 percent of the 
net profit, depending on how profit- 
able the deal was. Sales annually 


S-P Franchises 


Awarded to 14, 
Mercedes to 12 


SOUTH BEN D.—Studebaker- 
Packard Corp. has announced that 
it has granted 14 S-P and 12 
Mercedes-Benz franchises. 

New S-P dealers are: 

Johnson Motor Co., 135 Albany 
Ave., Waycross, Ga; Bowland 
Studebaker-Packard Co., 537 S. 
Sixth, Paducah, Ky.; Harry Smith 
Motors, 907 S. State St., Jerseyville, 
Ii; Jones Implement & Farm Sup- 
ply, Park Rapids, Minn., and Bo- 
land Motors, Inc., 369 Center St., 
Manchester, Conn. 

Al DeMark Auto Service, 402 S. 
Tejon St., Colorado Springs, Colo.; 
Quality Motors, Inc., 314 N. Broad- 
way, Tyler, Tex.; Webster’s Motor 
Sales, S. Center St., Ext. R. D. 2, 
Grove City, Pa, and Lehigh Motor 
= Inc., 6637 Touhy Ave., Niles, 


ees Motors, 1030 Washington 
St., Covington, Ga.; Morrow-Cahoon 
Motors Co., 311 S. First St., Yakima, 
Wash.; Suburban Body Sales & 
Service, 27249 Center Ridge, West- 
lake, O.; Roewardt-Thomson, Inc., 
Eighth at Clara Ave., Sheboygan, 
Wis., and D & S Motors, 524 E. 
First St., Santa Ana, Calif. 

New Mercedes-Benz dealers: 

Sawyer Service Station, 460 E. 
Lincoln Highway, DeKalb, IIL; 
Frost & French, Inc., 230 S. West- 
ern Ave., Los Angeles; Resort Mo- 
tors, Inc., 1600 Fremont St., Las 
Vegas, Nev.; Follins’ Service, 7201 
Baltimore Ave., College Park, Md., 
and Al DeMark Auto Service, 402 
8. Tejon St., Colorado Springs, Colo. 

Brazos Motor Co. 1211 Texas 
Ave., Bryan, Tex.; Anderson Motor 
Co., Inc., 239 W. Front St., Burling- 
ton, N. C.; Wm. J. Sweeney & Sons, 
6800 Mission St., Daly City, Calif.; 
Roewardt-Thomson, Inc., Eighth at 
Clara, Sheboygan, Wis.; Paviol’s 
Garage, 254 E. High St., Carlisle, 
Pa.; Morlee Motors, Inc., 213 W. 
Putnam Ave., Greenwich, Conn., and 
Nodler-Taylor Motors, 1070 Water 
St., Meadville, Pa. 


Indianapolis Depot 
Opened by Buick 


FLINT.—A new parts warehouse 
designed to amplify service for 
Buick dealers and owners in the 
central United States has been 
opened at Indianapolis, it is an- 
nounced by Edward C. Kennard, 
general sales manager. 

The warehouse, 16th in a chain of 
Similar Buick installations from 
Coast to coast, is part of an ex- 
Pansion prcgram affecting all sec- 
tions of the country. It will serve 
Buick dealers and owners in In- 
diana, Kentucky, West Virginia 
and ‘parts of Missouri and Ohio. 
Ivan H. Smith, formerly in charge 
of the Buick warehouse at Hillside, 
N.J., has been made manager of 


run from 3,000 to 4,000 new cars. 


Does the training program make 
money for salesmen? 

“Our newest man sold 21 units 
the month after completing his 
training,” Hawkinson says. “He 
made $1,300 that month and he’s 
just starting.” 

Walter q. Knapke jr. is top 
salesman for Stapleton & Schnei- 
der Motor Sales, Inc. (Dodge- 
Plymouth), Jackson Heights, 
N. Y., and repeat business gets 
the credit. 

Knapke, with the dealership nine 
years, estimates his repeat business 
at 80 percent. He sold 30 cars and 
46 trucks, all new, in the first four 
months of 1957, putting him at the 
head of the eight-man sales force. 

Personal and social contacts and 
effective use of the 60 “bird-dogs” 
used by the dealership are Knapke’s 
formula for repeat sales. 

“Once the prospects come in,” he 
explains, “I give them every per- 


| 














in a few lunches, dinners and ball 
games and you've got the secret to 
repeat business.” 


It worked so well last year, 
Homer V. McLoed is planning a 
sneak preview of the 1958 models 
for teen-agers at LeFlore Auto 
Co. (Dodge-Plymouth), Green- 
wood, Miss. 

McLoed’s daughter Nancy, 17, 
was the inspiration for the first 
preview. Some 140 teen-agers 
turned out for the Saturday after- 
noon showing in a curtained-off 
display room. 

Records provided background 
music and soft drinks and cookies 
were served. McLoed wound up 
with a fine list of future prospects. 

“We got plenty of word-of- 
mouth advertising from the show,” 
McLoed said, “and we're looking 
for an even better preview this 
year.” Theme for the 1958 preview 
will be “Reckless Driving Is Kid 
Stuff.” 

Rolfe and Wood, Bozeman, Mont., 
sent out a 12-page booklet on the 
firm and its personnel as part of 
its 10th anniversary celebration. 

The booklet was well received 
by the dealership’s customers and 
friends. 
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| sonal consideration I know. Throw Specialists Splitting Inch 


Into a Tenth of One-Millionth 


DAYTON, O.—A nationwide team 
of Government and industry 
scientists is getting ready to give 
the familiar inch a thin time—cut 
it down to absolutely measurable 
slices as small as one tenth of one- 
millionth, 

“Project Split Inch” is now enter- 
ing its second year, according to 
Colonel William J, Darmody 
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(U.S.A, ret), technical specialist in 
charge of coordinating the Sheffield 
Corp.’s research contributions to 
the program, The Dayton company 
is cooperating with the Bureau of 
Standards and with other precision- 
minded companies in the joint 
Government - industry research 
project, 


More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 


INSIDE 


the new Lincoln 





L E AT Ki E R and you'll love it! 


In all Premiere models and all Continental Mark III models 





YOU would be “‘penny-wise”’ and “dollar-foolish” to supply less than the best! 


Wagner Lockheed Brake Fluid 


has all these advantages! 


Chemically balanced —with just the right amount 


of costly type lubricant to assure proper lubrication to 
all parts of the brake system. 


Chemically balanced —with exactly enough mois- 


ture absorbing properties so that metal parts in brake 
system will not rust or corrode. 


Chemically balanced — with the correct proportion 


of all ingredients required to assure an all-season fluid 
that maintains high operating temperature character- 
istics, yet functions in sub-zero temperatures. 


Chemically balanced —to maintain chemical char- 


acteristics even after long use. 


@ Surpasses S.A.E. specifications. 
Top quality... 


Forms no gummy residue. 
Does not evaporate rapidly. 
Used by vehicle manufacturers. 


... has consumer acceptance. 


For details, write for a FREE copy of Service Manual HU-17H. 


Wagner Electric Corporation 


6393 Plymouth Ave., St. Louis 14, Mo., U.S. A. 
(Branches in principal cities im U.S. and in Canada) 


no safer brake fluid on the market. 
Does not cause deterioration of rubber cups or hose. 


Nationally advertised in The Saturday Evening Post 


12 oz., quart, gallon, 5, 30 and 54 gallon containers. 


457-3 





LOCKHEED HYDRAULIC BRAKE PARTS and FLUID © CoMaX BRAKE LINING » NoRol » AIR HORNS + AIR BRAKES © TACHOGRAPHS » ELECTRIC MOTORS + TRANSFORMERS + INDUSTRIAL CRANE BRIDGE BRAKES 
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Stewart-W arner 


Sales, Profits Dip 


Stewart-Warner Corp. reported 
sales of $86,692,128 and earnings of 
$4,577,440 for the nine months ended 
Sept. 30. Both figures were slightly 
below the results for the first three 
quarters of 1956. 

Sales were 3 percent behind last 
year’s total of $89,017,715, while 
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earnings trailed 1956’s $4,650,228 by 
2 percent. 

The company said sales of com- 
mercial products were somewhat 
higher this year than last. The 
overall decline was attributed to 
the fact that third-quarter opera- 
tions were influenced favorably 
last year by the billing of a sub- 
stantial contract termination claim. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-round friend. Use it often for statis- 
tics, buyer information and personnel data. 


INSIDE 





L E AT H E R and you'll love it! 


In three “Super 88” and three “98” models 


Auto Personnel 


O. D. Thomas has been named 
Dodge regional manager in Chicago. 
He had been Atlanta regional man- 
ager. 

Thomas joined Chrysler division 
in 1954 and was named to the At- 
lanta post with Dodge in February, 
1956. 


+ + * 


Thompson Heads L-M Area 


R. M. Thompson, former district 
sales manager for Mercury in the 
Twin Cities, has been named dis- 
trict manager for Lincoln-Mercury 
in the same area. 

+. * * 


2 Executives Join Mack; 
2 Others Are Moved Up 


Appointment of two new execu- 
tives and the promotion of two oth- 
ers in the engineering division have 
been announced by Mack. 

Allen H. Glasenapp has joined 
Mack as executive assistant to the 
engineering vice-president and 
Irvin G. Detra has been named ex- 





ecutive engineer in charge of the 
gear-design department. Winton J. 
Pelizzoni has been promoted to as- 
sistant executive engineer, and Don- 
ald L. Manning has been named 
executive engineer of the bus-design 
department at Mack’s Sidney (O.) 
division. 
* + * 


Bear Appoints Marriott 


As Adviser on New Product 


Lee Marriott has been appointed 
to the newly created position of 
technical adviser at Bear Mfg. Co. 

Marriott will coordinate develop- 
ment and sales program activities 
of the firm’s new Autorol, roll-test- 
ing device designed to bring road- 
testing into the shop. 


* * = 
Bolta Promotes Russo 


To Sales Service Chief 
Frank Russo has been pro- 

moted to the position of sales 

service manager of General Tire 





Engineering the future today: 





COMPLETE 


FUEL SYSTEMS 


ee ee oe 


DIVISION OF 


MODERN 


the car couldn’t run 
without him 


No wonder professors of economics like to use the American auto- 
mobile as a classroom example of industry working with industry. 
Without the many different parts supplied by hundreds of automotive 
parts manufacturers, the cars of today would never reach the road. 


automotive parts supplier 








Nor would they improve tomorrow. The fact is, creative ideas flow 
both ways inside the big and lively automotive family. Sometimes a 
car maker demands a new part and the supplier has to sweat to make 
it. Sometimes the supplier has the bright idea. Either way, it’s the 
car buyer who gets the benefit. 


4 


This two-way traffic in ideas keeps the entire industry always alert 


for the new and the better. At Carter, too, we never cease this search 
for new ways to pioneer in fuel systems development. 
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& Rubber Co.’s Bolta Produ: ts 
division in Lawrence, Mass. 

He replaces J. A. Wilcox, wno 
has been appointed production 
control manager. Russo has becn 
with Bolta more than 10 years. 


* * x 


Mystik Promotes Grovak 

Clifford C. Grovak has been ap. 
pointed comptroller of Mystik Ad- 
hesive Products, Inc. He joined 
Mystik in 1949. 


* * * 
|General Tire Promotes 


2 Managers in West 


Promotion of Joseph S. Peixotto 
to West Coast manager of truck 
branch operations for General Tire 
& Rubber Co. has been announced 
by L. L. Higbee, trade sales man- 
ager. 





Robert Saint-Evens has been pro- 
moted to succeed Peixotto as man- 
ager of the company’s Portland 
(Ore.) sales division covering the 
Northwest. 

















































Chevrolet Promotes Heidel 


In Business Management 


Frank C. Heidel has been 
named an assistant national man- 
ager of Chevrolet’s business man- 
agement department. 

Heidel, who joined the com- 
pany in 1947 as a district man- 
ager in the St. Louis zone, has 
been business manager of the 
Rocky Mountain region at Den- 


ver. 
+ * * 


Ford Moves Langridge 


To Foreign-Car Position 


A. H. Langridge has been named 
an area sales representative for the 
foreign products branch of Ford 
Motor Co., H. M. MacDonald, Los 
Angeles-area sales representative, 
announced. 

Langridge, who had been assist- 
ant district sales manager for Mer- 
cury in Denver, will assist Mac- 
Donald in working with Southern 
— dealers for the English 

ord, 


. > > 


Buick Moves Feddersen 


Roy V. Feddersen, former Buick 
assistant zone manager in Denver, 
has been named to a similar post 
in Minneapolis. Lyle Carpenter, 
former Minneapolis district man- 
ager, replaced Feddersen in Denver. 


Monroe Auto Appoints 
Bickel Vice-President 


Monroe Auto Equipment Co. 
has announced appointment of J. 
E. Bickel as merchandising vice- 
president. 

Bickel has been with Monroe 
13 years. He became sales man- 
ager of the replacement division 
in 1948 and director of merchan- 
dising in 1956. 
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Washington Representative 


Appointed by Checker 


Deliveries of Model A-8 Checker 
Cabs are now being made in Wash- 
ington through Checker’s newly ap- 
pointed sales representative for that 
area, Imperial Corp., 448 New York 
Ave., N. W. 

The premises of this operation, 
under the management of Gene 
Fish, will also serve as a parts and 
service depot for Checker. 

” * * 


Bell Joins White 
Norman H. Bell, former general 
manager and director of Brandford 
Coach & Body Ltd. has joined 
White Motor Co. of Canada Ltd., 
as executive assistant to the presi- 
dent. 


Ss Pre Py 


General Tire Promotes 


Majors to Manager’s Post 


General Tire & Rubber Co. has 
promoted Merrill E, Majors to West 
Coast manager, national-account 
sales. 

Formerly regional manager in the 
retail-stores division, Majors has 
been with General Tire for almost 
35 years. 


YPN@eu aw 


* - 


Dotts Gets New Post 
John R. Dotts has been appointed 
national sales manager for Miles- 
master, Inc., Chicago. 
* + + 


Barnes Ups Jackson 
Don A. Jackson has been pro- 
moted to factory manager of 
Wallace Barnes Co., Ltd., Hamilton, 
Ont., Canadian subsidiary of As- 
(Continued on Page 127, Col. 1) 


a oh ee 





» Wo 
action 
| becn 
years. 


pak 

en ap 
ik Ad. 
joi ned 


~ixo tte 
truck 
\l Tire 
unced 
man- 


n pro- 

man- 
rtland 
g the 


lel 


man- 
man- 


com- 


, has 
| the 
Den- 


amed 
or the 
Ford 


ative, 


ssist- 
Mer- 


thern 
iglish 


3uick 
nver, 


-nter, 
man- 
nver. 


cker 
‘ash- 
y ap- 


York 


ition, 
Gene 
and 


1eral 
ford 
ined 
Ltd., 
resi- 


has 
Nest 
ount 


| the 
has 
most 


nted 
iles- 


pro- 


ton, 


AUTOMOTIVE NEWS, DECEMBER. 2, 1957 





, Auto Personnel 


(Continued from Page 126) 


automotive division of R, E. Dietz 
Co., Syracuse. 

Mansman will conduct sales train- 
ing schools and assist jobbers and 
distributors with sales promotion 
programs. 


sociated Spring Corp. He succeeds 

Douglas Park, appointed purchas- 

ing agent of Associated Spring’s 

B-G-R division in Plymouth, Mich. 
* + + 


Regenstein, Hartman Picked ae gh 


division. Marr formerly was gen- 
eral manager of Middle Atlantic 
Transportation Co. 


* * * 


Blackhawk Ups McCreight 


James R. McCreight has been 
appointed territory manager for 
Blackhawk Mfg. Co., Milwaukee. 
His territory includes Kansas, Ne- 
braska, Southwest Iowa and West- 


ern Missouri. 
* #* 


Sted Gets Sales Post 


Norman M. Sted, who started 
with American Steel & Wire di- 
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Pittsburgh Glass Reports Net Up 


Sales of Pittsburgh Plate Glass| net earnings of $42,793,551 for the 
Co, and its subsidiaries for the| corresponding period of 1956. 
nine-month period ended Sept. 30 Third-quarter sales were $160,- 
were $471,651,363, compared with| 564,041, compared with $146,057,686 
$438,576,634 for a like period of|reported for the third quarter of 
1956, said David G. Hill, president.| 1956. Net earnings for the third 

He reported net earnings for the| quarter were $14,372,630, Hill said, 
first three quarters were $43,612,000,| compared with $12,535,463 a year 
an increase of about 2 percent over | ago. 








As Arvey’s Top Officials 
Joseph Regenstein jr., Chicago, 
has been named chairman of the 
poard of Arvey Corp., succeeding 
his father who died. 
Robert S. Hartman, also of Chi- 
cago, former executive vice-presi- 


dent, has been elected president, 
* * = 


Wearly Heads Joy 

William L. Wearly has been 
elected president of Joy Mfg. Co., 
manufacturer of heavy mining and 
industrial equipment. A. B. 
Drastrup was elected executive 
vice-president to fill the position 
formerly held by Wearly. 

ca 


Eberhart Joins Autoquip 
Autoquip Corp. has announced 
the avian of W. W. Eberhart, 
former Central division manager 
of Rotary Lift Co., as sales-distri- 
bution vice-president for the oil 
hydraulic-lifting devices division. 
* 


Kelsey-Hayes Ups Lloyd 

Reese Lloyd, president of Heintz 
Mfg. Co., Philadelphia, has been 
appointed vice-president of Kelsey- 
Hayes Co., Detroit. Lloyd will con- 
tinue as president of the newly 
formed Heintz division of Kelsey- 
Hayes. 


> * > 
Cadillac Ups Lindburg 
E. H. Lindburg has been pro- 
moted to used-car manager for the 
San Francisco branch of Cadillac. 
He succeeds Elmer Hubacher, who 
has been transferred to the Los 
Angeles branch as general sales 
manager. — 


Waterman Joins Mathieson 


George A. Waterman has joined 
Olin Mathieson Chemical Corp. as 
director of product sales and engi- 
neering for Olin Aluminum. He had 
been extrusion sales manager for 
Kaiser Aluminum & Chemical 
Sales, Inc., Chicago. 

* > 


GMAC Names Fox 


E. Hunter Fox is the manager of 
the Atlanta office of General Mo- 
tors Acceptance Corp., succeeding 
Ben T. Perry, who is away on med- 
ical leave. ° 


. * > 


DeSoto Promotes 4 


Cass V. Miller, 42, has been ap- 
pointed personnel manager of De- 
Soto. John T. Beattie has been 
named supervisor of engineering; 
A. J. Fincham, body trim superin- 
tendent, and E. Richard McPhee, 
material handling engineer. 

> > = 


Baughman to DeSoto 

Jack L. Baughman has been 2p- 
pointed assistant regicnal manager 
for DeSoto’s San Francisco region. 
He formerly was with the Plym- 
outh regional office in San Fran- 
cisco. 

7 > 7. 

Knierim Named Supervisor 


By National Bonded Cars 
William Knierim is the first of a 
group of field supervisors to be 
named by National Bonded Cars, 
Inc., to work with the firm’s ve- 
hicle inspectors. 

He joined the firm in 1953 and has 
pprved in sales and inspection posi- 
ions. 


2 * * 
Plymouth Ups Voldahl 
Leon O. Voldahl has been ap- 
Pointed systems and procedures 
Manager of Plymouth. He succeeds 
Jehn T. Griffin, transferred to 
Chrysler Corp. comptroller staff. 
* * * 


Garlock Names Wrobbel 


Raymond J. Wrobbel has been 
named product manager of the 
Klozure oil seal line of Garlock 
Packing Co., Palmyra, N. Y. 

” * + 


Diets Appoints Mansman 
Field Representative 


James J. Mansman has been 
named field representative for the 


| 


| 


Fafnir Promotes Golden 


J. Porter Golden has been named 
Atlanta regional manager of Fafnir 
Bearing Co. He succeeds A. G. 
Laughridge, who retired. 


* + + 


Stenberg Gets New Post 


Robert A. Stenberg, formerly 
Chevrolet district manager in 
Rochester, Minn., has been named 
to the newly created position of 
city truck manager for Chevrolet 


in the Minneapolis zone office. 
* * * 


Marr Joins R. L. Polk 
Sherman S. Marr has joined R. L. 
Polk & Co. as a member of the 
sales staff of the motor statistical 


area sales manager. 
+ a7 * 


ist for 10 years. 
o + 





Servicemen, construction workers, retired couples, 
married couples in school and other newly-weds . . . 
Americans by the tens of thousands find carefree 
mobilehome living the ideal way of life for them. 
As an industry, the manufacture and sale of mobile- 
homes is one of the fastest growing in the nation. 


NASHUA’ MFG. 


Six Facteries 
to save you freight 


Kansas City 16, Mo. Macon, Ga. Wichita Falls, Tex. 
Cave Rrd. & ~ | 169—Route 12 1205 Hightower Rd. 1020 Vermont 
Phone GL 2-5800 Phone 2-7344 Phone 723-7839 
Boise, Idaho Montoursville, Pa. Tulare, Calif. 
Route 4—Gowen Field 304 Streibeigh Route 4, Rankin Field 
Phone 2-5651 Phone Williamsport 8672 Phone 6-3437 


vision of U. S. Steel Corp, as an 
office boy, has been named central 


Quaker Promotes Gorman 

Appointment of Thomas J. Gor- 
man as director of purchases, 
Quaker Rubber division, H. K. Por- 
ter Co., Philadelphia, has been an- 
nounced, He had been chief chem- 


Goodenberger Promoted 


In Goodyear Service Sales 
Harry T. Goodenberger, assistant 
manager, auto tire sales, has been 
(Continued on Page 128, Col. 3) 
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the new Mercury 





L E AT H E R and you'll love it! 


In the Park Lane Convertible 








Double your profits _......:. 


country, more and more dealers will tell you the same thing! The hottest 
thing in the auto business today is “MOBILEHOMES”. 


The mobilehome industry is one of the fastest growing in America. And 
it’s a business that offers outstanding opportunities to the auto dealer. 
In almost all cases, no additional personnel, facilities or financing 
arrangements are required. You can get into a highly profitable business 
with an amazingly low investment. 


You'll find no mobilehome is easier to sell than Nashua, “The World's 
Lowest Priced, Quality Mobitehome”. Nashua is a high sales volume 
manufacturer. The company produces standard models only, employs 
cost-cutting assembly line production techniques, also is able to effect a 
big savings in its mass purchasing of all materials. The result is a 
quality mobilehome at a price no one can match. 


Why not get all the details. Just fill out and mail the coupon below. 
Mail it to the Nashua factory nearest you. No obligation, of course. 














! Please tell me how | can become a Nashua, mobile- ! 
3 i 
' home dealer: i 
§ 4 
g Company : 
E Street . 
é i 
h City State t 
iL i 
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FIRST 


iN TOTAL DAILY CIRCULATION 


New leader among Houston newspapers is The Houston Post. Total 
daily circulation of The Houston Post is now largest of any Texas daily, 
morning or evening: 213,198.° The best newspaper buy in the South's 
Number One market is The Houston Post—first in total daily circulation. 
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(Continued from Page 127) 


appointed manager of the service 
sales and equipment division for 
Goodyear Tire & Rubber Co. 

He succeeds Max F. Moyer, who 
requested to be relieved of the as- 
signment following his recuperation 
from an illness. Moyer has been 
placed on special assignment in the 
tire departments. 

* « aa 


Ludwig to Manage Sales 


At Bearings Co. of America 


Howard W. Ludwig has been ap- 
pointed sales manager of Bearings 
Co. of America division, Federal- 
Mogul-Bower Bearings, Inc. 

Ludwig succeeds Walter T. Camp, 
who has been appointed general 
manager of the firm’s Arrowhead 
Products division. 

+ 


J &L Appoints Derr 


Assistant Sales Chief 


Russell F. Derr has been ap- 
pointed assistant general sales 


manager for Jones & Laughlin) 


Steel Corp. 

Derr has been Detroit district 
sales manager for Pittsburgh Steel 
Co. since February, 1952, and before 
that had spent 13 years with Gen- 
eral Motors in various capacities. 
In his new capacity with J & L, his 





offices will be in Detroit. 
* > - 


Timken Names Hall, Kennedy 


To Branch-Office Posts 


R. P. Hall has been named branch 
manager of Timken Roller Bearing 
Co.’s Atlanta office and Earl L. 
Kennedy has been appointed branch 
manager of the Memphis office. 

Hall joined the firm in 1939 as a 
fleet service man in the Los An- 
geles office. Kennedy started with 
the company as a sales representa- 
tive covering southern New Jersey, 
Delaware and Maryland in 1947. 

> 7 . 
Fruehauj Ups Biggers 

Election of R. N. Biggers as vice- 
president and general manager 
of Hobbs Trailers division of 
Fruehauf Trailer Co. has been 
announced, Biggers, who will be 
headquartered in Fort Worth, Tex., 
succeeds William E. Grace, who re- 
cently was elected executive vice- 
president of Fruehauf. Biggers has 
been with Hobbs since 1939. 

> .m 


> 


Moran Joins Avis 


John P: Moran, Warwick (R. L), 
businessman, has been named 
comptroller of Avis Rent-a-Car 
System. 

> > > 
American Latex Ups 2 

American Latex Products Corp., 
Hawthorne, Calif. has announced 
the election of T. Patrick Dougan 
as executive vice-president and 
general manager, and Glen E. Mal- 
lory as treasurer and vice-presi- 
dent. 


> > > 


Neubauer Elected President 


Of Columbia-Southern 


Joseph A. Neubauer has been 
elected president of Columbia- 
Southern Chemical Corp., wholly 
owned subsidiary of Pittsburgh 
Plate Glass Co. 

He succeeds Edwin T. Asplundh, 
who has been elected board chair- 
man of the Pittsburgh Plate Glass 


and Columbia-Southern. 
> = oF 


Hostetler Named to Head 


L-M Sales in Denver Area 


Clinton L. Hestetler, with Mer- 
cury in Denver since 1954, has been 
appointed Denver district sales 
manager for the Lincoln and Mer- 
cury division. 

Under the new organization, said 
Joseph E. Bayne, general sales 
manager, major merchandising and 
sales functions have been grouped 
by geographical areas and car lines 
to provide the most efficient serv- 
ice to dealers and the division. 

> * 7 


Funston Elected Chairman 
Of Firestone of Canada 


Directors of Firestone Tire & 
Rubber Co. of Canada, Ltd., have 
elected William H. Funston, former 
president, as chairman. 

T. M. Mayberry, former executive 


vice-president and treasurer, has 
been appointed president. R. I. Ray- 
croft, former general sales man- 
ager, has been named sales vice- 
president. D. R. Caskie, former 
assistant treasurer, has been named 


treasurer. 
” + = 


Mulroony Appointed 


Edward J. Mulroony has been 
appointed district manager in New 
York for Baker-Raulang Co. He 
will assist dealers in the promotion 
and sale of Baker industrial trucks 
from Maine to Virginia. 

= + = 


Grotjahn Heads Firm 


Harold E. Grotjahn has been 
elected president of Twin City En- 
terprises, Inc., St. Paul. Twin City 
Enterprises will handle sales of 
the new German DKW in the 
Upper Midwest. 


* ™ * 


Park Gets Buying Post 


Douglas M. Park has been named 
purchasing agent for Associated 
Spring Corp.’s B-G-R division, suc- 
ceeding Norman R. Gardner who 
has been assigned to the comp- 
troller’s office. Park had been fac- 
tory manager of the company’s 
Canadian subsidary. 

> * = 


Three Zone Executives 


Promoted by Chrysler 


Frank H. Eustis has been ap- 
pointed manager of the Cincinnati 
zone for Chrysler Corp.’s automo- 
tive group marketing organization. 

Gordon H. Barnes, former Plym- 
outh regional manager in Charlotte, 
N.C., was named Cincinnati Plym- 
outh regional manager, and James 
E. Sedam, former Cincinnati zone 
business management manager, 
was appointed assistant Chrysler 
regional manager. 

> > > 


Ceazan Moves Stat 
Harry Stat has been named mer- 








chandise manager of J. N, Ceazan | 
Co., California, Arizona and Nevada 


For Present Products... 


New Markets 





DETROIT. — A planned program 
for adaption of present products to 
meet the demands of new markets 
can be a profitable answer for 
many firms in this competitive era, 
Henry M. Kidd, sales vice-president, 
DeVilbiss Co. told the annual meet- 
ing of the Equipment and Too! In- 
stitute. 

“With the steady rise in costs 
of labor and materials, it becomes 
essential for a manufacturer to 
get maximum production from 
his available facilities,” Kidd de- 
clared. 

He revealed that his firm, manu- 
facturer of spray finishing equip- 
ment, has established a separate 
department charged with “taking 
a long look at all our products, 
breaking them down into their 
components, and then attempting 
to find where all or some part can 
be used.” 

“Trade magazines, newspapers 
and research bulletins, when care- 
fully read, provide valuable leads 
to new markets,” he said. 

He cited several examples of the 
success of his company’s program. 

A*‘hand oil gun used in industry 
was adapted for marking timber. 
Where previously a man on horse- 
back forced his way through under- 
brush to daub paint with a brush on 
trees to be cut, a lumberman can 
use his modern hand gun to target 
trees with accurate markings at 
easy-to-see levels from distances as 
far as 20 feet. 

A medicinal spray was supplied 
with special fittings to permit 
spraying a chemical to remove cor- 
rosion from hard-to-get-at electrical 
contact points in TV sets, radios 
and other electronic devices. 

A purse perfume atomizer was 
adapted to provide, when desired, 
odorants to be blown out by the 
fan of room air conditioners to 
overcome staleness, smoke, etc. 
An advantage is a removable, re- 
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distributor for Dayton rubber pr. 4. 
ucts. Stat, who has been connec ed 
with the rubber industry for more 
than 30 years, formerly was m:n- 
ager for Ceazan in San Diego. 

* * * 


General Tire Ups Dalsky 

Karl A. Dalsky has been pvo- 
moted from manager of commercial] 
tire sales to manager of commer- 
cial products and development {or 
General Tire & Rubber Co. Dalsky 
had headed General’s truck tire 
sales more than 25 years. 

= * om 


Houdaille Ups Saltarelli 


Gerald C. Saltarelli has been 
named to the newly created posi- 
tion of senior vice-president, Hou- | 
daille Industries, Inc. He will be 
responsible for all Houdaille manu- 
facturing plants and units. Saltar-} 
elli formerly was operations vice- 
president. 
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General Tire Promotes 


Gillen and Donovan 


General Tire & Rubber Co. has 
announced the promotion of James 
Gillen to sales manager of uphol- 
stery sheeting for the Pennsylvania | 
plastics division. 

He succeeds John Donovan, pro- 
moted to sales manager of sheeting 
and unsupported fabric at the 
Respro division in Cranston, R. I. 

> * + 


Retreading Institute Names 


7 to Administrative Unit 


Ernest B. Martin, Jacksonville, 
Fla., has been named chairman of 
the administrative committee of 
the Tire Retreading Institute. 

Others nanted to the committee 
are: Kent L. MacGregor, Flint; 
R. W. Ritter, Lewisburg, Tenn.; 
K. R. Schaal, New York; Clarence 
Stanyer, Pasadena, Calif.; Ted 
Stratton, Vineland, N. J., and Leslie 
L. Wilkinson, Jackson, Miss. 


GM Names White 


Appointment of Gordon S. White 
to General Motors’ committee for 
educational grants and. scholarships 
was announced. He will maintain 
contact with colleges and univer- 
sities in the administration of 
GM’s program of aid to higher 
education. ; 


Offer Profit 


fillable container to permit the 
householder to select or change 
the odorant. 

A small air compressor was com- 
bined with a large atomized to pro- 
vide a method of wafting the tanta- 
lizing odor of fresh-ground coffee, 
roasting peanuts, etc.. in commer- 
cial establishments after research 
showed that attractive smells were 
@ powerful stimulant to buying. 

“All these,” Kidd asserted, “pro- 
vide new markets for basic DeVil- 
biss products. In establishing our 
program we set up three obvious 
requirements: Can we make it? Can 
we make it in volume? Can we 
make it at a profit?” 

“Once those questions are an- 
swered, our special department then 
prepares a study which covers 
problems in design, manufacture, 
applications, markets, distribution, 
packaging, instructions for the cus- 
stomer and sales forces, sales litera- 
ture, advertising and promotion.” 

“When completed, this study be- 
comes a manual which can be fol- 
lowed by every department to speed 
the product to market.” 





British Auto Sales 
Rise 25% in Canada 


TORONTO.—Canadian sales of 
British-built cars during the first 
nine months of 1957 increased 
more than 25 percent over those 
in the corresponding 1956 period, 
according to Lester Suffield, 
chairman, British Motor Industry 
in Canada. 

New-car registration figures for 
the January-September period 
showed sales gains in all prov- 
inces except Newfoundland. 
Suffield said British car exports 
to Canada during the first nine 
months of 1957 totalled 20,844 
vehicles. 
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What's New... 
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In Parts and Accessory Distribution 





Sherwin-Williams Honors 


9 for 1957 Sales Records 


CLEVELAND.—Nine sales _ rep- 
resentatives and managers of 
Sherwin-Williams Co. have been 
named winners of the paint firm’s 
1957 National Top Sales Achieve- 
ments Awards. They are: 

J. A. Mipro, New Orleans; G, L. 
Howell, Tampa, Fla.; C., A. Shan- 
non, Appleton, Wis.; J. D. Sullivan, 
Sacramento, Calif.; J. W. Cook, 
Kokomo, Ind.; E. J. Deegan, Color- 
ado Springs, Colo.; W. A. Brans- 
come, Omaha; R. G. Forsythe, 
Newark, N. J., and O. A. King, 
Richmond, Va. 

> 


Industry Urged 
To Back NAW 


On Reorganization 


CHICAGO. —Industrywide su p- 
port of the reorganizaticn program 
announced by the National Assn. 
of Wholesalers has been urged by 
J. L. Wiggins, executive vice- 
president of National Standard 
Parts Assn. 

“All segments of the automotive 
service industry will benefit from 
the reorganization program, which 
calls for a brcadening of its base 
and a widening of its scope of 
operations,” said Wiggins. 

Wiggins, a trustee of NAW, of 
which NSPA is a member, is chair- 
man of the NAW Task Force Ad- 
visory Committee. 

“Points in the program of specific 
interest to NSPA members are 
those calling fcr a more active 
liaison with government agencies— 
a more vigorous legislative pro- 
gram on Capitol Hill—and a public 
relations program designed to edu- 
cate the public to the vital role of 
the wholesaler in our economy,” 
said Wiggins. 

> . 7 


Double Duty 


NEW YORK. — Siloo penetrant, 
penetrating solvent manufactured 
by Petroleum Solvents Corp., New 
York, is being shipped in a 12-unit 
container that can be set up as a 
counter display. 

7 > > 
7 * a 
Wiggins Winds Up 
7 
Speaking Tour 

CHICAGO.—J. L. Wiggins, execu- 
tive vice-president of National 
Standard Parts Assn., just con- 
cluded speaking engagements across 
the country at state and regional 
fall meetings of automotive whole- 
saler associations. 

The tour began with the fall 
meeting of the Southwestern Auto- 
motive Wholesalers Assn. in Kan- 
sas City and closed in Allentown, 
Pa. 

“All of us apparently are not fully 
aware of the fact that our market 
has changed—that it is a shifting 
target—and we must constantly ad- 
just our sights unless we want to 
waste sales ammunition,” Wiggins 
said. “In the service field, competi- 
tion for parts business has in- 
creased greatly in the last few 


years.” 
* . 


South dietion Firm 
Among 15 Joining 
Parts Rebuilders 


CHICAGO.—A South African firm 
is among 15 new members of the 
recently reactivated Automotive 
Parts Rebuilders Assn., according 
to William G. Weldon, president. 

The African firm is Hyalco House, 
Johannesburg, of which Alec Mar- 
cus is the head. Other new mem- 
bers are: 

Adema’s Service, Coopersville, 
Mich.; Affiliated Electric Service, 
Ltd., Toronto; Automotive Electric, 
Amarillo, Tex.; Automotive Parts 
Exchange Co., Minneapolis; Auto- 
motive Rebuilders Supply Co., Inc., 
Rochester, N. Y. 

Briner & Co., Oakland, Calif.; 
Dura-Bond, Inc., Ann Arbor, Mich.; 
Evco Carburetor Co. Chicago; 





Guaranteed Brake Parts Co., Inc., 
Philadelphia; Knight Armature 
Mfg. Co., Granby, Canada; Midwest 
Generator Co., Chicago. 

Precision Automotive Co., Ltd., 
Toronto; Standard Electric Co., St. 
Louis, and Wilson Auto Electric, 
Ltd., Winnipeg, Canada. 


MEWA Schedules 
Training Courses 


For Executives 


CHICAGO.—The Motor & Equip- 
ment Wholesalers Assn. again has 
designed two executive training 
programs in the East and Midwest 
to improve automotive wholesaler 
techniques. 


The East Coast school will be 
conducted for the second consecu- | 





¢<¢$e 
oye. 


tive year under the auspices of 
New York University, March 23-28. 
Top management personnel will 
meet for the third straight year 
May 11-16 at the Allerton House of 
the University of Illinois, Monti- 
cello, Il. 

The East Coast training is pri- 
marily for executive sales personnel 
of automotive wholesalers, and the 
Midwest course is open to owners 
and managers, of future such exec- 
utives. 

The New York course will feature 
such topics as: Stimulating a sales 
force, sales management policies 
and practices, sales office pro- 
cedure, training sales personnel, 
sales and advertising and executive 
decisions. 

The University of Illinois course 
offers jobber executive instruction 
on top-level management pro- 
cedure. Educational topics will in- 


. 
6 


< 
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| clude both lectures and discussions 
| designed to stimulate management 
thinking and action. 


Wholesdlers Ask 


End to Premiums 


AUSTIN, Tex.—Automotive 
Wholesalers of Texas have asked 
manufacturers in the automotive 
service industry to discontinue pre- 





mium and giveaway deals to pro- 
mote sale of their products. 

A resolution adopted at AWOT’s 
annual convention said “such pro- 
motional schemes have become 
both burdensome and unprofitable 
to both the automotive wholesaler 
and his salesmen. 

“The time of the sales force of 
the automotive wholesaler is needed 
to sell merchandise and not pre- 
miums,” the resolution added. 





INSIDE 


the new Pontiac 





L 7 AT H E R and you'll love it! 


In four different models 





Foremost in economy and dependability 


STROMBER 


Owner loyalty is the one priceless asset without which no car manufacturer 
can long survive. Loyal owners become repeat customers and the thing that s 
brings them back to the same dealer, year after year, is performance. No 
single component of a car is a bigger factor in performance than the car- 
buretor. That’s why it’s wise to specify Stromberg*, most reliable and 


economical carburetor built. The Stromberg Carburetor is built by Bendix- e 


Elmira, first name in automotive fuel systems. 


Bendix-Elmira, Nn. y. 


ECLIPSE MACHINE DIVISION 





percolation 


*REG. U. S. PAT. OFF. 


by 
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HERE'S HOW STROMBERG OUTPERFORMS THEM ALL 
Economical operation, more miles per gallon, 
happier customers 


@ Fewer moving parts, fewer mechanical failures, 
reduced service cost 


@ Substantially reduced incidence of icing and 


Thin aluminum throttle body and flange for 
quicker heat transfer 
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Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion declined $4 last week, accord- 
ing to Automotive News’ index. 

All models were lower in price 
except °56s, which advanced one 
dollar to $1,307. 

Losses and new averages by 
model were: ’57s, down $4 to $1,- 
882; "55s, off $2 to $1,009; ‘54s, 
down $5 to $689; '53s, off $7 to 
$441; '52s, down $4 to $273; ’5is, 
off $2 to $216, and ’50s, down $6 
to $190. 

New lows were established for 
all models except "56s. 

At a group of representative 
auctions last week, the average 
consignment was 199.1 units, com- 
pared with 1783 the previous 
week. The sales ratio was 62.7 
percent, compared with 60.2 per- 
cent a week earlier. 

Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of '56s added and '48s dropped in November, 1955. Prices of '57s added and '49s dropped in November, 1956. 
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June 


"56 
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Figures alongside bars represent dollars. 





drive, and (ps) indicates power 
steering. 
. * + 


DETROIT 


(Motor-City Auto Auction, Sale every 

Monday. Prices are for sale of Nov. 4.) 

(Prices down on most cars. Sharp cars 
still bringing the top dollar, Sold 57 cars 
out of 116 consignments.) 

BUICK—’57 Century sedan, $2,225*, $2,- 
200°. '56 RM sedan, $1,715* (ps); Super 
club coupe, $1,625* (ps), $1,550°, $1,- 
525°; 4-dr., $1,480°; Special club coupe, 
$1,500*. ‘55 Super club coupe, $1,305*; 
Special 2-dr., $925°. '54 RM 2-dr., $665°*. 
"53 Super 2-dr $425*, $210*, $315°. "51 
Special 2-dr., $255*, $250°, $150, $125. 

CADILLAC—’'57 (62) sedan, $3,610° (ps). 
"51 (60) sedan, $440°. ‘50 club coupe, 
$300°; sedan, $210°*. 

CHEVROLET—’56 Two-ten Delray, $1;100°*. 


‘55 Bel Air sedan, $1,010*, $925, $910*, 
$825. "53 Bel Air 2-dr., $410; sedan, 
$375; One-fifty 2-dr.. $275. "52 sedan, 


$330°, $225°. °50 sedan, $290°, $140°. 

CHRYSLER—’52 sedan, $100. 

DeSsOTO—'53 Firedome sedan, $335*, 2 at 
$300*. "52 sedan, $275*. 

DODGE—'57 Coronet sedan, $1,350. '55 
Royal Lancer club coupe, $1,010, '53 Cor- 
onet sedan, $235°. 

FORD—’'56 Country sedan station wagon, 
$1,350°, $1,300; Custom 2-dr., $1,085*. 
"55 Sunliner conv., $970*, $950°; club 
sedan, $850; Custom 2-dr., $690, 
$610; Ranch Wagon, $840. "54 Crest club 


coupe, $770°; station wagon, $650; Cus- 
tom 2-dr., $460, $455; Main 2-dr., $375, 
$350. °53 station w $335°; Custom 
sedan, $460°, $415°, , $200; Main 2- 





dr., $375. 
$210. ’51 Custom 2-dr., 


’52 Custom 2-dr., 
$205, $135. 


HUDSON—’55 Custom station wagon, $780. 


$375*, $230, 


’54 Hornet sedan, $215, $200. 

MERCURY—’56 Montclair club coupe, $1,- 
500* (ps); Monterey club coupe, $1,385*. 
'55 Monterey club coupe, $950*. '54 Mon- 
terey club coupe, $765*. "52 club coupe, 
$105. 


NASH—’54 Custom club coupe, $560*, 
Statesman sedan, $150. ’52 sedan, $155. 

OLDSMOBILE — '56 (98) sedan, $1,775*; 
(88) club coupe, $1,550. °55 (88) club 
coupe, $1,190* (ps). '53 (88) sedan, $500. 
"52 (98) club coupe, $100* (ps). '51 (88) 
conv., $285*; (98) club coupe, $260°, '49 
sedan, $300°. 

PACKARD—’55 Clipper sedan, $1,060°. 
Clipper 2-dr., $400*, $310. 

PLYMOUTH—’56 Savoy 2-dr., $975, $875. 
"55 Savoy 2-dr., $575, $555. "54 Belvedere 
sedan, $300. '53 Cranbrook 2-dr., $300*, 
$230, $255. "49 2-dr., $110. 

PONTIAC—’55 Chieftain Catalina, $1,010*; 
sedan, $800*. °54 sedan, $400. °53 2-dr., 
$410*, $290. 

MISCELLANEOUS — °49 Chevrolet %-ton 
pickup, $115. 


ALBANY 


(Tim Anspach Dealer’s Auto Auction. 
every Monday. Prices are for sale 


"53 


"53 


8 
4 
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"66 =°57 
Sept. 





coming year. Sold 121 cars out of 200 
consignments.) 


BUICK—’'56 Special Riviera, $1,550* (ps). 
"55 Super 4-dr., $1,050* (ps); Special 2- 
dr., $970*. °54°RM Riviera, $900* (ps); 
Century Riviera, $875* (ps); Special 
Riviera, $850*; 4-dr., $590°. 


CADILLAC—'56 (62) 4-dr., $2,700* (ps). 
"5S (62) 4-dr., $2,020*. °54 (60) 4-dr., 
$1,615* (ps). ‘53 (62) 4-dr., $1,100* 
(ps). °51 4-dr., $240*. 

CHEVROLET—’58 Nomad station wagon, 
$2,700*; Biscayne 4-dr., $2,475*. '57 Bel 
Air (8) 4-dr., $1,850* (ps); sport coupe, 
$1,825*; Two-ten (6) 4-dr. station wag- 
on, $1,650*. 56 Two-ten (8) 4-dr., $1,- 
250° (ps); 2-dr., $960; Bel Air (8) 4-dr., 
$1,240°, $1, 185°; One-fifty (6) 2-dr., $870. 
55 Bel Air 2- dr., $1,035; Two-ten (6) 2- 
dr., $710, 2 at $690; One-fifty 4-dr., 
$635. °54 Bel Air sport coupe, $800*; 
Two-ten 4-dr.. $640, $520. '53 Two- -ten 
4-dr., $400, $335; 2-dr., $320; One-fifty 
station wagon, $380; 2-dr. sedan, $360. 
"52 4-dr.. $220°. °51 sport coupe $200. 
"50 coupe, $145. 

CHRYSLER—’'55 NY Nassau, $1,140*. 
Windsor 4-dr., $400°*. 

DESOTO—’53 Firedome sport coupe, $350. 

DODGE—’S4 Coronet station wagon, $570. 
"53 Coronet Diplomat, $350. 

FORD—'57 Fairlane (8) 500 Victoria, $1,- 
900*; Del Rio station wagon, $i, 775; 
Custom (6) 2-dr., $1,325. ‘56 Fairlane 
(8) Country sedan, $1,550°; 
$1,200° (ps), $1,170* (ps); 
200°, $1,160, $1,085*; 
$985, 


"53 


Victoria, 
4-dr., $1,- 
Custom (8) 2-dr., 
$785; Ranch Wagon, $1,080. °55 
$1,060*; 2-dr., $1,- 
$770; Victoria, $1,000; Main 


Fairlane (8) 4-dr., 
030°, $970*, 


(6) 2-dr., $600. '54 Ranch Wagon, $690, 
$580; Crest (6) 4-dr., $585°; Custom 
(8) 2-dr., $585; Custom (6) 4-dr., $480*; 
Main (6) 2-dr., $335. '53 Custom (8) 4- 
dr., $600*, $400*, $330; 2-dr., $340, 
$280*; Custom (6) 2-dr., $280; Ranch 
Wagon, $520. 52 Custom (8) 4-dr., $300. 
"51 Custom coupe, $140, '50 4-dr., $120. 
LINCOLN—’52 Capri, 4-dr., $260*. 
MERCURY—’56 Custom 4-dr., $1,050. °55 
Montclair sport coupe, $1,130*°. '54 Mon- 
terey sport coupe, $750*; Custom 2-dr., 
$610*. ‘52 Monterey 2-dr., $250°. '51 Cus- 
tom 4-dr., $200. 
NASH—’53 Statesman 4-dr., $210. 
OLDSMOBILE—’57 (88) 4-dr., $2,085*. 
(88) Holiday, $1,510* (ps). 
PACKARD—’53 400 4-dr., $325°; Clipper 
4-dr., $130* (ps). ’52 Clipper 4-dr.,$260*. 
PLYMOUTH—’57 Belvedere (8) 4-dr., $1,- 
710*; Savoy (8) 4-dr., $1,710*%; Savoy 
(6) 4-dr., $1,550%. °56 Belvedere (8) 
4-dr., $1,280*. '55 Plaza (6) 4-dr., $530. 
'54 Savoy 2-dr., $480. °53 Cambridge 
club coupe, $365; Savoy station wagon, 
$300, '51 4-dr., $170, 2130. 
PONTIAC—’56 Star Chief 4-dr., $1,650* 
(ps). °55 Chieftain Catalina, $1,050*; 
4-dr., $820*. °54 Chieftain 2-dr., $650* 
(ps), $560*. °53 Chieftain coupe $450. 
RAMBLER—’'55 4-dr., $1,050. ‘51 conv. 
$120. 
WILLYS—’53 Aero Eagle 2-dr., $240. 
MISCELLANEOUS—'56 Ford Consul $675. 
’53 Ford %-ton pickup $210. '51 Chev- 
rolet 3-ton pickup $120; Ford %-ton 
pickup, “3180. 


DAYTONA BEACH, FLA. 


(Florida Auto Auction. Sale every Tues- 
day. Prices are for sale of Nov. 19.) 

(Bidding on older cars was fair today, 
while demand for clean stock and late 
models continued to be very good, At- 
tendance at today’s sale was good.) 


BUICK—’57 Special Hardtop, $2,230* (ps), 


"56 


$2,115* (ps). '56 Special 2-dr., $1,510*, 
$1,400°. 

CADILLAC—’'55 (62) 4-dr., $1,910° (ps). 
‘54 (62) Hardtop, $2,100° (ps); 4-dr., 
$1,895* (ps). 

CHEVROLET—’'57 Bel Air (8) Hardtop, 
$1,950*, $1,865°, $1,810; 4-dr.. $1,835°; 
One-fifty sedan, $1,500; Delray coupe, 
$1,430*. °56 Two-ten (8) station wagon, 


$1,275; Bel Air (8) 4-dr., $1,460°. ‘55 
One-fifty (6) 2-dr., $675. '54 Bel Air (6) 
2-dr., $815. 53 Bel Air (6) 4-dr., $500. 


DeSOTO—'55 Firedome sedan, $900* (ps). 
DODGE—’57 Sierra 4-dr. station wagon, 


Country sedan, $2,040°; Fair- 
lane (8) 500 4-dr., $1,900°, $1,875*; 
Ranch Wagon, $1,860*. '56 4-dr. Country 
sedan, $1,450°, $1,385°; Fairlane (8) 
Victoria, $1,420; 2-dr., $1,300°; Ranch 
Wagon, $1,170*; Custom sedan, $965. '55 
Fairlane (8) Crown Victoria, $1,295*; 
4-dr., $1,000. ‘54 Country sedan, $830*. 

IMPERIAL—’57 Hardtop, $3,550° (ps). 

MERCURY—’57 Monterey Hardtop, $2,280° 


(ps). 
OLDSMOBILE—’'55 (88) Holiday, $1,310*. 
"53 (88) 2-dr., $485°. 


PLYMOUTH—’'57 Plaza (8) 2-dr., $1,465; 
Plaza (6) 4-dr.. $1,415. °56 Belvedere 
(Continued on Page i131, Col, 1) 














MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 
Burden-Caswel!-Nace-Dudley 
Auctioneer: Harvey Greenwood 
Sale every Tuesday at If A.M. 
Phone Sherman 4-3263 








, DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 


4675 So. Sante Fe Littleton, Colo. 
Ph: SU 1-6673 — Edgar Smith 
Auction Every Friday at 12:00 Noon 
We Issue Auction Checks and Guarantee Titles 





CONNECTICUT 





NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 
Sale Every Wednesday at 11:00 
SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. Municipal Ai Tues., 
4i A.M. Completely under shelter. 


MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half an west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 

Phone: ARdmore 64-4720 





JACKSON — Greater Jackson Auto 
Auction, Inc., Wilmington St., P. O. 
Box 8468, Wednesday, 12:30 P. M. 





MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 ¥ears Old 


Conveniently located % mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. $. ROUTE 25) 
PAELVINDALE, MICHIGAN 


Checks and titles guaranteed 





Phone Dunkirk 3-0150 
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ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 





NEW YORK 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 


Thruway Auto Auction, Inc. 
Route 18B 


Buffalo, New York 
EVERY MONDAY 
Insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 
Dealers — Land at Buffalo Air-Park, 
south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 
pick you up. 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, N. Y. 


Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 


Eve 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, 
Checks and Titles (Wed.). 


NORTH CAROLINA 


Sale, Re. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





PENNSYLVANIA 








MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—10:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 








FOR QUICK RESULTS 
USE AUTOMOTIVE NEWS 
WANT ADS 








TENNESSEE 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattie 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check" 
Johnson Bob McConkey 





CANADA 


GRAND OL" AUCTION 
Ltd. 
Y_ mile South of London, Ont. 
on Highway No. 2 
“We are nice to. people.” 
EVERY MONDAY—1:30 P. M. (Year Round) 
Licensed Dealers Only 


SERVING SOUTHWESTERN ONTARIO 
Cheque and Lien insurance 





Crossroads 


- «+ where they meet . 
and sellers . . 


- New and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


You will reach both groups through 
an ad in Automotive News. 
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| man 4-dr., $295; Chevrolet %-ton pickup, 
$375. °49 Dodge %-ton pickup, $230, 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Prices are for sale of Nov. 15.) 

(Strong in early models, but still soft 

on '56s and ’5%7s, Sharp merchandise still 

moving in any price class, Sold 177 cars 


Used-Car Auction Prices 





(Continued from Page 130) 
out of 278 consignments.) 























‘58 UPHOLSTERY IS 
GOING COLORAY! 


















Sport coupe, $1,410*, ‘53 Cranbrook 2- $1,150*; (88) 2-dr., $925*, $805*. °53/ .,.,,, oan . 
dr., $365. (88) Super 4-dr., $485; (98) conv., $465° | = 1 2. » a 1°210°: oa el ace 
poNTIAC—'57 Chieftain Hardtop, $1,950.| (ps). '52 (88) Super Holiday, $450°; 4-| Special 2-dr.. $1,210); RM 2edr.. $1,150 
55 2-dr, station wagon, $1,075*; Chief-| dr., $100*; (88) 4-dr., $320°. ee eee ie meee, eee mer 
air dr., $915*. "53 4-dr., $390. PACKARD—’53 Cli 4-d oo* sedan, $750*; RM _ Riviera, $745* (ps). co pec 30 
MISCELLANEOUS — ‘56 Chevrolet 1%-ton 7 pling. tenPetinage Soaps 52 RM Riviera, $160° (ps). ’51 RM Rivi- mane 
an cup $765. '56 Messerschmidt $315 PLYMOUTH—’'58 Belvedere (8) conv., $2,- era, $150*; Special 4-dr., $185. 
- P, ; v2 : : 830* (ps); Sport coupe, $2.630*. ‘57 Bel- | CADILLAC—’51 (62) 4-dr., $500*; coupe | 
vedere (8) Sport coupe, $2,115* (ps). °56 de Ville, $220°. | ; —_— _ 
BUFFALO Belvedere (8) Sport coupe, $1,295. °55 | CHEVROLET—’'57 Bel Air (8) conv., $1,- : oe 
. — ‘ , Belvedere (8) Sport coupe, $1,135; 4-dr., 565*; Two-ten 2-dr., $1,525*. '56 Bel Air 
(Thruwe d . Sal | . 
: og Amy Fy 4 on teem 2) I $925*; Belvedere (6) Sport coupe, $850 (8) coupe, $1,285*; Two-ten (6) 2-dr., | 
eee still off in this area, Sold 29 ’54 Savoy club sedan, $550. °53 Cam-| $1,085*, $995. °55 Bel Air (8) coupe, 
rs out of 82 entered.) cs = bridge 4-dr., $280, "52 Suburban, $285; $800; 2-dr., $940, $845; Two-ten (6) sta- | 
BUICK ‘55 Special Hardtop, $1,160* (ps). 4-dr., $200. tion wagon, $1,070, '54 Bel Air coupe, | 
54 Century 4-dr., $900*. | PONTIAC—’58 Chieftain Catalina coupe, $810°; Two-ten 4-dr., $470; One-fifty 2-| 0 EE 
CADILLAC—’57 (62) coupe, $3,750* (ps).| $2,850*. '57 Chieftain station wagon, $2,- dr., $400. '53 Two-ten 4-dr., $415, $400, 
‘56 (62) coupe, $2,750* (ps) 700*, $2.650*. °56 Star Chief Catalina, oe. tote deen cee 2-dr., $305. "52 4- 
‘HEVROLET—’'55 Two-ten (6) 2-dr., $560. $1,540*, $1,300° (ps), $1,025*: Chieftain ar., StU, SEW, wwe 
, ‘54 Two-ten 2-dr.. $550*, ‘53 Bel Air 4-| Catalina, $1,330°. ‘55 Star Chief Cata-| DeSOTO—'53 Firedome 4-dr.. $340°. 
dr.. $395*; Two-t 2-dr., $320°, °52 lina, $995*; Chieftain 4-dr., $930*; 2-dr., | DODGE—'54 Royal 4-dr., $650°, $510°. 
Two-ten 2-dr., $325%, $290*, "51 2-dr., | $850. "54 Chieftain 4-dr., $775*. °53 Chief- FORD 57 Fairlane (8) 500 Victoria, $1,- 
, tain Catalina, $495; conv.. $395, $180*: 755°, $1,750; 2-dr., $1,695*; Fairlane (8) . ‘sieeteerneneeeeeeneomnecennemnesemneeny Ano ee 
‘52 Coronet 2-dr., $190; 4-dr.,| 2-dr., $250. *52 Catalina,’ $215*; 2-dr.,| Victoria, $1,685°; Custom 300 4-dr., $1,- Simmons ate 
$150*. °51 Catalina, $180°*. aoa + sono ae $1,560. '56 Country 
. mm tM ’ omn : ’ ae + » ner sedan, $1,495°; airlane (8) Victoria § 
ORD—'55 Ranch Wagon, $1,000*. "54 Cus- | RAMBLER 56 Cross Country, $1,585°*, : § . C SU -C i C IN T 
con 2-dr., $400, '53 Crest Victoria, $520*,| $1,450°. °55 Cross Country, $1,125*. °53 $1,295° (ps), $1,355° (ps). '55 Fairlane OURTAULDS PER OLOR FAST OLORAY FIBER IS HE NEW 
350. "52 Crest conv., $250*. | §tatesman 4-dr., $295. (8) Victoria, $950°, $870; 2-dr. $865*; 
HUDSON—'55 Hornet Hardtop, $840°*. STUDEBAKER—'56 Sky Hawk, $1,475 ; ane (8) 4-dr., $790°, $705. ‘54 Cus- 
MERCURY—’55 Sun Valley Hardtop, $1,- | MISCELLANEOUS — ‘57 Ford Ranchero, Or ona = biee* g100° 
000*. °53 Custom 4-dr., §500°,. °52 Cus- $2.075* (ps), $1,650; Triumph roadster, oa — came aa . , 
ion ‘edp,. $150°*. ° , $1,925. ‘56 Volkswagen 2-dr., $1,425, $1,- oe ‘ on wrest yg mn Fairlane, Custom, 
NASH—’53 Ambassador 4-dr., $115°*. 380. "55 Dodge %-ton pickup, $895; Ford (DS); Capri SdF., O12, 68 (ps). '53 Capri 
OLDSMOBILE—'56 (88) Hardtop, $1,520*. F-100 pickup, $800, $790; Volkswagen 2- sanmnivee oat, 7 Ranch Wagon 
‘55 (88) Super Hardtop, $1,400° (ps), °53| r., $1,205, $1,150. 54 Chevrolet %-ton| MERCURY—'5S7 Turnpike Cruiser Hardtop, 
(88) 4-dr., $600* (ps). pickup, 2 at $710, $625, '53 Ford F-100| $2.480° (ps). '56 Montclair coupe, $1,545? 
PLY MOUTH—'51 Cambridge 4-dr.. $125 pickup, $610. ‘52 Ford Consul, $300; Hill- (Continued on Page 132, Col. 3) 
PONTIAC—'55 Chieftain 2-dr., $890*°. ‘52 
Chieftain 2-dr., $240* 
LOS ANGELES 
(Harold Henry's Los Angeles Auto Auc- 
tion, Sale every Tuesday. Prices are for 


sale of Nov. 12.) 

(New and used-car dealers in the large 
but very competitive California car mar- 
ket this winter more than ever need to 
know the current cash market on used 
cars, Changes in the cash market the 
last few weeks have been terrific and on | 
many models have varied materially from 
the theoretical book vaturc.) 


BUICK ‘56 RM Riviera, $1,800° (ps); 
Century Riviera, $1,730° ‘ps) $1,580° 
(ps), $1,565° (ps); Super Riviera, $1,- 
665° (ps); 2-dr., $1,435° (ps); Special 
Riviera, $1,475° ‘ps). "55 Century Rivi- 
era, $1,250° (ps). $1,165°; RM Riviera, | 
$1.250° (ps), $1.075° (ps); Super 4-dr., 
$1,240° (ps); Riviera, $1,.200° (ps); 2- 
dr., $725. °54 Special 2-dr., $500. "53 RM/| 
4-dr., $415° (ps). 51 Special 2-dr., $125°. 

CADILLAC—'57 coupe de Ville, $4,.275* 
(ps); (62) coupe, $4.200° (ps), $3,925° 
(ps). "56 coupe de Ville, $3.385° (ps); | 
sedan de Ville, $3,365° (ps), $3.325° (ps). | 
"54 coupe de Ville, $2.,065° (ps). "53 (60) /| 
sedan, $1,310° (ps). "49 (62) 4-dr., $295°. | 


CHEVROLET —'5S Bei Air (8) Sport sedan, 
$2.800°; 4-dr.. $2,750°; Biscayne 4-dr., 
$2,490°, $2,295. ‘S57 Corvette $2,.950° | 
(ps), $2,800° (ps), $2,650, $2,500; Bel 
Air (8) Sport sedan, $2,.245° (ps); coupe, 
$2,225°, $2,150° (ps), $2,085; 4-dr., $2,- 
150, $1,925° (ps), $1,920°, $1.900°; Two- 
ten (8) 4-dr.. $2,030°, $1,.990° (ps), $1,- 
625°, $1,620°; 2-dr.. $1,675°; One-fifty 
2-dr., $1,250°. "56 Two-ten (8) station 
wagon, $1,.625° ‘ps); Delray coupe, $1,- 
510°; Two-ten (6) sedan, $1,475; Bel Air 
Sport coupe, $1,575*°, $1,500°. °55 Bel Air 
(8) Sport coupe, $1,.380° (ps), $1,095; 
Two-ten (8) sedan, $1,325*; 4-dr., $885°, 
$800; Delray, $710°. "54 Bel Air 2-dr., 


Te BRAKE-MOBILE, 


a complete brake department, elim- 
inates sending parts out for service, 





Model Breakdown 
Of Auction Averages 














Model Y997 1957 Stet . 

1957 $1,822 $1,984 $2,062 thus assuring your customers prompt 
1956 1307 1378 1,481 : ; 
1955. 1,009 1,087 —s«,166 car delivery. Satisfied customers will 
1954 689 137 790 : ' 
1953 441 471 494 

ee = ro = increase your new car sales... plus 
1951 216 220 230 . ’ 
1080 > 2s me! increased profits from your service 
Overall 

Average...$ 751 $ 795 $ 842 department. 





775, $630; 4-dr., $760°, $640° (ps); One- 
fifty 2-dr., $530. '53 Bel Air 2-dr., $620, 
$600°*; 4-dr., $575; conv., $525; Two-ten 
4-dr., $350. "52 2-dr., $330; 4-dr., $270. 
‘51 Bel Air sedan, $350; station wagon, 
$350*. 50 conv., $125. 

CHRYSLER—'55 Windsor sedan, $1,695*° 
(ps) °54 NY 4-dr., $965° (ps). "50 Wind- 
sor Newport, $225°. 

DODGE—'57 Custom (8) Royal 
$1,995°. "53 Coronet 4-dr., $3580. 

FORD—'58 Fairlane (8) 500 Town sedan, 
$2,700*, $2,630. '57 Thunderbird, $2,775°, 


WARRANTY SERVICE 
$2,600; Fairlane (8) 500 Skyliner, $2,680° 


[ BRAKE SERVICE | 
(ps); Country sedan, $2,250° (ps); Vic- 


ee co 


Lancer, 





toria, $2,225° (ps), $2,210° (ps), $2,125° ia 






(ps), $1,980° (ps); Fairlane (8) Club _ a 
Victoria, $1,810° (ps); Custom (8) 300 - nm 
4-dr., $1.755°; 2-dr., $1,650°, $1,600, $1,- x \ 


415. '56 Thunderbird, $2,650° (ps), $2,530° 
(ps); Country sedan, $1,625* (ps); Fair- 
lane (8) Victoria, $1,490° (ps), $1,425°, 
$1,375* (ps); 4-dr., $1,305* (ps), $1,305°*, 7 
$1,175*; Custom (8) 2-dr., $1,010; Main - 
(8) 4-dr., $975; 2-dr.. $850. '55 Thunder- 
bird, $2,150° (ps); Country sedan, $1,- 
510*; Country Squire, $1,425*, $1,290°; 
Fairlane (8) conv., $1,220*° (ps); Crown 
Victoria, $1,205*, $1,150*° (ps), $1,075; 
4-dr., $1,075*; Custom (8) 4-dr., $925°, 
$800*; 2-dr., $880°, $720°. "54 Crest Vic- 
toria, $825°, $650°; 4-dr.. $570; Custom 
2-dr., $715*, $525°; Main (8) Ranch 
Wagon, $680; 4-dr., $645. ‘53 conv., 
$250°. "52 4-dr., $385, $220°. ‘51 4-dr., 
$130, '49 station wagon, $100. 


LINCOLN—’55 Custom station wagon, $1,- 
405*; Sport coupe, $1,150*; Monterey sta- 


Complete customer satisfaction is 
assured on the occasional warranty job 


e Portable as a battery charger 


tion wagon, $1,390%; coupe, $1,225*, 
$1,185* (ps); Montclair coupe, $1,235*. 
MERCURY—'51 4-dr., $195, $120°, ‘50 


4-dr., $150; club coupe, $100. 
NASH—’53 Statesman 4-dr., $295. 


BARRETT EQUIP 





OLDSMOBILE — ‘56 (88) Super Holiday, 
$1,660* (ps); (88) Holiday, $1,455*, °55 
(88) Super Holiday, $1,560* (ps); (88) 2101 CASS AVE 


Holiday coupe, $1,325*. '54 (98) Holiday, 





A brake reline is the first major repair 
purchased by the new car owner 


See your Barrett Jobber or Write Direct 





B-7A_ Brake-Mobile illus. 
with Brake Dokter 
B-6A Brake-Mobile includes 
Radius Grinder 










Satisfied customers are repeat custom- 
ers—your best prospects for new cars 


THE BARRETT BRAKE-MOBILE 
e May be used in any bay for Brake Service 
e Merchandises Brake Service when displayed in Service Entrance Area 

e The highest profit maker in your service operation 


A-12 


MENT COMPANY 


ST. LOUIS 6, MO 
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(Continued from Page 131) 


OLDSMOBILE—’57 (98) Holiday, $2,550* Special Hardtop, $250°*. 


'53 (88) 4-dr., $595*%, $515*. °51 (98) 
4-dr., $210*, '50 4-dr., $105°. 
PLYMOUTH—’57 Savoy (8) 4-dr., $1,165. 


2-dr., $750*. °53 Catalina, $305°; 4-dr. 


(ps); Medalist 4-dr., $1,060*. °55 Mon- $1,000*, $850*. °54 RM 4-dr., $925* (ps); 


" < -dr. 
terey 4-dr., $850*. °54 Monterey 4-dr., Special Hardtop, $745*. ‘53 RM 4-dr., 
$740"; Custom «2-dr., $720*. °'53 4-dr., $530° (ps), $445* (ps), $420* (ps), $360* 
$495. (ps); Special Hardtop, $500*; Super 4- 

NASH—’53 Statesman 2-dr., $350*. dr., $400*, ’°52 Century 2-dr., $250*. ’51 


(ps); (88) Super 4-dr., $2,200* (ps). 55 CADILLAC—’57 coupe de Ville, 2 at $4,- 
(88) Holiday, $1,180° (ps); 2-dr., $1,085. | “199+ (ps); sedan de Ville, $4,025° 

coupe, $3,675* (ps). '56 (62) 4-dr., 
705* (ps), $2,460* (ps); coupe, 
(ps), . $2,480* (ps). "55 coupe de Ville, 


(ps); 


$2,- 


$2,565* 


‘55 Savoy (8) 4-dr., $800. °53 Cranbrook) $2.455* (ps); (62) 4-dr., $1,950 (ps), 
4-dr., $335°. 52 station wagon, $225. | $1.870* (ps). "54 coupe de Ville, $2,245° 

PONTIAC— 5S + ord we! cen hake? (ps); coupe, $1,650* (ps). "53 (62) coupe, 
105 (ps); Chieftain Cata : 9 ; $925° (ps). 


$410*, $385* (ps), $225. '52 2-dr., $295°. | OHEVROLET—’58 Impala 2-dr., $2,625*. 


IDE C - °53 Commander 4-dr., ‘57 Corvette, $2,560; Bel Air 4-dr. 
wase?; Champion 4-dr., $295*; coupe, Hardtop, $1,895*, $1,675*; coupe, $1,850*, 
$500*. $1,840*; 4-dr., $1,675*; Two-ten station 
WILLYS—’53 station wagon, $350; Aero wagon, $1,880*; coupe, $1,565*°; 2-dr., 
Ace 4-dr., $195*. $1,420. '56 Two-ten station wagon, $1,- 

‘ 550°; 2-dr., $1,155*, $1,000, $995; 4-dr., 

GO $1,100*, $1,065*, $1,040*; Bel Air 4-dr. 

CHICAG Hardtop, $1,385*, $1,240*; 2-dr., $1,310*, 


"55 4-dr. 


COURTAULDS’ SUPER-COLOR-FAST COLORAY FIBER IS IN THE NEW | ,,Arer2 svute vesicn .8ai0,°'%5%, US| Ration’ wagon, $1,150; Bel Air 2-dr., $1.- 





Ditzler offers you 
2 GREAT PRIMER SURFACERS in 6 colors 


for every refinishing need! 


2 sAN Quic 


Neutral Gray DZL-3600 
Dark Gray DZL-3100 





1 RIP RAP 


Dark Gray DZL-3475 
Light Gray DZL-3355 
Red Oxide DZL-7950 
White DZL-645 


They’re Better 7 Ways! 


1. Saves you money! High solid content gives more film- 5. Your jobs will stand up longer! Detroit and Florida ex- 


forming materials. Fewer coats needed. Free from shrinkage. posure tests show Ditzler’s superiority in durability under 
the most severe weather conditions. 
2. Saves you labor! Easy sanding—requires less work to 


get a smooth surface. Water sands with 320 paper and dry 6. Saves. you time! Famous for non-settling. No time 
sands with 360. No clogging of paper. wasted in laborious stirring. Stirs easily even after thinned 


material has stood for hours in gun cup. Does not settle 
3. Gives you first class appearance! Excellent hold-out of herd in can. 


lacquer or enamel colors over Rip Rap or San Quic produces 


an outstanding job with maximum gloss of final finish. 7. Handles easily! Convenient easy-to-pour cans. Oblong 
IN li hi type with LARGE opening—no waste in pouring. 

4. You get superior performance! No splitting or chip- , 

ping around the feather edge. Feathers out beautifully to a @ Ask your local Ditzler jobber for these outstanding 

mere shadow. undercoaters and see for yourself how much better they are. 


Ditzler Color Division, Pittsburgh Plate Glass Company, Detroit 4, Michigan 


DITZILER 


PLASTICS ¢ 
ote: ee ae 





ee Se rtat Ss Gt 





IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


$740*, 


(Large consignment of nice cars, but 135*, $945*, $825, $790, $715; Hardtop, 
market flexible which ts to be expected $1,130*, $1,125*%; Two-ten 2-dr., $875, 
due to the introduction of the '58 models. $825*, $750°, $640, $625; 

Sold 302 cars out of 528 offered.) $660, $595. °54 jr wg $675°*; 2- 

7 ’ dr., $290; One-fifty 4-dr., 

Montere BUICK—'57 Super 4-dr. Hardtop, $2,200; | $395. '53 Bel Air 2-dr., $520° (ps), $395, 
'y (ps); Special Hardtop, $1,990*. "56 RM | $380, $240: 4-dr., $465*, $385, $375; One- 
4-dr., $1,625° (ps); Special 2-dr., $1,- fty 4-dr.. $290: Two-ten 4-dr $260° 
345°. °55 Super Hardtop, $1,250° (ps);| ty 4-dr., $290; Two-te z . 
4-dr., $1,055° (ps), $1,045* (ps); RM| CHRYSLER—'56 NY 4-dr., $1,965° (ps). 
Hardtop, $1,140* (ps); Special Hardtop, | ‘55 Windsor Nassau, $1,160* (ps), $945°. 


2-dr., 





’54 Windsor 4-dr., $525*. °53 Windsor 
4-dr.. $315*. 


DeSOTO—'54 Firedome 4-dr., $580*; 2-cr,, 


$565*. '53 Firedome 2-dr., $360*. 


DODGE—’57 Coronet 4-dr., $1,945* (ps), 


’56 Royal (8) 2-dr., $1,350*, '55 Coronet 
Hardtop, $1,040*; 4-dr., $910*, $800*. ‘54 
Royal 4-dr., $715* (ps); 2-dr., $515*, '53 
2-dr. station wagon, $265; Coronet 2-cr, 
sedan, $245. 


FORD—’58 Fairlane (8) 500 Victoria, $2,. 5 
620*, $2,455* (ps). °57 Fairlane (8) 500 
2-dr., $1,880* (ps); Victoria, $1,745*; 7 


conv., $1,740*; Custom 300 Hardtop, §1,-. 
615*, °56 Thunderbird, $2,285*, $2,150; 
4-dr, station wagon, $1,675*; Country 
sedan, $1,340; Custom (8) 4-dr., $1,300* 
(ps); Fairlane (8) Victoria, $1,250*, $1,. 
210* (ps). °55 (8) 4-dr. station wagon, 
$1,200*; Custom (8) 2-dr., $760*, $595, 
$550, $500; (6) station wagon, $720. ‘54 
Crest (8) 4-dr., $725* (ps), $400*; Cus- 
tom (8) conv., $615*; 2-dr., $515*; Main 
(8) Ranch Wagon, $570; Main (6) Ranch 
Wagon, $565; 2-dr., $390*. '53 2-dr., $365, 
$305, $220. '52 Victoria, $475*, $395*, 
$350*; 4-dr., $265, $235*; 2-dr., $230 


HUDSON—’56 4-dr. station wagon, $1,205*, 


"55 Wasp 4-dr., $650°. °54 Hornet 4-dr., 
$220*. '53 4-dr., $280. 


IMPERIAL—’57 4-dr., $2,850* (ps). 
MERCURY — ’57 Montclair 2-dr., $1,965* 


(ps). °56 Montclair Hardtop, $ 1,525* 
(ps), $1,375* (ps); Monterey coupe, $1,- 
365*; Custom 2-dr., $900. °55 Montclair 
Hardtop, $1,005* (ps). °54 Custom 2-dr., 
$645*, $450. '53 coupe conv., $485*, se- 
dan, $470; 4-dr., $310. 


NASH—’'53 Ambassador 4-dr., $285°*, 
OLDSMOBILE—’57 (88) Super conv., $2 


365* (ps). "56 (98) Holiday, $1,790* (ps); 
(88) Holiday, $1,670* (ps); 4-dr., $1,500°, 
‘55 (88) Holiday, $1,495* (ps), $1,315*, 
$1,155*; (88) Super Holiday, $1,400* 
(ps). ‘54 (98) Holiday, $1,095*; (88) 
Super 4-dr., $800* (ps); (88) 4-dr., 
$700*. ‘53 (88) Holiday, $695* (ps); (98) 
conv., $485*°; Holiday, $485* (ps); 4-dr., 
$425°. "52 (98) 4-dr., $270*; Holiday, 
$235* (ps); (88) 4-dr., $260°. °51 (88) 
4-dr., $220*. 


PACKARD—'54 Clipper 4-dr.. $695*, ‘52 


4-dr., $215°. 


PLYMOUTH—'57 Savoy 4-dr., $1,550. ‘55 


station wagon, $800, $575. °54 Belvedere 
coupe, $530; 4-dr., $425; Savoy 4-dr., 
$410*; Plaza 4-dr.. $400; 2-dr., $400°*. 
"53 Cranbrook 4-dr., $245; 2-dr., $225°*, 
$215°. 


PONTIAC—'57 Star Chief Catalina, $2,075* 


(ps); Chieftain 2-dr., $1,640*, °56 Chief- 
tain 4-dr. Hardtop, $1,430* (ps); Cata- 
lina, $1,110°; Star Chief Catalina, $1,- 
340°. ‘55 Chieftain 4-dr., $970° ‘53 
Chieftain 4-dr., $455°; 2-dr., $420°. 


RAMBLER—’'56 station wagon, $1,155. ‘55 


station wagon, $980. '53 club coupe, $350, 


STUDEBAKER—’57 Commander 4-dr., $1,- 


300°. "53 Champion sedan, $235°*. 


MISCELLANEOUS—'57 Volkswagen Micro 


bus, $2,200; 2-dr. sedan, $1,655. ‘53 
Chevrolet %-ton pickup, $575. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every 


Monday. Prices are for sale of Nov. 18.) 
BUICK—'56 Special station wagon, $1,600: 


Riviera, $1,385*, $1,365*; Super 4-dr., 
$1,400* (ps). ‘55 Century Riviera, $1,- 
255°. °51 Special 4-dr., $165°. 


CADILLAC—'57 (62) coupe, $4,100* (ps). 


"55 (62) 4-dr., $2,075*° (ps). "54 (62) 4- 
dr., $1,615* (ps). "53 (62) 4-dr., $1,145* 
(ps). 


CHEVROLET— '58 4-dr.. Brookwood sta- 


tion wagon, $2,650°; Bel Air (8) 4-dr., 
$2,580°; Bicayne (8) 4-dr., $2,400*. ‘57 
Bel Air (8) 4-dr., station wagon $2,450*: 
Hardtop, $2,000*, $1,870* (ps), $1,835* 
(ps), $1,675*, $1,670°; Two-ten (8) 4-dr., 
station wagon, $1,990°; 4-dr., $1,625, 
$1,590. ‘56 Bel Air (8) 4-dr., Hardtop, 
$1,520°, $1,470*, $1,330°; 2-dr., $1,085°. 
"55 Two-ten (8) station wagon, $1,300*, 
$1,200, $1,195°; 4-dr.. $1,090°, $1,060°. 
‘54 Bel Air 4-dr.. $860. "53 Two-ten 4-dr., 
$570, $555. 


CHRYSLER —'55 300 Hardtop, $1,640* 


(ps); NY 4-dr.. $1,430° (ps); Windsor 
Hardtop, $1,280° (ps). 


DESOTO—'57 Firesweep 4-dr. Hardtop, 


$1,905*° (ps). 


DODGE—'58 Royal (8) 4-dr., $3,090* (ps). 


‘55 Sierra (8) 4-dr. station wagon, $1,- 
190. "53 Meadowbrook coupe, $245*. '52 
Wayfarer coupe, $195. 


FORD—'57 Thunderbird, $2,695*, $2,630; 


Country sedan 6 pass. station wagon, 
$1,925; Fairlane (8) 2-dr., $1,780*, §1,- 
760°, $1,745°, $1,735*; Fairlane (8) 500 
4-dr., $1,760°; Custom (8) 300 2-dr.,$1,- 
540; Custom (8) 2-dr., 3 at $1,500, §$1,- 
355, $1,345. "56 Country sedan 9 pass. 
station wagon, $1,705*; Fairlane (8) 
Hardtop, $1,625* (ps): conv., $1,170°. 
‘55 Custom (8) Ranch Wagon, $1,165; 
2-dr. sedan, $730. "54 Country sedan 6 
pass. station wagon, $780; Custom (8) 
2-dr., $690, $520. 


IMPERIAL—'57 Crown Hardtop, $3,800* 
(ps). 
LINCOLN—'5S4 Capri 4-dr., $990*. "53 Ca- 


pri coupe, $806* 


MERCURY —’'58 Turnpike Cruiser, $3,555* 


(ps), $3,525* (ps); Montclair 4-dr., $3,- 
250° (ps); Monterey 2-dr. Hardtop, §$3,- 
060° (ps), $3,050° (ps), $3,005* (ps), 2 
at $2,950* (ps), $2,875* (ps). "56 Custom 
9 pass. station wagon, $1,620. "52 4-dr., 
$285*. '51 4-dr., $235. 


OLDSMOBILE—'58 (98) 4-dr. Hardtop, 


$3,930° (ps). ‘57 (98) conv., $2,600° 
(ps); (88) Super 4-dr. Hardtop, $2,585° 
(ps); (88) 2-dr. Hardtop, $2,295*. ‘56 
(88) Super 2-dr. Hardtop, $1,780* (ps), 
$1,610°; (88) 2-dr. Hardtop, $1,585*. '55 
(98) Hardtop, $1,735° (ps), $1,350° (ps). 
‘53 (88) Hardtop, $750°* (ps); 4-dr., 
$570° 


PONTIAC—’58 Chieftain Hardtop, $2,800*. 


‘56 Chieftain station wagon, $1,640* 

(ps); 4-dr. Hardtop, $1,600° (ps). ‘55 

Chieftain 2-dr. Hardtop, $1,185*. ‘53 4- 
$380*; 2-dr., $340°. 


dr., . 
STUDEBAKER — ‘50 Commander 4-dr., 


$135* 


WILLYS—’56 Jeep, 3 at $900, 5 at $850. 
MISCELLANEOUS—'58 Chevrolet % ton 


pickup, $1,775. '57 Ford Ranchero, $1,- 
255. °56 Chevrolet % ton pickup, $915. 
’55 Chevrolet % ton pickup, $900, $820, 
$765. 


JENISON, MICH. 


(Grand Rapids Auction, Sale every Tues- 


day. Prices are for sale of Nov. 19.) 


(Market not strong. Deer season held 
down the consignment, but cars sold well 
throughout the sale. Sold 69 cars out of 
110 offered.) 


BUIOK — 57 Special Riviera, $1,950°*. '56 


Century 4-dr., $1,565°; Special 4-dr., $1,- 
440°. °55 Century 4-dr., $1,350° (ps); 


(Continued on Page 133, Col. 1) 





— 


ROD teed 5 Aa Ee El NP SAR 


in 





a4 6 
a tn aaa el ai, ie 


FC 
































ountry | 


top, 


$1,- 
8); 








Dahil. Tose 





4 


gate 


2 aah tenn EM Bi ae oy, 


Ne lA A ti a 


cree 


ARNT Te el A RR A NR LL RL i ita As Ree A NT TRIN itt I cee 


Used-Car Auction Prices 





(Continued from Page 132) 


$1,100*; Riviera, 


$1,680° 


Special 4-dr., $1,240°*, 
$1,180*, $1,100°. 

CADILLAC—'54 Fleetwood 4-dr., 
ips). 

CHEVROLET—'57 Bel Air station wagon, 
$2,150° (ps); 2-dr., $1,700*; Two-ten sta- 
tion wagon, $1,835*. °55 Bel Air 4-dr., 
$1,060*; conv., $815; Delray 2-dr., $850; 
Two-ten 4-dr., $825; 2-dr., $700, $550. 
'54 Bel Air 4-dr,, $500*°, $465. °53 4-dr., 
$365*, $325. '52 4-dr., $315, $255. 


DODGE—’ 56 Custom Royal club coupe, $1,- 
375*, °54 station wagon, $645. 

FORD—’57 Fairlane (8) 500 4-dr., $1,800° 
(ps), $1,725° (ps); 2-dr., $1,660*; Cus- 
tom (8) 300 4-dr., 2 at $1,605; 2-dr., 


$1,350. "56 Country Squire station wagon, 
$1,545* (ps); Ranch Wagon, $1,185*; 
Custom club coupe, $1,105. ‘55 Custom 
2-dr., $660, '54 Crest 4-dr., $690°, $595*. 
’53 Victoria, $555* (ps); 4-dr., $360; 
2-dr., $435, $345, $320. "52 station wagon, 
$285; 2-dr., $255; 4-dr., $240. 

MERCURY—’57 Montclair club coupe, $2,- 
040°, °54 2-dr., $565°*. 


OLDSMOBILE — ‘57 (98) conv., $2,460* 


(ps); (88) Super Holiday, $2,095*° (ps). 
"5S (98) conv., $1,350° (ps); (88) club 
coupe, $1,235* (ps); 4-dr., $1,125; (88) 
Super Holiday, $1,170*. ‘54 (88) club 
coupe, $1,100*; 4-dr., $655°; (88) Super 
2-dr., $770* (ps). "53 (88) 4-dr., $350°*. 
"52 4-dr., $270°. 

PLYMOUTH — '56 Plaza 2-dr., $875. ‘53 
4-dr., $245. 

PONTIAO — '57 Star Chief 4-dr., $2,140° 
(ps). °56 Chieftain 2-dr., $1,145*. °54 


Star Chief 4-dr., $585°. 
STUDEBAKER—’56 Power Hawk club 
coupe, $1,090°. 


PORTLAND, ORE. 


(Portland Auto Auction, Inc, Sale every 
Tuesday. Prices are for sale of Nov. 19.) 


BUICK—'56 Century Hardtop, $1,545*. °55 
Century Hardtop, $1,300° (ps); Super 4- 
dr., $1,220° (ps), $1,150° (ps); Special 
4-dr., $905. "54 Special 2-dr., $780. ‘53 
Super Hardtop, $625° (ps); 4-dr., $530°, 
$410*; RM 4-dr., $625° (ps). "51 RM 4- 
dr.. $195°. °50 Super Hardtop, $130*; 
Special 2-dr., $100. 

CHEVROLET—’'57 Bel Air Hardtop, $2,090* 
(ps), $2,060°; 4-dr., $1,970° ‘ps), $1,- 
900°; Two-ten (8) 4-dr. station wagon, 
$1,900°. "56 Bel Air (8) Hardtop, $1,625* 
(ps); conv., $1,500° (ps); Two-ten (8) 
station wagon, $1,495°; 4-dr., $1,420°; 
Two-ten (6) 4-dr., $1,250; 2-dr.. $1,095. 
‘5S Bel Air (8) Hardtop, $1,465°, §$1,- 
460°; Two-ten (8) 4-dr. station wagon, 
$1,460°; Delray. $1,175°; 4-dr. sedan, 
$725. ‘53 Two-ten 4-dr., $490 $475°*, 
$450. ‘52 club coupe, $495; 4-dr., $370. 
"51 4-dr., $320. "50 2-dr.. $190, $155. 

CHRYSLER—'55 NY Hardtop. $1,465*, "53 
NY 4-dr., $375°. '51 Windsor club coupe, 
$240°. 

DODGE—'57 Coronet conv., $2,005°, °56 


Used-Car Dealer 
Ignores 58s; Sees 


Too Little Profit 


NORTH LITTLE ROCK, Ark.— 
A check reveals that Twin City 
Motors here, an independent firm 
which usually acquires new-model 
automobiles almost as soon as do 
the franchised dealers, hasn't of- 
fered any 1958s yet. 

“One of our out-of-state sources 
offered us 100 new cars (of the 
lower-priced three) the other day,” 
said President Ed Cochran. “But 
we believe we can do better with 
low-mileage used numbers on which 
the sales tax has been paid. 

“Today's market for the inde- 
pendent dealers is not as hot as 
formerly,” Cochran continued. “Our 
costs are going up and profits are 
dropping. We believe the trouble 
lies in over-production. There’s 
certainly no shortage of cars.” 

Cochran said that “whereas about 
12 percent of last year’s buyers 
paid cash, only one of 50 (with 
contracts ranging from $1,500 to 
$3,000) is following suit this fall.” 

Cochran and his partners, Cecil 
Jones and Floyd Johnson, operate 
six auto and trailer lots. Cochran 
also controls an outlet at Dallas 
and is co-owner of one in Little 
Rock. They say they sold 2,600 
units in 1956 and hope to reach 
2,700 this year. 


New York Checks 
Installment Sales 


ALBANY.—A two-man team, out 
to protect consumers, is watching 
installment buying in Binghamton, 
Rochester, and other upstate cities. 

Ordered by State Superintendent 
of Banks George A. Mooney, the 
check is designed to find out 
whether retailers are observing the 
state’s new law on credit buying. 

The new installment-credit law, 
which covers nearly all goods 
bought on time, sets up specified 
interest rates, and guarantees 
rights to the purchaser. Contracts 
for installment purchases must be 
in forms that comply with the new 
law which became effective Oct. 1. 


Coronet (8) 4-dr., $1,210°; 2-dr. $1,075°, 
$1,065*. ‘55 Royal (8) 4-dr., $885°. ‘53 
(8) 2-dr. station wagon, $760, $685. ‘51 
Meadowbrook 4-dr., $145. '49 Coronet 4- 
dr., $145*. 


FORD—’57 Fairlane (8) Hardtop, $1,850*; 
Custom (6) 2-dr., $1,425. °'56 Fairlane 
(8) 4-dr., $1,240; Main (8) 2-dr., $1,045. 
55 Thunderbird, $2,045*; Fairlane (8) 
Crown Victoria, $1,435*, $1,300* (ps); 
Custom (8) 2-dr, station wagon, $1,250°* 
(ps); Hardtop, $1,220*, $1,205. $1,125°; 
Main (8) Ranch Wagon, $985; 2-dr., 
$930. °54 Custom (8) 4-dr., $630; Main 
(8) 4-dr., $545. °53 (8) 4-dr. station 
wagon, $760; Custom (8) 4-dr., $515, 
$390; 2-dr., $350; (6) 2-dr., $325. °52 
Main 4-dr., $380; 2-dr.. $270; Custom 
(8) 4-dr., $345. °50 2-dr., $200; 4-dr., 
$185, $135. 


LINCOLN—’52 Cosmopolitan 4-dr., $375°*. 
MERCURY—’56 Montclair 2-dr. Hardtop, 
$1,495* (ps). °55 Montclair 4-dr., $1,- 
300° (ps); Monterey 4-dr., $1,195* (ps). 
‘54 Custom 4-dr., $750°. '53 Custom 2- 
dr., $400. '52 Custom 2-dr., $400. 
OLDSMOBILE — °57 (88) Super Hardtop, 
$2,575* (ps). "56 (88) 4-dr. Hardtop, 
$1,695° (ps). '55 (88) 4-dr. Hardtop, $1,- 
560° (ps); 2-dr. Hardtop, $1,485°; (98) 
4-dr., $1,510° (ps); (88) Super 4-dr., 
$1,400° (ps), $1,200°. °54 (88) 2-dr., 
$980*; (88) Super 2-dr., $910° (ps). *53 
(88) 4-dr., $620°. "52 (98) 4-dr., $405°. 
"51 (88) 2-dr., $250°. 
PACKARD—’51 2-dr., 
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PLYMOUTH—’56 Savoy (8) 4-dr, station 
wagon, $1,305*, ‘54 Belvedere Hardtop, 
$750°*; 4-dr., $580*° (ps). '53 Cranbrook 
2-dr., $480, °51 Cranbrook 4-dr., $260. 

PONTIAC—’57 Chieftain Hardtop, $2,290° 
(ps). °56 Star Chief Hardtop, $1,525*, 
$1,375*. '55 Star Chief Hardtop, $1,505*; 
station wagon, $1,395* (ps); Chieftain 
Hardtop, $960*; 4-dr., $900°. °53 2-dr., 
$625*; 4-dr., $555*, $450. '50 4-dr., $155*. 

STUDEBAKER — '53 Champion Hardtop, 
$485*. 

MISCELLANEOUS—’57 Volkewagen 2-dr., 

$1,575, '56 Volkswagen 2-dr., $1,350. '55 

Ford %-ton pickup, $675. '53 Dodge %- 

ton pickup, $520; Ford %-ton pickup, 

$545. 


WAREHOUSE POINT, CONN. 


(Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of Nov. 20.) 

(At our sale this week prices seemed 
te have leveled off on all cars except 
’57s, We had a very large attendance 
with plenty of buyers, Sold 77 percent 
of the consignments.) 


BUICK—’56 Century Hardtop, $1,580°* (ps); 
Special 4-dr., $1,350. °55 Special 4-dr. 
Hardtop, $1,195*. °54 Super Hardtop, 
$785*, $675°*. "53 Super conv., $620°. '51 
RM Hardtop, $145*. 

CADILLAC—’56 (62) coupe, $2,800° (ps). 
"55 (62) 4-dr., $1,880° (ps). "54 (62) 
4-dr., $1,775* (ps). "52 (62) 4-dr., 
’51 (62) 4-dr., $410*°. 50 conv., $355°. 

CHEVROLET—'57 Two-ten (8) 4-dr., 
755*; Two-ten (6) Hardtop, $1,605. °56 
Bel Air station wagon, $1,600°; conv., 
$1,390°; 4-dr., $1,330°; Two-ten (6) 4- 
dr., $1,150, $1,125°, $1,050°, $1,000*, 
$980, $965. "55 Bel Air (6) 2-dr., $1,100, 
$1,050; Two-ten 4-dr., $820, $665. 
Bel Air 4-dr., $820* (ps); Two-ten 2-dr., 
$660*, $555. "53 Two-ten 4-dr., $520°, 
$415, $330; Bel Air 2-dr., $395; One-fifty 
4-dr., $265, $255. °52 station wagon, 


(Continued on Page 140, Col. 1) 
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FIGURING A DUMP TRUCK SALE? 
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for an expert job... get an expert’s help! 


Look to your HEIL distributor . . . 


When you’re working out a dump truck pro- 
posal—whether it’s for one unit or a fleet— 
don’t “sweat it out” alone. Get expert help 
from your Heil distributor. 

Your Heil man can come up with.a com- 
plete truck package—figure all dimensions 
and other specifications to deliver maximum 


legal payload, 
formance. 


superior dump truck per- 


Think what this will mean to you... and to 
your customers! You can quote exactly the unit 
your prospect needs, confident that he’ll get 
money-making hauling ability for every dump 
truck dollar he invests. 





THE HEIL co. DUMP BODIES and HOISTS 


And you can promise speedy delivery, too. 
Your Heil distributor, with his complete stock 
of Heil body and hoist units, can assure 
prompt, expert mounting service. 

Remember, the truck you sell is a better truck 
with Heil equipment—known and respected 
by contractors and fleet owners the world over. 
When you furnish Heil bodies and hoists, 
you're building a reputation on the sound basis 
of quality. 

Next time you have a dump truck prospect, 
do yourself and your customer a favor. Ask 
your Heil distributor to help take the guess- 
work out of your recommendations. 


WISCONSIN 





MILWAUKEE 1, 
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°58 Models Claim More Power... 


Car Styling of Trucks Grows 


ERY IS 
RAY. 


COURTAULDS’ SUPER-COLOR-FAST COLORAY FIBER IS IN THE NEW 


CHRYSLER ~ 


Proper servicing of modern cars requires modern equip- 
ment and modern methods. ECO Tireflators help keep 
customers coming back because they put air where you 
want it for fast service and inflate tires automatically to 
the precise pressure needed for best performance. No 
need to “inflate and check” or waste time hunting for 
gauges. Tireflators save money too, because the first 
cost can be the last cost. 

Find out how you too, can service your customers 
better with ECO TIREFLATORS. 


(Continued from Page 56) 
which are an addition to the B 
series, will offer contour cabs and 
have been reduced to 89 inches 
from bumper to back of cab. 
a: * * 


Diesel or Gasoline 

HEY will be available in either 

diesel or gasoline power, with 
a turbo-charged version available 
on the diesel. The cab forward, a 
radical departure from the current 
series, will be offered with both 
gasoline and diesel engines. 


Studebaker in addition to the 
line announced this fall is an- 
nouncing three new four-wheel- 
drive trucks in half-ton, three- 
quarter-ton and one-ton sizes. Two 
engine options are offered, either a 
six-cylinder or a V-8 power plant. 

These models have a four-speed 
transmission with a two-speed 
transfer case. The front drive can 
be locked in for full power or dis- 
engaged. 

White is announcing the first of 
a new group of “400” diesel tractor 
models to broaden its coverage of 


JOHN Woop COMPANY e Bennett Pump rome @ Muskegon. Michigan 


IN CANADA: Jonn Woop Company LIMITED « Toronto * Montreal * Winnipeg * Vancouver 


all highway tractor markets. The 

new model is powered with a 178- 

horsepower Cummins diesel and is 

offered with options that permit 

GVWs of 55,000 to 76,800 pounds. 
* * + 


HIS same model is also avail- 
able with three other diesel 
engines rated up to 220 horsepower. 
Several different transmissions, 
front and rear axles are available. 


Three optional single-channel, 
chrome-manganese-steel, heat- 
treated frames with bolted con- 
struction and multifunction cast- 
steel brackets plus tubular steel 
cross members are also featured. 

A larger, more powerful vehicle 


in the new series of Jeep forward- 
+ * - 


B ” 


Dodge Sweptside Pickup— 


control models is being introduced f 
by Willys Motors, Inc., in the FC } 
170. 

This new model carries a GVW 
rating of 7,000 pounds, with a 
compact wheelbase of 103.5 inches 
and provides a large cargo area 
in relation to length. 

The new model continues the 
overall styling and four-wheel- 
drive features of the earlier Jeep § 
FC-150 model introduced in 1957. 

However, payload is 30 percent 7 
greater and the engine delivers ~ 
substantially higher power. 

The spacious cab has 2,747 square 
inches of safety glass including a 
broad wraparound windshield of | 


nearly 1,200 square inches. 
* - > 


| Typical of Dodge's new styling for 1958 is this Sweptside 100 pickup. The truck's 
— loading height of 24 inches has been retained, although the chassis has an 


additional inch of road clearance. 


Brockway’'s Diesel-Powered Model— 

Brockway's diesel-powered “off-highway” truck has a rear axle bogie rated at 
50,000 pounds. The front axle is rated at 18,000 pounds. “On-highway" vehicles 
include diesel, propane and gasoline powered models. 


Dual Headlights on GMC Pickup— 


Dual Headlights and a massive bumper and grille treatment are featured on this 
GMC 100 pickup. The truck is powered by a new 336-cubic-inch engine which devel- 
ops 200 horsepower. A Powr-Lok differential which permits the rear axle to send the 
greatest driving force to the wheel that has the best traction is offered as an option. 


Pickup with 6-Passenger Cab— 


The Travelette pickup with a six-passenger cab features the new styling treatment 
of International's 1958 line of light and medium-duty truck models. 





—_— 


U. S. Survey Shows... 
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46% of Farm Trucks 


135 
Trailer Shipments 


By Factories Fall 
In September 








duced Ff WASHINGTON. — Factory ship- 
“se! Under 1,200 Pounds ment of truck tales amourted to 
"VW 9 4,820 units in September, down from 
the 5,809 units shi in August 
th a WASHINGTON. — More than 46| data obtained from 6,600 farm op- and from the 4,888 Oe pped in on 
iches percent of the 2.8 million trucks| erators in February and March, tember, 1956, the Census Bureau 
area on U. S. farms on Jan. 1, 1956, had| 1956, by enumerators working reported. 
rated capacities of less than 1,200! under the Agriculture Depart- Value of September shipments 
s the | pounds, according to estimates by| ment’s Agricultural Marketing was placed at $24,525,000, down 
vheel- § the Commerce and Agriculture de-| Service. from the $26,972,000 total for August 
Jeep partments. The classification of farms ac- but above the $23,758,000 for Sep- 
1957. More than two-thirds of the | cording to the value of farm prod-| tember of last year. 
rcent trucks on farms which sold less | ucts sold was made on the basis of The industry produced 4,667 units 
livers than $1,200 worth of farm prod- | data obtained for the same farms in September, compared with 5,258 
ucts fell into this weight category. |in the 1954 Census of Agriculture. in August and 4,823 in September, 
quare Farms selling products valued at| Rated Capacities of Farm Trucks 1956. 
—— © more than $10,000 listed 43 percent . Thousands Of the September shipments, 2,623 
id of | of their trucks in the 3,000-pounds-| Rated Capacity of trucks Pct. were vans including 366 insulated 
and-over class, and only 32 per-|Under 1200 pounds 1,313 465 and refrigerated units, 0S semt- 
cent in the 1,200-pounds-and-under | 1,200-1,800 pounds 457 16.2 | insulated, 75 furniture vans, and 
class. 2,000-2,800 pounds 192 68) 1,834 closed-top vans of other types. 
The survey found that more than | 2 900-3,800 pounds 517 184 on cent s - oe 
4 63 percent of farm trucks in 1956/ 4.900-4,800 pounds 230 8.2 » tank units, » Pore, pape an 
r) were pickups. About 16 percent| 50900 connie and over 81 28|A¥focar Announces New Tractor— logging, 77; platforms, 673; low-bed 
were stake trucks; 8 percent had| Capacity not specified 31 1.1} Autocar has announced a new diesel-powered tractor for over-the-road operations. ae a a Se ee 
a grain body type, and 6 percent le Sable ta § ae . 7 141, and other trailers, 257. 
had a platform body type. is available in four engine sizes ranging from 175 to 290 horsepower. The Trailer chassis shipped for sale 
Total 2,819 100.0! tractor has four transmissions and three auxiliaries. Driver comfort is featured. separately amounted to 483 units. 


‘ ‘# Almost two-thirds were 1950 or 
earlier models, but 40 percent of 
trucks on farms which sold $10,000 
or more worth of farm products 
were 1951 or later models. 

The estimates are based on 


Diesels Widen 
Leadership i 
= | Heavy-Duty Field 


COLUMBUS, Ind. — Truck fleet 
management and truck operators 
show a growing preference for 
diesel power in heavy-duty opera- 
tions, reports C. R. Boll, sales vice- 
president of Cummins Engine Co. 
Inc. 

Boll cited shipment figures for 
the first nine months of 1957 show- 
ing that diesel power increased to 
19.4 percent of the total heavy- 
duty truck (19,500 pounds and over) 
shipments. This compares with 18.2 
A percent for the corresponding 
period in 1956. 

A continuation in the trend to 
dieselization in heavy-duty truck- 
ing is anticipated by Cummins, he 
said, and the company plans to 
meet the growing needs with new 
models to maintain its share of the 
diesel market. 

Histcrically, Cummins has held a 
position of leadership in U.S. diesel 








NEW, LOW-COST ELECTRICAL TESTERS 
IMPROVE TUNE-UP, BOOST INCOME 





ruck's 
3s an 


MT-415A Tach-dwell meter 


Tach scale checks engine rpm for ser- 
vicing automatic transmissions, bal- 
ancing cylinders, adjusting carburetor 
idling and high-speed jets. Dwell scale 
is used to check dwell or cam angle 
and resistance of breaker points; set 
breaker points. 


d at 
icles 


MT-401 Generator-regulator meter 


engines have powered over 50 per- 
Tests the generator, checks 
regulated amperes, cutout and 
regulated voltage. It is also 
used to test battery and locate 
heavy-duty trucks is foreseen in| electrical leaks. 


cent of the diesel trucks on U.S. 
highways, Boll said. 
Cummins sales for the first nine 
months of 1957 were up more than 
1958 and Boll anticipates an in- 
a 
Pe. 


production for highway trucks, and 
for the last six years Cummins 
8 percent over the corresponding 
period last year, he said. 
The continuing preference for| 
crease of 5 to 6 percent in the} 
total heavy-duty truck market next 
year. 2002A-MT-B Set 
$11.75 down $3.00 per week 


Prices subject to change without notice. 


For Uniform Tax 
Cummins Rips Spread in 
Gas-Diesel Fees 


COLUMBUS, Ind. — Cummins 
Engine Co. has issued a report on 








ent 


how differential fuel-tax legislation 
adversely affects trucking. It is en- 
titled “Why Motor Fuel Taxes 
Should Be Uniform” and is avail- 
able free from the company. 

The booklet notes that nine 
states and one Canadian province 
now have higher taxes on diesel 
fuel than on gasoline. “These added 
taxes can slow down hauling 
schedules and reduce competitive 
service on long-haul trucking,” the 
report avers. 

It asserts that the two-structure 
tax system — based on registration 
fees and uniform fuel taxes — is 
the fair method of taxing highway 
users, This system, the booklet 
Says, is endorsed by the American 
Trucking Assns., the National 
Highway Users Conference and 
the American Farm Bureau 
Federation. 


Buick Appoints Coberly 

J. E. Coberly, Inc., 1400 W. Eighth 
St., Los Angeles, has been ap- 
pointed a Buick dealer. J. E. 
Coberly sr., a veteran of 40 years 
in the auto business, is president. 


These new, low-cost Snap-on electrical test- 
ing units quickly spot troubles in the igni- 
tion and electrical systems — improve work 
quality on specific checks and over-all tune- 
up jobs. 


Accurate— Portable—Simple 


The new MT-415A Tach-dwell meter shows 
tach scale and numerals in black, dwell nu- 
merals in red for easy, separate readings. Unit 
has long 714-foot leads with color-coded, in- 
sulated alligator clips. Handles 6-12-24 volt 
systems. 


The new MT-401 voltage regulator tester 
uses the highest quality current shunt to give 


@ TRADEMARK OF 


AP-ON TOO! 


= a ee ee ae oe 


Kenosha, wa 


8082-L 28th Avenue ° 


greater accuracy and longer service. Six-foot 
leads give plenty of coverage for any job. 


Testers are completely self-contained — 
need no outside power. Both units have large, 
easy-to-read scales — needles have jewel bear- 
ings for free, accurate readings. These meters 
are strong, yet light and easy to handle on the 
road and in the shop. Handle-equipped cases 
are made from tough, phenolic resin. Metal 
carrying case holds and protects units during 
travel. 


Clear, easy-to-understand instruction books 
packaged right with units make operation sim- 
ple for any mechanic. Here is your opportuni- 
ty to get this profit-boosting test equipment at 
a new low price — and on easy terms. Check 
your Snap-on man for details. 
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light. 


DRIVING LIGHTS 
Amber . . . Crystal . 


You will never see any Unity products sold at 
cut prices either under the Unity name or under 


a different name or trade mark. 


UNITY MANUFACTURING CO. 


uth Indiana Avenue 


2909 So 









UNITY Sealed Beam SAFETYLIGHT 


The world's leading Mirror Spotlight! 
Chromium plated . . . 


UNITY Emergency UNILITES 


Adjustable wire hanger for vertical or 
horizontal use. . Thumb switch. A QUALITY 


UNITY Sealed Beam FOG and 


Blue Fireman's. Millions in use. 
UNITY BACK-UP LIGHTS 


UNITY BODY MOUNT 
REAR VIEW MIRRORS 


Over 6,000,000 Automotive Lights Manufactured to date! 
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Bulletin Board... 


Grinding, Boring Spindles 





A brochure illustrating and 
describing Ex-Cell-O precision 
grinding and boring spindles—eight 
pages, free. Ex-Cell-O Corp., 1200 
Oakman Blvd., Detroit 32, Mich. 

+ * = 


Chemicals Guide 


A booklet describing the charac- 
teristics, grades and containers for 
24 basic chemicals used by industry 
—16 pages, free. Industrial Chemi- 
cals Division, Olin Mathieson 
Chemical Corp., 10 Light St., Balti- 
more 3, Md. 


* * * 


Industrial Equipment 
A catalog of industrial equipment 
—free. General Industrial Co., 5748 
Elston Ave., Chicago 30, IIl. 


* * a 


Metal-Grating Products 


A technical handbook on the 
products of the metal-grating in- 
dustry which is aimed at establish- 
ing product standardization for the 
industry—32 pages, $1. Metal Grat- 


protects the 


1615 H St. N. W., Washington 6, 
D. C. 


* * * 


Sealed Gear Pump 


Illustrated booklet “TR-570” on a 
new sealed gear pump for mount- 
ing on any machine which requires 


ing Institute, Inc, One Gateway] fluid circulation for lubrication or 


Center, Pittsburgh 22, Pa. 


+ * ? 


Tire Manual 
Pocket-size tire manual for serv- 
ice men—$1. Elgar Co., 2 E. Twenty- 
Third St., New York 10, N. Y. 


* * * 


Space-Klip Hardware 

A catalog (No. SKY-8) illustrat- 
ing the full line of Space-Klip 
display hardware for perforated 
panels and shelves—i2 pages, free. 
Reflector-Hardware Corp., Dept. 
FP, 1400 N. Twenty-fifth Ave., 
Melrose Park, IIl. 


+ 2 + 


350 Promotional Events 


‘Special Days, Weeks and 
Months,” a compilation of 350 legal 
holidays, religious observances and 
business-promotion events—50 cents 
each for one to nine copies, quan- 
tity discounts. Domestic Distribu- 
tion Department, Chamber cf 
Commerce of the United States, 


Car 


dealer’s retail sales! 


By distributing ONLY through legitimate 
wholesalers . . . never through chain stores 


or other cut-price channels. 


rust proof. 


. . Red Emergency... 


° : 


Chicago | 



















6, Illinoi 


other purposes—free. Bijur Lubri- © 
cating Corp., 151 W. Passaic Ave,, | 


Rochelle Park, N. J. 


* * * 


Narrow-Aisle Equipment 


Narrow-aisle materials-handling 
equipment—Bulletin 201, free. Ray- | 


mond Corp., 332-160 Madison Ave., 
Greene, N. Y. 


* e + 
Lubricating Equipment 
Automotive lubricating equipment 





—32 pages, free. Lincoln Catalog ~ 


57, Lincoln Engineering Co., 5701 
Natural Bridge Ave., St. Louis 20, 
Mo. 


Sealing Rotating Shafts 


“Solving the Problems of Seals 
for Rotating Shafts”—12 pages, 
free. Richard Hicks, sales manager, 
Rotary Seal division, Muskegon 
Piston Ring Co., Sparta, Mich. 


Emergency Planning 
“Industry Planning for the Con- 
tinuity of Production in the Event 
of Enemy Attack”—36 pages, 50 
cents. PB-131300, Office of Technical 
Services, U. S. Department of 
Commerce, Washington 25, D. C. 


= * > 
°58 Dodge Trucks 
Color folder describing the 1958 
line of Dodge trucks—free. Dodge 
Truck News Bureau, 2751 E. Jeffer- 
son, Detroit 7, Mich. 
. . > 
Precision Equipment 
| A reference table of conversion 
| factors has been published by Pre- 
|cision Equipment Co, 4411 E. 
| Ravenswood Ave., Chicago 40, Ill. 
. . > 


Hydra-Matic Manual 


Illustrated Hydra-Matic trans- 
mission service manual, 250 pages, 
free. United Motors Service, 
Detroit 2, Mich, 


Autobody Repair Panels 


Catalog C-400 compiling more 
than 400 Schofield autobody repair 
panels—f ree. Schofield Mfg. Co., 
1140 E. 222nd St., Cleveland 17, O. 


Baltimore Ad Tax 
Is Discriminatory, 


Says Dealer Unit 


BALTIMORE. — The Automobile 
Trade Assn. of Maryland has pro- 
tested the city’s new tax on adver- 
tising as a “discriminatory and an 
excessive burden on certain types 
of business.” 

In a telegram to Mayor Thomas 
D’Alesandro jr. and the president 
of the City Council, the ATAM said: 

“We believe the taxes embodied 
in these ordinances to be discrim- 
inatory and an excessive burden on 
certain types of business. A sizable 
portion of the advertising in the 
City of Baltimore is placed by mem- 
bers of our association. 

“We believe it unfair to require 
these merchants to bear a dispro- 
portionate share of the cost of city 
services. Automobile dealers have 
always paid sizable taxes and we 
will continue to accept our fair 
share of all taxes without protest.” 

The association, which said it 
represents 100 new-car and truck 
dealers in the city, urged that the 
ordinances be reconsidered. 





Troubles Mount Up 


For Former U. C. Dealer 


RICHMOND, Calif.—Joe H. Bean, 
a former used-car dealer here, faces 
prosecution on charges of grand 
theft, issuing a fictitious check and 
violation of the state labor code: 
He was jailed in lieu of $5,500 bail. 

A customer claimed he paid Bean 
$220 for an automobile the dealer 
didn’t own, and a former employe 
charged he failed to pay her. The 
check charge was preferred by a 
tavern owner. 


Domigue Chevrolet Building 


Domigue Chevrolet Co., Scott Rd., 
Lafayette, La., has awarded a con- 
tract to Gossen Construction Co. for 
construction of an air-conditioned 
building for $104,000. 


——<— 
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Vlove 
Chicago Tribune's 





new cars like full page, full color advertising in the Chicago 
Tribune. 

The colorful way the Tribune can ‘show off a car is the 
next best thing to a showroom close-up. Tribune color jolts 
people into action. It excites...it persuades...it makes them 
want to buy. 

Using the Tribune, you reach more than 950,000 families 
daily, nearly 1,300,000 Sunday. That’s hundreds of thou- 
sands more in this market than are reached by the average 
audience of any television show, more than the audience 
reached by any magazine, any radio program, any other 
Chicago newspaper. 

Color showmanship pays off big in Chicago. Call your 
nearest Tribune representative and ask to see the amazing 
results other advertisers are having with Tribune color. 


In the fiercely competitive Chicago market, nothing § ls 
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The Tribune Leads in 
Automotive Advertising 


eae: 


The Tribune is read by more new car buyers. 80% read the 
Sunday Tribune! 59°% read the Daily Tribune! Other Chi- 
cago papers are read by only 28°%—45% of new car buyers. 
That’s why the automotive industry, again in 1957, is 
placing more linage and expenditures in the Tribune than 
in any other Chicago newspaper. Daily and Sunday, or 
daily only, for the first 10 months of this year, the Tribune 
leads every other Chicago newspaper in the advertising of 
New Cars, Total Automotive, Tires & Tubes, Gasoline & Oil. 


Chicago Tribune 


THE WORLD‘S 


New York City Detroit 


E. P. Struhsacker 
220 E. 42nd St. 
MUrray Hill 2-3033 


Chicago 

R. C. Tower 

1333 Tribune Tower 
SUperior 7-0100 


W. E. Bates 
1263 Penobscot Bldg. 
WOodward 2-8422 


GREATEST NEWSPAPER 


Les Angeles 
Fitzpatrick Associates 
3460 Wilshire Blvd. 
DUnkirk 5-3557 


San Francisco 
Fitzpatrick Associates 
155 Montgomery St. 
GArfield 1-7946 
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Hopkins to Speak 
At Annual NADA 


Service Session 


WASHINGTON.—Philip B. Hop- 
kins, director of sérvice develop- 
ment and training, Chrysler Corp., 
will be principal speaker at a serv- 
ice session of the 11th Annual Na- 
tional Automobile 
Dealers Equip- 
ment Exhibition, 
held in conjunc- 
tion with the 4ist 
annual NADA 
convention. 

Charles B. Tu- 


tion committee, 
said Hopkins will 
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sed., $2,636; 4-dr, hardtop, 
hardtop, $2,744; conv., $3,041; 4-dr. 2-seat 
$3,145; 4-dr. 2-seat hardtop 


316; 4-dr. hardtop, $3,436; 2-dr. hardtop, 
$3,368; conv., $3,680; 4-dr, 2-seat hardtop 
stat. wag., $3,831. Super—4-dr. sed., $3,- 


$5,112; 2-dr, hardtop, $5,002; conv., $5,125. 
(Variabie-pitch Dynaflow standard ‘on Cen- 
h 


2-dr. hardtop, $2,593. Pacer—4-dr. sed., 
$2,735; 4-dr. hardtop, $2,863; 2-dr. hard- 
top, $2,805; conv., $3,028. Corsair—4-dr. 
hardtop, $3,425; 2-dr. hardtop, $3,346. 
Citation—4-dr. hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801. Station Wagons 
—Roundup—2-dr. "2-seat, $2,876. Villager— 
4-dr, 2-seat, $2,933; 4-dr. 3-seat, $2,990. 
Bermuda—4-dr. 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 


FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $107 for station wagons; 
$124 for Fairlane and Fairlane 500; $137 
for Custom 300.) Custom 300—4-dr. sed., 
s 119; 2-dr, sed., $2,065; bus, 2-dr., $1,- 

Fairiane—4- 


top, $2,508.72; 2-dr. hardtop, $2,444.72; 
conv., $2,659.98; retractable hardtop (V-8 





4-dr, hardtop, 


Premiere—4-dr, sed., $5,565; 
$5,565; 2-dr. hardtop, $5,318. (Turbo-Drive, 
power steering, power brakes standard on 
all models.) 


MERCURY—Monterey—4-dr. sed., $2,- 


721; 2-dr. sed., $2,652; 4-dr. hardtop, 
$2, 840; 2-dr, hardtop, $2,769; conv., $3,- 
081, Montelair—4-dr. sed., $3,236; 4-dr. 
hardtop, $3,365; 2-dr, hardtop, $3,284; 
conv., $3,536; Turnpike Cruiser 4-dr. 
hardtop, $3,577; Turnpike Cruiser 2-dr. 
hardtop, $3,498. Park Lane—4-dr. hard- 
top, $3,944; 2-dr. hardtop, $3,867; conv., 
$4,118. Station Wagons—2-dr. 2-seat Com- 
muter, $3,035; 4-dr. 2-seat Commuter, 
$3,105; 4-dr, 3-seat Commuter, $3,201; 2-dr. 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 


Lane; Mere-O-Matie standard on Montclair, 
Voyager and Colony Park.) 


399.50; 2-dr, hardtop, $2,328.50. Belvedere 
—4-dr. sed., $2,439.75; 2-dr. sed., $2,388 50; 
4-dr. hardtop, $2, 527.50; 2-dr. hardtop, $2,. 
456.50; conv, (V-8 std.), $2,762. Fury-— 
2-dr. hardtop (V-8 std.), $3,066.50. Sta. 
tion Wagons (Suburbans)—2-dr. 2-seat De. 
luxe, $2,431.50; 2-dr. 2-seat Custom, $2,. 
553.25; 4-dr. 2-seat Custom, $2,607; 4-dr, 
3-seat Custom, $2,747; 4-dr. 2-seat Sport, 
$2,759.75; 4-dr, 3-seat Sport, $2,899.75. 
PONTIAC—Chieftain—4-dr. sed., $2,638; 
2-dr. sed., $2,573; 4-dr. hardtop, $2,792: 
2-dr. hardtop, $2,707; conv., $3,019; 4- dr. 
2-seat stat. wag., $3,019; 4-dr. 3-seat stat, 
wag., $3,088. Super Chief—4-dr. sed., $2,. 
834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
$2,880. Star Chief—4-dr. sed., $3,071; 4. 
dr, hardtop, $3,210; 2-dr. hardtop, $3,122; 
4-dr. 2-seat stat. wag., $3,350. Bonney ille 
—2-dr. hardtop, $3,481; conv., $3,586. 
RAMBLER—Deluxe Six—4-dr. sod., $2,. 
047. Super Stx—4-dr. sed., $2,212; 4-dr. 
hardtop, $2,287; 4-dr. 2-seat stat. wag., $2,- 
506. Custom Six—4-dr. sed., $2,327; 4-0r, 
2-seat stat. wag. $2,621. Rebel V-8—Super 
——4-dr, sed., $2,342; 4-dr, 2-seat stat. wag., 


789; 2-dr. hardtop, $3,644. Readmaster 75 52, a1: 4-dr. hardtop, $2,428.73; 2-dr.| ger, $3,635; 4-dr. 2-seat Colony Park, : 
tan, chairman of| 4’ar. hardtop, $4,667; 2-dr. hardtop, $4,-| hardtop, $2,364.12. Fairlane §00—4-dr. sed., | $3,775. (Multi-Drive Mere-O-Matie, power cute Tai ace, Sales Gk woes 
the 1958 conven-| 557; conv., $4, Limited—4-dr. hardtop, | $2,437.72; 2-dr. sed., $2,383.72; 4-dr. hard-| steering, power brakes standard on Park Pm re : . " 


$2,751. Am — Super — 4-dr. sed., 
$2,587; 4-dr. 2-seat stat. wag., $2,881: Cus- 
tom—4-dr. sed., $2,732; 4-dr. hardtop, $2,- 
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tury and Super; Ww x 172.69. agons—2-dr. 2- : $ 
speak Jan. 12—|sandard on Roadmaster 75 and. Limited. oe), eo = — te aa - Sa OLDSMOBILE — Series 88 — 4-dr. sed.,| 822; 4-dr. 2-seat stat. wag., $3,026; 4-dr. 
Philip B. Hopkins S gon, * 60, * $2,837; 2-dr. sed., $2,772; 4-dr. hardtop, | 2-seat hardtop stat. wag., $3,116. 
second day of the aoe a Tyree oe Del Rio Ranch Wagon, $2,513.24; 4-dr. | $2,971; 2-dr. hardtop, $2,893; conv., $3,-| STUDEBAKER—Scotsman 6—4-dr., sed., | 
five-day meeting to be held in Mi-| %Ahdara on Roadmaster 75 and Limited.) | pee ts ree a abOM.., $2,460.76; A-dr. 2-| 221; 4-dr. 2-seat stat. wag., $3,284; 4-dr. | $1,874; 2-dr. ond. $1,795; 2-dr, 2-seat stat, | 


ami Beach, F'la. 


CADILLAC — Series 62 — 4-dr. hardtop, 


seat Country Sedan, $2,567.24; 4-dr. 3-seat 


Country Sedan, $2,674.24; 4-dr. 3-seat 


2-seat hardtop stat. wag., $3,395. Super 88 
—4-dr, sed., $3,112; 4-dr, hardtop, $3,339; 


wag., $2,055. 6— 4-dr. sed., 
$2,253; 2-dr. sed., $2,189, Commander V-8 


Hopkins, who has been associated | $4,891; 4-dr. extended-deck hardtop, $5,-| Country Squire, $2,803.90 2-dr, hardtop, $3,262; conv., $3,529; 4-dr.|—4-dr. sed., $2,378; 4-dr. 2-seat Provincial 
with Chrysler Corp. for more than 079; 2-dr. hardtop, $4,784; conv., $5,454; IMPERIAL — Imperial —4-dr. sed., $4,-| 2-seat hardtop stat. wag., $3,623. Series 98| stat. wag., $2,644. President V-8—Classic 
Sedan de Ville 4-dr. hardtop, $5,497; Coupe | 945; 4-dr. hardtop, $4,945; 2-dr. hardtop, | —4-dr. sed., $3,824; 4-dr. hardtop, $4,096; |4-dr. sed., $2,639. Hawks—Silver Hawk 6 


24 years, started his automotive 
career after duty with the Navy in 
World War I. His first job was as 
a production worker with the old 
F. B. Sterns Co. in Cleveland. In 
1922, he became a service and retail 
salesman with Barnes Motor Co. 


In June, 1933, Hopkins became a 
Plymouth service representative in 
the Chicago area. Three years later, 
he became the service representa- 
tive of the Cleveland district for 
Chrysler’s central service division, 
and in 1937, he was called to the 
home office in Detroit, where he 
served as technical manager, re- 
gional supervisor, assistant general 
service manager and general serv- 





de Ville 2-dr. hardtop, $5,251. 
Seville 2-dr. hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr. hardtop $13, 074. 
Sixty Special—4-dr. hardtop, $6,232, Series 
75—8-pass. sed., $8,460; 8-pass. limousine, 
$8,675. (Hydra-Matie, power steering, 
power brakes standard on all models.) 
CHEVROLET (Prices are for six- 
cylinder models. For V-8s, add $107.) Del- 
ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr. util. sed., $2,013. Biscayne — 4-dr. 
sed., $2,290; 2-dr. sed., $2,236. Bel Air— 
4-dr. sed., $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,511; 2-dr. hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734, Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr. 2-seat Yeoman, $2,467; 4-dr. 
2-seat Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, 
$2,728. Corvette — hardtop cpe. or conv. 
(V-8 std.), $3,631. 
CHRYSLER — Windsor —4-dr. sed., $3,- 
129; 4-dr. hardtop, $3,279; 2-dr. hardtop, 


$4,838.50. Crown—4-dr. sed., $5,632; 4-dr. 
hardtop, $5,632; 2-dr. hardtop, $5,388; 
conv., $5,758.50. LeBaron—4-dr. sed., $5,- 
968.50; 4-dr. hardtop, $5,968.50. (Torque- 
Flite, power steering, power brakes stand- 
ard on all models.) 
LINCOLN—Capri—4-dr. sed., $4,951; 4- 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803. 


2-dr. hardtop, $4,020; conv., $4,300. Jet- 
away Hydra- » power steering, power 
brakes standard on Series 98.) 
PLYMOUTH—(Prices are for six-cylinder 
models. For V-8s, add $107.) Piaza—4-dr. 
sed., $2,169; 2-dr. sed., $2,117.50; bus. cpe., 
$2,028.25. Savey—4-dr. sed., $2,304.75; 2- 
dr. sed., $2,254.25; 4-dr. hardtop, §$2,- 





cpe., $2,219; Silver Hawk V-8 cpe., $2,352; 
Golden Hawk V-8 2-dr. hardtop, $3,282, 
(Overdrive standard on Golden Ha wk. 
Heater standard on Scotsman.) 
1957 MODELS 

PACKARD CLIPPER—4-dr. sed., $3,212; 
4-dr. 2-seat stat. wag., $3,384. (Flighte- 
matic standard.) 





New Commercial Car Registrations, 
30 States for October, 1957-1956 


Truck registrations by states 


are released here ¥. 23 | Brock- 


way 


compiled by R. L Polk repre- 


Stude- 


Reo | baker | White | Willys | Misc. 


















































































































































































































































5 : ge tatives in state capitals. 
ice manager before taking over his | §°7"t).4;°".. 7 “wag, $3,503.” Ral . 
M 2-dr. hardtop, $3,878. New Yorker—4-dr. Reported for October 56 5| 5188 % 815} 4807] AN 2343; 321; 66 128} 303) +~—-583|~—-228| «16370 
ore than 10,000 dealers and their | seq.’ $4,295; 4-dr. hardtop, $4,403.50; 2-dr, | Arizona 7 270 | 4; 3 | «73! 4 5) 4, 20) aS 
wives, along with service and sales mareeep, oh conv, $4,760.50; 4-dr. 56) 281 4 45 187 92 61; ~*~ 2 4 5| it} 13) 740 
personnel, are expected to attend | 2-se4t stat. wag., $4,868; 4-dr. 3-seat stat. | Cojorad "57 321 j 8; 459 es) s1s2, | : _— 

. wag., $5,083, 306-D—2-dr. hardtop, $5,173; | ~~" "°°° 56 332 | $6 257 87 Ng 7 2| ‘ ¥ a2 io} ~ 
the service sessions and visit the) conv’ $5,603. (TorqueFlite and power steer- 1 beter = 
equipment exhibition, which will | ing standard on Saratoga, New Yorker and | Delaware ‘7 | 68) | 4 65 | 10) od 5) | | 15] H| 9) «239 
occupy more than 40,000 square 300-D. Power brakes standard on 300-D.) ‘56! | 73} 4 28 42| 16; 4\ 8| ss 3) ty 4| 2m 
feet. Manufacturers of automotive! «(ore TAL 4-4. sed., $6,072; | 4- | Kansas 57) | 380 8 | 473 82; —«*142| 6 4 6 8) 16| 8) «1180 

dr, hardtop, $6,072; 2-dr. hardtop, $5,825; 56 | 344 | 48 378 83; 165) 3} 5| 0 8} 17} 13) 1065 
accessories, tools and equipment -~ $6,283. (Turbo-Drive, pouve steer- | Waryland 57 3) 22 i éi 4 38) 79 2 2 | 10) 13; 1s! 000 
will be on hand to explain and Sa aoc a a 56) 369 6 73) 305 71} 180) si 5} 3} 30 12| 1] 1073 
demonstrate their products. $18.50; 4-dr. hardtop, $2,953; 2-dr. hard-| Nebraska "57 | 256) é 31) 324 72; 168! a I 4) 2) @) 2) 9% 
top, $2,889.50; —, $3,218.50; 4-dr. 2- "56| | 270) iT] 20 250 3} 138) 5 J | 5} sit, Ss 17) 781 
seat stat. wag. 266; 4-dr. 3-seat stat. | New Jersey 57) 2 349) 16; «107 573 TT 188 71) 3 4 50) 40; «102; s«1640 
Powdered Metal Lever wag., $3,408, Firedome—4-dr. sed., $3,085; 56) 3| 452| 21 176 499 142/189 95) T 10) 58. 6! 47| 1764 
Tri T Fli dr. hardtop, he 2- “dr. hardtop, $3,- New Mexico 7 391) 41; 398 ™ s| | 3 ,.)0UC«mMC~«S 16; 1013 
aeons orquer lite sed., $9,982.50; 4dr. hardtop, $3,731; 2-dr. | oT 7a 5) ia ries a a a 7 a ee 
ETRO om hardtop, 5; conv 4-dr, 2-seat 10 | | | 

; Iron particles, | tm hag ov age Ng oA ~ 56 | 797) 18} 188} 1048) 262) 483) 47] 21} 13 80) 76) 55| 3088 

ground as fine as women’s face| 54 172. Adventurer—2-dr. hardtop, $4,071: | Okiah 57) 506 i 1) 712) +130 7) yw | 0) 
powder, have proved as effective as|conv., $4,369. (TorqueFiite standard on| | ml i 7 ‘9| wll ia 
i Fireflite oa iV - 56 ' 504) 77} 495 | 101 191} | 1} 9 9 16) 10) 1422 
solid steel in making a tiny clutch anne an Aden —+y Power beakes | Oregon ‘57 | | saa l a 396! 70; 124} WT! | 7 14) 53) 79; «1152 
lever that triggers Chrysler Corp.'s | popGe—Coronet Six —4-dr. sed., $2,- 36 | __.39 2] 4] 285135) 194 TD ccnel 16 29} 105} 62} 1309? 
TorqueFlite transmission. o0e.8; : a dr. sed., a... $2,448. .15. Coronet V-8— | Vermont 2 z 1 HH a at | 41; 4 ! | 10} 2% 
Amplex division engineers turned | jar hardtop, $2, $2,764 : Sar hardtop, $2. West Virgini 57) 202 3 éi a ia : 3a; 7| 1 ; =i a1 sa 
field of powd tall 679; conv., $2,941.50. _ | . | | fF staf & = 
to the id of powdered metallurgy : - & Royal—4-dr. sed., 56) 213) 56 255 88 76) 3] 4 8 8| 64) 16} 791 
to develop the part. Blended metal ceodaen $0554. Gaston . — 255 2-ar. Wyoming 57] 8) 8 a ae ee 8) 387 
powder is measured into a die and | $3,030: 4-dr. hardtop, $3,142; 2-dr. hard- ‘56! 88| 16| 8 32 47| 3} - 1 i] 4} i] 31S 
squeezed under extreme pressure. | top, $3,071; conv., $3,298. Station Wi: “tar. | 30 States Reported ‘57) 30' 9400 182; 1654) +=11614 2352; 4046) 573) 55 197 433; 1032) 920| 32488 
Upon ejection, it looks solid but —2-dr. 2-seat Suburban, $2,970.25; 4-dr. To Date for October 56 9 99819 171 1702| 9163) 2742; — 4323) 548, 144 219) 558/ 1165) 491; 31054 
could be crushed in the h Then | a: ant Mestte. 65.006.18; S-Gr. S-sent Sierra, | “Voor "57, -551| 237754| 2754) 38169| 222731; 50307| 76492; 10640| 1741| 5493| 10425| 16992! 15577| 689626 

c n and. Then | $3,176.25; 4-dr. 2-seat ‘Custom Sierra, $3,-| J, Date 56-720) 239411; 3219 45800| 213487) 66916) 87741| 10571| 2405| 7408) 1237) 17627| 9035) 716716 

it is baked by a process called sin- 313.28; 4-dr, 3-seat Custom Sierra, $3,-| — a = 
.25. “The information contain in this report has been compiled from official state documents, Every reasonable precaution h been 
tering which fuses the particles to EDSEL— -dr, sed.. $2,592; 2-| exercised to insure accuracy of this report to the extent of the registrations received and tabulated - the time the senert is published. 
give strength. dr. sed., $2,519; 4-dr. hardtop, $2,678;' R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions."—R. L, Polk & Co. 
ew Fassenger Uar hegistrations tates tor Uctober -1956 
9 
Car registrations 
by as com- 
a i. 
Ap 
Previous Report ‘57! 13) 87; 1002) 78! 1600; 3941) 7146) (11735 268} 1975) 14824) 2630 1171| 12064; 2789! 2386; 21040) 529 551|  1307| 45870 
For October "56 BY 23| 67| 202] ~—s«813}— 760) Hi Seo] 1259, 2676) 5316) 11195 ;| 327| 2216| 13743 0 874) _11717| —3229| —_-2832/ o712| 136 417| 595, 63743316 
Arizona ‘s7| #7) 3) I | 83 60 18 21; S| 277) 491 697 a 15; 130) 9110 af 73; ~—«-733—Ss«dS7|—Ss«*N6O| «278 3) 38, «41, —s«i245| 3018 
56) 27) sit} ' ‘5 | 4} — 35] 3] 317| «540 10} 131} S81 197) 74) 670} 142 107) 1190 10 46 56) 74| 2362 
Arkansas ‘s7 43) 7 2; «82 29 9 % 164-278) ~S«5 16 946 37) 4) 66) SO 53 164 45; 1004; 154; 158) 1525) | 28 28 50| 3324 
56) 30) 3| s| 2 a 8} = |_—stS}|_—stt7|_— 220; ~——370 1072 12} 190} 1294 31| 1151) 224] ~—«178| +1806) 4 24 28 19| 3567 
Connecticut ‘57| 187) 2 5) 6 i 234| 50 16! 455, 932) ~«1832| ~=—«1980 a! | 61; -291| +2487 rl 195| 1729) 426 477, «3176 9 88 7 697| 8509 
; 56) 208) 8} 9] 4} 276} 06} Ss} 6] 415) ~— 582} _—*1:378)__—1800) 1| 65 399; 2265 650 164} 1710) —«689|_——597| +3810 47 91 138} 304) ~=—s«Bi7! 
Florida ‘s?/ 410) be a -. 2 = 112 231! 523) «41383) «2487 «4147; S26 l 90; +619; SII?) 827 520; 3388)  704{ 631| 6070) 2 90 92| 1251) ‘15507 
56] 168) | 7 44| 258) ~—.222 3% 202) 570} = 804| 1832] 4156) 4| 165 615! 4940, 1162 457| 3734; 1019} 679; 7051} 47| 104 151 483) 14715 
Maryland a. 3 4 88! «183 38 125 “| 1070; 1870! 2035 v0) 27 304, 2476, ~=—«289 185{ 2313) += 456 | Hl 3 3732 5) 733 78 278| 8522 
56| 77) 16| 8 29; = 130) S146} 14) (147 280} 499) 1286) 1893 2| 33 290| 2218 518 136) 2272; ~— 609! ~—472| ~— 4007 31 80} it} —«118| 7870 
Nebraska ‘57 | ai) i 2) 8 52) 53) 12 32) 123338) 558) 1239 103) 9 209; 1560 247 4 121 181; 200! 1809 2 51 a: 68/4100 
56| 34} 1| 7 18 wo 33}_— 41| 70| 164) ~—310)_——893 | 17 126] 1036 198 40 801! = 166 160) 1365 14 28 42 20} 2833 
Nevada ‘s7| 8 2) iy 2) 13| 23 12 18} 61| 92| 206) «252 2 | it} éi; 336 53} 32 183) 71) 56; 395 | 19 19 101; 1070 
56) 4) _| i ae on 17; 40, — 84 120 , | 5} 38} 63, S37 16| 97 39) 39 228} 5) 24 29 32 54) 
New Mexico 29) 6 1 % | 8 40 2 is! 368 652 63] | 15 112 842 5 56) 765/144) 176] (1256 3 39 a 122| 2666 
56 17) | 1 6} es? a 28) 42| 101} —-207|_— «475 ; | 14} 102) ~— 591] —*té2 49; 565; 138 129} 1043 \ 15 15 12} 1892 
North Dakota ‘7| 24 3] ! ‘| | “4 4| 29 93 174 344 468 * | 7 83; 613 78 32 497) 93: |= 784 2 26 28 29) 1832 
56) 30 | 7 17 54 | i} @ 73 77 203) 470 1} 8 él) = 109 18 497| 131 69 824 14 33 47 7| 1675 
Gtishoma 57/ si/ 8 I 7 “4 27| 63 165-479 786| 1765 77 14 243 300; —«103) ~=—«1606 364 321| 2694 3) 74 77 159) 5879 
"56! 36) 3 2 17) ra 120 4 61} 131) 267 580| 1458 | | 22 yea] 1768 1768} —393)_——s113|_—«1392 368} 312) +2578 21| 38 59 35} 508! 
South Dakota ‘57) 45) | i 2| a| 23 4! 23 él 115| 226) = -493] 23) | 4| si; 60 8i 25, 517| 3 73 781 | 23) 23 32) «1711 
56| 30) ! 6 9 46 15 1} 14} 48) 73) S11 334} 8} 53| 395 93 ‘10! 417; 7 78 674) 4} 17| 2! 2) 1289 
Tennessee ‘s7| 67) . | ‘| es 73 is! 101; 232 > ona 1666 ee | 24; —«256| +2050) += 423 100; 1822; 315 338 2998 2) 45 47 | 6188 
56| 33) 18 58 55 3 41} tet} 265} 525) | 1} 21 248; 2081; 499 74| 1752} = 415 296| 3036 15} 36) 51 25| 5776 
Vermont ‘s7| | 7 ie 2] 4 15 3| 8| 39 2) 147 230 i | 2| 37| «280 58 19 276! 40! 48 441) li 25| 26 94, ‘1029 
56| 27 10} 38 17} 13} 2} 52) S29 | 4\ 32} 315 79 15} 297] 74| 67 532) | 15} 16 41| 1052 
Virginia "57 133) 4 10 173, «+122 24 193 360; -989/ «1688! ~—«2130 130 | 33 344, 2637, «= «483| «= «208) += 2681; 458, 656) 4486) 5 CE] 8 385| 9467 
"56 72\ 9 13 22 6; 131 | 132 241| _587|_—«(1095|_— 2488 1} 49 398| 2936] 678 170} 2583} 519 652] 4602| Po 47 73 140| 8962 
Wisconsin 2 428) 14 4 . 481 177 i 167493) ~=—«697|—«1S72| = 2833) iad | 52) 447 3529) 563) 196) 2577 661; 518) 4515! 7) +123 tJ 222) 10449 
56 217) 23 5! 90 38! 122 176 305!  461|—:1073)_—2150 2| 75| 450) 2677|_—857|_~—s179| = 24091 += 78) ~—534!_—«4757| 48} si] 129 137) 9154 
Wyoming ‘s7 21) 2] rr | Bl 20 Be 9 4! ~ 135: 216) | | ‘| 51 =| | 21; «291; ~Ss« 2! 541 «510 | 6! ‘| 4%| 1026 
56 16} 2 4 8 " 19 26 64| 212] | iD % 253 65 18] 265 66} al 451} 4| a 6 802 
23 States ‘s7 x a a ; ml 2174) a 1884! 507! | Tisss 21264 Saas) am 3 tel ad 41818| 6887) 3041) 33567| 7170 57490 di 1370 5203| 130167 
For October A 1545 134 212 _— 144) 1683) 3840 14902| 31366 17 846| 5667| 37896] 9479| 2438] 32329] 8682 oe! 60166 a 1100 1567 2092} 119059 
Year 68575| 9408 an 8383 esas ~~ 26889| 83420| 209967) “ira | 897486|1179469| 9846 601| 27953) 218281 | 1436150) 314605] 111220|1132340| 293667) 256644|2108676, 49624) 54221; 144292|4731362 
To Date ‘Ss 56413) 5269 Bel es 92318| 88401) 7468 sos8e! 174571| 384890| 736018| 1042102 | 1282| 34071| 224890/ 1302345| 440609 {125481 I2aTa0| 359177| 289797 | 2443296| 25899 63484/ 89343| 68564/4731884 
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ACCLAIMED BY 
THE TRADE! 


“We can see that this program is not 
only going to lead to increased sales 
over the long haul, but is also going to 
produce immediate orders.” 

Toledo, Ohio 


“.. certainly on the right track with 
this program and will prove valuable.” 
Detroit, Mich. 


“T don’t believe there is in these United 
States a program doing more for the 
Automotive Truck Industry and the 


dealer.” 
La Crosse, Wis. 


“TI thought this program was dynamite 
but I am beginning to think we might 
term it T.N.T.” 

Boston, Mass. 


“This is the finest cooperation we have 
ever experienced here, or could ever 


hope for.” 
Newark, N. J. 


“It isn’t often that we get such a clear 
picture of the body and equipment end 
of the business.” 

San Francisco, Cal. 
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(Read Automotive News, 
page 17, Sept. 2, 1957) 
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Perfection Steel Body Co., Galion, Ohio 


=o Please tell me how | can see Perfection sales training films, with no 
ientare obligation, or cost on my part. 
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AUTOMOTIVE NEWS, DECEMBER 


fifty 2-dr., $405. '52 2-dr., $395, $305°. 
’51 4-dr., $138". "50 2-dr., $305. 
Auction Pri marae ina ctar, Sess Gene 
Ps); , (ps 
— FORD—’ 57 Fairlane (8) 500 4-dr., $1,850°; 
Used-Car Auction Prices Su vot Para io) 900 tae. 
coupe, $1,220°. "54 Custom 4-dr., 2 at 
"51 2-dr., $285°. °50 4-dr., $185. 
(Continued from Page 133) MERCURY— 49 ‘conv., $125. 
88) club $190° me (se) Be s an or". 
15; 2-dr., $300*, $225, $220, $215, $170. $235*, $200°. ’51 ( club coupe, 3 125°, ’ (88) Super 4-dr., A ps). 
1 = 2-dr., "$175, $170, $150, ‘50 2-dr., (98) 4-dr., $100°. "54 he tae,’ Stor. (ps). °53 4-dr., 
j $150, $145, $130. PACKARD—’51 2-dr., $585°. — : _ 
DeSOTO—’'54 Custom 4-dr., PLYMOUTH—’55 Belvedere (6) Hardtop, PLYMOUTH—’57 Belvedere (8) 4-dr., $1, 


140 





$665°; conv., $650. 52 (8) Ranch Wagon, 
$610. 


$170. 
$410° (ps). '53 


. ° - 
station wagon, $675* (ps). °51 conv.,| $995: Savoy station wagon, $990*, $845°, 850° (ps). "54 Belvedere (6) 4-dr., $560. 
> PONTIAC— 56 Chieftain 4-dr., $1,070*. '52 
$125°. $715*; Plaza station wagon, 9900, 53 station wagon, $500*, ’50 station wagon, 
DODGE—’55 Coronet station wagon, $1,- Cranbrook conv., $437; station wagon, $215. , : 
050°, °53 Coronet 4-dr., $420; Meadow- $370; 4-dr., $440: Cambridge 4-dr., $300, RAMBLER—’53 2-dr., $645. 
brook 4-dr., $340, $230, ’51 Coronet 4-| $255, $230. ’51 Cranbrook 4-dr., $180. | pupEBAKER — ‘54 Champion station 
dr., $150. PONTIAC— & Settee °, ates Eres wagon, $700. ’°53 Champion club coupe, 
’56 Custom (8) Ranch Wagon, $1,- ’53 Chieftain 2-dr., . ee $515. 
ee; Main (8) etation wagon, $1,150; tain Hardtop, $310*, $180. '51 Chieftain | MISCELLANEOUS—’58 Volkswagen 2-dr., 
Fairlane (8) 4-dr., $1,145; Custom (8) Hardtop, $175*, $155*. $1,925. '56 Ford (8) %-ton pickup, $950. 
4-dr., $980°. '55 Fairlane PE Ts RAMBLER—’56 Hardtop, $1,250. '55 sta- '55 Ford (6) %-ton pickup, $715. 
$1,025*; Custom (8) Country lan, 2 @ tion wagon, $1,000*%, $805°. °53 station 
$1,000*; 4-dr., $760; Custom (6) 4-dr.,| wagon, $436°, $240, $200, FLINT, MICH. 
$650; Main (6) 2-dr., $675, $670, $640, | opypeBAKER — '51 Commander 4-dr.,| (Flint Auto Auction, Inc. Sale every Wed- 
$560. '54 Custom (8) Ranch ‘Wagon, $810, $115 nesday. Prices are for sale of Nov, 20.) 
$635, $550. '53 Custom (8) Ranch Wagon, WILLYS—’53 4-dr., $105 (it be ® little too early to fore- 
$585, 0; 2-dr., $325, $300. '52 Custom Me om may 
$54 260, $225. MISCELLANEOUS — '57 Ford Ranchero,| cast, but it just seems that prices on good 
SS) Se. _ "$388, or eee ren, $1,285; Volkswagen 2-dr., $1,400. '55/ sharp used cars will have to rise, There 
oi Custom. Ct Hs "ats » $175, | Chevrolet 2-ton stake, $1,425. '54 Ford| certainly cannot be any further decline. 
; = : 1-ton pickup, $400. ‘53 Dodge %-ton| Sold 81 cars out of 142 consignments.) 
HUDSON—’ 53 Super 2-dr., 2 at $295; Wasp pickup, $355. '52 Volkswagen 2-dr. $405. | BUICK—’57 Super Hardtop, $2,360° (ps); 
2-dr., $265*, $225, $200. ’49 Studebaker %-ton pickup, $1 Special 4-dr. Hardtop, $2,180°; Riviera, 
MERCURY—’'56 Custom Hardtop, $1,100*. oO oO al ane a, 7 Bi emi 
‘55 Monterey Hardtop, $950. '54 Monte- ‘ viera, ’ ; conv., ’ > Spec 
rey conv., "325° (ps); Custom 4-dr., LITTLET N, COLO Hardtop, $1,520*. '55 Special Riviera, 2 
$610* (ps). 53 Custom 4-dr., $525*. ’52 (Denver Auto Auction, Sale every Friday. at $1,085*, $820°; Super Riviera, $1, 030°. 
Custom 4-dr., $465*. °51 Custom 4-dr.,| Prices are for sale of Nov. 15.) "54 Super Riviera, $900°; Special Riviera, 
$290*, $150. '50 Custom 4-dr., $100. a on Concery 2- -ar., =’ wit RM $865°; —, sr3e* (Ps). at Super 
‘ 2 r . pecia r iviera, pec: -dr., 
NASH—’56 Ambassador 4-dr., $1,125° (D8). | Canim LAO —'54 coupe de Ville, $2,250*| $415*. 51 Special 2-dr., $195*, 
OLDSMOBILE—'56 (88) 4-dr., $1,475*. °55 (ps). "50 (62) 4-dr., $415°. CADILLAC—’53 (62) coupe, $875*. "47 2- 
(88) 4-dr., $1,005*, '54 (88) 4-dr., $910*. | CHEVROLET—’57 Bel Air (8) 4-dr., $2,- r., $100. 
'53 (88) 4-dr., $710*. °52 (88) 4-dr.,| 220° (ps); 2-dr., 3 at $1,850*. "53 One- © 57 Two-ten (6) 2-dr., $1,- 















offers a motor oil 
that auto engines 


thrive on... 


a reliable 33.000 
mile guaranty that 


honors claims promptly... 





PLUS 


satisfied customers 





who keep coming back... 


free chassis and engine repair motoring, 
when Valvoline lubricated—at no cost to you. 


Here is the positive way to give your cus- 
tomers 33,000 miles or 24 months of trouble- 


Write Valvoline today, Dept. AN-1257, for the big new 36-page, 
fully illustrated book which will give you every fact and detail 


| Guaranty 
about the 33,000 Mile Guaranty... Te 





VALVOLINE OfFL COMPANY 


(DIV. OF ASHLAND OIL & REFINING COMPANY) 
FREEDOM, PENNSYLVANIA 


2, 1957 


400; One-fifty (6) 4-dr., $1,390. '56 One- 
fifty (6) 2-dr., $900. '55 Bel Air (8) club 
coupe, $1, 100°; 4-dr., $960*; Two-ten (6) 
4-dr., $725; "2-dr., ‘3820; station 
wagon, $1, of0, 54 Bel Air 2-dr., $600°. 
’53 Bel Air 4-dr., $430, $380; 2-dr., $305. 


"52 4-dr., $195. °51 2-dr., $250°’; club 
coupe, $120. 

CHRYSLER — ’52 NY club coupe, $105* 
(ps). 


DODGE—’ 54 Coronet (8) club coupe, $435. 
EDSEL—’58 Ranger 4-dr. Hardtop, $2,405*. 
FORD—’ 57 Country sedan, $1,955°*; a 
(8) 300 2-dr., $1,490*, $1,485, $1,255, 
Fairlane (8) conv., $1,125*; club ng 
$1,100*; 4-dr., $1,075*. °55 Custom (8) 
v., $920°; 2-dr. $740°. '54 Crest (8) 
Victoria, $625; an, $495. '53 Ranch 
Wagon, $525*; Custom (8) 4-dr., $390; 
Main (6) 2-dr., $185. '52 Custom (8) 4- 


dr., $300. 

OLDSMOBILE—’55 (88) Super 4-dr., $1,- 
255°; 2-dr., $905; club coupe, $1,155°*. 
"52 (88) Super 4-dr., $220°. 

PACKARD—’ 56 Clipper Hardtop, $1,475*. 
*55 Clipper Hardtop, $955*. 

PLYMOUTH—'56 Belvedere (8) conv., $1,- 
050°, '53 Suburban station wagon, ‘$375; 

Cranbrook 4-dr., $195. 


—21 


900°; 2-dr., $1,905, $1,815* (ps), $1,735*; 
4- dr. $1,705°*; Custom (8) 2-dr., $1 480; 
Custom (6) 4-dr, $1,390, °56 Fairlane 
(8) Victoria, $1, 410*; station _e, $1,. 
555; Custom (8) 2- ar., $1,330°, 
030, $1,095; 4-dr., $1,005. 
(8) Crown Victoria, $1,100, $1,005; sta. 
tion wagon, $1, 015; Custom (8) 4-dr,, 
$840, $825; Custom (6) 2-dr., $635. '54 
Custom 2-dr., $770, $735, $525; 4-dr., 
ae Custom 2-dr., $650, $555° 
$505, “$480, $370, $310; 4-dr., $500; conv,, 
$310; station wagon, $640; Crest (8) 2. 


PLYMOUTH—’54 station wagon, $810. ‘52 


PONTIAC—’56 Star Chief 4-dr., $1,650*; 2-dr., $170. ’50 4-dr., $140. 
Chieftain Catalina, $1,235° (ps). '55 | PONTIAC—’54 (8) 4-dr., $635*, °53 Chief- 
Chieftain station wagon, $1,205; 4-dr. tain 4-dr., $405, $395* (ps). "52 (8) 4- 
sedan, $805. ‘54 Star Chief Catalina, r., $420°. 
$850° (ps), $725*; 4-dr., $500*; Chief-| MISCELLANEOUS—’56 GMC 2-ton truck, 
tain 4-dr., $450. °52 Chieftain 4-dr., $1,010. °55 Ford (8) pickup, $700. °54 
$155*. °51 2-dr., $120. Chevrolet (6) panel, $510. ’53 Chevrolet 
MISCELLANEOUS — ’57 Hiliman station (6) truck, $180. 
wagon, $1,175; Skoda 2-dr., 75. °55 
Chevrolet %-ton pickup, $580. NEW YORK CITY 
OMAHA (Skyline Auto Auction, Sale every Tues- 


(Richard Abel Auto Auction, Sale every 
Thursday. Prices are for sale of Nov, 21.) 

(Need more ’S4s and ty of 
buyers.) 

BUICK—’54 Special 2-dr., $755*. '53 Rivi- 
era coupe, $495*; 4-dr., $450° (ps). '50 
4-dr., $185°. 

CHEVROLET _’57 Bel Air (8) conv., $2,- 
000° (ps). "56 Two-ten (6) 4-dr. $i, 185, 
$1,160. '55 One-fifty 2-dr., 2 at $770. "54 
Bel Air 4-dr., $755. °53 Bel Air 4-dr., 
$775°. °51 Deluxe 4-dr. $215*; Two-ten 
2-dr., $140*. '49 2-dr., $165. 

DeSOTO — ‘53 Firedome (8) 


$200°. 
$2,980°; 


4-dr., $640° | 
(ps). 
DODGE—’51 Coronet 4-dr., 
onet club coupe, $335*. 
EDSEL—'58 Corsair 2-dr., 
$2,535° (ps). 

FORD—'57 Fairlane Victoria (6) 2-dr., $1,- 
620°; Custom ‘300°" (8) 4-dr., $1,455, 
$1,300. '56 Country Squire station wagon, 
$1,375*; Custom 4-dr., $1,215*. "55 Thun- 
derbird, $1,700*°; Custom (8) 2-dr., $750, 
$690. °54 Custom (8) 4-dr., $825°; 
Wagon, $785*; 2-dr., $615; Victoria 2-dr., 
$730°. ‘53 sedan, $675°: Custom (8) 2- 
r., $525. 

MERCURY—'56 Monterey 4-dr., 
Custom Sport coupe, 


"50 Cor- 
4-dr., 


*; Monterey 4- 


dr., $645°. "53 Custom coupe, $695°; | 
4-dr. $475°. 

OLDSMOBILE—'57 (88) 4-dr., $1,995". '55 
Super (88) Hardtop, $1, 390° (ps); Holi- 
day, $1,345°. "54 Super (88) 4-dr., $1,- 
075°, $985° (ps), $975° (ps). "52 (88) 
2-dr. $435°. 

| PLYMOUTH—'55 Savoy (6) 2-dr., $780; 
4-dr., 2 at $775*; coupe, $705. ‘52 Cran- 
brook 4-dr., $175. '51 4-dr., $115. 


STUDEBAKER—'53 Commander coupe, 
$605*. "51 Commander sedan, $120°. 

WILLYS—'57 Jeep, $900. 

MISCELLANEOUS—'55 Volkswagen 2-dr., 
$1,200, "54 Ford %-ton pickup, $700. '53 
GMC %-ton pickup, $375; Kaiser 4-dr., 
$325°. 


FARGO, N. D. 


(Tri-State Auction Co., Inc., Sale every 
Thursday. Prices are for sale of Nov. 21.) | 
(Sold 71 cars out of 134 consignments.) 


CHEVROLET—'57 Bel Air (6) Hardtop, 


Ranch | 


$1,575. "54 | 


i 


| 


day. Prices are for sale of Nov. 19.) 
(Dealers were bidding, but sellers were 

mot cutting loose desirable clean cars. 

New-car dealers having trouble trading 


at present wholesale prices, Sold 94 cars 
out of 136 consignments.) 

BUICK—’'55 Century Hardtop, $1,400* (ps), 
$1,135* (ps); conv., $1,025*; Special 4- 
dr., $1,070*, $985° (ps); Super 4-dr., 
$1,060* (ps). °53 RM 2-dr., $525* (ps). 
"52 Super Riviera Hardtop, $280* ‘51 
Special 2-dr., $105. ‘50 Special 2-dr., 
$105*. 

CADILLAC—'50 (62) conv., $325*. 


CHEVROLET—'57 Bel Air (6) 4-dr., $1,- 
690°. °56 Bel Air (8) 4-dr., $1, 285°, $1,- 
250°; Two-ten 4-dr., $1,115°, $i, 000; 
2-dr.. $1,000, $990, $980, $960. ‘55 Bel Air 
conv., $1,065°; 2-dr. $905°; 4-dr., $890; 
Two-ten 4-dr., $935; station wagon, 
$790°; 2-dr., $725; One-fifty 2-dr., $675; 
station wagon, $640. °54 Bel Air 2-dr., 
$730; 4-dr., $700; One-fifty 2-dr., $510; 


station wagon, $200. "53 Bel Air conv., 
$350. °52 Deluxe 4-dr., $150. 51 


Bel ie Hardtop, $200; One-fifty, $165, 


$150. "50 Bel Air Hardtop, $160°, $150. 
CHRYSLER—'53 Windsor 4-dr., $440*; 2- 
dr., $350. ‘51 Traveler 4-dr., $125°. ‘50 


Windsor 4-dr., $155. 

DODGE—'53 Coronet station wagon, $375; 
Hardtop, $340; 4-dr., $260°. 

FORD—'55 Main (6) 2-dr., $565. "54 Vic- 
toria Hardtop, $570; Custom (6) 2-dr., 
$510°; Sunliner (8) conv., $470. ‘53 Cus- 
tom conv., $405; 2-dr.. $320, $305°, $270; 
Main 2-dr., $220. 

HUDSON—'51 Hornet 4-dr., $115°. 

MERCURY — ‘56 Monterey conv., $1,310* 
(ps); Medalist 2-dr.. $910. "55 Monterey 
Hardtop, $1,100°. ‘54 Monterey Hardtop, 


$900°, $800°, $650°. "50 sedan, $200. 

NASH — '53 Hardtop, $380°. '51 station 
wagon, $175. 

OLDSMOBILE — ‘53 Super (88) Hardtop, 
$575°. ‘S52 (88) 2-dr., $360°, ‘51 (98) 
Hardtop, $220°; conv., $210*; (98) Holi- 
day coupe, $175*. 


PACKARD —'55 Clipper sedan, $740°*. 
PLYMOUTH—'56 Belvedere (6) 4-dr., 
050°. "55 Plaza 4-dr., 


$700. "54 Belvedere 
Hardtop, $620°; 4-dr., $535. "52 Belvedere 
Hardtop, $185. 


PONTIAC — ‘55 Star Chief 4-dr., $1,100* 
(ps). "54 Chieftain station wagon, Pp. 
"53 Chieftain 4-dr.. $425°. ‘52 Chieftain 


$1,- 





$1,850° (ps); Two-ten (8) 4-dr., $1,700, 
$1,660°. ‘56 Two-ten (6) 4-dr., $1,290°, 
$1,285*, $1.275°, $1,200. "55 Delray club 
coupe, $925; Two-ten 2-dr., $910 $880; 
One-fifty 4-dr., $700. '54 Bel Air Hardtop, 


$800; Two-ten 2- dr., $560°, $540; One- 
fifty 2-dr., $520. ‘53 Bel Air 4-dr., $575; 
Two-ten 4-dr., $485. ‘51 Deluxe 4-dr., 
$125°. °50 2-dr., $135. 

CHRYSLER—'56 NY sedan, $1,900° (ps). 
"52 Windsor 4-dr., $200°. 

DODGE—’51 Meadowbrook 4-dr. $105. 

FORD—'57 Ranch Wagon (5) station wag- 


: Fairlane ‘‘500°" (6) 4-dr., 
$1.710° (ps); Custom ‘*300°" (8) 4-dr., 
$1,625°, 2 at $1,540. ‘56 Town sedan, 
station wagon, $1,320°; Fairlane (8) 2- 
dr., $1,300; Custom 4-dr., $1,290°, §1,- 
145, $1,055. ‘55 Custom 4-dr., $1,000; 
2-dr., $950, $900, $850°; 4-dr., $745. "54 
Main 4-dr., $365. ‘53 Country sedan sta- 
tion wagon, $655; Custom 2-dr., $460°. 
"S52 Custom 4-dr., $465. ‘51 Victoria 
sedan, $250°. "50 Custom 2-dr., $115. 

MERCURY—'55 Montclair coupe, $1,080° 
(ps); Custom 4-dr., $1,070°. ‘54 Custom 
2-dr.. $695. "53 4-dr., $515. 

OLDSMOBILE — ‘55 Super (88) Hardtop, 
$1,270°. 

PLYMOUTH—'57 Belvedere (6) 4-dr., $1,- 
820°. '54 Belvedere 4-dr., $610. "53 Sub- 
urban station wagon, $515; Cranbrook 
4-dr., $340, $320. 

PONTIAC—'54 Chieftain 4-dr., $745°. °53 
station wagon, $610° (ps); Chieftain 4- 
dr., $520°; 2-dr., $460°. 

MISCELLANEOUS — ‘54 Chevrolet 2-ton, 
$600. "48 GMC %-ton, $195. ‘47 Dodge 
%-ton, $155. 


DANVILLE, VA. 


(Danville Auto Auction, Sale every Wed- 

nesday. Prices are for sale of Nov, 20.) 

(Unusually brisk sale with buying very 
strong. Sold 136 cars out of 171 offer- 
ings.) 

BUICK—’'56 Special 4-dr.. $1,385°, 
2-dr., $1,250. °55 Century 2-dr., 
Super 2-dr., $1,280°, $1,185°. 
$520° (ps). 

OADILLAC—'51 (62) 4-dr., $500*. 

CHEVROLET—’'58 Impala conv., $2,905* 
(ps). °57 Bel Air (8) 2-dr., $1,870* (ps), 
$1,865* (ps), $1,655*. 56 Bel Air (8) 2- 
dr., $1,505*; 4-dr., $1,145°. 55 Bel Air 
(8) 4-dr., $1,195*; 2-dr., $1,260°, $905°; 
Two-ten 2-dr., $925; 4- ar., $865*, $780. 
’54 Bel Air (6) 2-dr., $755, $540; Delray, 
$720*; Two-ten (8) 4- dr.. $505; Two-ten 
(6) 4-dr., $620*, $585; 2-dr., 
"53 Bel Air 2-ar., $555; 
$440*; Two-ten 2-dr., $545, $530, 
4-dr., $420, $350, $255. ’52 2-dr., 
4-dr.. $295*, $180, $170, $165. ’51 4-dr., 
$330; 2-dr.,’ $270, $175, $170, $165. 
2-dr., 2 at $340, $205, $200, '49 4-dr., 
$105. 

DODGE—’53 4-dr., $405. 51 2-dr., 

FORD—'58 Fairlane (8) 500 2-dr., $2,740° 
(ps), $2,680°, $2,575; Custom (8) 4-dr., 
$2,270. 57 Fairlane (8) 500 Victoria, $1,- 


on, $1,800°; 


$1,355; 
$1,145; 
"53 conv., 


$180°. 


4-dr., $175*. "51 Catalina Hardtop, $175°*. 
"49 Chieftain 4-dr., $130. 
STUDEBAKER —- ‘55 Commander 4-dr., 
* 


MISCELLANEOUS — ‘51 Kaiser sedan, 
$130". 
CHICAGO 
(Greater Chicago Auto Auction. Sale 


every Thursday. 

Nov. 21.) 

(Seid 306 cars out of 519 offerings.) 

BUICK—'57 RM 4-dr., $2,750° (ps), §2,- 
470° (ps). ‘56 Super Riviera, $1,545* 
(ps); Special 4-dr., $1,375*. ‘55 Century 
Riviera, $1,175*, $1,165*; Super Riviera, 
$1,130° (ps), $1,010° (ps); RM 4-dr., 
$1,110° (ps); Special Riviera, $1,060*, 
$935°, $920°, $850. ‘54 Special 4-dr., 
$935*; Super Riviera, $935* (ps), $790* 
(ps); RM Riviera, $885* (ps). ‘53 Super 
Riviera, $375*; Special Riviera, $360*°; 
4-dr., $265. ‘51 Special Riviera, $235°. 
$220°. 

CADILLAC—'58 (62) conv., $5,605* 
"ST (62) coupe de Ville, $4,120° 
$3,950*° (ps); conv. $3,885* (ps); 
de Ville, $3,735° (ps); coupe, $3,680* 
(ps), $3,675° (ps), $3,550° (ps); 4-dr., 
$3,390° (ps). ‘56 Eldorado Biarritz, $3,- 
100° (ps); conv., $3,080* (ps); coupe de 
Ville, $3,050* (ps), $2,355* (ps); sedan 
de Ville, $2,950* (ps); 4-dr.. $2,920° 
(ps), $2.745° (ps), $2,665* (ps); coupe, 
$2, 730° (ps). "55 Eldorado conv., $2,525* 
(ps); (60) 4-dr., $2,150° (ps). "52 (62) 
coupe, $785*, $580°, $560°. ‘51 (62) 4- 
r., $205°. 

CHEVROLET—'58 Impala coupe, 
(ps); Bel Air (8) sport coupe 
‘57 Bel Air (8) conv., $1,675*, 
(ps); sport coupe, $1, 555°; Two- ten (6) 
2-dr., $1,485*, $1,445, $1, 425, $1,400, 


(Continued on Page 141, Col, 1) 


Prices are for sale of 


(ps). 


AUTO 
TURNTABLES 


oe 
Manufactured by 
& 


Macton Machinery Co. 
DYKE LANE 
Stamford 2, 
Cona. 








& 
A 


dr., $450, $400°; Main (8) 2-dr., $410, 
$320; Main (6) 2-dr., $380; 4-dr., $250, 
*52 Crest 2-dr., $585; Custom 2- dr., $360, 
$340*. °51 Victoria, $265, $260, $240; 
Custom 2-dr., $295, $245, $205, $190, 
4 "50 4-dr., $225, $120; 2-dr., $1990, 
120. 

MERCURY—’56 Monterey 2-dr., $1,485*, 
_ 2-dr., $1,255, ’51 *(8) 2-dr., J 

NASH—’52 Ambassador 4-dr., $290; States. 
man 2-dr., $215. 

OLDSMOBILE — '55 (98) 2-dr., $1,505* 
(ps). ‘53 (98) coupe, $775*. '51 2-«r., 
$175*. 
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cml emia ee ge aaa ene eel acer eee mle callin 
17 85%; '51 (62) 4-dr., $715*. 50 (60) Special é 
1, 480; 4-dr., $515*. 
ir lane CHEVROLET — 57 Two-ten (6) station 
1, $1,- wagon, $1,920; (8) 4-dr., $1,850*; Bel 
t $1,. Air (8) conv., $1,850*, ’56 Bel Air (8) 
irlane 2-dr., $1,350*; Two-ten (8) 2-dr., $1,325°; 













, Sta. station wagon, $1,070; One-fifty (8) 4- 
+= dr., $1,095. '55 Bel Air (8) Sport coupe, 

a! $1,250; Two-ten 2-dr., $910, $880, '53 
4 ar,, (Continued from Page 140) Two-ten 4-dr., $515*; conv., $485. °52 
55 55°, F 2-dr., $425°, $295. °51 2-dr., $245. ’50 
. } $1,385; Two-ten (8) 2-dr., $1,420; Del-} (88) 4-dr., yt com. $750*.| 4-dr., $175, 49 club coupe, $155. 

tt » $1,400. '56 Bel Air (8) sport coupe, "53 (98) 4-dr. (ps); (88) Holiday, ’ * ° 
$310, & $1 irs", $1,270; 4-dr., $1,305%; Two-ten| $500°. '52 (88) 4-dr., §360°. a ee ee ef 
can (8) station wagon, $1,290. '55 Bel Air) pacKARD—’54 Clipper 4-dr., $400. “— 
$200, (8) station wagon, $1,260* (ps); sport | PLYMOUTH — '57 Belvedere’ (6) Hardtop, | "OVI. “Goptuct Lancer Sport coupe $ie iil j 
3190 coupe, $1,100°. °54 Bel Air 4-dr., $790%,| $1 1750* (ps). '56 Belvedere (8) conv.,| {79s a seseisoccns 
$190 & $770*, $715*, $640°; sport coupe, $700 $980*. '55 Belvedere (6) Hardtop, $930*; : = BE: case 

90, (ps); conv., $485*; Two-ten 4-dr., $450. Savoy (6) 4-dr., $675. ’53 Cranbrook | FORD—'57 Fairlane ‘‘500’’ (8) Hardtop, 

one 53 Bel Air conv., $610*; 2-dr., $490°; 2-dr., $250 $220.” $2,175* (ps), $2,100° (ps); 4-dr., $1,965* nage 
— Two-ten 2-dr., $345, $260*. ‘52 2-dr., | pONTIAC—'57 Star Chief Catalina, $2,-| (PS); Custom (8) Ranch Wagon, $1,885, | sss Sie eae walt 





$300, $300*, $285, $225, $205; 4-dr., $270. 025* (ps); Safari station wagon, $1,950*. $1,850*; Custom ‘‘300’’ (8) 4-dr., $1,750°*, 
°56 Star Chief conv., $1,600* (ps); Chief- $1,620*, $1,455. °56 Custom (6) Country 
tain Catalina, $1,360*, $1,300°. '55 Chief- sedan, $1,555, $1,445; Fairlane £8) 4-dr., 
tain 4-dr., $1,005* (ps), $745; 2-dr., $1,475* (ps); Victoria, $1,385. ’55 Thun- 
$750*. °54 Chieftain Catalina, $675*;| derbird, $1,855*; Ranch Wagon, $1,045; 
4-dr., $415, °53 Chieftain 4-dr., $345,| Custom (6) 2-dr., $880; Main 4-dr., 
$340*, $255°, $250; 2-dr., 2 at $225. '52 $720*. °54 conv., $705, $655; Main (6) 
Chieftain 4-dr., $205°*. 2-dr., $540. °52 Victoria sedan, $470*; 
RAMBLER—’56 Cross Country, $1,170. ’55 Custom 4-dr., $395*. °51 Custom (6) 4- 


Cc try, 1,005 900, ’ dr., $245. 
Country, 9408. ’ » § ee HUDSON—’52 Hornet 4-dr., $210. 


STUDEBAKER—’56 Sky Hawk, $1,290. '54 | LINCOLN—’57 Premiere Sport coupe, $3,- 


DeSOTO—'54 Powermaster 4-ar., $400, '53 
Powermaster 4-dr., $205. 

,505* PDODGE—’57 Coronet 2-dr., $1,585°. °56 

Custom (8) Royal Lancer, $1,445* (ps), 


3 
Se 655 SES 


$1,400* (ps); Coronet (8) Lancer, $1,- 
52 © 260*. °55 Suburban (6) station wagon, 
o $805. °54 Coronet (8) station wagon, 
hief- © $560; 4-dr., $425; 2-dr., $420°, ‘52 
1) & &E Meadowbrook 4-dr., $220. 
|) EDSEL—'58 Pacer coupe, $2,400* (ps). 


ruck, FORD—'58 Fairlane (8) 500 4-dr., $2,435°. e 
rH "st Thunderbird Hardtop, | $2,610°, 2: wonnmpion 3-4r_, $000. mEmoUne~e? a 
Tolet 465* (ps); Retractable Hardtop, ’ oie : 190*. '56 Montclair Sport 1,.510* 
. MISCELLANEOUS—’58 Volkswagen 2-dr., . ontclair Sport coupe, $1, , ’ i % 
mo’ c7ts*, SL. O78", $1,400; 4.45., $1, $1,875: Skoda 2-dr., $1,460. 56 Ford| $1.295°; Medalist Hardtop, $1,010%, "55 COURTAULDS SUPER-COLOR FAST COLORAY FIBER IS IN THE NEW 
ee custom (8) 300 d-ér , $1,500°: 4-dr. %-ton pickup, $875*, $810*; Volkswagen Montclair Sport coupe, $1,450° (ps), $1,- 
$1,200*, $1,200; Custom’ (6) 300 2-dr.,| 2-dr., $1,345; Jaguar conv., $1,670. 4-dr., $350; club coupe, $260" 
“ues- 1.385, °56 Thunderbird, $1,995; Country NASH_’51 Statesman sedan, $125. 
oien (8) station wagon, $1,480*, $1,- SEATTLE = - Ls Custom Royal Hardtop and 
mag 245°, $1,205°, $1,190°; Fairlane (8) Vico} (south Seattle Auto Auction, Sale every ons ase" (pe) SLseee, CoA 08) “sport 
c . * ,08: 2 u ° e , , , . 
ne wah ee aot cite ), Wednesday. Prices are for sale of Nov. 20.) coupe, $1,215* (ps). Royal 4-Door Sedan 
ars $1,020; ‘Main (6) 2-dr., $850. °55| BUICK —’57 Super Sport coupe, $1,975*.| PL ¥ MO U T H—'56 Belvedere (6) Sport 
Thunderbird, $1,600*; Fairlane (8) 4-dr., ’53 Super 4-dr., $645°. coupe, $1,510*; Plaza (8) station wagon, 





$1,020*, $1,000°, $990°, $915°; 2-dr., 


= ° 4 
pe), ~ $950", $875%, $880°. «$840: Cus. CADILLAC—’ 52 coupe de Ville, $950* (ps). (Continued on Page 143, Col. 2) 
-dr. tom (6) 4-dr., $615*; Custom (8) 2-dr., 
ps). $530; Main (8) 2-dr., $555. ‘54 conv., 
"51 $635; Country sedan, $605; Crest Vic- 
dr., toria, $575*, $550; Crest (8) 4-dr., $500, 





$390, $370; 2-dr., $455; Main (6) 4-dr., 
$435. ‘53 Custom (8) 4-dr., $405, $315; 
Ranch Wagon, $375; 2-dr., 2 at $350; 
Main 4-dr., $265. ‘52 Victoria, $330; 
4-dr., $285; 2-dr., $210. 

HUDSON—'52 Wasp 4-dr., $200°. 

LINCOLN—’'57 Premiere Landau, $3,500° 
(ps), $3.400° (ps); coupe, $3,190° (ps); 
conv., $3,055° (ps). ‘54 Capri coupe, 
$1.175* (ps). °53 Cosmopolitan 4-dr., 
$450°. "52 Cosmopolitan 4-dr., $250°. 51 
Cosmopolitan coupe, $205. 
MERCURY—'57 Commuter station wagon, 
$2.135° (ps); Monterey coupe, $1,955* 


saving 
accessory 
space 


(ps); station wagon, $1,785° (ps); 4-dr., 
$1.625*, $1,605°; Montclair coupe, $1,- 
575° (ps); 4-dr., $1,500° (ps). '55 Mon- 
terey coupe, $1,095°; Medalist 4-dr., $740. 
‘63 Monterey coupe, $570°, $330, $300; 
4-dr., $440; Custom 4-dr., $515, $410; 
2-dr., $250. "51 Monterey coupe, $230. 
NASH—'56 Statesman 4-dr., $1,135°. ‘55 


us- Ambassador 4-dr., $945* (ps), $670°. '54 


70; Statesman 4-dr.. $460. °53 Ambassador 


4-dr., $510, $260, $250. 
| OLDSMOBILE—'S57 (88) Super Holiday, 
o* 
rey 
oP, 


$2.300° (ps); 4-dr., $2,225° (ps). ‘56 
(98) Holiday, $1,885* (ps); 4-dr., $1,600° 
(ps); (88) conv., $1,600° (ps). ‘55 (98) 
Holiday, $1,490° (ps); (88) Super 4-dr., 


ion $1,200° (ps); (88) 2-dr., $1,025°. ‘54 
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Rambler Duals 


I ncreasing in 
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ire 
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. | Upper Midwest 

MINNEAPOLIS. — American 
Motors Corp. appears to be riding 
the crest of a comeback wave in the 
Upper Midwest, with rising sales 
and a tradition-breaking “dual 
dealership” sales plan. 

Within the past 12 months the 
Minneapolis zone office has 


» up 17 dealers to handle Rambler in 


addition to the car they originally 
were enfranchised to sell. 

The zone office here coordinates 
AMC sales in Minnesota, North Da- 
kota, South Dakota, Montana and 
parts of Wisconsin and Iowa. About 
two-thirds of the dual dealerships 
are in Minnesota. A dozen of the 
17 have been signed up in the last 
two months. 

Rambler sales in the Upper Mid- 
west in October, the zone office 
reports. were up more than 100 per- 
cent over the same month a year 
ago. Sales of Metropolitan are up, 
too, officials here said. 

Ramblers are appearing in show- 
rooms of dealers in the middle- 
: priced models of all “Big Three” 
F manufacturers, although General 
Motors cars are most likely to share 
space with Rambler in the Upper 
> Midwest. . 

; “We haven’t actively solicited 
a single one of these dual- 
dealerships,” a spokesman in the 

Minneapolis office said. “They have 
: come to. us—usually through our 





new 





ICKERS 


direct crankshaft-driven 
power steering pump 


ome + 


Designed to be an integral part of the engine, this Vickers 
advanced design power steering pump mounts on the engine 


— a a eaabeiinas front cover for direct crankshaft drive. Elimination of mount- VICKERS INCORPORATED 
about Rambler dealerships.” ing bracket and V-belt drive saves vital engine compartment DIVISION OF SPERRY RAND CORPORATION 

ae. “ 4 ae Sens in Be space and simplifies power transmission problems. The direct Oe ae aa 
towns. The zone sales office says it crankshaft drive also assures power for steering under ADMINISTRATIVE ond ENGINEERING CENTER 
has no intention of penetrating all conditions. DEPARTMENT 1532 © DETROIT 32, MICH. 


metropolitan markets. 


One reason for Rambler's success This new pump, incorporating time tested Vickers fea- 


h i ts b li- i i ~ 
cee athe a eee — ~ tures, is a result of coordinated teamwork between auto MORE WickER? TYPE VANE PUMPS 
Dieashiew teangiien. motive manufacturer and supplier ... the kind of teamwork than off ether mahes 

“If I sold a low-priced foreign car that builds great products. combined are used for 


from my shop,” he said, “a lot of 
folks around here just wouldn’t go 
for it at all. The Rambler is an 
American-built car in about the 
Same price range. It fills the bill 
for me.” 


HYDRAULIC POWER STEERING 


7972 
ENGINEERS AND BUILDERS OF OIL HYDRAULIC EQUIPMENT SINCE 8923 
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How Makers Will Promote ’58s 


(Continued from Page 27) 


around the theme: “Styled and 
Crafted in Classic Continental 
Tradition.” 


Continental copy will stress the 
Mark III as a “rare combination 
of classic beauty and contemporary 
freshness built to standards of 
luxury and quality that is not 
attainable in any other car,” Nadal 
said. 


+ * * 


Mercury 


ERCURY’S 1958 advertising 
budget has not yet been sub- 





mitted for approval, but it will be| be competitive with the promotions 


consistent with Mercury’s market- 


ing plans and our advertising will | , 





Peo Adds to Duties 


BUFFALO.—Ralph F. Peo, owner 
of South Park Lincoln-Mercury 
Sales, has been elected chairman of 
the new Higher Education Assist- 
ance Corp. The corporation was 
created by the 1957 Legislature to 
make low interest loans to needy 
college students. ~ 








INSIDE 


the new Buick 





L E AT H t w and you'll love it! 


In all Roadmaster “75” and all Limited models 





how revolutionary 
space heater 
design 

Gleaued te) es 


200,000 


LACM ebMmmeleLnelet 


Imagine—this compact 6 '4 ft. high, 30 in. square space heater 
produces enough heat to comfortize three 5-room homes! Ex- 
tra-large heat transfer area (1 sq. ft. for each 3500 b.t.u. of 
rated output) and high volume counterflow air circulation does 
it. The result: abundant, uniform floor-to-ceiling, thermostat- 
‘ically controlled heat for “spot” or overall distribution— when 
and where you want it—with impressive fuel savings. 

Installs vertically or horizontally on floor, shelf or baleony — 


for direct or duct distribution. 


factured, L- P). 





VOLUME HEAT WITH TOP ECONOMY 


. .. for physical comfort in shops, warehouses, garages; for curing 
and drying; for thawing and defrosting; for pre-heating. 
Burns Kerosene, Fuel Oils Nos. 1 and 2, Gas (Natural, Manu- 


Send for Full Facts Today 


PESOS HH SESE SEEESEEESEEESESESEEEEEESEEEESESESEEEEEEEEE 


VAPOR HEATING CORPORATION 
80 East Jackson Bivd., Chicago 4, Illinois, Dept. 19-L 


Please send New Waikiki Bulletin No. 445A. 


Individual 





Title 





Company_ — 
Street 
City, Zone, State 











of other automo- 
biles in Mercury’s 
price class, ac- 
cording to R. J. 
Fisher, Mercury 
marketing man- 
ager, 

As in the past, 
Fisher said, news- 
papers will re- 
ceive the biggest 
share of Mercury’s 
advertising dollar, 
with television a 
close second. Top video program 
sponsored by Mercury is “Ed 
Sullivan.” 

All promotions will be conducted 
at a local level to the extent that 
dealers will tie in with them and 
that advertising appears in both 
local and national media, Fisher 
said. The existence or non-existence 
of a cooperative ad program has no 
relationship to promotional prob- 
lems on a local level, he said. 


Mercury’s advertising theme and 
slogan will be “Mercury—the Only 
Car to Bring You Sports Car Spirit 
with Limousine Ride.” Styling, 
performance, ride and specific 
features of the car will be empha- 
sized in 1958 Mercury promctions, 
Fisher said. 


Oldsmobile 


pence. engineering and econ- 
omy will be featured on “a 
more or less equal basis” in Olds- 
mobile advertising for 1958, accord- 
ing to L. A. Grobe, division 
advertising manager. 

Oldsmobile’s 
slogan for 1958 
will be “There's 
No Mobility Like 
OLDSmobility.” 

Although special 
promotion plans 
are still in the 
planning stage, 
Oldsmobile will 
use all media to 
advertise its line 
in 1958, Grobe 
said. 

Newspapers will get top billing, 
with television second and maga- 
zines third. 


Plymouth 
putes expects to make its 
major advertising expenditures 
in television, newspapers and maga- 
zines in 1958, but also plans strong 
programs in spot radio, outdoor 
and direct mail, according to L. T. 
Hagopian, direc- 
tor of advertising 
and sales promo- 

tion. 

The _ divisicn’s 
advertising pro- 
gram will be 
centered around 
the slogan 
“Plymouth- Ahead 
for Keeps — 
: There’s no Catch- 

. ing Plymouth,” 
L. T. Hagopian and “Plymouth— 
Star of the Forward Look.” 

Plymcuth’s advertising promo- 
tions will be designed so they may 
be used on a national basis but 
still pack a local punch and have 
a decided retail flavor, Hagopian 
said. In addition, the division’s 
advertising agency, N. W. Ayer & 
Son, has a field force which plans 
and executes local promotions for 
dealers and dealer associations. 

“We expect that styling and en- 
gineering performance, especially 
the Torsion-Aire suspension, will 
receive the greatest emphasis in 
our 1958 advertising,” Hagopian 
said. However, “market conditions 
may suggest a change,” he said. 


* > + 


R. J. Fisher 





L. A. Grobe 


Pontiac 


With the slogan “Boldest Ad- 
vance in 50 Years,” Pontiac is 


Mitchell Opens Depot 


LOS ANGELES.—Dennis Mitchell 
Industries, Philadelphia, has opened 
a West Coast warehouse here. It 
also has warehouses in Philadel- 
phia; Portland, Ore.; Kansas City, 
and Woodbury, N. J. 





out to capture fourth place in sales| independent firm now backed by 
and is backing the effort with a| Curtiss-Wright. 


considerably increased advertising 
budget, according to B. B. Kimball, 
Pontiac advertis- 
ing manager. 

Newspapers, ac- 
cording to Kim- 
ball, will continue 
to get the greatest 
share of Pontiac’s 
advertising dollar. 
No material 
changes have 
been made in 
local advertising 
scheduling since 
discontinuance of 
the cooperative advertising program 
on Dec. 1, 1956. 

Engineering and styling will get 
the emphasis in Pontiac’s adver- 
tising with heavy stress on “greatly 
advanced all-around performance 
and value,” Kimball said. 


Kimball also said that Pontiac’s 
tieins with department store 
fashions, which have been “highly 


B. B. Kimball 


successful in the past,” will be 
continued this year. 

* * = 

Rambler 


TH American Motors no 
longer in the “big car” market, 
the corporation this year will be 
able to support Rambler with 
“greater frequency of insertions 
and more impact upon the reading 
public,” according 
to Fred W. Adams, 
director cf adver- 
tising and mer- 
chandising for the 
automotive  divi- 
sion of AMC. 
Newspapers will 
receive the largest 
single share of 
the advertising 
dollar, with 1,800 
papers being used 
on a one-insertion- 





F. W. Adams 
per-week basis. Sunday newspaper 


supplements, including the 
American Weekly, This Week, 
Parade and Family Weekly also 
will be used on a regular basis, 
Adams said. 

Despite the fact that cooperative 
ad programs are no longer in 
effect, Adams said, “there is no 
change in our method of approach- 
ing local promotional problems. In 
some areas, local dealer groups 
carry on joint campaigns in tele- 
vision, radio, and newspapers.” 

On the magazine schedule are 
such publications as Life, 
Saturday Evening Post, Time, 
Newsweek, U. S. News & World 
Report, McCall’s, Ladies Home 
Journal, Good Housekeeping and 
Reader’s Digest. Several of the 
nation’s top cartoonists will be 
used to tell the Rambler story in 
a series of color pages in Life, 
Post and the Sunday supple- 
ments. 

A special campaign scheduled for 
the women’s magazines will be 
designed to show wives how the 
savings from Rambler ownership 
help make possible the other major 
purchases of interest to women, 
i. e., a modern kitchen, Adams said. 

> > 7 

“J OVE Letter to Rambler” ads 

will appear six times every 
month in the three news weeklies. 
Television will be used on a partici- 
pation basis on several network 
shows, and Rambler will have 20 
announcements each weekend 
throughout the year on NNC’s 
Monitor radio show. 

The 1958 Rambler slogan is 
“Only Rambler Gives You the 
Best of Both—American Big-Car 
Room and Comfort with Euro- 
pean -‘Small-Car Economy and 
Handling Ease.” 

Major advertising emphasis will 
be on Rambler’s “record” economy 
and new jet-stream styling. 

Various promotions are scheduled 
during the year. Currently, the 
division is holding a “golden op- 
portunity” contest among dealers 
and retail salesmen. Top prizes in- 
clude trips to Nassau and New 
Orleans for dealers and their wives, 
plus merchandise prizes for sales. 
* + = 


Studebaker-Packard 
TUDEBAKER-PACKARD is al- 
lotting $10 million for adver- 
tising this year in hopes of bringing 
about a complete turnabout for the 





























































Of the total} 
budget, approxi. 
mately $8 million F 
is being placed by § 
the factory. The 
remaining $2 ril- 
lion will come 
from dealers in) 
the Studebaker, 
Packard Dealer 
Advertising Assn, 
according to 
Sydney A. Skill- 
man, sales vice- 





8S. A. Skillman 


president. 7 

The factory will place approxi- | 
mately 67.5 percent of its budget 
in newspapers, while amount going 
into newspapers from dealers will ~ 
vary by different dealer zones. At 7 
the start both campaigns have a 
list of about 1,800 newspapers, al- 7 
though they are not the same, — 
Weekies are included. 

For the first six months the 
program will involve the use of 
classified display space twice a 
week to advertise the new cars. 
In cities with more than two 
dealers, the signature line will 
be “See Your Local Dealer.” 
Otherwise, publishers will have 
instructions to list the names of 
the two dealers, Skillman said. 
What the firm’s advertising 
agency, Burke Dowling Adams, be- 
lieves is a foolproof scratch-board 
drawing of the different models in 
a shadow-box frame features the 
newspaper ads for dailies and 
weeklies placed by the factory. 

> * * 

AN ELABORATE checking sys- 

tem has been set up at the 
agency’s New York headquarters to 
check all the newspaper ads for 
appearance, mat shrinkage and po- 
sition. All will be rated and graded 
and any newspaper doing a bad 
job will be rotified. If no improve- 
ment is forthcoming, that paper 
will be dropped from the list, ac- 
cording to Skillman. 

In addition to the dailies, during 
the first three months of the 
campaign full-page color copy 
will appear in American Weekly, 
This Week, Parade, the First 
Three Markets, the Boston Globe 
and the Atlanta Journal- 
Constitution. 

“From the Home of the Golden 
Hawk” is the main slogan for '58. 
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FORD AND 
CHEVROLET 
DEALERS: 


WE NEED 


1958 CARS 


(We'll Take Your 
New 1957's too!) 


@ Relieve Your Inventory! 
@ Step Up Sales Volume! 


@ Plan on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 


Cers Are Located 
In Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Nationwide Automotive Leasing 
Service 





AUTO-TURNTABLE_Ss 





Make passersby stop, look, COME IN AND 
BUY. Priced within every dealers budget. No 
Pit—No Holes. Just plug into nearest elec- 
trical outlet. For indoor ‘or outdoor display. 
Write for free literature. 
AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 





CLASSIFIED WANT ADS 
BRING RESULTS 


Used-Car Auction Prices 


(Continued from Page 141) 


$1,250. °55 Plaza station wagon, $1,075; 
2-dr., $835. "51 club coupe, $145. 
PONTIAC—’'53 Chieftain (8) 4-dr., $530°. 
'51 conv., $250*; 4-dr., $175*. '50 station 
wagon, $325; 4-dr., $170°*. 
MISCELLANEOUS—’54 Ford %-ton pick- 
up, $650. ’53 Chevrolet 1%-ton panel, 
$510. °52 Chevrolet panel, $390. ‘51 


Kaiser 4-dr., $160. "49 Pontiac %-ton 
pickup, $300. ‘45 International 1-ton, 
$200. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 

Friday. Prices are for sale of Nov. 22.) 

(Had a real good sale today, Weather 
was not too cold and we had plenty of 
dealers present and they were buying and 
selling. Sold over 200 cars.) 

BUICK—'56 Special 4-dr., $1,670*. ‘55 Spe- 
cial coupe, $1,200* (ps). "54 Special 4-dr., 
$965*. °53 4-dr., $575*, $500°. '52 Special 
4-dr., $240. "50 4-dr., $125. 

CADILLAC — '51 4-dr., $550°. 
$310*. '49 4-dr., $200°. 

CHEVROLET—’58 Bel Afr (8) 4-dr., $2,- 
665°; Hardtop, $2,650*. °57 Bel Air (8) 
4-dr., $1,800* (ps); 2-dr., $1,610*°; Two- 
ten 4-dr., $1,720°; One-fifty 4-dr., $1,- 
340°. '56 Bel Air 4-dr.. $1,210*; Two-ten 
Hardtop, $1,060*. ‘55 Bel Air Hardtop, 
$1,100°*; 2-dr., $890; 4-dr., $905; Two-ten 
Delray, $775*. '54 Two-ten sedan, $775; 


’50 4-dr., 


2-dr., $580*. "53 Bel Air 2-dr., $430; 4- 
dr., $405; Two-ten 4-dr., $380; 2-dr. 
$375. "52 Two-ten 2-dr., $210. 51 2-dr., 


$325; 4-dr., $140. 

CHRYSLER—’51 NY Hardtop, $110*. 

DeSOTO—'53 conv., $275* (ps). 

DODGE—’53 4-dr., $280, $102. 

FORD—’'58 Fairlane (8) 500 Victoria, $2,- 
570° (ps), $2,440° (ps). °57 Fairlane (8) 
500 2-dr., $1,890°; Fairlane (8) Hardtop, 
$1,760°; 2-dr.. $1,560°; Custom 2-dr., 
$1,510°; 4-dr., $1,400. '56 station wagon, 
$1,425°*; Fairlane (8) 4-dr., $1,300*; Cus- 
tom station wagon, $1,000*; Main 4-dr., 
$785*. °55 Custom 4-dr., $1,000* (ps); 


C. of C. Assails 
Rules for Settling 


Defense Pacts 


WASHINGTON.—At a time when 
military material is more costly 
than ever before, the Defense De- 
partment’s procedures for settling 
terminated contracts are adding 
still mcre to the total cost of de- 
fense, according to the U. S. 
Chamber of Commerce. Some set- 
tlements are delayed for as long as 
two years, the chamber said. 

The chamber noted that the 
delays are costly since the Govern- 
ment must compensate the con- 
tractor for many of the settlement 
costs. 


One of the greatest obstacles to 
prompt settlements is the set of 
rules for screening and disposing of 
terminated inventory, the chamber 
said. Usually the screening process 
takes up most or all of the 60-day 
period for plant clearance, and 
during all this time the contractor 
has to store and maintain the 
property cn his own premises. 

Ordinarily, the chamber said, con- 
tractors do not charge the Govern- 
ment directly for this, but it is a 
legitimate business expense and it 
is considered as such in computing 
corporate taxes. Thus the Govern- 
ment ultimately pays it. 


The chamber recommended that 
as soon as inventory schedules 
have been submitted, the Govern- 
ment shculd take possession of all 
inventory it selects for screening, 
and the contractor should be 
allowed to retain or dispose of the 
rest immediately. 









Baltimore Papers 
Alter Rate Policy 
On New-Car Ads 


BALTIMORE.—A new policy on 
new-car advertising rates has been 
announced by the Baltimore News- 
Post and Sunday American and the 
Sunpapers of Baltimore. 


For three months after their an- 
nouncement, all new 1958 autos will 
require the national or general rate 
regardless of whether they are ad- 
vertised as new, used, demonstra- 
tors, company cars or executive 
cars. 


As soon as the 1958 models were 
introduced, dealers were permitted 
to advertise 1957 cars as new at the 
local rate. 

Three months after announce- 
ment date, the local rate will apply 
for 1958 cars advertised as used. 
Additional descriptions, such as 
demonstrator, company or executive 
car, also may be included in this 
copy. 








2-dr., $910*; Fairlane conv., $800, '54 
Custom 4-dr., $355, °53 Custom 4-dr., 
$675*. °52 Custom 2-dr., $350, "51 
Custom 2-dr., $260; 4-dr., 
dr., $200. "49 Coupe, $100. 


MERCURY—’57 Monterey Hardtop, $2,200*; 
4-dr., $1,890°. °56 Monterey sedan, $1,- 
400°, '55 Monterey 4-dr.. $960. '54 Mon- 
terey 4-dr.. $700*. '53 Monterey coupe, 
$535*. °49 2-dr., $185. 

NASH—’54 4-dr., $500. 

OLDSMOBILE—’55 (88) Super 4-dr., $1,- 
290°. °54 (88) Super 4-dr., $900*. °51 2- 
dr., $125. 

PLYMOUTH—’55 Savoy 4-dr., $775; 2-dr., 
$710; Belvedere 4-dr., $740. '54 Savoy 
4-dr., $625; Belvedere 4-dr., $465. ‘53 
2-dr., $395°. 

PONTIAC—’57 Chieftain 2-dr., $1,510*. '56 
Star Chief 2-dr., $1,380°. ‘55 Chieftain 
coupe, $1,180°. ‘53 4-dr., $550; 2-dr., 
$305. '50 2-dr., $175. 

RAMBLER—’58 4-dr., $2,000. 

ee 4-dr., $200*. '51 coupe, 
130. 

WILLYS—’53 4-dr., $250. 

MISCELLANEOUS—’ 57 Ford pickup truck, 
$1,200. '56 Ford %-ton pickup, $725. '54 
Dodge %-ton pickup, $460; Ford pickup, 
$370. '53 Dodge %-ton pickup, $300, °52 
International %-ton pickup, $175. 

* * * 


— Auctions in Brief — 


INDIANAPOLIS 
Ken Schaefer Auto Auction. Sale every 
Thursday (Nov. 21). Consignment off a 
little. Bidding very competitive. Prices 
slightly higher. 
* * 


MANHEIM, PA.—BEL AIR, MD. 
Manheim and Bel Air Auto Auction. Sale 
every Thursday and Friday (Nov, 21 and 
22). Sold 74 percent of 726 cars entered. 
. * * 


BIRMINGHAM, ALA. 

Dixie Auto Auction, Sale every Monday 
(Nov. 18). Everything sold here today, but 
the auction barn. There was more activity 
here than in several weeks. Dealers were 
here from all over the country to grab up 
the clean units that were here, Prices were 
firm if not up somewhat from the week 
before. 

* * * 


ATLANTA, GA. 

Dixie Auto Auction, Sale every Tuesday 
(Nov. 19). Prices were very firm, in fact 
up from previous weeks, and we sold better 
than 70 percent of those consigned, Our 


dual lane system of auctioning cars which | 


is original on a permanent basis really paid 
off today. 





Busy Year Seen 
For Management 


Group’s Academy 


SARANAC LAKE, N. Y.—Some 
4,000 business executives from all 
parts of this country and Canada 
are expected to attend nearly 100 
different educational meetings to 
be conducted during the current fis- 
cal year by the American Manage- 
ment Assn. at its new academy 
here. 


The expanded program now 
planned for the association’s Ad- 
irondack training center will in- 
clude continuing courses in five 
different aspects of management 
and a number of seminars on spe- 
cialized management problems. 

The 90-acre academy opened 
Sept. 30 with a branch of the associ- 
ation’s four-week management 
course. This course will be in ses- 
sion for 33 weeks. 


The schedule for the association’s | 


new course in executive decision 
making has been expanded to 30 
weeks. This course enables partici- 
pants to practice managing a com- 
pany under simulated competitive 
conditions. 


Existing association courses that 


will be extended to the Saranac 
Lake location include the manage- 
ment course for president, the cost- 
reduction course and the super- 
visory development course. 

A seminar on the fundamentals of 
finance and accounting for non- 
financial executives will be given 
five times at Saranac Lake, Other 
finance seminars will deal with 
building an over-all budget system 
for profit planning; profit planning 
with budgetary control, and opera- 
tions research. 

All meetings at the academy will 
be at least one week in duration. 
Participants will be housed in cot- 
tages on the academy grounds. 
Meeting schedules will be staggered 
so that the executives will have 
some free time to take advantage 
of the recreational facilities avail- 

| able in the area. 


ee 


Top U. C. Seller Honored 


YOUNGSTOWN, O.— Ted Glass, 
salesman for Economy Motors 
(Chrysler-Plymouth), has been 
honored as the nation’s top Chrys- 
ler used-car salesman. He was 
awarded a $1,000 diamond ring for 
selling 133 used cars between Sept. 
10 and Oct, 20. 
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LEAT H é R and you'll love it! 





In eight different models 


We saved on initial costs ..- are saving 


mechanics’ time, 
Horr Motor Company, Ford Dealer in Worc 
ble Joyce Lifts throughout. President 
in having a qualified supplier who 
e Lift Model for each of our 
saving hundreds of dollars in 
iding obvious savings in mechanics’ 


profita 


“We were fortunate 
helped us select the right Joyc 
departmentalized service stalls; 
acquisition costs and prov 





JOYCE SINGLE POST 
H-MASTER LIFT 


JOYCE TWO POST 


TWIN-MASTER FRAME LIFT 





Jeo Wi: 


Mr. Malboeuf echoes hundreds of 
other dealers who have found that 
Joyce Lifts give these advantages: 


© HIGH WORKING CAPACITY 

© FAMOUS JOYCE JACKING UNIT 

© IMPROVED CUSTOMER RELATIONS 

© FAST CAR AND TRUCK SPOTTING 

© MAXIMUM UNDER-CAR ACCESSIBILITY 
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JOYCE TWO POST SHOPMASTER 
LIFT .« » « THE MECHANICS LIFT 









AUTO, LIGHT TRUCK LIFT 
(not illus.) 
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JOYCE TWO POST COMBINATION JOYCE TWO POST HEAVY DUTY 


says Motor Co. President 


ester, Mass., installed versatile, 
Leo W. Malboevuf states: 


PRESIDENT 












TT a ee 
Booths 4, 5,6 
NADA Convention 


Lt eh 
JAN. 11-15, 1958 












COMBINATION BUS 
AND TRUCK LIFT 


Write today for a free copy of Bulletin 139-L .. . 


find out how. Joyce Lifts can be 
THE JOYCE-CRIDLAND 


profitable for you! 
COMPANY 


Designers and buliders of litging equipment since 1873 


U.S.A.: 2027 E. FIRST STREET, 


DAYTON 3, 


Cenede: Midlend Foundry & Machine Co., ifd., Midiend, Oat, 
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COURTAULDS’ SUPER-COLOR-FAST COLORAY FIBER IS IN THE NEW 


Pacer 2-Door, Pacer 4-Door, 
Hard Top 
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Auto Letter from Europe... 





Volkswagen Develops 
No-Shift Transmission 


By George L. Glaser 
Special Correspondent 
OLFSBURG, Germany.—Volks- 
wagen has just filed a number 
of patent applications for an auto- 
matic, hydrostatic transmission de- 
veloped by its research department. 

The unit contains two wobble 

plates, which move pistons. 

A note to VW owners using 
gasoline-fired heaters: Close up all 
air outlets of the regular heating 
system except the slots at the 
windshield. This will bring up more 
air for defrosting. 

> * = 


Quiet Diesel 

M™. an old producer of air- 
cooled diesel engines, has 

developed a new system to make 

this type of engine more quiet. It 


is called the “even-pressure pre- 
chamber” type engine. 


I will attempt to describe the 
system: Between the combustion 
chamber and the pre-ignition 
chamber is an insert consisting 
of a fireproof cobalt alloy. 

The insert contains an outer and 
an inner channel. During the com- 
pression stroke, the air flows 
through the outer channel into 





Olivetti Machine Tools 


Introduced in U. S. Market 


NEW YORK.—Olivetti Corp. of 
America has established the Oli- 
vetti Machine Tool division in 
America to set up distribution, 
sales, parts and service. 

Guido Locenzotti, vice-president 
of the corporation, said a complete 
line of drill presses, drilling and 
tapping heads and other automa- 
tion units now are available to the 
American market. 





OIL'S COOL WITH HARRISON 
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(ARRISON 


HARRISON RADIATOR DIVISION, GENERAL MOTORS CORPORATION, LOCKPORT, NEW YORK 
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Oil Coolers... 


For All GM Cars 
And Trucks Equipped 
With Automatic 
Transmissions! 


High-gear performance calls for Harrison! 
Again in "58, Cadillac, Buick, Oldsmobile, 
Pontiac, Chevrolet and GMC Truck are 
using Harrison coolers to eliminate heat 
problems with automatic transmissions. 
Mounted in the radiator bottom tank, 
these Harrison transmission oil coolers 
keep temperature just right for the most 
efficient operation. That’s why you'll find 
Harrison—backed by over 47 years’ expe- 
rience in the heat-control business—pro- 
tecting peak performance on millions of 
the best-known, most dependable auto- 
matic transmissions. If you have a cooling 
problem, look to Harrison for the answer. 


FROM THE PROGRESS OF THE PAST... 


THE PROMISE OF THE FUTURE 


the pre-ignition chamber. The in- 
jection, however, occurs through 
the inner channel. 

Due to evaporation of the Fuei, a 
partial ignition has been started, 
which in turn originates the entire 
combustion process. As a result, an 
improved air-fuel mixture has been 
created. 

A considerable noise reduction 
and better thermal efficiency is 
claimed for the system. Persong 
interested in this system may write 
to MWM, Mannheim, Germany 


* * * 


Opel Chief Honored 


E. W. Zdunek, general manager 
of Opel, received a medal from 
the West German Government 
honoring him for the social work 
he arranged for Opel employes. 

* * * 


Hot from Paris 


ORDINI, the Parisian builder of 

race cars, is modifying Renault 
Dauphines with different manifolds 
and carburetion and with a four- 
speed transmission. These cars are 
being distributed by Renault. 


a7 * > 


Prosit, Hans! 


ANS GLAS, father of the s 
Goggomobil, celebrated his 50th 
year as a manufacturer in Dingell 
ing, Bavaria. 
> + * 


New Moscow Model 


SSS to the German pub- 
lication Das Auto, the new 
Russian SIL 111 from the Lichats- 
chow Works in Moscow has a 200- 
horsepower V-8 engine, automatic 
torque-converter transmission, 
power steering, power brakes, tube- 
less tires, power windows and a 
radio with front and back-seat 
controls. 

The design is said to permit 
styling changes without great 
difficulties. 

The Russians are also offering 
the Moskvitch 402, which is said 
to be an improved version of Opel’s 
old Kadett. The Russians captured 
Kadett tooling from the Opel plant 
in Brandenburg. 

Another Moskvitch model, the 410 
station wagon, has four-wheel drive 
and four doors. 


Uncovered Wagon— 


Station wagon shown at the Paris Auto 
Show by an East German firm boasts rear 
side windows curving into the roof. The 
part of the roof between the side windows 
can be opened by rolling up the fabric 
material. 





%. * i Sb 
Squeeze, Please!— 

At the Frankfort Auto Show a device 
was shown which may replace the messy 
dipstick. A bulb is squeezed, then re- 
leased. Oil drawn into the bulb indicates 
condition of oil in the crankcase. 
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‘ Introducing... 
new high fashion tn good taste 





Studebaker-Packard for 1958 


"These are the cars that take on a completely new luxury look for 1958! Their Hawk-inspired body styling 
is long and low with the dashing look of distinctive Flight-Stream silhouette. High fashion is the motif! Style in 
the best of good taste is the practical result. Today, look into the franchise that offers the outstanding leaders for 1958. 
More than 50 new dealers have joined Studebaker-Packard since November Ist 
There’s always room on the Studebaker-Packard team for aggressive new dealers who are interested in 


a franchise that produces more profit per car. Contact ‘Dealer Development Dept., 


Studebaker-Packard Corporation, 635 South Main Street, South Bend 27, Indiana. 
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Studebaker-Packard 


CORPORATION 


| Whee futile oy Workmanship COMUS feedl ; / 








“On our own record of cars sold, 
Spot-lVgets 70% of our budget; 


says D.D. Ross, general manager 
of Fort Worth Lincoln-Mercury 
regarding sales effectiveness 
of KFJZ-TV, Fort Worth 


Could you cite specifics of that record, Mr. Ross? 


Certainly. Our close-out month, on 1957 Mer- 
curys, recently concluded, was the most out- 
standing month since I took over management 
of this dealership. 


What type of Spot-TV do you use? 


We find that feature films appeal to the buyers 
we want to reach. So Fort Worth Lincoln- 
Mercury presents a complete daytime film every 
Sunday on KFJZ-TV—and we are co-sponsors 
of a full-length film each Thursday evening on 
the same station. In fact, Spot-TV gets 70 per- 
cent of our advertising budget. The balance goes 
into newspapers and radio. 


You keep close records 
on advertising performance? 


The closest I know of. You see, I’m an account- 
ant by training, a salesman by preference and 
an administrator by necessity. From carefully 
tabulated records of our own sales results, I’m 
convinced that television reaches more quali- 
fied buyers. 


How do you handle commercials? 


Our sales messages are purposely keyed in an 
easy-going low-pressure manner. We feel that 
they reflect the true character of our dealership 
and our product. Also on television we can 
deal with any sales or institutional subject more 
flexibly than in other media. Most important 
of all, of course, is the fact that television really 
brings in the customers. 


D. D. ROSS, General Manager of Fort Worth 
Lincoln-Mercury finds that Spot-TV has strong 
appeal for the type of customer his dealership 
wants to reach. 





Television’s 
First Exclusive 


For sales building availabilities on these major-market stations...Call i Al e% ™ National 


Representative 


WABC-TV—New York 








WTVR—Richmond WBNS-TV—Columbus WBKB—Chicago WFIL-TV—Philadelphia WPRO.-TV—Providence WEWS—Cleveland KGO-TV—San Francisco WFBG-TV—Altoona 
WDSU-TV—New Orleans | KING-TV—Seattle-Tacoma | WXYZ-TV—Detroit WHDH-TV—Boston WIIC—Pittsburgh WCPO.-TV—Cincinnati | KFJZ-TV—Dallas-Ft. Worth} KTVI—St. Louis 
WOW-.-TV—Omaha KTTV—Los Angeles KFRE-TV—Fresno WFLA-TV—Tampo-St. Petersburg | WNBF-TV—Binghamton WMCT—Memphis KGW-TV—Portland W4JZ-TV—Baltimore 











OFFICES: NEW YORK * CHICAGO BOSTON e DETROIT ° ST. LOUIS * JACKSONVILLE ° DALLAS ° LOS ANGELES ° SAN FRANCISCO ¢ SEATTLE 
TEmpleton 8-5800 SUperior 7-5580 KEnmore 6-1472  WOod'rd 1-6030 CHestnut 1-5686 Elgin 6-5570 Riverside 4228 = DUnkirk 1-3811 YUkon 2-7068 ELliott 6270 
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. Unable to keep up with the de- 





Crisis Is Conquered ... 
— SEE 


DETROIT.— How could an in- 
adequately equipped automotive 
supplier keep up with the demand 
if auto manufacturers decide to 
make extensive model and design} 
changes more frequently? 

Commercial financing may be 
the answer, according to Maurice 
H. Schwartz, vice-president of 
James Talcott, Inc., one of the 
nation’s largest and oldest com- | 
mercial financing organizations. | 

In most cases, Schwartz said, a} 
growth-minded company is unable 
to obtain sufficient bank funds to} 
puy or replace old equipment be-| 
cause the firm’s net worth does not 
warrant additional credit. 

He cited a case of an auto sup-| 
plier to show how commercial fi-| 


nancing can solve such a problem. | 

The company received a flood 
of orders after World War Il 
when the auto industry recon- 
verted to consumer production. 





mand because of old and inade- 
quate equipment, the company 
saw the car makers turn to its 
competitors and soon its business 
slowed to a trickle. 

Unable to loan the firm more} 
than a percentage of the funds 
required to replace the old equip- 
ment, bank officials referred the} 
firm to Talcott. 


First, Schwartz said, Talcott 





Training Urged 
For Safety on 


Truck Winches 


CHICAGO. — Truck - mounted 
power winches have become a} 
safety problem, according to the| 
National Safety Council. 

Many new trucks come equipped 
with the winches. According to 
George MacDonald, senior consult- 
ing engineer in the council's indus- | 
trial department, the new trucks | 
have brought this hazard: Drivers | 
frequently operate power winches 
without prior training, which is, 
according to MacDonald, “as im-| 
portant as learning to drive the| 
truck.” 


How can the danger be lessened? 
Here are a few specific practices | 
and ideas as given by safety engi- 
neers: 

1. Persons not familiar with the | 











' controls of truck-mounted power 


winches first should check control 
lever positions against an instruc- 
tion plate, which should be mounted 
in full view of the operator and 
should indicate various operating 
positions. 

2. A lock or latch should be pro- 
vided to keep the power take-off 
lever on “off” position while the| 
truck is being driven. | 

3. If a clutch engages so slightly 
that there’s danger of it disengag- 
ing, air or vacuum devices can be 
used to hold it engaged and pre-| 
vent a load from being dropped. 


Goodyear Profit, 
Sales Set Records 
In First 9 Months 


AKRON.—New records for sales 
and earnings were set by Goodyear 
Tire & Rubber Co. in the first nine 
months of this year. 

Establishing what the company 
called a new high mark for the 
rubber industry, Goodyear sales in- 
creased 7.1 percent to a total of 
$1,082,499,729 for the nine months, 


How a Supplier Survived 


‘ 


AUTOMOTIVE 


made the company a fixed-assets 
loan on its plant buildings. Then 
an accounts receivable financing 
plan was instituted and the firm 
immediately received in cash ap- 
proximately 90 percent of its total 
accounts receivable outstanding. 

The funds, amounting to about 
four times the company’s net 
worth, was used to buy needed 
equipment, 

As production and sales picked 
up, new accounts receivable were 
created and Talcott continued to 
take assignment of them, so the 
firm really was being paid im- 
mediately for its sales. The money 
was uSed to fill more orders. 

When customers paid up, the 
firm, turned the funds over to 
Talcott. 


In this case, Schwartz said, the | 


company was able to stabilize its 
financial structure within three 
years. 





by America’s Leading 
Producers of Motor Cars 


Power braking systems are just one of many diversified 





compared with $1,010,571,802 for the 
corresponding period last year. 

Estimated net income for the 
nine months increased 13.8 percent 
to $51,621,653. This compares with 
$45,349,415 for the first nine months 
of 1956. 

The sales increase for the third 
Quarter over the corresponding 
Period last year amounted to 10.4 
Percent, with the consolidated total 
rising to $361,464,000 compared with 
$327,506,000 a year ago. 





KELSEY-HAYES POWER BRAKES 


Now Offered 


as standard or optional equipment 
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Los Angeles S-P Dealers Organize— 


Formation of a Metropolitan Studebaker-Packard Dealers Assn, in Los Angeles and 
outlying communities has been announced by C. V. Waltzer, Los Angeles zone sales 
manager. Waltzer, second from left, congratulates Henry T. Mich, Huntington Park, 
president of the association. Lloyd Pearson, right, Pasadena, is vice-president, and 
John Rehwald, left, Glendale, is secretary-treasurer. 


products manufactured by Kelsey-Hayes for the 
automotive industry—one of several major industries 
served by Kelsey-Hayes Company, Detroit 32, Mich. 








Estimated net income for the 
third quarter was $15,679,000 com- 
Pared with $14,694,000 last year, an 
increase of 6.7 percent, the com- 
Pany said. 


KELSEY-HAYES 
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Safety Council 
Fails to Link HP, 
High Traffic Toll 


CHICAGO, — A study has failed 
to establish “any conclusive rela- 
tionship between higher horsepower 
and the rising traffic toll,” the 
National Safety Council has been 
informed by its committee on 
speed. 

The council postponed action on 
the study until members have had 


|a chance to study the report fur- 


ther, an NSC spokesman said. He 
said there was no indication of dis- 
approval of the report. 

The committee also said: 

“While higher horsepower does 
increase the top speed potential of 
motor vehicles, it is absorbed in 
part by softer tires and in new 
power accessories. 

“Higher horsepower also provides 
| additional acceleration potential, 
which can reduce distance required 
to pass other vehicles, thereby con- 
tributing to accident prevention.” 


The AUTOMOTIVE NEWS ALMANAC is 





a year-round friend. Use it often for statis- 
tics, buyer information and personnel data. 








Automotive, Aviation and Agricultural Parts *« Hand Tools for Industry and Home 


17 PLANTS: Detroit and Jackson, Mich.; Los Angeles; McKeesport, Pa.; Springfield, Ohio (Speco Division); Utiea, N. Y. (Utica Drop Forge & 
Tool Division); Davenport, lowa (Farm Implement and Wheel Division,; Philadelphia, Pa. (Heintz Division); Windsor, Ont., Canada. 
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Clniversal Clunderwriters 


Kansas City, Missouri 
E. M. LYNN, President 


and The Committee of Trustees 


Cordially Invite You and Your Lady 


OPEN HOUSE 


The Americana 


Monday Evening, January 13, 1958 
6:00 p.m. to 9:00 p.m. 


For an Evening of Entertainment 


Honoring 
Authorized Automobile Dealers 
of America 
at the NADA Convention 


Informal 


Cliniversal Clnderwriters 


is the preferred source of sound insurance 
for the authorized automobile dealer 


58 UPHOLSTERY IS 
BOING COLORAY! 






COURTAULDS’ SUPER-COLOR-FAST COLORAY FIBER IS IN THE NEW 


Fairlane, Custom, 
Ranch Wagon 





SOME DEALERS HAVE 100% ABSORPTION FIGURES! 
{National Average is 65°) 


te increase your service absorption figures and fill 
non-productive and unapplied 


your shop with cus- 


labor . . . eliminate time . . . and increase 


you do not have a service 
+ + We promise some new slants 


2170 South Canalport A 


Flash - A - Call Service Contro 


FORD 





venue 
Dept. AN-171, Chicago 8, Ill. 


Sales Material in °58 E: 


ineeri 
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Advances... 





Drastic Changes Noted 
Under the Hood 


(Continued from Page 42) 


thermal efficiency which results in 
more fuel economy. 

Features of the engine include 

a rigid, deep-block construction, 
in-line overhead valves with 
hydraulic lifters, a single rocker 
shaft for each cylinder head and 
wedge-shaped combustion cham- 
bers. 

The Constant Control power 
steering provides less parking 
effort, plus a greater sense of firm- 
ness and stability in highway driv- 
ing. Simpler in design and only 
half as long as its predecessor, this 
optional item is located entirely 
within the engine compartment. 

Air-conditioned 1958 Plymouths 
have a more powerful blower motor 
and a new cutlet, improving cool 


air distribution in the car. 
* + * 


Changes in Buick 

Lip eer carey the new engineering 
features of the 1958 Buick are 

the Flight-pitch Dyna fiow, air- 

poise suspension, improved brakes, 

dual headlights, Lucite paint and a 

twin-heater arrangement. 

The Flight-pitch Dynaflow em- 
bodies three driving turbines in a 
new automatic power multiplying 
arrangement operating in conjunc- 
tion with an infinitely variable 
pitch stator, which tails the trans- 
mission to the engine’s needs. 

The key unit in Buick’s air 
suspension is a high-pressure tank 

(fed from the compressor run by 
the engine) that is mounted on 
the car’s frame. Air pressure in 
the tank is kept at 290 pounds 
per square inch, while the bellows 
air pressure is maintained at 100 
pounds. 

Air-cooled aluminum front brake 
drums are standard on all except 


the Special series in the Buick line. | 


The braking system also includes 
increased brake lining thickness 
and other improvements in opera- 
tion and heat dissipation. 

: > * 


Olds Stresses Economy 
(jose ss outstanding en- 

gineering feature is probably 
its new two-barrel Econ-o-way car- 
buretor on the 88 series which is 
expected to give 20 percent more 
gas mileage. 

Harold N. Metzel, chief engineer, 
said: “Fuel economy has been in- 
creased on the Dynamic 88 by 
reducing the seldom-used perform- 
ance factor at the top of the horse- 
power curve and diverting this 
seldom-used high speed perform- 
ance to low and medium speed 
fuel economy. 

Oldsmobile’s air suspension, 
labeled New-Matic Ride, features 
a variable rate ride, a “closed” 
system, an automatic constant 
height control, an extra large 
high pressure tank and an air 
filter and oil separator. 

Other new Oldsmobile features 
include a new Rocket engine with 
quadri-jet carburetor, an improved 
Jetaway Hydra-Matic transmission, 
the Safety Sentinel speed warning 
indicator, new methcd for actuating 
the horn, dual headlights, a genera- 
tor with output increased from 30 
to 35 amperes and a new voltage 
regulator. 


e a 
New on Pontiac 


EATURED on the ’58 Pontiac 

are improved engine, new 
frame, air suspension, fuel injec- 
tion, dual headlights, the Safeguard 
Speedometer, Safe-t-track differen- 
tial, a door-lock warning device, 
improved transmission and 135 
safety features. 

Pontiac’s Tempest 395 V-8 en- 
gine has had its displacement 
boosted from 347 to 370 cubic 
inches. 

The compression ratio has been 
upped to a new high of 10.5 to 1 
on fuel injection and three two- 
barrel carburetor engines. 


a7 . - 

Mercury for °58 
|= new Mercury has four new 

Marauder engines, air springs, 
an improved chassis, a choice of 
four transmissions, improved 
brakes, full cushioned shock ab- 
sorbers, swept-back ball-joint front 


suspension, a higher-output gen- 
erator and three-stage engine cool- 
ing. 

Mercury also has a safety 
moniter, which gives a signal 
when speed exceeds a previously 
selected rate, and self-adjusting 
| brakes. 

The top engine, the Super 
Marauder, has 430-cubic-inch dis- 
placement and three two-barrel 
carburetors which help develop 360 
horsepower. Two other engines 
with 383-inch displacement have 
330 and 312 horsepower. Compres- 
sion ratios on all the engines is 10.5 
to 1. 


oa a * 


New Engines for Dodge 
eee the new Dodge is 
a new line of engines headed by 
| the Ram Fire V-8, which combines 
\light weight, compactness, quiet 
|operation and economy. A 361- 
| cubic-inch version of the Ram Fire 
is available cn all Dodge Eights 
with the D-500 engine package. 
| Fuel injection is offered for the 
| first time. 

| Other new features are the Sure 
Grip differential, which automati- 
cally directs power to the wheel 
with the most traction, the Con-| 
stant Control power steering and a 
safety package consisting of power 
steering, Total Contact brakes and 
padded dashboard and sun eng 











Engineering advancements on 
the ’58 Cadillac includes air sus- 
pension in all series, electric door 
locks, power front ventipane 
windows, a flat-floor trunk and | 
an improved engine whose com- 
pression ratio has been increased | 
to 10.25 to 1 as the result of a | 
redesigned combustion chamber. 
The air system includes a lift 
valve feature, whereby the driver} 
can pull a lift control handle near | 
the steering column and raise the 
car an extra five inches for travers- 
jing steep ramps and driveways. | 
The 1958 Chrysler offers new 
dual air conditioning, an automatic 
highway speed-minder, Constant 
Contrcl power steering, fuel injec- 
tion, limited-slip differential and 
more powerful engines. 

More than doubling the flow of 
cold air, the new air conditioner 
uses two evaporators, two blower 
units and two controls. One unit is 
in the engine compartment with 
blower cpening and controls on the 
instrument panel and the other is 
on a shelf in the luggage compart- 
ment with blower opening and 


controls on the rear package shelf. 
> +. * 


Other Advancements 


P new features of the new 

DeSoto are a new line of Turbo- 
flash engines, Constant Control 
power steering, Econo-Choke fuel 
system, Sure-Grip differential and 
Hi-Temp brake fluid. 

The new Turboflash engines are 
said to combine exceptional power 
with low fuel consumption. They 
are compact, simple and rugged, 
requiring less space under the 
hood. They reportedly are easier to 
service and smoother operating. 

Major engineering improvements 
on the 58 Rambler include a 
pushbutton automatic transmission, 
new and larger brakes, step-on 


o e 
Simplify the Job 
Boek Suggests Methods 
Of Easing Tasks 

NEW YORK.—The genius can 
look at work and see what it in- 
volves, but most persons need some 
aids to analyze work, to arrange 
it in its proper order and to do it 
properly, according to Gerald Nad- 
ler, head of the industrial en- 
gineering department, Washington 
University, St. Louis. 

Nadler is the author of “Work 
Simplification,” a 292-page volume 
which suggests ways to improve 
work methods, increase productiv- 
ity, reduce fatigue, eliminate dan- 
ger and save materials. 

The book is $6.50 and is avail- 
able from McGraw-Hill Book Co., 
Inc., 330 W. Forty-second St., New 
York 36, N. Y. 








parking brake, Powr-Lok differen. , 


tial and engines with higher horse” 
power and more economy. 


This year Rambler also hag 
internal transmission shifting 
which is automatically governed 
by an engine vacuum coniro| 
system, rather than mechanical 
linkage. This system more ac. 
curately senses engine-load and 
speed requirements and mini- 
mizes service problems, it is 
claimed. 

Featured on the '58 Studebaker iy 
improved rear springing, dua 
headlights, a one-piece driveshaft 
which transmits power to the reay| 
wheels with greater efficiency. | 

The chief engineering advance. 
ment is the Luxury Level Rit 
which reportedly is softer, safer 
and more stable than ever before 
New spring and shock rates, to 
gether with variable rate coi 
springs, allow the car to adapt 
itself to road conditions irrespective 
of the load. 


+ * x 


Lincoln and Imperial 


i the engineering advances 
on the 1958 Lincoln and Con- 
tinental are a new engine, new rear 
suspension and an improved trans- 
mission. The engine has a displace- 





ment of 430 inches and delivers 375 duct! 


horsepower at 4,800 r.p.m. 

A milestone was reached when 
Lincoln became the first Big Three 
car to have a unitized body. This 
permitted designers to lower the 
car, strengthen its torsional rigidity 
and provide more quality. 

Highlighting the new Imperial 
engineering features are the 
automatic pilot, the limited-slip 
differential, new turn signal con- 
trols, electric door locks, dual air 
conditioning and dual headlights 
which are standard equipment. 

The '58 Imperial features a 392- 
cubic-inch V-8 which achieves more 
economy through the arrangement 
cf primary and secondary-throttle 
four-barrel carburetors. 

. > > 


Packard and Edsel 


NGINEERING features of the 
new Packard Hawk include 
improved coil springs, better steer- 
ing gear, plastic hood and snout 
and a new anti-sway bar. 

The car is powered by a 275- 
horsepower, 289-cubic-inch overhead 
valve V-8 engine and fitted with a 
Flightomatic automatic transmis- 
sion. 

The new Edsel has a host of 
new features including two new 
engines, self-adjusting brakes, 
easily accessible throwaway oil 
filter, an automatic transmission 
with push-buttons in the steering 
wheel, a single dial control for 
the heater-ventilator, dual head- 
lights and numerous safety 
features. 

The two Edsel engines have 105 
to 1 compression ratios, four-barrel 
carburetors, 18 milimeter spark 
plugs and 12-volt electrical systems. 
The E-400 develops 303 horsepower, 
while the E-475 develops 345 horse- 
power. 


*y 
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Pushbutton Controls— 


The pushbutton control panel for the 
Flash-O-Matic transmission and the air- 
conditioning and heater control are 
mounted on the left side of the instru- 
ment panel on 1958 Ambassador models. 
All controls are illuminated for easy op- 
eration at night. Below the instrument 
panel is the step-on parking brake with 
its convenient T-handle release. 
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by this brake almost as fast as it 
is generated, by channeling liquid 
| from the engine cooling system 
through tunnels in brake shoes 
which are similar to the conven- 
| tional ones. The shoes contact 
| standard-type drums lined with 
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: the CONSULT YOUR NEAREST 
sidity DAYBROOK DISTRIBUTOR FOR: 
‘rial ELD 


: ...for a New Standard of Operating tileinet en 


et Service in Truck Equipment 


ment 
ottle ALABAMA FAIRFIELD—Duncan Mfg. & Equipment Co. 
ARIZONA— PHOENIX — Motor Truck Equipment 

CALIFORNIA—FRESNO—Utility Trailer Sales Co. + LOS 
ANGELES—Western Body & Horst Co. (Maywood) « Standard 
Carriage Works « SAN FRANCISCO — Transport Supply Co 

COLORADO— DENVER—Timpte Bros, Inc 

Coepecesey — SOUTH NORWALK — Truck Equipment 

, inc. 

FLORIDA—BRADENTON—Miller Sales. Inc, + MIAMI— 
DeBoliac Truck Equipment Co. « W. PALM BEACH—DeBoliac 
Truck Equipment Co 

GEORGIA ATLANTA~— Brooker Truck Equipment Co 

IDAHO— BOISE —Car! R. Burt Equipment Co 

SLLINOIS— CHICAGO —General Body Sales Corp. + Talbert 
Trailers, inc. (Lyons) « Axie & Equipment Sales Co. * (Cicero) 
e Erlinder Mig. Co.** « SPRINGFIELD—Capito!l Trailer & 


the 
‘lude 
teer- 
nout 


nead 
th a 
mis- 
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INDIANA EVANSVILLE Superior Wasen Co. « FORT 
WAYNE —Hoosrer Truck Equipment « NOBLESVILLE — Warner 
Commercial Body, inc. « SOUTH BEND—General Equipment 
& Machine Co. 

SOWA —DES MOINES Weston Dump Body Co 

KANSAS LIBERAL — Tradewind Industries, Inc 

KENTUCKY — LOUISVILLE—Tom Rice, Inc 

LOUISIANA BATON ROUGE - Dealers Truck Equipment Co. 
« NEW ORLEANS —Truck Equipment Co. « SHREVEPORT— 
Dealers Truck Equipment Co. 

MARYLAND— BALTIMORE — Warner Fruehauf Trailer Co., Inc. 

MASSACHUSETTS.BOSTON -W. F. Lacey & Sons Co. 
(Medtord 

PAICHIGAN — DETROIT — Scientific Brake & Equipment Co. « 
J. J. Lynn & Sone « GRAND RAPIDS — Allied Truck Equipment 
Co. « LANSING —Truck & Trailer Equipment Co. « SAGINAW 

Scientific Brake & Equipment Co. 

MINNESOTA DULUTH — Lakeshore Body & Equipment Corp. 
« ST. PAUL— Power Brake & Equipment, inc 

MISSOURI! KANSAS CITY — Monatco Manufacturing Corp. « 
ST. LOUIS—Steelweid Equipment Co., inc.; McCabe-Powers 
Auto Body Co * 

MONT ANA — JOPLIN — McClellan's, inc. « MISSOULA — 
Superior Coach Sales* 

NEBRASKA OMAHA Omaha Body & Equipment Co 

NEW JERSEY — NEWARK —industria! Truck Equipment 
Corp. « THOROFARE—H. A. DeHart & Son 

NEW MEXICO-— ALBUQUERQUE — Timpte Bros, Inc 

NEW YORK — ALBANY — Estate of Andrew |. Ronan « BUFFALO 
—Universal Truck Equipment Corp. « NEW YORK—Ammei 
Brake Co. « J. C. Truck Equipment, inc. (Garden City Park) « 
SHERMAN —Sherman Hydraulic Co. «© SYRACUSE—L. B. 
Smith, inc. ¢ TROY—Howe Brothers 

BORER CAMSLENA CHARLOTTE — Twin-States Equip- 
ment 

NORTH DAKOTA-— FARGO —Travis Bros. Body Works 

OHIO CINCINNATI—Melvin L. Aston Welding Co. + CLEVE- 
LAND— Schaefer Body, Inc. « COLUMBUS—Harry J. Reynolds 
& Associates, inc. « DAYTON—Kencar Equipment Co. « 
TOLEDO— Riedy-Manner Truck Equipment Corp. « YOUNGS- 
TOWN —Dentry Truck Body & Trasler Service Co 

OKLAHOMA TULSA— Truck Parts & Equipment Co 

OREGON— PORTLAND— Utility Trailer & Equipment Co., Inc. ; 
Ait Mac, inc.* 

PENNSYLVANIA— ALLENTOWN — Allentown Brake & Wheel 
Service « CAMP HILL—L. B. Smith, inc. « ERIE— Farm Equip- 


Your Daybrook distributor offers a new concept LONGER service life—GREATER customer PMILADELPHIAN S. 1. Eskin « PITTSBURGH ‘Barat, Brothers 
in truck equipment operating service with the satisfaction, with Daybrook truck equipment! PONT Servall Machinery & Supply Cope 


new and complete line of Speedlift® Dump IESSEE — KNOXVILLE — Post & Company, Inc. » 
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TENN: 
MEMPHIS—Dealers Truckstell Sales, Inc. « NASHVILLE 


adtes ond Welite, Gamer Gees. Ge oun Take advantage of this new standard of operating Tennessee Steel Products, Ine. oe 
’ , . ° ° TEXAS ae qn ipment . 
Loader (truck crane) and Power Packers (refuse service . . .ask your Daybrook distributor to lend PER Truc ass Mata Seema pet, PASO 
. uc quipm 
collection bodies). a hand. Benefit and profit from his help. ANTONIO. Commercial ‘Body ‘Corp. © WICHITA FALLS 


, ° Longhorn Trailer & Body Co. 
@ There’s a new standard of craftsmanship... UTAH_SALT LAKE CITY—Foulger Equipment Co. 


° e e VIRGINIA—RICHMOND—Baker Equipment Engineering Co 
a new quality of workmanship in steel. . . Mclinany Equipment Co.. Inc.® » JANOKE—General Welding 
that is clearly evident in every Daybrook unit. 


& Machine Mclihany Equipment Co., Inc.* 
WASHING TON— SEATTLE—Transport Trailer & Senet 
@ There’s the exclusive one-year warranty on the 
sealed hydraulic cylinders of conventional 


Co.; Air Mac, inc.* « SPOKANE—Spokane Machinery 
Air Mac, inc.* 
, arm and direct lift type hoists. 


WEST VIRGINIA—WHEELING—Power Brake Co. 

WISCONSIN — APPLETON — Auto Body Works, inc. « 
MADISON — Johnson h~s & Equipment Co., Inc. « MIL- 
WAUKEE—Motor Truck Body Brake & Equipment Co., inc.* 

Sogvency. or Geen WASHINGTON — Warner 


rT Le z 





3 : , , ” , — Fruehaut 

@ There’s the exclusive ‘‘Field Engineer” that TRUCK EQUIPMENT CAMADA~Menutactured in in Windsor. Ontario. Canada by 

: . . . estri er au- 

he assures the right body and hoist combination hetquipment tia, Montreal: aus is Waldng Shop St. Thomas: 

ie ° Edmonton Truck ck Body, Ltd., be Sales and 

- for the job. Service, Kingston; Elman moore Ltd., Sydney; Sam Glidden, 

oe om ee bre go 

ru- THE RESULT... BETTER performance— itu.2w—— — 

Is. SASKATOON, SASKATCHEWAN—Milne Distribuors, Ltd. « 

)p- VANCOUVER, BRITISH COLUMBIA—Pioneer Equipment Ltd. 

t CUBA—HAVANA—Cuban Agricultural Services, Inc. 
~ *Indicates Power Loader distributors only. 

ith sIndicates Power Loader and Power Gate distributor only. 


Above distributor list current at time of publication. 


DAYBROOK HYDRAULIC DIVISION - L.A. YOUNG SPRING & WIRE CORPORATION + BOWLING GREEN, OHIO 
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UCLA Teams with AMC . 
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Crash Research Reviewed 





By William Carroll 
Staff Correspondent 
LOS ANGELES.—Progress in 
crash injury studies, conducted by 
the University of California at Los 
Angeles, was reported to a lunch- 
eon meeting of the Greater Los 
Angeles Safety Council by Arnold 
Siegel, assistant project engineer. 
Over 300 attended the meeting, 
including representatives of law 
enforcement groups, fire depart- 
ments, industrial safety organiza- 


tions and insurance groups. | 


Among the honored guests was 
Harry Mann, Harry Mann Chevro- 





let, president of the loca] Chevro- 
let Dealer’s Assn. Mann presented 
safety awards donated by the 
dealer group. The awards are given 
people who have made significant 
contributions to traffic safety. 

Siegel’s report on crash injury} 
research was composed primarily of 
two motion pictures, The first dem- 
onstrated that a car traveling 25 
miles an hour is an absolutely 
lethal instrument. 

The film shows that at 25 miles 
an hour, the occupant can strike 
the car’s interior with the same 
force as a pedestrian being struck 
by a car traveling the same speed. 

Stop-action high speed photog- 
raphy demonstrated the injury pro- 
ducing car fixtures associated with 
collisions, 

Two new automobiles, one of 
unitized (56 Nash Ambassador) 
and the other of conventional ('56 
Oldsmobile) frame _ construction 
were specially instrumented to re- 
cord engineering and medica] data 
during impact. 

High-speed cameras recorded 
in super-slow motion the crush- 
ing and extreme collapsing of the 
car structures from several 
angles within and outside the 
cars. The effects of collision 
stresses on the life-like dummy 
occupants of the four-door sedans 
was shown. 

Engineering and medical post- 
collision analysis were described, 

together with some of the more 
general findings resulting from the 
experiments. Seat belts were men- 
tioned as one form of car occupant 
protection. 

The second film was made up of 
clips of many cameras recording a 
head-on collision between a 1956 
Pontiac and a 1956 Nash at a com- 
bined speed of 104 miles per hour. 
The cars were pushed to a speed 
of nearly 60 miles an hour, then 
allowed to coast, meeting head-on 
within the photographic area at 52 
m.p.h. 

Pictures showed that one car 
lifted almost five feet off the 
ground before slamming back to its 
wheels. In one car the steering 
column: was forced upward, catch- 
ing the dummy under the chin and 
breaking its neck. A rear seat ash 
tray (mounted on back of the 
driver's seat) was hit by a passen- 
ger dummy, which suffered a 2%- 
inch forehead gash. 


In one sequence, an object like 
a basketball could be seen float- 
ing through the air, then bounc- 
ing along the ground and out of 
the picture. Later slow-motion 
films of the same action disclosed | 
the round object to be a dummy’s 
head, torn loose from its shoul- 
ders by the force of impact. 

Medical evaluation of damage to} 
the car’s occupants resulted in a 
flat statement that everyone in 
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both cars would have been killed. 

Following the pictures, Siegel 
answered questions. 

“What is your opinion of seat 
belts?” was one question. 

Siegel replied, “The need for belts 
is shown by the first picture. I 
have been in cars involved in col- 
lisions and if you will look in my 
car you will find five seat belts. 
Two in back, three in front, And 
if you won’t use-them, you won't 
ride.” 

“Why do cars have solid steering 
wheels and columns?” was another 
question. “They might be mounted 
on splines or with a universal joint 
so they would fall back under col- 
lision impacts.” 

“I agree with everything you 
say,” said Siegel, “but let’s go 
further and get rid of both the 
wheel and dashboard. Use a servo 
mechanism and control handles 
to do away with the wheel. 
“The glove box is almost useless 
now, and it brings the pane] too 
close to the passenger. Do away 
with all the injury producing dec- 
orations and use plastic foam in 
depth to reduce the chances of 
injury from the passenger being 
thrown against the panel during 
an accident.” 

Among other points brought out 
during the informal question and 
answer period were: The 1956 Ford 
ignition key usually ends up jam- 
med in the kneecap of a driver 
after a collision. Practically all the 
front seats are torn from their 
moorings by the force of collisions 
over 15 m. p. h. (a 100-pound seat 
weighs 5,000 pounds at the moment 
of impact in a 50 mile per hour 
collision) in UCLA tests. 

One of Siegel’s most interesting 
remarks was, “I believe the inside 
of cars should be designed by en- 
gineers—not artists.” He was re- 
ferring to the lack of attention 
given to safety when an interior 
design is considered. 

The 1958 Chevrolet was men- 
tioned as being “not crashworthy” 
because about 2% feet of instru- 
ment panel just above the leg 
room is a relatively sharp decora- 
tive moulding. Siegel said that 
medical investigation shows that 
when a body is thrown against 
such a panel during collisions the 
internal organs are forced upwards 
into the lung and heart area, killing 
by compression. 

The Crash Injury Research 
Program was sponsored by 
American Motors to determine 
what differences exist between 
unitized construction and con- 
ventional frame -body assembly. 
They have run 44 collisions, each 
of which costs an estimated $10,- 
000, not including the cost of 
the vehicle. 

High costs result from complete 
instrumentation, use of dummies at 
$3,500 each and other equipment. 
The test where two cars hit head- 
on at 52 m.p.h. utilized $5,000 worth 
of instruments and the results 
were recorded by 13 separate sys- 
tems. It is estimated that it will 
take one man a full year to evalu- 
ate and assemble the _ recorded 
results. 

The big question about unitized 
construction was answered this 
way by Siegel: “Unitized design is 
a really fine shock absorbing 
device.” 


DEALERS ... SALESMEN 


wear this beautiful “Trademark” 


CLASP—CUFF LINKS SET 


Three dimension replica of an early 
American 
matching designs. Beautifully finished in 
heavy rhodium plate—outlasts silver. Gift 
packed in attractive jewelry box for 
Christmas. A dignified, quality product. 


1900 auto. Most attractive 


$7.50 per set (tax included). Send 


7 check with order, please. Wire or write 
- » for prices on 6 or more sets. Satisfaction 


TRADEMARK ADVERTISING CO. 
Rocky Hill, Connecticut 





Keyed to Aluminum— 


Noreen Quinn, Reynolds Metals secretary, shows a partial collection of publicity, 
sales promotion and advertising used to merchandise the 1958 models. Reynolds says 
much of it is keyed to aluminum. 





Engines Improved by d0% S 
Since °33, Says Scientist 


CLEVELAND.—Efficiency of the| development.” He added that “a 


American automobile engine has 
increased approximately 50 percent 
in the last 24 years, the scientific 
director of General Motors’ re- 
search staff said. 

A car with a 1933 engine using 
1933 fuels averaged 26.7 ton-miles 
per gallon, John M. Campbell 
pointed out, while its 1957 coun- 
terpart registers an average 39.8. 
A ton-mile is the ability of a 
galion of gasoline to move a ton 
of automobile one mile. 


“It takes only two gallons of to- 
day’s gasoline in today’s engines 
to do the work formerly done with 
three galons,” he said. 

This improvement factor was 
posted by Campbell in an address, 
“Looking Ahead in Fuels for Auto- 
motive Transportation,” before the 
Society of Automotive Engineers’ 
National Fuels and Lubricants 
Meeting at which he was presented 
the SAE’s Harry L. Horning 
Award. 

When these engine and fuel effi- 
ciency gains are related to an esti- 
mated $16 billion annual consumer 
fuel bill, Campbell declared, “we get 
some idea of why the efficiency of 
fuel utilization is so important to 
the American motorist.” 

“It is impossible to determine 
what we would be spending an- 

nually for gasoline today if these 
gains in efficiency of fuel utiliza- 
tion had not been made,” he con- 
tinued. 

“Our already heavily burdened 
petroleum industry would have 
great difficulty in producing the ad- 
ditional gasoline that would have 
been required. The price of gaso- 
line would be higher. Our whole 
automotive transportation economy 
would have been inhibited in its 


\Group to Push 
Legislation Set Up 
By Oil Retailers 


DETROIT.—A 250-member Com- 
mittee on National Legislation is 
being set up by the National Con- 
gress of Petroleum Retailers to 
work for the adoption of the 
equality - of - opportunity bill and 
other NCPR federal legislative ob- 
jectives. 

James W. Heizer, Roanoke, Va., 
has been named general chairman 
and he will be aided by 38 state 
chairmen. The latter will pick from 
five to 10 dealer members to serve 
with them on the national com- 
mittee. 

The NCPR board also urged the 
state chairmen to join with other 
small business trade associations 
and allied groups to fight for 
strengthening of antitrust laws “as 
the only means by which small 
business can be preserved.” 

The board forwarded to the 
American Petroleum Institute an 
NCPR resolution which expressed 
dealers’ loss of confidence in the 
API's Service Station Advisory 
Committee as a forum in which 
dealer problems could be solved. 

The resolution also asked the API 
not to represent itself to the public 
and government agencies as the 
spokesman for retail dealers. 











saving of only 6 percent in total 
fuel consumption (in the U.S.) is 
worth about a billion dollars an- 
nually.” 

“At the same time, it greatly re- 
lieves the strain on petroleum pro- 
duction and the life of our valuable 
fuel reserves,” he said. 

Campbell said that as far into 
the future as anyone can predict, 
gasoline is likely to remain the 
predominant transportation fuel, 


| primarily for these reasons: 


1. Raw materials from which it 
originates — crude oil, gas, tar 
sands, coal and lignite—appear 
plentiful in spite of the trans- 
portation industry’s rising appe- 
tite 


2. “This mixture of hydrocarbons 
we know as gasoline is easily trans- 
ported from refinery to the con- 
sumer’s gasoline tank and thence 
to the engine.” 

3. It has the highest per-pound 
combustion heat of any known sub- 
stance that is liquid at ordinary 
temperatures and whose principle 
exhaust products, carbon dioxide 
and water vapor, are not harmful 
from an air pollution standpoint. 

The possibility of nuclear energy 
for automotive transportation is so 
far in the future, Campbell ex- 
plained, “that it would seem mean- 
ingless to attempt to speculate 
upon what form it might take 
when it may ultimately be needed.” 

Conversion of nuclear power into 
electrical energy for charging a 
storage battery would be possible, 
but the electric battery-driven car 

was in vogue 50 years ago and for 
several reasons was not competitive 
with gasoline power. 

“Another possibility,” Campbell 
said, “would be . . . electrical 
energy produced from nuclear 
power to synthesize gasoline from 
water to carbonate rock, Any of 
these things could be done if we 
had to, but in all probability 
when the time arrives we will 
have developed some entirely new 
concept of energy conversion that 
we don’t even have today.” 

For both the present and future, 
he emphasized, the most important 
engineering problem is “to make 

the best possible use of that most 
remarkable form of packaged 
power that we know as gasoline” 
by controlling such automotive en- 
gine factors as air-fuel mixture 
ratios, ignition timing and overall 
engine uniformity to increase 
efficiency. 


AC Output of Cun Sights, 
Bombing Systems Is Ended 


MILWAUKEE. — AC Spark Plug 
has announced that its Milwaukee 
plants have completed “production 
runs” of more than 12,000 bombing 
systems and gun sights, and have 
made several thousand design im- 
provements in these products dur- 
ing 1948-57. 

AC reported it has finished mak- 
ing bombing navigational com- 
puters and gun-bomb-rocket sights. 

“The division now has moved 
into production of newer defense 
products, with emphasis en the 
missile field,” said Martin J. Ca- 
serio, manager of AC’s Milwaukee 
operations. 
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‘MEWA Proposes 

j > 
‘Five Amendments | 
| . 

'To Antitrust Laws 

CHICAGO.—Members of the Mp. 
tor and Equipment Wholesale, 
|Assn. are being asked for thei 
views on five proposed amendment; 
to the nation’s antitrust laws. 

According to MEWA, the amend. 
ments are designed “to provide 
more effective means of breaking 
‘the shackles of monopoly’ in the 
car-dealer and service-station mar.” 
kets.” ; 

The trade group believes that} 
present antitrust laws “are eyj. 
dently inadequate to compel auto 
manufacturers and major oil com. 
panies to relinquish their dominat. 
ing and monopolistic holds on these 
markets.” 

The proposed amendments would: 

1. Amend the Robinson-Patmap 
Act to require that original. 
equipment items sold at lower cost 
be marked to distinguish them from 
higher-priced replacement items 
and provide that such original 
equipment cannot be sold in com. 
petition with replacement parts. 

2. Amend the above act to make 
it unlawful to sell at price advan. 
tage (because of quantity orders, 
etc.) unless the seller has under- 
taken in good faith to make it 
known that such advantages are 
available under the same conditions 
to all customers. 

3. Extend Public Law 1026 (Car 
Dealers’ Act of 1956) to service. 
station operators, “thus providing 
them freedom of choice and free- 
dom from coercion in automotive 
purchases.” 

4. Provide that major oil com- 
panies sellittg gasoline or petroleum 
products at wholesale for resale at 
retail shall not be permitted to sell 
such products at retail. Also, pro- 
vide that such companies shall not 
own, operate or lease retail gaso- 
line stations, and shall not act as 
an agent or receive any type of 
compensation because of the sale 
of tires, batteries, accessories or 
other product or equipment. 

5. Provide that private parties 
who proceed to enforce the anti- 
trust laws in the public interest— 
through suits for injunction, triple 
damages and otherwise—may re- 
cover the cost of the suit and attor- 
neys’ fees. 





No Letup Seen 
In Fuel Thirst 
Of Future Cars 


PHILADELPHIA. — Some 1958 
autos need every bit of the quality 
built into the new 100-octane motor 
fuels, according to a Sun Oil Co. 
research executive. 

“Cars in use today have the great- 
est variety of fuel appetites ever 
encountered, and this spread is 
bound to become even greater in 
the years immediately ahead,” said 
Dr. Charles L. Thomas, director of 
Sun's Research and Development 
Department. 

He told the Automotive Old Tim- 
ers that compression ratios have 
moved up from an average of 65 
in 1947 to 8.9 this year and that 
average horsepower has jumped 
from 115 to 230 in the same period. 

“The 1958 models will be even 
higher in horsepower, with some up 
to 400,” Thomas said. “All of this 
would not be possible without the 
increases that have been made in 
the octane quality of gasolines.” 

He said the average octane of 
regular grade gasoline increased 
from 80 in 1947 to about 91 today. 
Premium gasolines have gone from 
86 in 1947 to an average of 98 today. 
Some fuels have now gone above 
the 100-octane level, he added. 

“Keeping up with the require- 
ments of the new cars has been a 
tremendous job for the oil indus- 
try,” he said. . 






Automated — Tire-Curing Plant 


Opened in LA by Goodyear 

AKRON.—A new $7.5-million 
plant, described as the most fully 
automatic tire-curing facility, is 
now in operation at Goodyear Tire 
& Rubber Co.’s Los Angeles plant. 

W. S. Wolfe, director of domestic 
production, said the plant is the 
first tire-curing installation to 
apply automation to the loading 
and unloading of the automatic 
presses. 
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58 Eligi ible for Trip to Europe... 


S-P Lists Sales Derby Winners 


SOUTH BEND.—Fifty-eight first- 
place winners in Studebaker- 
Packard Corp’s. “summer sales 
derby” have been announced by 
Sydney A. Skillman, general sales 
manager. He also listed 53 second 
and 48 third-place winners. 

First-place winners were el- 
igible for a trip to Europe or a 
merchandise prize. Second-place 
winners were eligible for a visit 
to Mexico City and third-place 
winners could visit either Las 
Vegas, for dealers in the West, 
or Miami Beach, for eastern 
dealers. 

First-place dealerships are: 

Husak Bros., Inc., Detroit; Eber- 
stein Motor Sales, Climax, Mich.; 
Tanis Super Service, Fremont, 
Mich.; Main Motors, Tulsa, Okla.; 
Kavan Motors, Red Oak, Ia.; 
Chance Motor & Implement Co., 
Colby, Kans.; Thos. I. Petersen, 
Inc., Santa Barbara, Calif.; Frank 
Adler Studebaker, San Luis Obispo, 
Calif. 

Lex Chamblin & Sons, Meridian, 
Miss.; Service Motor Co., Cleve- 
land, Miss.; Laird Motor Co., Tyler- 
town, Miss.; Jim Angeles Stude- 
baker, Inc., Minneapolis.; Taconite 
Motors, Virginia, Minn.; Jack’s 
Service, Lenncx, S. D.; Dee Motor 
Sales, Springfield Gardens, N. Y.; 
Raisch Motors, Tompkinsville, N. Y. 

Steinhauser’s Sales & Service, 
Callicoon Center, N. Y.; Smith 
Motors, Lebanon, Pa.; Brown 
Motors, Berwick, Pa.; Weber's 
Garage, E. Stroudsburg, Pa.; Sell 
Motor Co., Johnstown, Pa.; Gene’s 
Studebaker-Packard Sales & Serv- 
ice, Parkersburg, W. Va. 

Barrick Motor Co., Fairmont, W. 
Va; Fellows Motor Co., Tampa, 
Fla.; Grover C. McQueen, Florence, 
8. C.; Colonial Motors, Hartford, 
Conn.; Cassidy's Service Station, 
Houlton, Me.; Cagnon’s Garage, 
Sanford, Me.; Pepper Auto Sales, 
Syracuse; Waite Motor Sales, 
Adams, N. Y.; Ed’s Auto Sales, 
Westfield, N. Y.; Fohrman Auto 
Mart, Chicago. 

Beaty Motor Sales, Belvidere, IIl.; 
R & S Motors, Valparaiso, Ind.; 
Del Marshall Auto Sales, Inc., 
Xenia, O.; Tom Rue Motors, 
Middleport, O.; Brookhill Motors, 
Williamson, W. Va.; Al Taafe 
Motor Co., Girard, O.; Donley 
Motors, Ashland, O.; R. W. Al- 
bright, Inc., Norwalk, O. 

Mosehart & Keller, Houston; 


Financial Needs 
Seen Forci 
Truck Merger 


WASHINGTON.—A shift from 
individually owned trucking firms 
to corporate-type companies was 
forecast by a Harvard professor 
to finance capital outlays needed 
to finance requirements for an 
estimated 100,000 trailers annually. 


Dr. George P. Baker, transporta- 
tion professor at the Harvard 
Graduate School of Business Ad- 
ministration, also told the Associ- 
ated Traffic Clubs of America to 
expect more mergers of trucking 
firms, with marginal carriers being 
weeded out. 

Baker, who also is president of 
the Transportation Assn. of Amer- 
ica, predicted a bid for Government 
funds to ease the “growing prob- 
lem” of truck-equipment financing. 

He said this assistance might be 
in the form of a guarantee of 
private loans, as in the merchant 
marine and aviation fields. 

Transport planning, he contin- 
ued, is a joint industry-government 
responsibility because such plan- 
ning is influenced to a considerable 
degree by the Government through 
its administrative, regulatory and 





promotional activities in the field. 


Spend Christmas and attend the N.A.D.A. 
convention at beautiful Hillsboro Beach, 
halfway between Palm Beach and Miami 
at the Gold Coast's finest apartments. 
Efficiencies; one and two bedroom apart- 
ments on the ocean; 


private beach and 
pool. For full information write or call: 
FRED McCARTHY 
MONTEREY HOUSE 
1167 Hillsboro Beach AIA 
Pompano Beach, Fila. 
Phone: Boca Raton 9255 


~ Masoner, Rupert, Id; Madren 


Gordy Motor Co., Beaumont, Tex.; 
Robbins Motors, Huntsville, Tex.; 
Empire Motors, Billings, Mont.; 
Davis Motor Co., Butte, Mont.; 
Barbacovi Motor Co., Walsenburg, 
Colo.; Marks Motors, Portland, 
Ore.; C. H. Urness Motors, The 
Dalles, Ore.; Rex Rice Motors, 
Ellensburg, Wash. 


H. E. Harkins Co., Champaign, 
Ill.; Powell Motor Co., Warrenton, 
Mo.; Central Motor Co., Moberly, 
Mo.; Hodgins Motors, Stockton, 
Calif.; Jack W. Ronald, Gilroy, 
Calif.; C. A. Bowen & Sons, Oak- 
dale, Calif.; American Service 
Center, Arlington, Va.; R & W Auto 
Sales, Fayetteville, N. C.; Cockrell- 
Owens, Towson, Md. 


Second-place dealerships are: 


Arcure Motor Sales, Ann Arbor, 
Mich.; Grand Traverse Tractor Co., 
Traverse City, Mich.; Keith Ware 
S-P on Main, Kansas City; Schnei- 
der Auto Co., McCook, Neb.; Finne- 
gan Auto Co., Manilla, Ia.; Morris 
Motor Co. Bakersfield, Calif.; 
Maxey-Donnelly Motor Co., Nash- 
ville. 

Century Motors, Batesville, 

Ark.; Hart & Welter Motors, 
Morrilton, Ark.; Kari Garage, 

Superior, Wis.; Cameron Motor 
Co., LaCrosse, Wis.; Mels Texaco 
Service, Pine City, Minn.; Cali- 
fornia Sales & Service, Inc., Lyn- 
brook, N. Y.; Murphy & Davidson, 
Inc., Freehold, N. J.; Florida Oil 
Service, Inc., Florida, N. Y.; 
Cresko Motors, Kingston, Pa.; 
Turner Motors, West Chester, 
Pa.; Paviol’s Garage, Carlisle, Pa. 

Ponsetto Sales & Service, E. 
McKeesport, Pa.; Hecker Motor 
Sales, Hollidaysburg, Pa.; W. M.| 
Robbins, Clearfield, Pa.; Briles| 
Motcr Co., Leesburg, Fla.; Knight! 
Auto Sales Co., Bangor, Me.; Arthur 
Lessard & Sons, Inc., Laconia, N. 
H.; Trail Town Motors, Greenfield, | 
Mass.; Rictor Motor Sales & Serv-| 
ice, Erie, Pa. 

Milton H. Sweet, Wellsville, N. 
Y.; Howard Motors, E. Williamson, 
N. Y.; Freeman-Spicer Co., Inc., | 
South Bend; Burnham Motor Sales, | 
West Allis, Wis.; Leon Clark 
Motors, Knox, Ind.; Lloyds Motor 
Sales of Evansville, Evansville, | 
Ind.; Mitchell Auto Sales, Spring- 
field, O.; Guyan Motors, Pineville, 
W. Va.; Macks Auto Sales, Akron; 
Craddock Motor Sales, Berea, O.) 

Shively Motor Sales, Delaware, 
O.; Martin Motors, Inc., Angle- 
ton, Tex.; Crawford Motor Co., 
Athens, Tex.; Buckley Bros. 
Motors, Inc. Denver; Blair 
Motors, Clovis, N. M.; Merle 


Bros., Spokane; Kalispell Service 
Co., Kalispell, Mont. 

Pool Motors, Coeur D’Alene, Id.; | 
McClintock Motor Sales, Inc.,| 
Maplewood, Mo.; Associated Motors, 
Inc., Canton, Ill.; B. E. Mctor Sales, | 
Staunton, Ill; Jack W. Ronald, 
Salinas, Calif.; Ted Corder, Susan- 
ville, Calif.; Jarrett-Chewning Co., 
Inc., Roanoke, Va.; Spivey Motor 
Sales, Suffolk, Va.; B and H Motors, 
Inc., Bedford, Va. 

Third-place dealerships are: 

C. Vernon Ragans, Madison, F'a.; 
T. N. M. Lathrop, Inc, New 
Londcn, Conn.; Marden Motor Co., 
Augusta, Me.; Ouellette Motors, 
Inc., Brunswick, Me.; A. Robert 
Perry, Inc., Syracuse; Zapfel Bros., 
Inc., Cheektowaga, N. Y.; Suppa 
Motor Sales, Irvine, Pa; Beres 
Motor Co., Pekin, Il. 

Johnson Motor Sales, Columbus, 
Wis.; Gutwein Tractor Sales, 
Monticello, Ind.; Rieger Motors, 
Inc., Dayton, O.; Keeling Motors, 
Inc., Franklin, Ind.; Mays Pack- 
ard Corp., Huntington, W. Va.; 
Dietz Auto Service, Fairview 
Park, O.; Thorpe Motor Sales, 
Marysville, O.; Hale Motor Co., 
Henderson, Tex.; A. Bullard, 
Hamilton, Tex.; Enyart Motor Co., 
Albuquerque, N. M.; Bovee Motor 
Co., Laramie, Wyo. 

Southwestern Motor Co., Durango, 
Colo.; Geo. T. Partridge & Co., Sault 
Ste. Marie, Mich.; Morton Motor 
Co., Omaha; S & D S-P, Inc., Lin- 
coln, Neb.; Anderscn Motor Co., 
Garnett, Kans.; Dixie Motors, 
Shelbyville, Tenn.; Shelton Motor 
Co., Manchester, Tenn.; Eich Motor 
Co., St. Cloud, Minn.; Jackson 
Street Motors, Anoka, Minn.; Salem 
Service, Salem, S. D.; Knoblock 
Brcs., Inc., South River, N. J. 

Stutz Sales & Service, Bronx, 





Vogt Sells to Kaminski 


Vogt Oldsmobile, Inc., 2950| bought an Oldsmobile dealership in 
Broadway, Lorain, O., has been| Bradenton, Fla. Kaminski formerly 
sold by Joseph W. Vogt to Vincent| was general manager of Lowe 
Kaminski, Avon Lake. Vogt has} Chevrolet, Avon Lake. 








N. Y¥.; Werner’s Garage, Belford, 
N. J.; Mickey Rorer, Inc., Tren- 
ton, N, J.; Eidam Bros., Hazelton, 
Pa.; Meachum Motor Co., Lewis- 
burg, Pa.; Mervis Motor Sales, | 
Pittsburgh; Waynesburg Motor 
Co. Waynesburg, Pa; L. C. 
Hegarty & Son, Coalport, Pa. j 

University Auto C,enter, Inc. 
Seattle; Ted Reed Co., Springfield, 
Ore.; St. Helens Motor Co., St. 
Helens, Ore.; DeGrendele Motors, 
Ine.. Kirkwood, Mo.; Grisham| 
Motors, Inc., Springfield, Mo.; | 
Murrays Auto Service, Pierce City, | 
Mo.; French Motors, Inc., Florin, 
Calif.; R. E. B. Blanton, Inc., Rich- | 
mond, Va.; Paul Motor Co., Thomas- | 
ville, N. C., and Gordons, Inc., 
Timberville, Va. 
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L EAT H E R and you'll love it! 


In five models. Also all Chrysler “300” models 
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inside cup 
keep contents 
mixed. 






Available in 1-cup or 5-cup models. 
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Binks new AGITATOR CUP 
keeps new-type auto finishes 
mixed and ready to use 





Place Binks new agitator siphon 
cup on its air-operated drive unit 
and the agitator paddles inside the 
cup rotate. Cup contents are kept 
constantly mixed, always color 
perfect...ready for instant use. 


A necessity for many new 

auto finishes 

These Binks units, originally de- 
veloped for use by automobile 
manufacturers, are now available 
for use by your body shop for 
matching the color and quality of 
the original factory finishes. 


Ideal for small batch mixing 
The siphon cup is accurately grad- 


uated to show 1-to-1, 2-to-1 and 
3-to-1 ratios. Whether you are 
doing touch-up work or are paint- 
ing entire cars, constant agitation 
eliminates costly color rejects 
caused by the settling-out of pro- 
portioned pigments. 


Two models 

Binks variable speed, air-operated 
Agitator Drive Units are available 
in one-or five-cup models. They 
quickly pay for themselves. 


Ask your Binks jobber 

for complete information and 
prices. Or, if you prefer, write di- 
rect to the address below. 


Ask about our spray painting school 
Open to all...NO TUITION...covers all phases. 


Te 


EVERYTHING %O/ 











NATIONWIDE 
SERVICE 


Binks Manufacturing Company 
3124-34 West Carroll Ave., Chicago 12, Ill. 


REPRESENTATIVES IN PRINCIPAL U.S, & CANADIAN CITIES * SEE YOUR CLASSIFIED ae DIRECTORY 
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New Yorkers Fete 7 Past Presidents 


NEW YORK.—Seven past presi-| Williams (1947-48), Max J. Bloom 
dents of the New York Used Car! (1949), Charles Kreisler (1950-52), 
Dealers Assn. were awarded plaques | Joseph I. Wolfe (1953), Peter Scalia 


at the organization’s 11th annual | (1954-55) and Harry Gottleie (1956- 
dinner-dance at the Waldorf-Astoria 57) 


Hotel. Dealers from throughout the 
state attended. | Also honored with a plaque was 


Plaques were presented to: | Paul Colonna, association treasurer 
Jerome Cohn (1946 president), Bill| in 1956 and 1957. 














INSIDE 


the new Lincoln 


L E AT H E Ke and you'll love it! 


In all Premiere models and all Continental Mark III models 
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Trend Upward in All Price Classes .. . 





Buyers Set a Record in Options 


(Continued from Page 32) 


compared with 45.56 percent in | total production, or 1,528,071 units, 

1956. | The medium-price class showed 

Power steering also showed | the biggest gain in installation of 
marked advances in the low-price| Power brakes, jumping from 46.62 
field, where it appeared on 794,000 percent to 55.98 percent, 
cars in 1957, compared with 437,338 Power brakes appeared on 10.12 
units in 1956, This was good for| Percent of all cars in the low- 
19.70 percent of 1957 output in the| Price field in 1957, compared with 
low-price field, compared with 11.66| 6.02 percent in 1956. 
percent a year earlier. | The high-price field made power 

; | brakes standard on ’'57 models. In 

Power steering appeared on all e 
cars in the high-price field in both! 1956, eee gp ge es 
1956 and 1957. a a cars in price 

. ; range. 

Low-priced cars with power| Low-price cars with power 
steering accounted for 12.78 per- | brakes accounted for 6.57 percent 
cent of total factory output in| of total output in 1957; medium- 
1957; medium-price cars, 19.28 per-| price cars, 17.62 percent, and high- 
a and high-priced cars, 3.61 per-| price cars, 3.61 percent. 
cent. 


percentages were 6.95 percent; 16.84 


cent, and 3.45 percent. 
percent, and 3.46 * * * 
= 


percent. | 
i = OWER seats were installed on 
ors brakes appeared on 27.80 | 418,198 cars in 1957, or 6.73 per- 

percent of all cars produced in|cent of total output. They were 
1957, or 1,727,165 units. In 1956, they | mounted on 417,692 cars in 1956, 


Autronic- 


Eye 
Features... 








RGN NCES 





There's brand new sales appeal in Guide’s new driver-controlled 
Autronic-Eye! And for General Motors Car Dealers, it means new profit 
potential. A new sensitivity adjustment allows the driver to control how 
soon the “Eye” dims his lights . . . makes it possible to adjust, on the spot, 
for varying highway situations. Use of transistor in the power 


amplifier enables it to operate with full effectiveness in all 


1908-1958 





FORWARD FROM FIFTY 


weather conditions. These new and easy-to-see benefits will produce 
results from the simplest demonstration. And the importance of 
automatic dimming, with the brighter four-headlamp systems, will 


make the 1958 Autronic-Eye easier than ever to sell! 


GUIDE LAMP DIVISION 


».. BRIGHTEST NAME 


GENERAL MOTORS CORPORATION 


IN LIGHTS 


e ANDERSON, INDIANA 


Comparable 1956 figures, respec- | 
In the previous year, comparable | tively, were 3.59 percent; 17.23 per- | 








| 


yeoeer- 


| were installed on 24.27 percent of or 6.63 percent of overall produc. 


tion. 

| Installation of power seats in 
the low-price field was up from 
0.66 percent to 1.05 percent; in 
the medium- price field, from | 
10.25 percent to 11.35 percent. In | 
the high-price field, however, 
power-seat installation declined 
from 70.85 percent in 1956 to 
68.67 percent last year. 

Cars in the low-price class with} 


| power seats accounted for 0.6 


percent of all cars produced in 
1957; in the medium-price field, 
3.57 percent, and in the high-price 
field, 2.48 percent. 

Comparable figures for 1956 were 
respectively, 0.39 percent; 3.79 per- 
cent, and 2.45 percent. 


* * 


UTOMATIC windows appeared 
on 469,866 cars built in the 1957 


* 





model run, or 7.56 percent. In the 
1956 run, power windows were in- 
stalled on 412,448 units, or 6.55 per- 
cent. 

Power windows made their big- 
gest gains in 1957 in the medium- 
price field, where installations 
rose from 8.91 percent to 12.12 





percent. 

The high-price field installed 
power windows on 83.08 percent of 
its cars in 1957, compared with 
80.90 percent the previous year. 

In the low-price field, power- 
window installations were up from 
0.76 percent in 1956 to 1.15 percent 
in 1957. 

Cars in the low-price field in 
1957 with power windows accounted 
for 0.75 percent of total output; 
medium-price cars, 3.81 percent, 
and high-price cars, 3.00 percent. 

Comparable 1956 figures, respec- 
tively, were 0.45 percent; 3.30 per- 
cent, and 2.80 percent. 

> > = 

OWER antennas were mounted 

on 480,059 cars in 1957 for a 
percentage of 7.72. In 1956, the per- 
centage was 4.92 on 309,798 cars. 

Power antennas showed their 
biggest gain in the high-price field, 
where they became standard equip- 
ment in 1957. In 1956, the electri- 
cally-powered antennas were in- 
stalled on 76 percent of cars in 
that price class. 

In the medium-price field, 
power-antenna installations were 
up from 6.19 percent to 12.33 per- 
cent. The low-price field, which 
did not use power antennas until 
1957, put the equipment on 0.37 
percent of cars in that class. 

Cars in the low-price field in 1957 
with power antennas accounted for 
0.24 percent of total output; me- 
dium-price cars, 3.87 percent, and 
high-price cars, 3.61 percent. 

Comparable 1956 figures, respec- 
tively, were 0.00 percent; 2.29 per- 
cent, and 2.63 percent. 
> 


UTOMATIC transmissions were 

installed on 4,915,468 cars in 
1957, which was 79.14 percent of 
total output. In 1956 a total of 4,- 
726,866 automatics were installed, 
accounting for 75.08 percent of 
overall production. 

Use of automatic transmissions 
showed gains in both the low-price 
and medium-price fields in 1957, 
while they were standard equip- 
ment on high-priced cars in both 
1956 and 1957. 

Automatics made their biggest 
advance in the low-price field, 
where they appeared on 69.20 per- 
cent of the cars produced in that 
class in 1957, compared with 60.55 
percent in 1956, 

In the medium-price field, auto- 
matics were installed on 97.26 per- 
cent of the 1957 models and 96.16 
percent of the 1956 models. 

Cars in the low-price field in 
1957 with automatic transmissions 
accounted for 44.91 percent of total 
industry output; medium-price 
cars, 30.62 percent, and high-price 
cars, 3.61 percent. 

Comparable 1956 figures were, 
respectively, 36.07 percent; 35.55 
Percent, and 3.46 percent. 

The decline in the medium-price 
field was due chiefly to smaller 
production of medium-price cars in 
1957 at General Motors, American 
Motors and Packard. 
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sales symbols” 


To go to market in first class fashion, 
your selling vehicle ought to 

have sales power that makes horse sense: 
big coverage, low cost, and a high 
degree of flexibility. Hence 

TV GUIDE. It drives you home to more 
than 5.3 million families. Its 

50 editions take you to 150 major 
markets at a cost so low your ad dollar 
can’t help getting the very best 

run for your money. No wonder the 
advertiser group now rolling with 


TV GUIDE is growing. 


* Automotive sellers now investing 
in this best seller: Buick « Chevrolet © 
Chrysler Corporation * Dodge « 
De Soto « Ford Motor Company « Ford 
General Motors Corporation « 
Mercury « Oldsmobile « 
Plymouth « Pontiac 
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"58 Cars 
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resent New Problems. . . 


Glass Service Shortcuts Sought 


By W. M. McCarty 
Staff Correspondent 
CHICAGO. Installation and 
service problems facing auto-glass| 
dealers with '58 models and Sales, 





his glass before putting it in racks. 
He said the work is a time-filler | 
during the shop’s slack time. 
The open discussion of service 
and installation was presided over 
by a panel consisting of Weldon C. 
MacKenzie, Mack’s Auto Glass, 


passed on to manufacturers. 
Several agreed that “if it isn’t an 
engineer’s idea, the companies 
won't listen.” 

Dealers also discussed the pos- 
ae ; : sibility of getting the glass com- 
advertising and public relations panies to vuety otned whndabileie 
were discussed during seminars at|jnstead of “clean cut.’ One mem-| Flint; Frank Gentile, president of 
the 10th Annual National Auto &| ber said he understood Libby|Auto Window Glass, Pittsburgh, | § 
Flat Glass Dealers convention here.| Owens is considering seaming. |and Ron Bushey, president of 

Only a few dealers were familiar; Another dealer said he buffs all Bushey Radiator & Auto Glass, 
with the '58s but it was the con-|__ i eatin ____|Saginaw, Mich. 
Sensus that they will present new la “I M k The panel discussed the problem 
problems. |of satisfying the customer. 

One dealer said “It looks like | raver akers After dealers have acquired the 
they've fouled us up.” Another| customer through advertising and 
dealer, who had seen a Pitsargn| 1 O Hear Rutland selling, MacKenzie said, the next 
Plate Glass movie on an Edsel in-| WASHINGTON. —The Truck- step is to do a good job—and | 
stallation, said the procedure| Trailer Slenitesesn Assn. will acquire more advertising by word 
looked quite difficult and asked| continue its tradition of having the of mouth. He said “the insurance 
“Does anyone know a shortcut?” president of the organized trucking companies are very concerned 

This was one question which | industry as featured speaker at its | wie how & customer is serviced 
highlighted discussion of com- | and so are we.” No one wants 


|}annual convention, TTMA Presi-| “"" 
mon problems. Although none of | dent A. A, Kearney, has announced.| "ejected work, he added. | dares to ride.” 
At an earlier seminar, direct-mail | 


the dealers was familiar with | Gyy w. Rutland ir ly elected 

Edsel servicing, it was the | seueitiont of Ametioen ‘Trashing advertising was called the most ef- | 
opinion that the short cuts will | accns will carry out the role begun fective medium for auto-glass deal- 
follow “after getting the general by Ted V. Rodgers sr., ATA’s first | €TS- Pat Hartmann, advertising 


idea.” president, by addressing TTMA’s|™4 : i. 
In discussing shortcuts, an as-|17th annual convention Jan. 20-22|S@id that because the medium is| relations is the sale. 


sociation member asked if any/|at the Palm Beach Biltmore, Palm|@irect and the audience can be} 
ideas for improvement were ever) Beach, Fa. 








ae Lae 





in an 1865 handbill, was 


upon common roads 





| When the call 


| | inexpensive newspaper want ads. 


This steam buggy, as advertised 
“pro- 
nounced by scientific men to be 
the most wonderful invention of 
modern times—150 miles a day, 
can be 
driven faster than any person 





mon Glass, Minneapolis, who pre- 
sided at the seminar, said the pur-| 
manager for Shatterproof Glass,| pose of advertising and public} 
“A salesman is a specialist,” | said. 
selected, the dealers can reach po- | Baumgardner said. “He must be al 










| and his product. He must be pen 
| sonable, possess aggressiveness 4 i 
be loyal to his employer and to hig 
customers.” 





Baumgardner said the dealer 
Should have a specific purpose ig 
mind when making a sales call 
is completed, he 
said, it should be analyzed to dig 
cover why it was or was not Sue 
| cessful. 


Baumgardner said he believed) 
in institutional advertising—keep. | 
ing the name before the public 
He suggested phone-book ads and 


For point-of-sale advertising he 
recommended shop signs. 


Baumgardner referred to publig 
relations as “reputation.” He sai@ 

|a company’s reputation is ofteg 
judged by its appearance, Thig 
| should include a “prosperous” look 
| he said, and the appearance of thé 
| personnel should be good. He said 
a business frequently is judged by | 
the appearance of its equipment 
|and its vehicles. 

Baumgardner asked the dealers 
| whether they listened to complaints 
and showed a genuine interest in 
the customer. 

“The customer is king, and 
| should be treated accordingly,” he 


Arch Racine, Hamilton Glass, De- 


= = —__ | tential customers interested in the| man the customer wants to see, He|troit, was elected president of the 


INSIDE 


product. 


Emphasizing that direct mai 
does not take the place of a sales- 
man, Miss Hartmann said the 
direct-mail piece will “sell for you 
| where and when you don’t have a 
| Salesman out consistently.” 
Economy in direct mail was 
another advantage cited by Miss 

Hartmann. She said a direct-mail 

piece can make a sales call for 

five, 10 or 15 cents, compared with 
the national cost of $22 per call 
by a salesman. 

Dick Miller, of Laminated Glass, 
Detroit, stressed the importance of 
knowing, seeing “and being of addi- 
tional service” to the customer in 
doing a good selling job. 








associate in planning. 


L F AT rH E eo and you'll love it! 


In the Park Lane Convertible 
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Distributor sales department 


BROCKWAY TRUCKS 


BROCKWAY MOTOR TRUCKS, Cortiana, New York 


Division Mack Trucks inc 


















| problem facing metropolitan plan- 
ners is the automobile, according to 
|a University of Michigan research 


Richard L. Meier of the U-M 
Mental Health Institute, main 
speaker at a meeting of the South- 
Russell H. Baumgardner, Hari-| eastern Michigan chapter of the 


, | must have confidence in himself| group for 1958. 





Growing Number Is Problem .. . 


| Car Called Planning Villian 


ANN ARBOR —tThe severest! Soil Conservation Society of Amer 


ica, said: 
| “Planners are asking them- 
selves: ‘What to do with the 
auto?’ The situation will become 
progressively worse when you 
consider that at the current rate 
our population will have increased 
by 100 million by the end of the 
century and the family car will 
be replaced by two and three-car 
families.” 

How will the population growth 
and more cars affect cities? 


“A predominant share of the new 
100 million adults will be owning 
and operating their own automo- 
biles,” said Meier. 

“What then will happen to the 
cities? Wouldn't their interiors 
gradually be redesigned to expedite 
the flow of vehicles, and the exten- 
sions of present urban areas be 
chosen for their accessibility to 
main routes?” 

He added that heavy emphasis 
probably will be placed on con- 
venience for the car user, such as 
parking area and accessibility to 
shopping centers. 





Still another important change 
will take place, he said. 

In the past, “green belts” were 
included by city planners to act as 
areas separating cities from their 
satellites. 

Urban growth, due largely to the 
attachment of Americans to their 
cars, has rendered “green belts” 
obsolete, and cities now and in the 
future will encompass the green 
belts, he said. 

“As the population increases, we 
are more likely to have ‘green 
blocks’ rather than green belts. 
You can see this beginning even 
now. As one travels north from 
Detroit to Midland, he sees an 
almost continuous urbanized zone.” 


Dodge Sends Dealers 


Truck-Brake Guide 


DETROIT.—The first in a 
series of engineering product 
books has been sent to Dodge 
truck dealers throughout the na- 
tion, according to D. E. Harding, 
retail merchandising manager for 
Dodge. 

Subject of the first booklet is 
the new hydraulic-braking system 
in medium and heavy duty “L” 
series Dodge trucks, and the re- 
vised air-brake system in other 
heavy-duty models. Harding said 
the second book will cover sus- 
pension systems. He said the 
books are designed as a guide for 
Dodge truck dealers in conduct- 
ing training sessions. 
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Louisville Ford Tieup Ends... 
Auto Workers Get 


No Change in Pay 


By Frank Gawronski 
Staff Writer 
“a Consumer Price Index for 

October issued by the Bureau of 
Labor Statistics means that there 
will be no change in the cost-of- 
living allowance during the next 
three months under escalator pro- 
yisions in contracts covering over 
a million members 
of the United Auto 
Workers. 

The price index, as 
of mid-October, was 
121.1, the same as a 
month earlier. It was 21.1 percent 
above the 1947-49 average. 

For the first time since March, 
1956, approximately 1,250,000 auto- 
mobile workers will not get a 
quarterly cost-of-living adjustment. 
However, 200,000 farm equipment 
and aircraft workers will get one- 
ecent-an-hour increases, the bureau 
said. 

General Motors announced that 
its 390,000 hourly rate employes 
will continue to receive a cost-of- 
living allowance of 19 cents ar 
hour during December, January 
and February. Approximately 
106,000 salaried workers also will 
receive a quarterly allowance of 
$95 a month. The next wage re- 
view will be in February, based 
on the mid-January index. 

A drop in food prices and a 
slight shrinkage in transportation 
costs saved the October index from 
another rise. Every other compo- 
nent went up. 

Automobile prices contributed to 
the October stabilization, according 
to Labor Department statisticians, 
as prices were cut on remaining 
1957 models. 

> > > 

_—— this levelling off may be 

temporary, Ewan Clague, labor 
statistics commissioner, said he 
expected the November index would 
show a rise but that it would be 
@ seasonal matter reflecting the 
first month of higher prices of the 
new automobile models. 

About two months after that, 
he said, the discounts allowed on 
these cars will push the index 
downward. 

Despite the levelling off of the 


LABOR 
FRONT 


Obituaries 


Crawford C. Pratt Sr. 

ROCK HILL, 8. C.—Crawford C. Pratt 
@r., 47, owner of Pratt Motor Co., died 
Nov. 13, at his home here. Mr. Pratt had 
Operated Pratt Motor since 1950. 

* * . 
W. L. Rudd Sr. 

WASKOM, Tex.—W. L. Rudd sr., owner 
of Rudd Chevrolet Co., died Nov. 21 in a 
Galveston hospital, 

* * * 


Edward A. Halbleib 
ROCHESTER, N. Y.—Edward A. Hal- 
Dieib, 75, retired general manager of Delco 
Appliance division, General Motors Corp., 
@ied Nov. 19 in his home. 
* . * 


Isaac Coppel Marini 
MEXICO CITY.—Isaac Coppel Marini, 
#4, Chevrolet dealer in Mazatlan, Sinaloa 
State, banker and businessman, died Oct. 
16 in a @ed Cross hospital here of injuries 


"suffered when struck by a bus. 


George E. Baker 
HOPKINSVILLE, Ky.—George E. Baker, 
73, founder of George E. Baker Motor Co., 
Inc., here, died Nov. 20. His son, Carroll 
Baker, now operates the firm. 
* * * 


James E. Carney 
COLUMBUS, O.—James E. Carney, 65, 
retired vice-president of the former Potter- 
Gager Ford dealership here, died Nov, 23. 
* * 


* 
William A. Hahn 
AKRON.—William A. Hahn, 75, a former 

Ford dealer and prior to 1918 the wholesale 
Manager for Ford Motor Co.’s Akron 
branch, died Nov. 21, He sold cars for 
Other dealerships netase retiring in 1950. 

* * 


Richard E. Wentworth 
CANTON, O.—Richard W. Wentworth, 
42, district sales manager for Oldsmobile, 
‘died Nov. 19-in a hospital in Philadelphia. 
* . o 


Joseph G. Payne 

SAN ANTONIO.—Joseph G. Payne, 66, 
a former Chevrolet zone manager and Olds- 
mobile dealer, died Nov. 23 at his home 
here. Mr. Payne started with Chevrolet in 
1923 and served in Kansas City, Baltimore, 
Harrisburg, Syracuse, Houston and Tarry- 
town. He retired in 1948 and was an Olds- 
mobile dealer in Becshiva for two years. 

& * 


Frank Roffers 
ASHLAND, Wis.—Frank Roffers, presi- 
den of Roffers Chevrolet Sales, Inc., here, 
died at Huron, 8. D., while on a hunting trip. 





price index, the bureau reported 
that factory workers had 3 percent 
less actual buying power in October 
than they had a year ago. Their 
buying power was down more than 
one percent below September. 

In actual dollars and cents, fac- 
tory workers averaged 85 cents a 
week less in October than in 
September with an average weekly 
wage of $74.78 for a worker with 
three dependents, the bureau re- 
ported. This was 25 cents below the 
year-ago figure. 

Asiatic flu contributed to the loss 
in weekly earnings, as the average 
work week declined a half-hour in 
October, the bureau said. 

+ * > 


O*. THE factory front, Ford| 


Motor Co.’s Louisville assembly 





plant resumed full production today 
(Dec. 2) following settlement of a 


21-day-old strike. 


A joint statement issued by 
Owen Hammons, president, UAW 
Local 862, and John Van Vactor, 
plant manager, said agreement 
was reached on all points at issue 
in the strike, which involved 4,200 
workers. Points listed earlier by 
the union were health and safety 
programs and work standards. 

The plant turns out Ford and 
Edsel cars and Ford trucks. At the 
time the walkout occurred, the 
plant was turning out 560 cars and 
256 trucks a day. 

Meanwhile, at press time, Chrys- 
ler Corp. and UAW Local 51 ne- 
gotiators were meeting in an 
attempt to end a strike of 2,000 
workers at the Plymouth engine 
plant in Detroit in the latest 
speedup dispute at the corporation. 

The corporation faces another 
strike at its Chrysler Highland 
Park (Mich.) plant, where members 
of UAW Local 490 voted 2,468 to 
132 to walk out if accumulated 
grievances are not settled. 

* * * 
HE UAW and General Motors 
will appeal a State referee’s 
ruling that “alternate periodic” 
payment of supplemental unem- 


STAMPEDE! 





ployment payments (SUB) is illegal 
under Ohio law. 

Referee Irwin I. Wolf, Cincin- 
nati, upheld a previous ruling by 
James R. Tichenor, administrator 
of the Ohio Bureau of Unemploy- 
ment Compensation. He said any 
SUB payments must be deducted 
from State jobless benefits, 

The case is the first of three tests 
agreed on by the UAW, United 
Steelworkers of America, United 
Rubber Workers, International Un- 


153 


ion of Electrical Workers and 
major companies—General Motors, 
the American Can Co. and two 
others. The case involves an appeal 
by William D. McReynolds, Dayton 
employe of GM and a UAW mem- 
ber. 

Two other appeals will be heard 
by referees. If lost, the UAW said 
they will be carried to the Ohio 
courts. Ohio, Virginia, North Caro- 
lina and Indiana are the only 
states in which SUB payments are 
not covered by law. 


INSIDE 


the new Oldsmobile 
L EAT H F eo and you'll love it! 


In three “Super 88” and three “98” models 


XEN AULT inc. 


425 Park Avenue, New York 22, N.Y. 
PLaza 5-8700 


In Canada: 1427 Mountain St., Montreal 25, P. Q. 
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Penney to Handle Foreign Cars— 


Shown is an architect's sketch of the 


new auto facilities under construction for 


Ralph Penney Transportation Unlimited in Lubbock, Tex. The firm will specialize in 


imported cars. 


lt is a franchised dealer for Simca, Goliath and Mercedes-Benz. 


Ralph Penney, a former Chevrolet dealer, is the second import dealer to open in 


Lubbock. é 


Lints of Dealers 


Below Average, 


Edsel Reports 


DEARBORN. — A _ below-average 
dealer-turnover rate has been 
posted by the Edsel division with 
19 dealers out of a total of about 
1,150 dropping their franchises, the 
division reported last week. 

The division said that the loss of 


19 dealers represented a turnover 
|rate below the average for the 
| medium-priced field. The total of 
|dealers varies from day to day as 
other outlets are added, a division 
spokesman said. 

One of the key dealers who has 
left the Edsel fold is Charles Kreis- 
ler, operator of the only Edsel out- 
let in the Manhattan borough of 
New York City. Kreisler, who sold 
Oldsmobiles before switching to 


| Edsel, said he would concentrate on 





Ramblers and foreign cars. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story,‘ plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





Despite Slow °58 Start... 





Dealers Sight Upturn 
In Sales, Profits 


(Continued from Page 8) 


good one with about the same| 
number of units sold.” 

“We're going to show a big in- 
crease in registration,” said C. R.| 
Walker, Walker Brothers Nash- 
town, “far in excess of last year. 
The public likes our cars without 
a single qualification. I could use 
another 50 or 75 cars right now.” 

Profits per deal were reported to 
be about the same, with the S-P 
line showing slight improvement as 
public confidence in corporation 
stability improves. Rambler grosses | 
for Walker Brothers are running 
$75 to $100 better than last year at 
this time, but no one seems to be! 
getting everything they want. (Who 
is?)—(William Carroll.) 

* * * 


Atlanta 


ao to the styling of the) 
1958 models in the Atlanta area’ 


| 





has been excellent, dealers report, 
but the public has not followed 
through and bought the product. 


*|Most dealers are frankly disap- 


pointed with ’58 sales so far. 

Notable exceptions are Lincoln, 
Chevrolet, Oldsmobile and Buick. 
Dealers of these makes are looking 
forward to a bigger percentage of 
the available market than last year. 
They are quick to admit, however, 
that last year “was a bad year.” 

These dealers also declare their 
profits are better now than at the 
same time a year ago. They ex- 
pect profits to dwindle as the 
model year continues, as extreme 
competition between dealers of 
the same make is already forc- 
ing down prices. 

This problem is also being felt 
by dealers who report fewer profits 





IRC 


continuous process rayon helps give 


the 58 CHRYSLER 


Every item in the new Chrysler must contribute to the Forward 


Look...must be “years ahead” in styling, design, function. 


That’s why—again in 1958 as in 1957—the Chrysler Windsor 
features upholstery fabric made with IRC Continuous Process 
Rayon. No other yarn dyes so evenly, without a trace of streak- 
ing. “Seconds” are drastically reduced, mill efficiency rises to 


new heights. 


So if you work with “critical” fabrics—and automotive uphol- 


stery is high on the list—specify Continuous Process Rayon. 


Use IRC Continuous Process Rayon...uniform mile after 
mile... perfect inch by inch... and it costs no more! 


THE 


“FORWARD LOOK” 
ON THE INSIDE! 
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now than at the beginning of the 
’57 selling season. 

Dealers whose 58 models are 
moving slowly here are the ones 
who had the biggest and most suce- 
cessful cleanups. Late buying cf 
57s has undoubtedly eaten into the 
58 market. 

Dealers are also finding public 
resistance to high prices. 

“The public is trying to buy ‘58 
cars at ’57 prices,” one dealer said, 

Some dealers blame slow sales 
on the factories for raising prices 
with each new model run. Dealers 
feel they can no longer absorb 
these increases. 

Some blame lack of sales on 
general economic conditions and 
tight money. Atlanta dealers believe 
the total new-car market in 1958 
will be no better—or even slightly 
lower—than in the 1957 model run. 
—(E. C. Bash.) 

= 


+ * 


Dallas 


LTHOUGH enthusiasm for the 
~% new models is higher in Dallas 
than it was a year ago, sales vol- 
ume is about on a par with the 
opening of the ’57 season. 

With the exception of four cr five 
makes, buying is disappointing. 
That is, sales are not up to expec- 
tations, Dealers, in general, are 
dubious as to whether the 1958 
model year will prove any better 
than did 1957. 

Dealers reporting best increases 
are Buick, Pontiac, Rambler, 
Continental and Studebaker. Some 
improvement over last year is in- 
dicated for Lincoln, Ford and 
Chevrolet, although mixed reports 
on the latter two render the 
actual situation a little unclear. 
Mercury sales are slightly better 
than a year ago. 

Plymouth is closely paralleling 
last year’s performance, although 
the small changes this year, coupled 
with some inventory of ‘57 mer- 
chandise tends to defer mcvement 
of the new models. But Plymouth 
dealers are getting very satisfactory 
profit margins on the "58s. 

By and large this situation is 
true of other Chrysler Corp. makes, 
with exception of DeSoto, which 
entered the '58 year with no inven- 
tory problem here. 

Price increases are helping the 
cleanup cf leftover ‘57s, although 
this further clouds the real picture 
for the '58s, particularly in the in- 
stance of Ford and Chevrolet. 

Price resistance, bargain hunting 
and confusion over the relative 
merits of so many advances made 
in many lines are main reasons 
given for a lag in 1958 sales. 

* * > 


ONTINENTALS are sold out in 
Dallas and more cars are 
needed. About as many Continentals 
are being sold cr ordered as Lin- 
colns, reports indicate. 

Studebaker is up 100 percent over 
a@ year ago, with the Scotsman in 
good demand. Rambler sales and 
orders are running 50 to 70 percent 
ahead of last year, with dealers 
unable to supply demand. 

Edsel sales are below expecta- 
tions, but gradual improvement 
is expected. 

A phenomenon of the current 
market picture is the good move- 
ment of the high-priced cars and 
improved activity for the top 
models in the lower-price lines. 

The thing most feared in 1958 
is a price squeeze. Price resistance 
has bobbed its head again in 4 
recent stiffening of the used-car 
market.—(C. L. Cates.) 

* 


+ * 

Chicago 
Most Chicago dealers are opti- 
mistic about the 1958 model 
year, although sales are off to a 
slow start and prcfits show no in- 
dication of rising. Public reaction 
to the new models, nearly every- 

body reported, has been good. 

Several dealers complained of 
“tight money,” and one said he had 
plenty of prospects who wanted to 
buy, but “they just can’t get the 
financing.” 

A Chrysler-Plymouth dealer 
said his ’58s were selling slowly, 
although leftover ’57s continued 
to move well. 

Good sales action was reported 
by dealers in Buick and Chevrolet 
lines, with most anticipating fur- 
ther improvement. 

A Ford dealer said the 58 models 
had not been meving as well as 
expected, but he added, “We’ll make 
out OK.” 

The profit picture is not good. 
One dealer said profits are no 

(Continued on Page 155, Col, 1) 
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Despite Slow ’58 Start... 
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Dealers Sight Sales, Profits Upturn 


(Continued from Page 154) 


better than they were at the compa- 
rable point on ’57 models, and that 
deals are getting tougher to close. 


Said a Chevrolet dealer of profits, 


“Let's just say that they're prcgres- 
sing downward.” 

One dealer ventured that profits 
would improve if dealers would 


“settle down” and not get panicky. 
—(W. M. McCarty.) 


x * * 


Denver 


ENVER dealers reported that 
D 1958 models are getting away to 
a good start, especially in Ford, 
Rambler, Oldsmobile, Chevrolet, 
Buick and Edsel lines. 

Price increases on ’58s, they 
said, have led some finance com- 
panies to ask for higher down- 
payments and bigger monthly 
payments. Buyers, however, don’t 
seem to be much concerned over 
the bigger price tags, they said. 
Profits, said dealers, will be pretty 
much the same as they were in 
1957—-low. 

“Sales of new cars in Denver 
this year are running ahead of 
1956,” said one dealer. “We expect 
to do as well with the 1958 models.” 
—(Ira Alexander.) 

* * + 


Seattle 


EATTLE dealers in all makes re- 

port “excellent” public recep- 
tion, although they admit that sales 
are not startling. 

Some dealers report sales ahead 
of last year, however. The most 
enthusiastic reports come from 
dealers in General Motors lines, 
who definitely feel that the ’58 
model year will be a better one for 
them. 

Ford Motor Co. dealers also are 
optimistic, and report sales as 
“fair.” Chrysler Corp. dealers are 
less enthusiastic over current 
sales, but feel their products will 
fare well in the months ahead. 

A Studebaker dealers says public 
reaction has been fine, but that 
sales are slow. Ramblers reportedly 
are moving better than they have 
for years, with profits improved. 

There is some apprehension over 
layoffs at Boeing, Seattle’s largest 
industry. Many dealers feel that 
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this economic uncertainty is hurting 
sales.—(Martin Trepp.) 
* * +. 
Minneapolis 
OST new-car dealers in Minne- 
apolis say that acceptance of 
the new models has been excellent, 
but that business is not as good as 
they would like to see it. 

Mannie Anderson, head of 
Anderson Dodge-Plymouth, said 
that business is down generally 
in the Twin Cities area, and that 
both new and used-car sales have 
sagged. 

He predicts that business will be 
good for the rest of the model year 
—“as good as we'll make it, but 
it will be hard work.” Profits, he 
said, are below year-ago levels. 


Rudy Luther, president of Han- 
sord Pontiac, said acceptance has 
been good but that the “market is 
not too lively.” The outlook, he 
said, depends upon how used cars 
move. 


Bill Boyer, of Boyer-Gilfillan 





(Ford), said that sales had started 
more slowly than a year ago, but 
that they had picked up momen- 
tum. Profits are about the same as 
a year ago, he said. 

Chris Rinkel, of Merit Chevrolet, 
St. Paul, said the new models are 
“going pretty: good,” but that he 
was having a hard time getting 
delivery on cars to fit wishes of 
customers. The outlook is good, he 
said, and profits are better than 
they were on ’57 models. 

Win Stephens jr., of Stephens 
Buick, said “business is not as good 
as I'd like to see it.” He reported | 





customers are particularly price- 
conscious. Deals are more profit-| 
able than they were a year ago,| 
he said.—(Donald M. Lyons.) 


* * * | 


Corn Belt 


EALERS contacted in small 
cities across Missouri and 


NEWS, DECEMBER 2, 1957 


Illinois report almost unanimously 
that sales are good and profits 
better than they were a year ago. 

Used cars present the only soft 
spot in the market. 

In some towns, layoffs in local 
industries have not affected sales 
materially, since the farm econ- 
omy is relatively strong. 

In other towns, dealers reported 
that farmers were staying out of 
the market because they refused to 
obligate themselves under present 
farm conditions. 

Buick, Chevrolet and Ford 
dealers seemed most optimistic 
over the coming year. A Chevrolet 
dealer in Jefferson City, Mo., said 
showroom visitors had a_ higher 
percentage of buyers this year than 
last year. He predicted a good year. 


A Buick dealer in Jefferson City 


said “all signs” point to a better! 
year in 1958 than in 1957. 
| A Ford dealer in Clinton, Mo.,| 


said interest is high and that deals 
(Continued on Page 156, Col, 4) 














Safety Award— 


H. D. Tompkins, right, vice-president, 
Firestone Tire & Rubber Co. and chairman 
of the Inter-industry Highway Safety 
Committee, presents to Postmaster Gen- 


eral Arthur E. Summerfield, a committee 
award for the Post Office Department's 
cooperation and leadership. 
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it’s The Cleveland ‘< 
Piain Dealer Market 


You can sell it everyday in the 


Cleveland PLAIN DEALER 


The only Cleveland Newspaper that sells the city and the 26 adjacent counties 


Here's how the Cleveland Market sells 4% BILLION DOLLARS 











CLEVELAND 26 ADJACENT TOTAL 
COMMODITY CUYAHOGA COUNTY COUNTIES (000) 
(000) (000) 
Total Retail Sales 2,247,897 1,999,804 4,247,701 
Retail Food Sales 549,318 484,163 1,033,481 
Retail Drug Sales 85,930 55,457 141,387 
Automotive 382,082 390,920 773,002 
Gas Stations . 120,031 157,081 277,112 
Furniture, Household Appliances 124,695 102,572 227,267 
Source, Sales Management Survey of Buying Power. May 10, 1957) 





*Akron, Canton and Youngstown's Counties are not included in above Sales. 


The Cleveland Plain Dealer 


Represented by Cresmer & Woodward, Inc., New York, Chicago, Detroit, Atlanta, 
San Francisco and Los Angeles. Member of Metro Sunday Comics and Magazine Network, 
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Despite Slow °58 Start . . 









Dealers Sight Upturn 
In Sales, Profits 


(Continued from Page 155) 


are clicking. He looks for a profit- 
able year. 
+ * + 
x DECATUR, IIL, the showing of 
58 models was reported the best 
in history for El Bauer Chevrolet 
Co. Sales are better than a year 


ago. 

An Oldsmobile-Cadillac dealer 
in Jacksonville, Ill., said his show- 
ing was the reverse of last year 
—that this year he had more 
buyers than lookers. He looks to 
@ prosperous, active year. 
Good acceptance in all lines was 
reported by dealers in suburban 
Kansas City, with some dealers 
reporting an increase in sales. 

In other cities, such as Bloom- 
ington, Ill.; Warrensburg, Mo., and 
Sedalia, Mo., new-car volume was 
reperted “average,” with the profit 
picture good. 

Dealers in Pittsfield, Ill, said 
new-car demand was definitely off. 
Most blamed it on a depressed 
farm economy.—(L. H. Houck.) 

* * + 


San Francisco 


. dollar pinch has taken the 
polish off the ’58 introductions 
in San Francisco. Sales got off to 
a sicw start for all makes except 
Chevrolet, Rambler and Lincoln. 


Would-be customers are cautious 
and shopping for bargains and 
some discounting is already occur- 
ring. A month-long slump in the 
used-car market is making matters 
worse. A shortage of money is the 
reason advanced by mcst dealers 
for slow business. 


A Chevrolet dealer, however, 
said his showing was the “best 
ever.” Deals are better than in any 
recent year, he said. Volume and 
profit both should be good in 1958, 
he said. 

Lincoln showings drew large 
crowds, while Ford and Mercury 
interest ranged from “Icw” to 
“about average.” 

Plymouth is off to a slower start 
than last year, but dealers are 
not discouraged over long-range 
prospects. Other dealers in Chrys- 
ler lines anticipate a “fair” year 
with “fair” profits. 

Pontiac, Oldsmobile and Cadillac 
dealers look for a gcod year, al- 
though they report financing block- 
ing some deals at the moment. 

Studebaker is moving fairly well, 
although hardtops, the best seller, 
have not yet been delivered, Deals 
are better than last year. 

The only complaint on Rambler 
came from one dealer who said he 
ran out of ’57s three weeks before 
his new models arrived. Average 
profits are reported. 

Most dealers agreed they are in 
for a year of hard selling. They 
think sales may improve if business 
conditions get better; right now 
profits and sales are just about 
what they have been through the 
last five years.—(Steve Still.) 

* * + 
Cincinnati 
ypestass are discounting heavily 
on ’58 models in Cincinnati and 
prospective buyers are shopping 
for the best deal, as they did last 
ar. 

A Pontiac dealer said he is 
working on a 10 percent discount, 
and charged that competitive deal- 
ers are overallowing to the tune of 


There has been a lot of price 
resistance, with most prospects 
apparently reluctant to buy big- 
ticket items at the moment. 

A Ford dealer said he is charg- 
ing anywhere from $50 less to $100 
more for ’58 models than he did on 
comparable ’57s. His competitors, 
he said, are discounting from $250 
to $450 on new cars. 

He said he was getting good 
customer reaction on his low-priced 
cars, and that there has been no 
serious resistance to high priced 
units. 

“But buyers are not looking for 
higher-priced: cars,” he said. 

aa ” 7 

CHEVROLET dealer said there 

appeared to be fewer prospects 
this year than there were last 





year, and that he was discounting 
from $400 to $600. 

An Oldsmobile dealer said that 
he had absorbed the price increase 
on ’58s and that his overallowances 
were averaging $500. 

He added, however, “Our sales 
are ahead of last year and we’re 
making more money, too.” 

A Plymouth dealer complained 
that competition is tough on '58 
models, particularly from Chevrolet 
dealers. 

“They seem to be beating us on 
discounts,” he said. “They run about 
$500.” 

“We haven’t noticed any serious 
resistance to prices and the public 
still likes our cars, although they 
may say, “They sure didn’t change 
it much.’ ”—(Frank Kappel.) 

* . > 


Cleveland 


MAKING business predictions 
for 1958, dealers in the Cleve- 
land area are gloomy but hopeful. 
So far, sales have been about “as 
expected,” although the sought-for 
breakthrough by the new models 
has not materialized. 

One Ford dealer said, “Fleet sales 
calling for repeat sales will carry 
us through the next two months, 
but the general public has not been 
flocking into the showroom.” 

Dealers are divided over the 
effects of price hikes on 1958 
mcdels. Some said customers, par- 
ticularly those with five-year-old 
cars, are “stunned” by the new 
prices. But many in the medium- 
price field said that the increases 
have not been a major factor in 
snagging sales. 

The main problem, they said, 
appears to be uncertainty over 
the economic factor. Some dealers 
cited unemployment and reduc- 
tion in overtime pay as factors 
resulting in slower sales. 

Chevrolet dealers are high on 
their new models, but admitted 
that they were concerned about 
long-range prospects. 

Most dealers, because of price 
tags on their own cars, view foreign 
cars as an increasing competitive 
threat in 1958.—(Sanford Markey.) 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 














Week Week Total Jan. 1 Jan, 1 
Ended Same Ended Output, Te To 

Nov. 30, Week, Nov. 23, Novem- Dee. 1, Nov. 30, 

1957 1956* 1957* ber 1956* 1957 
AMERICAN MOTORS 2,635 2,585 3,238 13,002 94,163 100,106 
FIAABOR  ancccccccssccsvcsseccccces seosceeeee BEB —accsecccse avn rneverne 6,628 1,345 
WEIR nesecccccsecccccccsecsncccsece  sevesevese es 16,445 3,561 
Rambler ..................00 2,635 1,922 3,238 13,002 71,090 95,200 
CHRYSLER CORP. 15,350 28,754 23,509 90,684 763,615 1,147,126 
Chrysler .. 1,000 2,647 2,268 8434 84,517 111,000 
Imperial ................. 300 619 714 2,659 9,522 35,522 
BDCTBCOD ccrersererececssceessccsceee 450 3,416 2,098 8,033 90,792 111,827 
BDORGO  covcesccccccececcccceceseres 3,800 7,576 5,930 22,540 178,659 275,446 
Plymouth... 9,300 14,496 12,499 49,018 400,125 613,331 
FORD MOTOR. ................ 34,075 47,643 44,265 176,816 1,486,928 1,745,390 
Continental ...........0000.0 cen a ee 1,264 444 
nen SES stem 476 2,374 .. 52,360 
FPG, .ccccvere secercccscervsecnvence 29,500 40,313 37,587 151,306 1,223,374 1,401,900 
ee 675 1,056 802 3,149 §=643,124 = 33,857 
EY csnvccscecsnvenscovonee 3,650 6,266 5,400 19,987 219,166 256,829 
GENERAL MOTORS.... 68,527 78,946 79,283 298,061 2,788,774 2,526,170 
en 8,353 13,949 11,052 42,507 481,118 365,346 
QTR occcncecccceceececceveees 3,300 3,289 3,975 14,292 125,379 140,364 
TBS onc cccsessecccvcccesee 38,900 41,178 44,795 165,973 1,484,541 1,360,347 
Oldsmobile .................... 8574 11,218 10,202 39,158 392,097 350,557 
| ee 8,900 9,312 9,259 36,131 305,639 309,556 
S-P CORP. 1,100 1,996 1,551 5,880 87,826 68,052 
Packard ..... 60 . 57 1% = 13,277 4,838 
Studebaker . 1,040 1,996 1,494 5,705 74,549 63,214 
Total Cars, U. S...........121,687 159,924 151,846 584,443 5,221,306 5,586,844 


COMMERCIAL CARS 
(U, 8, PRODUCTION ONLY) 











Week Week Total Jan.1 Jan. 1 
Ended Same Ended Output, To To 
Nov. 30, Week, Nov. 23, Novem- Dee.1, Nov. 30, 
1957 1956* 1957* ber 1956* 1957 
CHEVROLET ..... 6,300 7,316 8,335 33,948 325,050 322,988 
DIAMOND Ti ... 140 77 143 532 4,786 5,280 
DIVCO . 48 30 47 105 3,289 2,581 
DODGE 950 2,686 1,569 6,318 83,364 71,490 
FORD 4,300 6,185 6,197 24,128 279,725 314,831 
GMC ' . 1,335 1,978 1,708 6,688 84,305 63,323 
INTERNATIONAL ..... 1,940 3,329 2,557 9,113 125,111 110,917 
MACK . 2380 356 Si 1,281 17,197 16,190 
REO . Oo 102 326 4,346 
STUDEBAKER 96 355 189 485 13,173 8,673 
WHITE 235 316 233 1,015 16,041 13,133 
WILLYS ‘ 1,795 1,490 4,470 59,086 54,742 
MISCELLANEOUS*** 56 40 72 281 3,225 3,209 
Total Trucks, U. S..... 16,680 25,063 23,483 88,690 1,018,938 991,703 
Total Cars, Trucks, 
U. 8. 138,367 _ 184,987 175,329 673,133 6,240,244 6,578,547 
Total Cars, Trucks, 
Canada 9,605 11,531 8,914 36,522 429,668 383,605 
Grand Total, 
Cars and Trucks, 


U. S. and Canada....147,972 


Revised. } Misceliancous inc! includes Corbitt, 
Drive, ete. 


196,518 184,243 709,655 6,669,912 6,962,152 


Marmon-Herrington, Federal, Fr ‘our-Wheel- 


5. B.: All U. S. totals include cars and trucks for military orders. 
**Autocar, Freightliner and Sterling are included in White totals; Brockway included 


in Mack totals. 





AMC’s New Rambler Rolls .. . 


Output to Remain High 


(Continued from Page 1) 
of field inventories and plant | forced to close down Tuesday due 
schedules. 


If the engine plant strike is not 
settled by today, Plymouth officials 
said they would have to halt as- 
sembly operations, which would 
idle approximately 16,000 employes. 
As of press time Wednesday, ne- 
gotiators had not come to a settle- 
ment of the strike issues. 

Last week’s output of an esti- 
mated 121,687 cars represented 98.6 
percent of Automotive News’ three- 
year index, as compared with the 
123 percent compiled the previous 
week, when the makers turned out 
151,846 cars for a new high for the 
year. The week ended Dec. 1 a year 
ago saw 159,924 cars built. 

a * * 

UCK manufacturers, with Reo 
and Willys down for inventories 
and the remainder of makers af- 
fected by the Thanksgiving holiday, 
turned out an estimated 16,680 units 
last week, compared with 23,483 the 
previous week and 25,063 during the 

week ended Dec. 1 last year. 
Chevrolet’s output of an esti- 

mated 38,900 cars last week was a 

decided drop from the previous 

week’s outturn of 44795 cars. 
which broke its former high of 

43,500 cars during the week ended 

Nov. 19. 1955. Its combined out- 

put of 53,630 cars and trucks the 

previous week also topped the 
former high of 53,510 vehicles, set 

during the week ended July 16, 

1955. 

In other GM operations, Buick 
was off from 11,052 assemblies 
the previous week to 8,853 last 
week; Oldsmobile was down from 
10,202 to 8,574; Pontiac fell from 
9,259 to 8,900, and Cadillac dropped 
from 3,975 to 3,300. 

Ford Motor Co. output declined 
from 44,265 units the previous 
week to an estimated 34,075 last 


Ford division, whose strike-bound 
Louisville plant did not resume 
operations until Friday and whose 
Mahwah (N. J.) plant was down 
Wednesday through Saturday, 
turned out an estimated 29,500 cars 
last week, compared with 37,587 
units a week earlier. 

> > + 


LYMOUTH, which was sched- 

uled to work its Los Angeles, 
Detroit and Newark (Del.) plants 
Friday and was undecided about its 
Evansville unit, turned out an esti- 
mated 9,800 cars last week, com- 
pared with 12499 units a week 
earlier. 

DeSoto’s output of 450 cars last 
week was made up solely of Fire- 
sweep models, which are built on 
Dodge assembly lines. Dodge 
worked only three days and pro- 
duced an estimated 3,800 cars last 
week, compared with 5,930 a week 
earlier. 

Chrysler division, which was 


U.S. Aide Hails Rambler Duals with Big 3 


(Continued from Page 4) 


elosing office and no blacktop on the 
lot,” he said, “would help build the 
kind of confidence that one has in 
dealing with legitimate men in a 
legitimate business with resources 
behind it.” 

Jeffrey also urged the independ- 
ent dealers to publicize fully 
NIADA’s 10-point code of ethics, 
rather than hiding it “under a 
bushel.” 

“Let the public know that you 
subscribe to it, and more important 
that it is lived up to,” he said. 

Jeffrey said the “smell of the 
fringe operator” rubs off on the 
entire industry, adding that this is 
as true in the financing of cars as 
it is in their retailing. 

To help combat problems cre- 
ated by “borderline” practices in 
installment auto selling, he urged 
dealers and finance companies to 
join together in pressing aggres- 
sively for state regulatory ~~ 
lation. 

He said such laws, which some 
States already have, should embody 
the principle of full disclosure of 
Contract terms to auto purchasers 


and rule out the signing of blank 
contracts. 
> + > 

EFFREY said dealers should 

strongly support legislation re- 
lating to time payments because the 
“ultimate burden of losses on con- 
tracts declared invalid or defective 
rests squarely upon the originating 
dealer’s pocketbook . 

Milton T. Raynor, general coun- 
sel of the Greater Chicago Used-Car 
Dealers Assn., said that in the 11 
years since creation of NIADA, 
used-car dealers have emerged from 
the “dark cloud of suspicion.” 

Rubin, retiring NIADA president, 
said the association is “on the 
threshold of a new era” in which 
- _ grow “big, strong and power- 
ul ” 

In a talk presented during the 
convention’s business management 
clinic, Herman Farrand, advertising 
and sales management consultant, 
said the principal cause of dealer 
failures is inept sales management. 

* ca . 


1958 slate of NIADA direc- 

tors elected were: 
Alabama—Cecil Shirley, Dothan; 
E. H. Drummond, Birmingham. 
California— Ed Bookout, Bakers- 
field. Colorado—John D. Shay, Den- 


ver. Connecticut—Matthew B. Katz, 
Bridgeport. Florida—Buddy Tyler, 
Miami; Dick Bennett, Orlando; Don 
Bufkin, Jacksonville; Wendell Jar- 
rard, Pensacola. Georgia—Bob Bur- 
son, Augusta; Jimmie Smith, 
Macon; Pete Bunch, Savannah; 
James C. Holmes, Columbus. 


Hllinois—Louis Spritz, Chicago. 
Indiana — W. VY. Hollingsworth, 
Indianapolis; Jerry Leeds, Ev- 
ansvillee Maine—Arthur M. 
Waterman, Portland. Maryland— 
Odie B. Herring, Baltimore. Mas- 
sachusetts—Howard Phillips, 
Cochituate. Michi am 
Goodman, Detroit; Bill Nagy, 
Jenison. New York—Harry Gott- 
lieb, Brooklyn, 


Ohio— Manny Weiser, Cleve- 
land; Jan Ross, Columbus; Don 
Atkinson, Dayton. Pennsylvania— 
Ernest Nigrelli, Pittsburgh. Rhode 
Island—Louis E. Baker, Provi- 
dence. South Carolina—Julian 
Dean, Hardeeville. Texas—W. B. 
Parks, Amarillo; Ray Williams, 
Forth Worth; Clyde McLaughlin, 
Lubbock; Clyde Cox, Tyler. Vir- 
ginia—R. L. Breeden, Roanoke. 
West Virginia—Charles R. Daniels, 
Huntington. Washington State— 
Bill Deupree, Seattle. 


to a power failure, worked three 
days last week and rolled 1,000 cars 
from the lines, compared with 2,268 
a week earlier. Power failure cur- 
tailed Imperial output, which de- 


157 


clined from 714 units the previous 
week to an estimated 300 last week. 


= MOTORS, originally 
scheduled to work only three 
days, went back to work Friday 
and finished the week with 2,635 
assemblies, compared with 3,238 the 
previous week. 

Ford Motor Co. of Canada an- 
nounced, however, that it is laying 
off 1,400 men at its Oakville (Ont.) 
assembly plant and 1,000 at its 
Windsor (Ont.) engine plant today 
(Dec. 2) to balance field inventories. 


"58 UPHOLSTERY IS 


GOING 





LORAY 


Courtaulds’ super-colorfast Coloray fiber is in the new 





Why is Coloray so.good for upholstery? Because it assures 


topnotch colorfastness, absolute color uniformity and 


brilliant color effects unlimited. A unique product of 


Courtaulds’ solution-dyeing method, that cages color deep 
inside the fiber, Coloray is a truly wonderful fiber. And 


auto makers are using it — in more and more models each 


year. No wonder Coloray is riding high in ’58 cars! In home 


furnishings and apparel too! 


COURTAULDS 





COURTAULDS (ALABAMA) INC. 


Solution-dyed 

rayon fiber 

with Captive Color... 
**Can’'t Escape!’’® 


first name in man-made fibers, first name in solution-dyeing 
600 Fifth Ave., New York 20 « Greensboro, N. C. » Le Moyne Plant, Mobile, Ala. 
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The Man Behind the Wheel .. . 





Sales Testing the New Models 


(Continued from Page 2) 


do for him. It'll be a revelation 
and save half his energy. 


Much of it comes from the “all 
it has 
fast operating, 
self-adjusting brakes. These new 
brakes adjust themselves and can 
save a man a lot of dollars during 


go and no slow” which 


coupled with big, 


a normal term of ownership. 
+ * + 


Stainless Steel Use 


AT’S it made out of and how 
it last? The Edsel 
bill of materials includes nothing 
but quality. In stainless steel alone, 
it probably leads the list, for it has 
36 pounds of this non-rusting and 
indestructible material in 


long will 


almost 
every car. 


I cnce asked a floor salesman 
how much stainless steel a car had 
“Gee, I don’t know.) 
We've got a lot of chrome on it. By 
the way, what is stainless steel?” 

Chrome is an extremely hard but 
porous plating, usually over copper} 


and he said: 


and nickel, on steel. 

Stainless steel is like chrome, 
in fact contains chrome, nickel, 
copper and steel mixed at the 
foundry, but it is stainless all 
the way through. 


The stainless steel knife blade| Often leak and he puts in a lot of 
and the stainless steel molding on| cover gaskets and does a lot of 
the Edsel are the same except for) valve tuneup work, too. He looked 


slight differences in the propor-| at Edsel and found that the covers |————— 
AUTO SERVICE MANAGER: Nash experi- | 


tions. 


The Edsel has stainless steel side | positioned around the rim instead 
forward body/| of two studs through the top of the 
moldings, | cover. He found the covers could 
windshield wipers, and wheel|be removed with a large Phillips 
covers, to name the essential parts | head screw driver. 

of the 36 pounds. Everybody likes) 


accent moldings, 
moldings, rocker panel 


to own this kind of quality. 


Can’t Mistake Edsel 


F YOU'VE ever owned a medium-/|the lower half was roughened for 
priced or better car and had a| quick hand removal and mounted! 
service station attendant mistake/ vertically so the oil doesn’t spill 
it for a cheaper car, you'll know | when it is removed. 
what Edsel engineers were striving 
for when they said they wanted to 
design a car that could be identi-| 


fied in the dark. 

You don’t have to rub the dust 
off the nameplate on the Edsel 
to discover its identity. From 
front or rear, you can tell an 
Edsel a block away. 


The man-in-the-street is catching | removed for service or replacement 


Edsel fever. 


Divided front bumpers, distinc-| 
tive, classic styling in the vertical | 
there’s something 
its difference 
from all other cars that catches the | 
imagination—and nobody mistakes | 


Edsel grille — 
about the car and 


it for anything else. 


> > > 


If You Drive for a Living 


fs true you can’t ride on radi- | 
ator grilles and make it to the| 
next town on paint or even stain- 
To the prospect who 
pushes miles under the front 


less steel. 


wheels for a living—try Edsel. 


I stopped a taxi driver who was 


using an Edsel. 


“Do a day and a half in half a 
day now,” he said, “or at least I 


* = * 





Easy to Get At— 


“This is the operation we do most,” 
“and we're 
always interested in knowing where the 
oil stick is located and how easy it is to 
is well 
located and doesn't have to be coaxed 
out through a maze of hose and electric 


said Serviceman Perrey, 


remove for checking. This one 


lines. | like it.” 


for an oil gauge on the dash. Edsel 
has a row of warning lights on the 
dash. One warns when oil is one 
quart low, another when the gas 
tank has only two gallons left, 
another warns of a hot engine. 


Edsel offers a tachometer as an 
option and this tachometer sports a 
couple of green dots one at about 
900 r.p.m. and the other at about 
2500. When the owner keeps the 
needle between those dots he 


feel that much better when I 
get home at the end of a shift. 
It’s easy, arm-chair comfort.” 

You don’t have to be carrying the 
mail to have a job that requires 
going every day in all kinds of 
weather. Edsel has speed for turn- 
pikes, expressways and open high- 
ways and roadability for the log- 
ging road, the byway and the farm 
lane. 

* + = 


Liked at Service Stations 


ERTAINLY retail dealers should 

keep their customers coming 
Yack to them for service, but 
almost everyone has his favorite 
gasoline station and lubrication 
man. 

I took the Edsel over to C. F. 
Perrey, who is a pioneer service 
station operator in Jefferson City, 
Mo., and asked him to look it over. 

He said he sold a lot of spark- 
plugs and installed them because 
it meant economy of operation 
for his customers, but that spark 
plugs were often hard to change. 
He found there was room to use 
a wrench on Edsel’s plugs with- 
out hitting a hot exhaust or 
banging up his knuckles. He 


Reaching an estimated 150,000 
RATES: TWENTY-TWO CENTS 


TEN DAYS 
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steering wheel hub. These buttong 
may be operated with either hang 
and they are feather-touch becauge 
they flash only signals to an actu. 
ating motor on the side of the 
transmission. 

Rubber-faced front and rear 
bumper guards are a desirable 
and useful option. 

The E-475 engine sports a water. 
jacketed intake manifold that elim. 
inates the often troublesome riser 
damper—that’s new. 

Self-adjusting brakes that really 
work are new. These adjust them. 
selves by actually turning the ad 
justment screw when the brake 
need adjusting—the first time the 
car is reversed. Brake an Edsé¢ 
after backing up—and if it’s needed 
—your brakes are adjusted. 


knows he is operating the -engine 
at its greatest economy. 
Serviceman Perrey looked at 
this and said that he would like 
that because his customers could 
gauge their economy and he 
could use it for tuneup purposes 
and setting idle speeds at correct 

r.p.m. without hooking up his 
own. 

You can feel Edsel’s power 
steering—you can feel the road 
through an ingenious use of a tor- 
sion bar reaction spring in the 
steering shaft. This bar automati- 
cally regulates the valve mechanism 
to provide the exact amount of 
power required under any type of 
steering condition. 

Edsel has Tele-touch drive with 
power-operated buttons in the 


—! 


branches of the nation’s automotive industry. 
INSERTION. POSITION WANTED ADS, 


engaged in all 
PER WORD FOR EACH 


$12.30 per column inch. CLOSING: 


request 








_ HELP WANTED 


SALESMAN. FLORIDA OLDSMOBILE 
dealer needs additional salesman. Only 
high caliber salesman who needs to earn 
top money will be considered. Andy Bell, 
Inc., P. O. Box 1032, Fort Myers, Florida. 


liked that. 
He said overhead valve covers 





| bolted down through bolt hceles| 


ence, Washington-Baltimore zone. All in- 
formation first letter. $125.00 and com- 
mission. Box 7697, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER. DeSoto- Plymouth 

agency located on New Jersey shore, 150- 
new-car dealership. Modern service 
Must have congenial person- 
includ- 


“What about oil filter remcval?”| 2°° 
department 


handle service department, 


;}asked Perrey. He found the oil| 
| filter at the lower left side of the 
| block could be removed without a 
| wrench or tool of any kind because | 


ality 
ing body shop. Must be able to supervise 
and train mechanics and handle custom- 
ers courteously. Box 7698, c/o Automotive 
News, Detroit 26. 


FOREIGN CAR MECHANIC—Also service 
manager. Top wages with liberal com- 
pany benefits. Box 7670, c/o Automotive 
News, Detroit 26. 


“That would save us an awful lot 
| of time,” said Perrey. 
He found the air cleaner a dry 
| type in which the dirt could be re- 
moved from paper pack unit in a| 
couple of taps. Removal by un- 
screwing a wing nut. Saves at least | Higa 
| 20 minutes. — a 
Front shocks on Edsel 


POSITION WANTED 
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by removing nuts at top and bot- 


tom. SALES MANAGER: Proven record of suc- 


All Edsel engines have a flat cessful sales management in all phases 

machined ace of dealership sales, trucks, cars. Good 
| f th surf: on the bottom organizer and instructor. Prefer location 
o e crankcase to which the oil 


in New York city or New Jersey area 
pan is bolted, which permits the Box 7674, c/o Automotive News, Detroit 


use of one-piece flat gaskets, a - 
rather than three or four gaskets, 
which reduces possibility of 


young man under forty years of age with 


deal in life for his family and willing to 
work hard for it. Excellent promotion 
man, organizer and manager. Experience 
with top results. Prefer dealership in 
midwest where owner desires to become 
more or less inactive and is willing to sell 
part interest or all on buy-out basis. My 
chance is yours to retire and enjoy life 
with responsible person handling your in- 
terests. Box 7689, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER—A capable, mature 
man qualified by 20 years’ experience, 
eight with factory zone sales and twelve 
as a successful dealer of an independent 
line. Thorough knowledge of automobile 
retail business. College educated, now 


* * * 
le employed as general manager—Want op- 
Yes, But It’s Too New portunity to buy-out of profits with GM 


Goss prospect is sure to say that or Ford dealer who wishes to retire. 


: ae Resume on request. Box 7690, c/o Auto- 
the Edsel is too new, intimating| motive News, Detroit 26. 


that it is untried, and if he’s like = AGER— 
the thousands who have gone be- “aan poy Ap aye 
fore him, he will say that he’ll wait rience. Best of references. Box 7691, c/o 
a few years and see hcw it turns Automotive News, Detroit 26. 

out. 

The Edsel is undoubtedly the 
most pre-tested car ever offered to 
the public. 

Ford raced 38 Edsels for a total 
of 1,500,000 miles over a two-year 


that prospects are not interested 
in these things, we offer the pos- 
sibility that it is well worth while 
to try to interest a prospect in 
these things which can only be 
done by having that kncwledge in 
the first place. 

Everyone is interested in almost 
all aspects of today’s modern auto- 
mobile. Don’t make a mistake; talk 
to them about these things and see 
if they are interested. 








USED CAR MANAGER — Experienced all 
phases buying, reconditioning, merchan- 
dising—With record of results, not ex- 
cuses! Under 35; prefer west or south. 
Can invest. Box 7699, c/o Automotive 
News, Detroit 26. 


GM BOOKKEEPER desires employment. 
Can handle all phases of office procedure. 








test period. Punishment? They 
drove these miles in the 118- 
degree heat of Death Valley and 
the 40 below cold of Minnesota. 


Back of it is 50 years—half a 
century of engineering skill —11 
years of actual planning and test- 
ing. The Edsel’s got more that’s 
new than any new car has ever 
had, and all the new has been vir- 


tually tested to destruction. 
. 7 * 
What's New? 


ere. offers a lot to the gadget- 
every 
salesman has heard owners wish 


minded. For example, 


Experienced as office manager. Would 
prefer to locate in south or southwest. 
Box 7700, c/o Automotive News, Detroit 
26. 


SECRETARY-TREASURER, age 29, thor- 


oughly familiar with all phases of Gen- 
eral Motors accounting, daily operating 
control, forecasting, taxes, insurance and 
finance. Box 7703, c/o Automotive News, 
Detroit 26. 


IMPORTED CAR-MANAGER past seven 


years highly profitable southern Califor- 
nia, volume foreign car agency—total of 
twenty years’ experience — fluent every 
phase of operation, will take over man- 
agement of existing agency or supervise 
formation of new deal—Also consider 
wholesale representation. Excellent refer- 
ences. Box 7704, c/o Automotive News, 
Detroit 26. 








MANAGERIAL POSITION — Enthusiastic | 


11 years’ of managerial experience with 
leaks. factory and retail dealership; happily | 
For the salesman who claims married with children—-Wants a great 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING PON TIAC. 
VAUXHALL in metropolitan Boston. 1956 
profit $60,000 after liberal owner's draw- 
ings. Records will stand inspection, Large 
industrial area. Owner desirous of trans- 
ferring business interests elswhere. Box 
7692, c/o Automotive News, Detroit 26. 

BIG THREE FRANCHISE in Connecticut. 
Caplan & Connors Brokers. CHapel 2-7501 
or JAckson 7-2979, Hartford. No reverse 
charges. 

DEALERSHIP H AN DLING DE SOTO- 
PLYMOUTH — Mid-Atlantic area, over 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING FORD. Over 
300 potential in good mid-south area. | 
Profits consistent for over 30 years. 1957 
profit (10 months), including owner's 
salary, over $50,000. Parts, accessories, 
signs and equipment will require $75,000. | 
Will lease or sell buildings. Owner de- 
sires to sell by Jan. ist due to age and| 
health. Reply Box 7687, c/o Automotive 
News, Detroit 26. 








AGENCY HANDLING FORD in the heart 
of Florida Citrus Belt for sale at inven- 





tory, approximately $16,000. Trade area 30% Chry . 
| 30% Chrysler Products penetration; 300 
aah ar an, ton ae new, 600 used. Will sell for parts and 
, va ol boo ° a equipment; used cars optional, no re- 
ao ee oe an Dealer | ceivables. Modern building and facilities 
ch . i a one en 8-6251, Crescent| for sale or lease—Owner has other inter- 
y, Florida, ests. Box 7693, c/o Automotive News, 

Detroit 26. 

| HANDLING LINCOLN-MERCURY Miami 
area—Fast growing community. Small 


dealership, needs sales promotion, Priced 
to sell. Box 7678, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING LINCOLN- 


SIMCA 


Dealerships Available in 





3 s s MERCURY for sale. Modern and com- 
Ilinois Michigan plete facilities all one location. Fully de- 

2 s veloped suburban area middie Atlantic 
Indiana Ohio | state. 350 new units annually. Reason- 
THE NEWEST, MOST EXCITING | 2.’ stismouve'News, Detroit 200 
EUROPEAN CREATION DEALERSHIP HANDLING LINCOLN- 


MERCURY in west central lower Michi- 
gan, All parts and equipment including 
seven room, modern home. All going for 
$35,000. In business on this corner for 20 
years. Will liquidate all cars myself. 
Buildings 10 years old. Box 7681, c/o 
Automotive News, Detroit 26. 

ILL HEALTH requires sale of ‘‘Big Three” 
dual dealership. Fast-growing industrial 

in north- 


Write, wire or call 
E. B. JONES MOTOR CO. 
DISTRIBUTORS 


Simca Sales Division 


2001 State, E. St. Louis, Mlinois 
BR 1-2782—UP 4-8532 


area with gold-plated future 





SENCY : . west’s salt water paradise. Parts and 
AGENCY HANDLING RAMBLER — In equipment about $12,000, Box 7701, ¢/o 
northern New England town. Modern con-| Aytomotive News, Detroit 26 7 
crete building, ideal corner location nN —— —olTN. 
Plenty of room, 200 foot frontage on| DEALERSHIP HANDLING LINCOLN- 


MERCURY in flourishing city of 40,000 
within 75 miles of Detroit. Very low 
rental with no investment in used-cars or 


main route, Excellent market area, now 
selling 65 a year at good profit with 
little effort. Buy inventory and equipment, 





lease building. No cars. Price $6,500—| Treceivables. Good for from 300 to 500 
$3,000 down, Must be sold before Janu- cars a year. $25,000 will handle Call 
ary ist. Box 7694, c/o Automotive News, Midwest 6-7557, Birmingham, Mich. 


Detroit 26. DEALERSHIP AVAILABLE handling 


: eo — Chevrolet-Oldsmobile. New building and 

DEALERSHIP HANDLING RAMBLER— all modern ejuipment. Applicant must be 

Twenty miles from Springfield, Mass. approved by Chevrolet. This is a real 

Thirty years in business Impaired | money maker and must be seen to be 

health. Box 7665, c/o Automotive News, ippreciated. Box 7695, c/o Automotive 
Detroit 26 News, Detroit 26 





HELP WANTED 


Beechcraft 


REGIONAL MANAGERS 


Beech Aircraft Corporation has positions available for 
men who are now employed by an automobile manu- 
facturer. Previous retail experience not necessary, but 
helpful. The men selected will be Regional Managers in 
key areas of the United States where they will find 
ample opportunities for personal advancement with 


ve in the rapidly expanding business aircraft 
ield. 


Applicants should be 35 or under, willing to travel, 
relocate, and hold a current pilot's license with at least 
400 hours flying experience. Salary range is $6,000 to 
$9,000. 

Please send a brief resume with recent photo to Roy A. 
Kunz, Executive Employment Division 


BEECH AIRCRAFT CORPORATION 


WICHITA 1, KANSAS 
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DEALERSHIPS AVAILABLE 


VOLVO 


FRANCHISE AVAILABLE 


Sweden's “hot new model sports sedan 
with 85 h.p.—the family car with speed, 
comfort and economy. Swedish built-to- 
last precision, sports car handling and 
performance. WOLVO dealerships now 
available in our territory: Alabama, Ar- 
kansas, Kansas, Louisiana, Mississippi, 
Missouri, Oklahoma, Tennessee and Texas. 
For info-.ation write or wire: 


SWEDISH MOTOR IMPORT 
190i Milam Te’. hone CA 49456 
Houston, Texas 


SELL IT! 
HIRE HELP! 


Buy IT! 
TRADE IT! 


Through 
AUTOMOTIVE NEWS 
Classified Want Ads 





METROPOLITAN NEW YORK — Dealer- 
ship handling DeSoto-Plymouth. Best 
jocation, paying service and parts busi- 
ness, Owner willing to retire. Box 7705, 
c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED 


— 

WANTED—ONE FORD OR CHEVROLET 
agency, 500 or smaller potential, New 
York, New Jersey or New England pre- 
ferred. Factory approval guaranteed. 
Box 7649, c/o Automotive News, Detroit 
26. 


WANTED: WESTERN STATES franchise. 
Any size, any price. Cash. Factory ap- 
proved. Replies held in confidence from 
everyone. Box 7593, c/o Automotive 
News, Detroit 26. 


BUSINESS OPPORTUNITIES 


USED CAR LOT—Finest in western Detroit 
area. Located on Michigan Ave., 150 ft. 
frontage, 340 ft. depth. Asphalt paved; 
modern signs and building, two-car gar- 
age. Average gross sales per month last 
two years, $10,000. Well lighted; car 
stock 150 cars. Contact Mr. Coler, 30000 
Ford Rd., Garden City, Michigan, LOgan 
5-9000. 

BODY SHOP—Most modern in western De- 
troit area. Fully equipped with new equip- 
ment. Building area 5,000 sq. ft., land 
area 35,000 sq. ft. Average sales last five 
years $20,000 per month parts and labor. 
Contact Mr. Coler, 30000 Ford Rd., Gar- 
den City, Michigan. LOgan 5-9000. 


DEALER SERVICES 























INVENTORY SERVICE 


Parts and Accessories 
CERTIFIED REPORTS 


full time experts. No pick-up part time help. 
Call or write for service details 


Automotive Inventory Service Co. 
10640 Freeland Detroit 27, Mich. WE 3-6445 








CLASSIFIED WANT ADS 
BRING RESULTS 








DEALER SERVICES 


HELP!! 


IF YOU NEED IT, 
WE HAVE IT 


ONEY 


ANAGEMENT 
ANPOWER 


Don't be ashamed to read this ad. It can 
mean success and profits to you, 


We are a management organization, 
headed by well-known experts in efficiency, 
cost-control, merchandise and sales pro- 
motion and advertising. 


If your company is suffering from old 
blood—rejuvenate! We can prove to you 
that there is no reason for poor sales and 
red figures. We do not tell you how—we 
do the job with active full-time manage- 
ment. We do not consulf—we work! 


NO RISK INVOLVED 


We will not take over your problem un- 
less our study shows complete success is 
possible. We will contract to work on 
only a percentage of increased profits 
over your past results or on a permanent 
buy-in or investment basis, All replies in 
confidence. No field or proposition too 
large or too small. Write to: 


Box 7702, </o Automotive News, 
Detroit 26. 





LOST another new car sale? Did you lose 
the deal by a few dollars? Help yourself 
to your competitors’ costs, ‘‘Auto Costs’’ 
is a complete, concise and accurate book 
containing factory invoice prices of all 
1958 automobiles and equipment. Dis- 
cover how much your competitors’ cars 
really cost and you'll know the kind of 
deal it takes to beat them! Used by auto 
dealers throughout the nation. ‘‘Auto 
Costs’’ is only $10.00 per copy, which in- 
cludes free supplements containing all 
price changes and model revisions that 
occur throughout the model year. Send 
only $10.00 for the ‘58 edition and re- 
ceive free the ‘57 edition. Three year 
subscription only $18.00. This saves you 
$12.00. Free offer good only while supply 
of '57 books lasts. Aute Costs, Box 224, 
Dept. 1R, New York 1, N, Y. 


DEALERS—You CAN Get The 
Last Chance to Close 
That Deal! 


The PAT-MIL System—proven 100% 
effective — guarantees you the final 
chance at closing the deal. This system 
brings back ALL shoppers, the “be- 
backs,” before they close a deal with 
a competitor. No gimmick, this honest, 
proven plan means money to you, the 
final chance to close a deal on all of 
the shoppers that visit your showroom. 


SEND LETTER OR POSTCARD FOR 
FURTHER DETAILS 


ROBERT -- ADVERTISING 
nc. 


429 W. Michigan St. 
Milwaukee, Wisconsin 








This entire SHOW ISSUE of 
Automotive News 


was printed by the NEW 


HEAT-SET ROLL-FED 
LITHOGRAPHIC PROCESS 


Compare the color reproductions with your 


printing, then investigate this. revolutionary, 
new development in printing technique. 











Call or write 


PRINTING COMPANY 


THE 


deere 


Unvuaneveveseunennnssenecesosssscssenenensnonnessvnseonenesasisieneausneseinsconeroeesensees 


3939 BELLEVUE AVE., DETROIT 7, MICH. 


WAlnut 1-4560 


PUBLICATIONS — CATALOGS 


Samples on Request 





DEALER SERVICES 


MILITARY BUSINESS 
— Got Your Share? — 


Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 


Take immediate delivery. 
We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis, 


MILITARY FINANCE CO. 
502 Tioga Bidg., P. O. Box 2166 
2020 Milvia San Antonio, Texas 
Berkeley 4, Calif, CApitol 6-268! 


THornwall 5-2275 
“Worldwide Financing for Military 
Personnel” 








CARS FOR SALE 


1956 
FORDS 


PLYMOUTHS 





ex-taxis with heater and 
defroster. Very good tires. Some with 
Automatic Transmission and Power 
Steering. 


Four-door 


Don't wait . . . call, wire or write 


CURRY 
CHEVROLET 


3300 Broadway New York City 
Call Bill Curry — ADirondack 4-630! 


VOLKSWAGENS 
lew. Ce 
Wholesale - Wholesale 


Transportation arranged to 
all parts of the country— 
Foreign cars, all makes and 


models. 


Bell & Savage Motors 
Foreign Car Division 


1431 Sylvia Lane 
East Meadow, N. Y. 
iVanhoe 3-1407 








REWARD—RECOVERY OF 1957 Oldsmo- 
bile Fiesta station wagon, serial No. 
578AO08617, 1957 Florida license No. 
24W-3786. Man known as: Robert Charles 
Reenan, M. M. Savage or M. Kingston 
Savage; 39 years old, sandy hair, 175 Ibs. 
No glasses. Phone Collect: Ft. Pierce, 
Florida—651 or 2702. Travels as sales- 





General Finance Corp., 610 Orange Ave., 
Fort Pierce, Florida. 





$100 REWARD 


SKIP: CALLING HIMSELF DONALD LAU- 
RENCE OHMIT—Approximately 40, height 
5'9", weight 160 Ibs.. brown hair and blue 
eyes, prominent nose, fair complexion, im- 
maculate dresser, specializing in stocks and 
bonds. Driving a 1956 Cadillac 62 coupe. 


Motor No. 5662110627 


When last seen it was an off-white color bear- 
ing Arizona license No, V18351. 


REWARD will be paid for inforr ation leading 
to recovery. CALL COLLECT: Southwestern 
Investment Co., Phoenix, Arz., at Alpine 
8-896! or Alpine 8-5291. 





Get low, money saving, financing rates. 





man for self, building repairs or roofing. | 
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MAILING LISTS 


mobile, Pontiac, Buick dealers, Complete 
national list, cember, 1957 checked. 
On addressed labels, 35M, $14 per M. Box 
7696, c/o Automotive News, Detroit 26. 


WILL TRADE 


WILL TRADE '56 CADILLAC sedan de 
Ville, 17,000 miles, perfect, for '56, ’55, 
'54 Cadillac limousine. Ridgway, 2836 
N. E, Sandy, Portland 12, Oregon, 


DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors. Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio. 








SHOP EQUIPMENT FOR SALE 








LIQUIDATION SALE BY FORMER 
FORD DEALER 


Complete Inland radiator shop used only 2 | 


years. This equipment, costing over $3, 
consists of power work tank, acid cook tank 


flow tester, dryer, paint and flush cabinet and | 


complete set of signs. This was most profit- 
able section of my shop. Price, includin 
various supplies, together with over $i, 

wo of new cores still in boxes, $2,000. Also 
for sale: Washmobile car washer. $100—cost 


blast out machine, 
H. R. SIVERS 
30 West First St. Fulton, New York 





FOR SALE: 1 Turn-Table—$250,. Write: 
Ocean County Motors—Cadillac 
Toms River, N. J. 





ANTIQUE CARS FOR SALE 
ANTIQUE CAR FOR SALE: About 1900. 
Hatfield Buggybout. High wheels, 
top, two cylinder air cooled engine in 
rear, chain drive. Motor runs, good com- 





Hilltop Garage Service, 
Pennsylvania. 


Mt. Jewett, 





1921 CHANDLER TOURING SEDAN. Per- 
fect condition, $1,500. Kleeburg Buick, 


1740 ist St., Highland Park, Illinois. 
MISCELLANEOUS 





Tow Bar Sales Co. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 


DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect We pay, <harses 
40 So. Clinton St., Chicac 





CLASSIFIED WANT ADS 
BRING RESULTS 





SYLVANIA 


Property and Supplies. 


to: 





DEALERS MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 


$1,100 new, Undercoat machine, $45, Carbon | 


Dealer, | 


buggy | 


pression. No tires, wheels solid condition. | 
Top frame O.K. Will accept best offer. | 


CARS FOR SALE 


PUBLIC SALE OF 
COMMONWEALTH OF PENN- 


Pec 


= oe 





ae 


159 


MISCELLANEOUS 


BLUE ® CHIP 
TOW- PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
DEALERS’ SPECIAL (F.O.B. Factory Net) 
$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


| TOW. GUIDE 


Four Clamp Hook-Up 


DEALERS’ SPECIAL (F.O.B. Factory Net) 


$44.85 Fed. Tax Included 


= e 
Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 





REPLACEMENT TRUNK LINING 
Fits Your Used 
OLDS, BUICKS, CADILLACS, PONTIACS 


Accurately Cut, Precisel 
inal Type Cloth Over 
To Give You A New Installation in 


Bobs Dovel 





Tailored of Orig- 
ong Felt Backing, 
Minutes. 


All Buick Specials, Centuries, Olds 88 and 


~| Super 88 and Pontiacs except Star Chiefs 


Buick Super and Roadmaster, Olds 98 and 


Pontiac Star Chief 
All Cadillacs 
State Year, Make and Model 

Terms: Net. Transportation Prepaid 

TRUNKLINE MANUFACTURING CO. 


209 West Clemens Street 
CUBA CITY WISCONSIN 


each $10.90 
each $11.90 





| CONVERTIBLE TOPS, $18.75—Willys Jeep 


tops, $72.20 — Headlinings, 
| Catalogue. Big Buck, 500 
Beverly, Mass. 


USED CARS 


YEAR OLD CARS—CHEVYS—FORDS—PLYMOUTHS 


Will be offered for sale on sealed bid basis monthly by the Department of 


General public and dealers are invited to bid. Invitations to bid listing cars 
and trucks, together with instructions to bidders, may be obtained by writing 


J. D. Adams, Director, Automotive Bureau 


COMMONWEALTH GARAGE 
22nd & Forster Streets, Harrisburg, Penna. 


An Ad in the Classified Section of the Automotive News 
Will Get You Quick, Satisfactory Action 


$12.50. Free 
Rantoul 8t., 
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ew Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [7] 
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TRADE CONNECTION: 
Truck Dealer [) 


Manufacturer [] 


Financial [) Supplier 1] 
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a se 


a 


the International 
Truck Dealer ? 


¥ 


We’ve found that usually the INTERNATIONAL Dealer (like the 
smiling fellow here) can be picked out from among a group of 
motor truck dealers. 


Perhaps that’s because the INTERNATIONAL Dealer is the kind 
of man who knows trucks and does a good job of selling them. 


The INTERNATIONAL Dealer sells the line with no gaps in it — 
the world’s most complete line with a model for every type of 
user. He sells lowest-cost operation— proved again and again 
in fleets all over America. 


For further information about the franchise, write: Manager 
of Sales, Motor Truck Division, Inter- 
national Harvester Company, 180 N. 
Michigan Avenue, Chicago 1, Illinois. oe 


INTERNATIONAL TRUCKS 





